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DIMENSIONS: 


ORDER NOW FOR A BIG SPRING LUMITE 
SEASON! Lumite’s Display rack is available 
through your wholesaler... cost to you $19.95 
F.O. B. Chicago, IIl., plus a minimum order of 
6 rolls of Lumite Saran Screen Cloth. 


DIVISION, CHICOPEE MANUFACTURING 











Measures! 


Provides storage space for 
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Cuts! 


6 extra rolls of Lumite! 
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WOOSTER ‘‘SOFTIP’’ NYLON VARNISH BRUSH VENDER — 
Neat, attractive, sales-impelling display of the new 
Blue and Silver Handled Wooster “Softip’” Varnish 
Brushes. This vender contains: 













R TURNO VER ! Quantity Size Type of Brush 
e — 
FA 3 1%” “Softip” Varnish 
3 ” tad “Softip” Varnish 
2 215” “Softip’’ Varnish 
2 3° “Softip’”’ Varnish 





MORE PROFITS! 


Approx. Shipping Weight 3 Lbs. 





TIE-IN WITH NYLON 
POPULARITY AND THESE 
NEW WOOSTER VENDERS 


No. 802 Wooster Foss-Set “Softip” Nylon Varnish Brush 





Packed Approximate 

Per Wr. Per Doz. 

Width Length Thickness Box Lb. Oz. 
114” 214” y,” 12 , 8 
2” 24’ rs. 12 2 3 
24 25%” Ye" 12 2 14 
oy 27%,” 14” 12 3 10 


812 


No. 812 Wooster Foss-Set “Easyflo” Nylon Wall Brush “EASYFLO” 


Packed Approximate 

Per We. per Doz. 

Width Length Thickness Box Lb. Oz. 
3” 2%” Ye" 6 4 3 
34” 314” Ya” 6 5 3 
4” 314” Ye” 6 6 0 


“‘Length”’ Given Means Approximate Length of Filament Clear of Ferrule. 


ERE are two sparkling, new Wooster Brush 
Venders carrying the new Wooster Foss- 

Set Nylon “Softip” Varnish Brush and the “Easy- 
flo” Nylon Wall Brush. Both are quality Wooster 
Brushes designed and priced for the pocketbooks 


NYLON WALL BRUSH VENDER—A 


‘EASYFLO” 
fitting companion to the “Softip” Vender and a match for 
its selling power. Each “Easyflo” Vender contains: 


WOOSTER 


and use of the non-professional brush consumer 





—the household painters. Stock these brushes! Quantity Size Type of Brush 
Display these sales-catching counter venders! 3 3” “Easyflo” Wall 
The combination of Nylon and Wooster Quality 3 314” “Easyflo” ig 

3 4” “Easyflo” Wa 


in paint and varnish brushes spells faster turn- 


Approx. Shipping Weight 4 Lbs. 12 Ozs. 


over and more profits. Order from your Wooster 
Distributor — today! 


WOOSTER BRUSHES 








Foss: “SEY THE WOOSTER BRUSH COMPANY * WOOSTER * OHIO OOSTE 
Frere BRUSH MANUFACTURERS SINCE 1851 "Vivien 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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“SCREEN STAR” PROGRAM OPENS 
YALE’S PARADE OF PROMOTIONS 


First in the series of regular bi-monthly 
retail promotions by THE YALE & TOWNE 
MANUFACTURING COMPANY is the 
“Screen Star Parade”, scheduled to 
break in April. 

“April is the month when the retail 
hardware stores make money on flies 
and mosquitoes”, points out Raymond 
K. Watkins, Trade Sales Manager. “It’s 
screen door time, and that’s time for 


>” 


promoting our ‘Screen Stars’. 


YALE distributors are now taking 
orders for the special “Screen Star” 
package, a screen door hardware set 
consisting of 24 1011 Push-Pull Screen 


Door Catches and six 506 Airliner 
Screen Door Closers. Each assortment 
is packaged with a new three-color dis- 
play piece and a postcard for ordering 
a free newspaper mat on these products. 


Dealers are being urged to make use 
of this advertising material beginning 
the week of April 1st, during which 
the issue of the SATURDAY EVENING 
POST containing the YALE ad on the 
“Screen Stars” makes its appearance. 


Other “packaged promotions” are 
planned at 8-week intervals during the 
year. 





Colorful New Display Highlights 
“Screen Star” Promotion Program 


This attractive display, designed for counter or 
window, calls attention to YALE’s “Screen Stars” — 
the 1011 Push-Pull Catch and the 506 Airliner pneu- 


matic-type Screen Door Closer. 


The display is sturdily constructed to support the 
actual products. It is printed in red, blue and yellow, 
forming an effective background for the red and 


yellow YALE boxes. 


One of these displays is packed with every “Screen 
Star” assortment at no extra cost to the dealer. 
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“Post” Advertising Features 
Oddity in History of Locks 


A lock so constructed that it fired a pistol at anyone tam- 
pering with it, is one of the subjects of the YALE & TOWNE 
adin the April 1st issue of the SATURDAY EVENING POST. 


This is the second in YALE’s series of “‘Ripley-type”’ ads 
relating little-known facts of lock history. 


The “trigger-fingered” lock (which could be disen- 
gaged by the owner who knew of a secret button to push) 
shares billing in this ad with YALE’s “Screen Stars”, 
the two items of screen door hardware featured in the 


current “packaged promotion.” 





Appears in SATURDAY EVENING POST, APRIL Ist 
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titans 


Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 


Yale “Screen Stars” 
Get Top Billing in April 


The two YALE products to be fea- 
tured in the April “packaged pro- 
motion” are the 1011 Push-Pull 
Screen Door Catch and the 506 
Airliner pneumatic-type Screen 
Door Closer. 





The 1011 is a heavy-duty catch 
with all parts cast from rustless 
metal neal pen a bright brass or 
chrome finish. It is easy to work, 
there being no knob to turn, yet 
the positive lock holds the door 
firmly. Installation is simple — 
just one hole to bore. 
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The 506 is a pneumatic-type 
closer which can be quickly in- 
stalled by anyone—on right or 
left hand doors, inside or out- 
side. It has an adjustable spring 
for regulating closing speed 
which is completely concealed 
against dirt and moisture. It has 
a modern appearance and attrac- 
tive finish. 





Another popular item of screen 
door hardware is the 570 Screen 
Door Closer, a light-model liq- 
uid-type closer. It provides quick, 
quiet, complete closing. It is easy 
to install and adjust; noreversing 
is required, and a full-size marker 
spots the screw holes. 








The NameYALE 
Helps Make the Fale 


3 





Hardware Age, published every other Thursday by Chilton Co. (Inc.) Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as second class matter March 24, 1933, at the 
6. 


Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 165, No. 











every year about this time they do 







dust, sweep, throw out and generally spruce up the 
house. That means good business for smart store 
managers because they need the things you sell... 
such as OXCO’S— 


) Something seems to give ’em the urge to dig in, wash, 
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- SCRUBS—All sizes from 5%” to 
. ¢ 2 10” block. Palmetto, tampico and — a (/ €<) 
3 palmyra fibre, hardwood blocks. 
‘h Ty? noc ols ard 
Oe TOILET BOWL BRUSHES ZOX?, Pa SEG + oA °d 
v . = ye. Lesto ~7 “AY D { 1) 
P Wire or hardwood handles. Jj? 2 < Goa’. 
© 12” to 19” long. China and RADIATOR BRUSHES—Long slim , ¢ mis ce 
springy colored plastic bristles dusters that reach all hard-to-get- > 











or tampico fibre. at spots. Selected horsehair and 


fibre, 







PALMETTO WHISKS 
—Tough, resilient pal- 
metto fibre, wire- 
wrapped handle and 
ring. Nationally adver- 
tised. 















UPRIGHT BROOMS — Bassine- 
tampico fibres or colored plastic 
~ bristles that pick up dust. Plastic 
‘brooms are washable. Rubber 
C block bumpers. 


WINDOW BRUSHES—Dip 'n’ wash type ~ "Ce a 
Round or oblong styles. Choice of handle poh > Sieh 
c 








lengths. Horsehair or tampico filling. 


Housewives have been depending upon Oxco house- 

hold brushes ever since Oxco started setting DUSTERS—Slim, fat or shaped. Wide 

standards for the brush making industry more than size ronge. Tampico and soft horsehair or 
. colored plastic bristles. 

66 years ago. It’s the most complete line on the 


market. Don’t miss your share of ‘Spring House 
eee © 


cleaning’’ business. Be sure to specify Oxco... the 

only line of brushes consistently advertised in 
national consumer magazines. Free colorful win- 

OX FIBRE BRUSH COMPANY, INC. 

“Cash in” on Oxco’s advertising in SATURDAY EVENING POST-April15 rreoericx JelebGehed /§§¢$ MARYLAND 
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dow streamers available. Your jobber will go into 
details for you . . . better phone him now! 
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New ARISTO-MAT 


Display Merchandiser 


WILL TRIPLE 
YOUR PROFITS 









Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 


of patterns and sizes, in a price range FREE TRIPLE PROFIT u 






































to fit every pocketbook. MERCHANDISER 3585 DEAL 
With 1 dozen fast selling assorted Aristo-Mats, 
Pre-sold through NATIONAL ADVERTISING which contains the 17 inch by 19 inch size only. 
on a full 12 month schedule in... YOUR | FAIR TRADE YOuR 
cost RETAIL PRICE PROFIT 
@ Better Homes & Gardens 
e House & Garden Ys Doz. 401 FLORAL QUEEN $4.66 $7.16 $2.50 
© Bouse Besetifel Ys Doz. 1010 CANDY STRIPE 2.67 4.00 1.33 
@ American Home 
qua @ Good Housekeeping Ys Doz. 1200 Chrome Master 5.12 7.92 2.80 
* Ladies’ Home Journal ; $1 2.45 $1 9.08 $6.63 
@ Woman's Home Companion . : 
e McCall's © Parents’ Fair trade prices, Chrome Master $1.98 


<n ~™ a 

S* Guaranteed by > 
Good Housekeeping 
— ) 
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Floral Queen $1.79, Candy Stripe $1.00 
Slightly higher in states west of the Rockies. 









shea tat 
GUARANTEEC 

PARENTS 

MAGATING 


Sa 




















SEE YOUR JOBBER or write for your nearest distributor 


om 
Ag 


-- if PHOENIX TABLE MAT COMPANY 





1315 West Congress Street ¢ Chicago 7, Illinois 
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ALL-ALUMINUM SCREENS 


ror EASY SALES ano GREATER PROFITS 





ror METAL 
WINDOWS 


Attached with 
WING CLIPS (at 
no extra cost). Af- 
ter installation, no 


ror WOOD 
WINDOWS 


No ladder needed— 
Reinforced by cross 
brace, screens can 


be hung or remov- 
ed from inside the 
house. Very light 
weight. Easily 
handled by Mrs. 


Housewife. 








screwdriver needed 
to change or remove 
screen for windou 
washing. Flips oft 
instantly. No loose 
screws to get lost. 


Because they are light in weight, they are easy 
to Handle — Demonstrate — Deliver. (Many 
customers will take them home in their own cars.) 


Made of rust-free aluminum and packaged in a 
handy carton. Do not deteriorate while in the 


antee for uniform top quality and freedom from 
consumer complaints. 


All standard sizes for wood and metal windows 
available from stock — shortest delivery time on 
special orders. You can take a// your screen prob- 
lems to Fabrico. 


warehouse. Take up minimum stockroom space, 


because carton uf 10 screens is under 5” thick. 
DISTRIBUTORS INVITED 


For samples, prices and information on available 
franchises, write to 


Manufactured by modern methods—assembled 
on a production line — by people with a decade 
of experience in aluminum screens: Your Guar- 


Screens & Fabricated Metals Corp. 


DEPT. H, NORTH BERGEN, N. J. 
IN ANY QUANTITY — IN ONE QUALITY — THE BEST! 








Light Weight. Screens are easily han- | Corner Locks give wedge-fit without he 

dled—dquickly installed. corrosive effect or discoloration. oe 

Rolled Tubular Section. 18x14 mesh qj choice w 

Alclad aluminum screening combines = Kwikset’ 

Why consumers corrosion - resistance with maximum tive knob 
strength. Held at maximum tautness by No Stains, no discoloration of walls, number o 

£o f or specially-designed aluminum spline. Pre- — woodwork, draperies or blinds. economic 
cision engineered for maximum strength But m 

FABRICO and rigidity. Hardware Included—complete with locks are 


rust-resisting hanging or attaching de- 

vices. Can be used also to 

hang storm windows. APS 
SS 


WING CLIP for casement 





ALL-ALUMINUM 
SCREENS 























windows. 
Rugged Strength. p , ial — 
: rotective — glowing cigarette or 
Will Not Red-Rust. windswept burning leaves will not harm 
REGISTER APPLIED FOR Need No Painting. No upkeep. the screen. 
6 HARDWARE AGE, MARCH 23, 1950 


HARDWA 











Se 


put 








, 1950 





Theres more than 
meets the cyetn 


Look inside a Kwikset lock. See the advanced design, the 


simplicity of operation, the rugged, precision-built construc- 
tion... the built-in features that make Kwikset locks first 
choice with architects and builders across the nation. 
KwIKsET’s unique cam action locking device provides posi- 
tive knob locking. The ingenious half-round spindle reduces 
number of working parts. And fewer parts mean faster, more 
economical manufacturing operations... lower unit costs! 

But mechanical design isn’t the whole story. Kwikset 
locks are exceptionally clean and attractive in appearance 


MANUFACTURED BY 
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... beautifully hand-finished in satin or polished chrome or 
brass, or satin bronze. 

Dealers find that Kwixset’s high quality and striking 
beauty simplify their selling job. Add to this Kwixset’s low 
price and ease of installation and there is little wonder why 
Kwikset locks are fast-moving, profit-making items. Get 
the complete story on Kwikset locks today. 


MATERIAL AND WORKMANSHIP UNCONDITIONALLY GUARANTEED 


DISTRIBUTORS 


etko 


INDUSTRIES, INC. 


1107 East Eighth Street 
Los Angeles 21, California 


~ 














SPRING HINGES OF QUALITY 
Modern Streamlined Appearance 





Type BUT2001 


With Jamb Strip 





~( CHICAGO 











SPRING HINGES 


LOOK FOR THE TRADE MARK 


The 


Chicago 


Twins 





Type BUT9001 


Without Jamb Strip 


No Other Spring Butt Hinges 


have all 


These Special Features 


Concealed Hardened Steel Bearings 


Wrought Non-Breakable Spring Lugs 


No open joints in spring barrels to expose springs to moisture 


Button tip ornamentations 
held securely in place by improved 
lock washer of latest design. 


Springs are made of high grade 
tempered steel of ample size and 
proper length, diameter and gauge. 


No open joint where spring 
barrel continues as the _ web. 
This avoids exposing springs to 
moisture. 


Modern Architecture requires Spring Hinges of suitable design and proven quality. 


O96 





a 


Lugs at each end of the spring 
barrels are made of wrought non- 
breakable metal with hardened 
steel bearings—cadmium treated. 
This reduces wear to a minimum. 


Multiple thickness of metal in 
connecting web between spring bar- 
rels gives strength where needed 
most. 


Dove-tail for locking continuous 
piece of metal used in forming 
barrels and connecting web. 


“Triplex” and 


“Simplex” Spring Butt Hinges, with button tip ornamentations, are as modern as the newest stream- 
lined train or the latest flagship of the transcontinental airfleet. 


Chicago Spring Hinge Company, 


CHICAGO 
U.S.A. 


NEW YORK 
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TO MAKE MONEY WITH CHIMES 






















NO OTHER PRODUCT 
BRINGS SO MANY SALES FROM 
SO LITTLE DISPLAY SPACE! 
Here is a compact, self-selling chime department 
that makes you more money with less store dis- 


play space than ever before. Let your cus- 
tomers sell themselves these three ways. 


T NON-ELECTRIC CHIME 


The biggest new idea in door chimes—uses no 
electricity—no batteries. Only $3.95 list. 


2 A COMPLETE 11” CHIME DEPT. 


—so your customers can select any other type 
Electric Chimes, Pushbuttons or Transformers. 


A SURE SALE EITHER WAY 


Your customers can make their choice—you 
make your profit. Write for FREE details. 


Re = eps ty | 
NUTONE, INC., Dept. HA oe 
CINCINNATI 27, OHIO tog 







It’s NEW! 
NON-ELECTRIC 


$395 List 









NUTONE, INC., Dept. HA, Cincinnati 27, Ohio 
Gentlemen: Please send me FREE information about NuTone'’s terrific new self-selling 
displays to help me make more money. 





COPS HEHEHE EHH EEE HEE HEE EEE EEE EEE EEE EEE EEE EEE EEE EERSTE EEE EEE EEE EEE EeEes 


a 


A AEN GO 
po Low Voltoge 7 Electric 


} Tronstormers | i's hi House Numbers 
\ ' 
H 


hi} — *+/ 
¥ | —/ | ay 
Electric } El 


ectric 
Door Chimes Ventilating Fans Chiming Clocks 
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SF the Famous PESTMASTER 


flower garden insecticide and fungicide 
now packaged in a beautiful, reusable 
plastic flower pot. 

oh 





th 


#,) 


The most unusual merchandising idea in years! Product 
and package are combined in a double duty, double 
beauty profit-making natural! The product effectively 
fulfills a need, the price is downright attractive, and 
the package is a valuable item in itself! 









PESTMASTER, the fast, safe and efficient flower 
garden treatment, kills all types of chewing and 
sucking insect pests as well as fungus diseases. Every 
gardener needs Pestmaster, and every gardener will 
want the new Pestmaster Gardenier . . . a lasting 
bargain in lasting beauty. Available in a rainbow 
range of bright, eye-catching colors, the Pestmaster 
Gardenier sells on sight! 


An eye-catching, attention-com- 
pelling full-color display—stops 
‘em, shows ‘em, and sells ‘em! 





AS A DISPENSER 
| = Ee 
ah’ La 


MICHIGAN CHEMICAL 
@atton 


CASH IN on Pestmaster’s extensive advertising pro- oh een Fe 


gram! Backed by a profit-building schedule of national 
full-page full-color advertising, hard-hitting newspaper 
space, and five solid weeks of spot radio, the Pest- 
master Gardenier is merchandising’s smash hit of the 
year! Place your order—Today! 


PESTMASTER 


ORDER THROUGH YOUR JOBBER OR HEADQUARTERS 




















cokers 








MICHIGAN CHEMICAL CORPORATION, Saint Louis, Michigan 


ORGANIC AND INORGANIC BROMIDES, SALT, MAGNESIUM OXIDES, LIQUID CALCIUM, MAGNESIUM 


Manufacturers of: CHLORIDE, D. D. T. AND OTHER PHARMACEUTICAL, INDUSTRIAL AND AGRICULTURAL CHEMICALS 
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W IT COSTS YOU NOTHING 
W IT BRINGS IN SALES 


Here’s a brand new promotion plan to boost sales 
for you. With every Coldwell power mower you sell 
you give the customer a certificate worth $2.50 to 
him. When he wants his mower sharpened or serv- 
iced he simply takes the certificate to your store—if 
you do service work—or to any authorized repair- 
man for $2.50 credit. Coldwell credits the service 


man $2.50 for each certificate he returns to the 
factory. 


It costs you nothing to take part. It requires no 
bookkeeping. You just tell your customers about it 
—show them the certificate—and bwild sales! 


The complete Coldwell 


line includes three hand Help Yourself : 


models and four power 


models. It’s been famous TO THIS EXTRA SELLING HELP 


for quality since 1867— 








— is better than ever this : 
gon year. It has everything— Send the coupon for full details 
sem design, materials, appear- PLUS your free Coldwell Dealer 


ance and reputation—to Data Kit containing descrip- 
make it a BEST SELLER. tions, pictures and prices of all 
models and merchandising aids. 





Cr al 





\ 
| COLDWELL LAWN MOWER DIVISION 
| Coldwell-Philadelphia Lawn Mower Co., Inc 
| GENERAL SALES OFFICES .. .N. WASHINGTON ST., GREENFIELD, OHIO 
| FACTORY . . . NEWBURGH, N. Y. 
| Store Mame. ... cccccccccccccccscccecs st eewen gees ‘ 
: ee Se ee ee i 
‘ ; 
higan Dewar awed done seaeee ‘9 6S a 60a : ns 
AGNESIUM NID BF ov o.05.ccc cc cescosesseseccsese someeeenes 
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Here’s a quick, easy lift 
for the garage ._— 
door problem! 


Doors glide up and park 
themselves safely overhead 
at a touch of the finger-tips 
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No. 900 DOOR SET 


The modern method for operating garage doors — 
quickly and efficiently. Outmodes the antiquated 
heavy, stubborn-moving garage doors of the past. Doors 8 feet wide by 7 feet high 


YOUR TRADE is most likely | heen UPWARD-ACTING principle of the No. 900 raises 
familiar with the National garage doors off the floor so that entire floor area 
No. 900 Door Set and the is available for serving the new, modern cars with their 
many exclusive features that wider and roomier bodies. Vertical springs working 
have created its popularity. in conjunction with steel cables and enclosed pulleys 

- furnish a perfect counterbalance for the weight of the 
Below—special ff i. doors—no wonder they glide up with a finger-tip lift. 


closing feature 


Doors are furnished with most of the hardware mounted 


in place on the inside of the doors, safe from rust and 


corrosion. Doors are made of Ponderosa pine with 3-ply 


fir panels. 


Above—note 


rabbeted joint ee D 
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GET THESE FREE SELLING AIDS wae SEND FOR COMPLETE 
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TABLE 
BOOKLET 
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DISPLAY 
CARD 


ores MAIL COUPON TODAY! 


INFORMATION ON THIS NEW 
DISPENSING RACK 


‘ i Social m | 


im ' 
rhrtrt rer ete 
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NEW YORK WIRE CLOTH CO. 
445 Park Ave., New York, N. Y. 


Send me complete information on your new Dispensing Rack; 
also send selling aids checked below: 


{"] Newspaper Mats C] Display Card 
|] Folders |] Surface Measuring Table Book 














w, $ s 05% % i ee | 


2 ie ae a es Med Suatat ga olin 
‘ ab cal % — 


Foi Bites Move Atiracivel omes — 


LEIGH BUILDING PRODUCTS 











ONE OF THE OUTSTANDING NEW ITEMS OFFERED IN THE LEIGH 1950 
LINE 1S OUR NEW LINE OF METAL AWNINGS AND CANOPIES 
These units are made of DOUBLE-PROTECTED Steel — Steel that is coated with zinc and bonderized 
for double weather protection. Finished in two coats of baked enamel * one piece construction — no 
assembly problems * Rigid steel construction will withstand wind, falling icicles, etc. * Beautiful styling 


enhances any home. 


WINDOW AWNINGS 


An attractive permanent metal awning that gives cool shade without 
cutting off ventilation and light. Finished in 3 attractive colors — 
Green, Blue and Tile Red baked enamel. White enamel inside gives 
lighter rooms. Flashing nails or screws to house — heavy steel orna- 
mental brackets screw to awning and house —a sturdy permanent 
installation that can be made in a matter of minutes. Projects 20”. 
Made in widths 30”, 36” and 42”. Packed in individual shipping 


containers, complete with brackets, etc. 








DOOR CANOPIES 


Builders! These door canopies cut your cost 
50% to 75%. Compare their cost with your 
"fon the job” fabrication cost. Finished in 3 
attractive colors — Green, Blue and Tile Red. 
Flashing nails or screws to house — heavy steel 
ornamental brackets screw to canopy and house 
—a rigid permanent installation that can be 
made in a matter of minutes. Drip drain chan- 
nel at front roof edge. Projects 30” — 6” deep, 
48” and 54” widths. Packed in individual 


” 


shipping containers, complete with brackets, etc. 
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Clothes 
Chute 





























Triangle 
Ventila 








Package 
Receivers 



















































oy Ss Dust 
——7 — 
= a 
A ] @) House 
Roof NS 
Ventilators Aristocrat ; 
Mail Boxes 




















@ Built-In 
Brick Mail Boxes 
Ventilators Foundation Ventilators 


|W rite. today for the LEIGH cataiog and your nearest LEIGH Building Products source. 4 








BUILDING 
| PRODUCTS AIR CONTROL PRODUCTS, INC. 


COOPERSVILLE AGE STREET MICHIGAN. 
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a new profit for dealers in the 1950 Goodyear 
Garden Hose line —because it’s complete—lets you 
tap every part of the market for sales. You can handle 
a complete line of rubber hose — plus the new Weather- 
master vinyl-covered hose and the lightweight all-vinyl. 
There’s something for every buyer, from country club 
to homeowner. 


The line leaders in this knock-out family of hose are 
all TIME GUARANTEED, so your customers know exactly 
what they’re buying in terms of hose service. Whether 
they buy for quality or price, your customers can find 
their hose in Goodyear’s °50 line. 


To help you to more profits, Goodyear gives you abso- 


Tue Goupyear Tire & Russer Company, Inc. 
Please send me full details on your 1950 Garden Hose Program: 


Name 


Dept. 742-C, Akron 16, Ohio. 





lutely free a whole new line-up of “tell-all” sales helps 
—all tested over the counter—to build sales volume 


|! in your hose department. 


with the all-inclusive, complete Goodyear line. Your 
first step is to clip and mail the coupon now. 


\ Cash in this season on the big garden hose market 





>GOODFYEAR 






C) Jobber 


0 I am a Dealer 





Firm Name 








My Title a 





Street Address 


City and State 
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“COLOR DYNAMICS 
brings in 30% of new paint 


—says large Pittsburgh dealer 
in Pontiac, Michigan 


business!” 









at 
Tar ernon® - 


Elmer H. Reynolds 


Gordon E. Reynolds, son 


Now is the time to cash in on the constant flood 


| gape DAY, straight across America, the big swing 
of advertising and sales promotion which is causing 


is to Pittsburgh Paints because of the growing 





recognition among home-owners that they paint 
right with COLOR DYNAMICS and paint best 
with Pittsburgh Paints. 


No other paint manufacturer can match the 
advantages in performance and service which Pitts- 
burgh Paints give to dealer and consumer alike. 


PAINTS @ GLASS e 
ABs aA” FAS ew 





PITTSBURGH PAINTS 


CHEMICALS ~ 


the demand for Pittsburgh Paints to rise to new 
records everywhere. Investigate the possibility of 
selling Pittsburgh Paints in your community. For 
complete details, wire, write or phone Pittsburgh 
Plate Glass Company, Paint Division, PO-149, 
Pittsburgh 22, Pennsylvania. 


BRUSHES ry PLASTICS 


i ee 
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s... KAY-TITE is always 


available in drums... 


30 Ib. 
DRUM 


RETAILS 
FOR 
$11.00 


except Blue and Green 
which retail for $14.00 












a a 
Wats Vasé 


In Porovs 


| For Water Seepage 
| MASONRY. 


4% 


\ 


ers 600 to 750 square feet. 


1 Here's the size you can sell to con- 
tractors, maintenance men and 
| farmers where large masonry areas 
are to be treated. 50 Ib. drum cov- 





at Ye 





WHITE 
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SPANISH BUFF 








Backed by 20 Years of Satisfactory Pe 





COLORS 


KAY- TITE COMPANY 














WEST ORANGE NEW JERSEY 
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CREAM , GREEN 






BUFF BLUE 
GRAY 


ROSE 
BRICK RED 














one REX PRODUCT 
sells another! 


For easy extra profits, you just can’t beat this REX Wallpaper trio! 
To take off the old paper... prepare the wall... or put on the new 
paper — REX has the product and the reputation your customers de- 
pend on. 





















It’s easier to sell the products customers know and trust—and there's 
plenty of repeat business for you, too. So make sure you have plenty 
of Rex Wallpaper Remover, Rex Wall Size and old reliable Rex 
Paste — good products for good business! 


PATENT CEREALS CO. + Geneva, N.Y. 


MAKERS OF DIC-A-DOO PAINT BRUSH BATH & DIC-A-DOO CLEANER 





ORDER FROM 
YOUR JOBBER 


WALLPAPER 
REMOVER 


sii + MOXES with WATER + 
raed PEMETRATES AND SOFTENS PASTE 

WALLPAPER Comes ofr EASY 
* SAFE + WILL HoT STAIN 







Look for Rex Wall- 
paper Remover in the 
new, improved glass 
package. 


PREPARES THE WALL 


Better than ever! 


a GREAT REX PRODUCTS 
=> \\h} 


a ‘M 


stock all 3 


for greater profits all year round 
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LUCAS is the strong line that 
brings thousands of dealets bigger 
volume, healthier paint profits. 

A COMPACT LINE—only products 
and colors of proven popularity. 
ENVIABLE QUALITY —backed by 
over a hundred years of paint know- 
how. EFFECTIVE SELLING AIDS 
—more and better, as any 

Lucas dealer will tell you. 
PERSONAL COOPERATION— 
from Lucas representatives and 


0 Great Name in PAINTS 


TRACE maRKk REGISTERED — 


home office. You owe it to 
yourself to learn the advantages 
of “tying-up” with Lucas. 


Your inquiry will bring a 
prompt response and full details. 











JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA., PA. + Offices, Factories, Warehouses in Principal Cities 
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GE BRIGHTEN-UP 
MEANS PLENTY ( 


IT’S GENERAL ELECTRIC LAMPS’ NEW “SPRING SHOWER 


Here’s the ad 
campaign that will 
bring a flood of sales! 





When people brighten up their homes 
for Spring, that’s the time for extra 
lamp profits for you! And this big ad- 
vertising campaign will help you get 
‘em! Full color ads appear April 2nd 
in This Week; April 9th in Parade; 





PROMOTIONS | 


April 10th in Life; April 22nd in The 
Saturday Evening Post; May 1st in Life; 
May 14th in This Week; May 21st in 
Parade. Plus spot radio announcements 
and commercials on the Fred Waring 
television show! 


4 OUT OF 5 PREFER G-E LAMPS*.. 


*In a recent nationwide survey made by the Psychological Corporation, 2500 persons were asked, 


“What brand of light bulb do you prefer to buy?” 4 out of 5 choosing a brand chose G.E. 


20 
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OF G-E LAMP VALUES”... APRIL 3 TO MAY 20 





Bright, colorful counter cards! Window 
streamers and wall banners! Special dis- 
play pieces! Everything you need to catch 
your share of Brighten-UpTime’s rain of 
profits! Use ’em all and make the most 
of “Spring Shower of G-E Lamp Values”! 


Here are the point-of- 
sale aids you need to 
catch your share! 


A NEW KIND OF G-E LAMP TO SPARK AGENTS' 
SALES! General Electric’s new White 
lamp bulb gives softer shadows and less 
glare because it’s “all-over bright”. Now 
being featured in G-E Lamp adver- @ 


tising. Retails at 20c plus a a ; 
/ 
/ 


that’s why they SELL ON SIGHT! 
GENERAL @@ ELECTRIC 
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Presenting a new 
lightweight cleaner 
with a new idea 


in suction cleaning THE NE W 


Hoover 


pre! AERO-DYNE 


\ gn j Hoover dealers have long profited from the broad accept- 

| ay \ ance accorded the Hoover name . . . the prestige of 42 
Pap years of Hoover leadership. 

They already have, in the three great ‘“Triple-Action” 
Hoovers, the most sought-after of all upright cleaners. 

Now they are going to have just what they need to go 
after more sales of tank-type cleaners in a BIG way! 

It's the new Hoover AERO-DYNE Cleaner with ‘‘con- 
trolled suction” —just the right combination of strong 
suction and air flow, which provides the most effective suc- 
tion at the point of contact with the rug of any tank 
cleaner ever built! 









And no other tank-type cleaner has the sensational 
new “‘Litter-Gitter”’ rug nozzle, Hoover's exclusive Dirt 
Ejector, and other Hoover features. 

No other tank-type cleaner will approach AERO- 
DYNE for value (only $79.50, including all cleaning 
tools). 

No other cleaner of any kind will have advertising sup- 
port like the AERO-DYNE—the biggest, most spec- 
tacular campaign in Hoover history. 


Yes, dealers, too—‘‘you'll be happier with a Hoover!” 


With AERO-DYNE, it’s very clear, 


Great new cleaner... powerful new advertising...a great 
year for Hoover dealers! 


% N 


1950 is a HOOVER year! 





S 









The Hoover Company 
North Canton, Ohio 







New Hoover 
AERO-DYNE 





Ch i i 
, Hamilton, Ontario, Canada 
b, Perivale, England 
- a 
Model 62 Model 28 Model 115 Hoover 
Hoover Cleaner Hoover Cleaner Hoover Cleaner Iron Prices subject to increase without notice 
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Here’s a rustproof gutter for your 
CASH AND CARRY HOME TRADE! 


REYNOLDS lifetime ALUMINUM 
Gutters and Downspouts 


All around you are people who have put 
off essential gutter replacement because 
they shy away from a contract job. Now 
jou stop them with a bright, alluring 
“package” that they can walk away with 
...and do the job themselves... 
any handy-man help. 


.Or use 


This makes the world’s best buy in rust- 
proof gutters specifically a hardware store 
buy. And though the price is the very 
lowest for rustproof material, it’s a big 


R 
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unit sale for you. A good deal all around! 
Both the Half-Round and Ogee styles 
come in either smooth or stipple-embossed 
finish—same price. Stock that trial order 
now for the spring season. With it you 
get powerful sales aids—envelope stuffers, 
descriptive folders, ad mats and a right- 
sized display in color with cross-section 
sample! Reynolds Metals Company, 
Building Products Section, Louisville 1, 
Ky. Offices in 32 principal cities. 


Fe weweeee 


Reynolds Metals Company 
Building Products Section 


(] Gutters 
Firm Name 
My Name 


4 
I 
1 
! 
i 
1 
I 
1 
! Address 


2026 S. Ninth St,, Louisville 1, Ky. 


Send me full information on 


REYNOLDS ALUMINUM 





TRIAL ORDER! 





25 10’ Eaves Troughs 

6 Outside Mitres 

3 Inside Mitres 

15 Sections with Outlet 
45 Slip Connectors 

18 End Caps 

90 Hanger Straps 

15 75° Round Elbows (18 for Ogee) 
15 10’ Conductor Pipe 
25 Conductor Pipe Bands 
9 Strainers 

5 Ibs. Aluminum Nails 

3 % pt. cans Mastic 

1 Almastigun 

$122.56 for Half-Round 
$138.49 for Ogee 


Call your jobber now, or address 
us direct! 


MAIL THIS COUPON! 


3 


] Flashing [] Nails 





We have what it Takes for 


UNIVERSAL Gia fre 


The most saleable line of home laundry equip- 
ment ever offered. Accepted the country over for 























its ‘‘way-ahead” features, quality of manufacture 
and trouble-free performance. You'll find more to 
talk about—more features to sell... when you han- 
dle UNIVERSAL, the line that can’t be topped. 














y/ line of Home Laundry equipment 
for every purpose, to fit any budget. Four famous 
electric washers led by Universal's exclusive, 2- 
speed model with its Super-Safe Control-O-Roll 
Wringer, Time-A-Matic Timer and safety-switch. 
Two Cabinet type Automatic lroners and a port- 
able table-top model gives any purchaser a 
choice for any laundry requirement. They're UNI- 
VERSAL—the Best in Home Laundry Equipment! 
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aundry Equipment Sales! 


For Success in Competitive Spring Selling 





be sure you have the right tools... 


/ Ja fast-selling, complete line with National acceptance. 
(ama ZA compelling consumer offer to attract prospects.* 
G A power-packed promotion to focus consumer attention. 





The most sensational premium offer of the indus- 
try—and at a full-profit margin! More sales—easier 
sales with this extra-plus sales getter...a 53 piece 
silverware setting complete with Tuckaway case to 
every purchaser of one of the Universal top three 
model washers or the deluxe 2-speed ironer! And 
this premium at no extra cost to the retailer! 
















ud ff Fe 


A hard hitting nation-wide promotion designed to 
make prospects of every woman in‘your sales area. 
Hard hitting, local newspaper campaigns... colorful 
displays, window streamers and direct mail material 
... all sure-fire to move Universal laundry appliances 


vVAL at 
lies ES << off the dealer’s sales-floor and into customer homes! 
NNT eo ; 


aera ip See yout UNIVERSAL OISTRIBUTOR Wow! 


*This special offer will be for a limited time only — 
don’t miss out on Spring profits. 


UNIVERSAL 
Be nmin -toninry Pectin 
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BARLOW KNIFE (#/636)—Always a oy geen de- 
sign. 2 top quality steel blades, solid handle. 
3%" closed. 12 to card. 59¢ ea. retail. 


+€Nuine 
Rawhide 
Thong 





LONE RANGER KNIFE (4649)—Youngsters are crazy about it! FISHIN’ KNIFE (7640)—A million fishermen 


Features Lone Ranger, his horse, Silver, and silver bullet with 16” would like this. Has high-carbon blade with 
leather thong. 3%” closed. 2 blades. 12 to colorful card. 79¢ ea. retail. safety lock. 5”’ closed. 12 to card. 89¢ ea. retail. 


i 








|e RRR I” WET m7 RENEE IR ee rt 





JACK KNIFE (#611-C)—Big value. Big CAMP KNIFE (#400)—Nationally ad- SWITCH BACK KNIFE (#639)—Sleek, 
eye appeal. Colorful round handle, 2 vertised. 4 husky steel blades, 5 tools, graceful, popular! Has high-carbon 
high-carbon steel blades. 3%” closed. solid stag plastic handle. 35%” closed. steel blade. Colored lastic handles. 


12 to attractive display. 50¢ ea. retail. 12 with a card. $1.00 ea. retail. 4%e" closed. 12 to card. 59¢ ea. retail. 


Cc AMILLU % Display cards are outstandingly attractive, 
in full color. Merchandise turns over rapidly. 
CUTLERY 


These numbers are chosen for their 
GOOD QUALITY 
i oO MPAN Y consistent, proven popularity. 


46 GENESEE ST., CAMILLUS, N. Y. 
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LANGLEY CORPORATION 
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THE GREATEST LINE OF CASTING REELS IN AMERICA TODAY! 
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LITTLE BROWN JUG is Fezez again!!! 












Plenty of hot coffee 
and sandwiches for 
all day hunting. 






Bottom 
compartment 






ST eens The LITTLE BROWN JUG KAWwJEEW 


and LITTLE BROWN JUG KARRYALL 
provide a utility feature that is unique. Just 
think of it—food and drink both in one 
handy container—everything needed for an 
outing party of four or more—and all 
Gosh—-16 Packed and carried conveniently by one 
uP com’, handle. It’s no wonder picnickers, fisher- 
fo big sora, Men, hunters, bathers and sportsmen are 
—— buying them by the pair! 





















suit, beach 
“< shoes, sun 
tan lo- 
on, ete. 


Holds plenty of food for four 
husky outdoor appetites. 









16 Ibs. of food space! Weiners 
and buns for o big weiner roast. 





Seni with May, 1950, Life Maga- 
zine, Saturday Evening Post, Better 
Homes & Gardens, Holiday, Field & 
Stream and many big city newspapers 
will be carrying the popular priced 


KanTEEN and KARRYALL ads iii 


eat: e ° ment could be 
(over 15 million circulation every used for fishing 
a tackle—top for 
month). Get your orders in to your ice and cold 
rinks. 
jobber—here’s that “‘natural’’ that 
comes along just now and then. THE 


HOTTEST THING IN SUMMER Sesty of eo wit 


For Home F 
Freeze-Guid 
smartly des 
needed—ch 
basket or st 
card. Retail: 




















sod ks 





SPORTING GOODS SALES! ae “3 BE, IRE A portable bor ond 
Descriptive literature on request. camping trip. pos ~ adieny com 
tginer, 
. ‘ ' oF : A sure-fire : 
complete ni 
Teague. Co: 
guide that e 
Snaps, high 
with gold bs 
101” x 45% 
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BOOST SALES 





50 TO 1007 


with this Taylor Permanent Merchandiser 





This horizontal model is adaptable for wall hanging or for mounting on fixtures, counters, 
or tables; vertical model is ideal for pillars and hard-to-use corners. 





For Home Freezer or Refrigerator everybody wants a Taylor 
Freeze-Guide* Thermometer! Small, compact, easy to read, 
smartly designed, lies flat, can’t tip. An accurate—and much 
needed—check on storage temperatures. Handy clip fits on 
basket or shelf. No. 59254, packaged 6 on a colorful display 
card. Retails for $1.50 each. 








A sure-fire seller! Ridgemont Baroguide* Combination is a 
complete new “weather bureau’”’ styled by Walter Dorwin 
Teague. Combination barometer, thermometer and humidity 
guide that enables your customers to predict local rain, cold 
snaps, high winds with real confidence. Clear, plastic panel 
with gold bronze trim and dial in harmonizing gold and ivory, 
1014" x 454". No. 2590, retails for $21. *Trade-Mark 
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E’RE honestly amazed at the selling job this 

Taylor Permanent Merchandiser is doing for 
dealers all over the country. More than 1500 already 
have it. And reports of 50 to 100% sales increase are 
common. That’s why we're convinced you should get 
this Taylor Permanent Merchandiser up in your store 
right now! 
16” high by 50” wide (horizontal shown, vertical also 
available), it puts the popular and profitable Taylor line 
up where it can be seen — then sells it on sight. March 
and April are especially good months for selling Taylor 
outdoor and cooking thermometers—so’ ORDER THIS 
PERMANENT MERCHANDISER RIGHT NOW! 


Taylor Instrument Companies 
Rochester, N. Y., and Toronto, Canada. 
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BUILT THE BEST 


POWER MOWERS FROM °792:. 





SEN: 
SENSATIONAL NEW sew 
plus t 
TODAY'S CUSTOMERS WANT 2 THINGS! nr 
50 ... QUALITY... AT LOW COST! 7 
ff 
And Davis gives them both . . . with a complete line PRIC 
of hand and power mowers that, model for model, HEAVY 
are unsurpassed in features and quality . . . and ge 
priced to sell to economy-conscious customers. DRIVE 
to reel 
] 
Ask your Jobber today about the sensational new TAPE ; 
Davis 50/50 . . . BUILT THE BEST . . . the COMPLETE penta 
line. Or write us for full details. HEAV' 
ENGIN 
Simple, 





G.W. DAVIS CORPORATION | >=: 


tip thr 
RICHMOND, INDIANA, U.S.A. 


ROLLE! 
ALLOY 
MENT. 









Competitive Meu G-sguare : 4-sguare 


MODEL 31 MODEL 63 ne ee 





+ 
* 
= 
. 
s 
= 
& 
* e 
e a 
« + 
e * 
e a a ‘ Silent—Beauti 
e Outstanding Value at Low Price e Automotive New—Improved—Smartly Designed @ 10-Inch ,  All-Sharp Equipped (Self-Sharpening) « 10- + Screw Adjustn 
Roller Bearings e Solid Rubber Tires—10” Wheels—Semi-Pneumatic Rubber Tires e Inch Wheels—Semi-Pneumatic Rubber Tires « on Hardened S 
Wheels e 5 Blades—High Carbon Steel e Automotive Roller Bearings e High Carbon Steel Automotive Roller Bearings « High Carbon (Self-Sharpeni 
Sizes: 14 and 16-Inch Cut — Davis Unit Boxed Blades e Size: 16-Inch Cut — Davis Unit Boxed Steel Blades e 16-Inch Cut—Davis Unit Boxed Blade © Preci 
e Color: Comber Green—Scarlet Trim e Color: Canary Yellow — Comber Green Trim @ Color: Canterbury Blue—Scarlet Trim eg 
—Davis Uni 
Trim—Chrome 
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PRICED TO SELL! 


HAND MOWERS--ALL PRICES 


' 

SENSATIONAL DAVIS 50/50...$79.95 — Today's biggest value \ 
in an 18-inch power mower! Every quality feature your customers want 
plus the new, exclusive Davis Flex-A-Matic Clutch—simplest, safest, 
most foolproof clutch on any mower! 

— Briggs & Stratton or Clinton 1.1 H.P. Engine (Optional) 

— Hyatt Automotive Precision Roller Bearings 

— Semi-Pneumatic Rubber Tires 

— Flex-A-Matic Clutch with Full Safety Release* 


PRICED TO CAPTURE THE MASS MARKET! 


HEAVY-DUTY MODEL B&S-18 OR C-18...$99.95 


ENGINE OPTIONAL. Briggs & Stratton or Clinton 1.1 
H.P. engine or Continental 14% H.P. . . . Single V-Belt 
DRIVE serves as clutch. ROLLER CHAIN DRIVE counter-shaft 
to reel. CONTROLS: Direct, conveniently located hand 
lever for V-belt idler. Finger-tip throttle control. TIMKEN 
TAPERED ADJUSTABLE ROLLER BEARINGS on reel shaft. 
CRUCIBLE CHROME ALLOY BLADES. Exclusive DAVIS 
SINGLE-SCREW ADJUSTMENT. Cutting width 18”. 


HEAVY-DUTY MODEL C-22...$109.95 


ENGINE: Continental 114 H.P. with new governor control. 
Simple, accessible DUAL V-BELT DRIVE serves as clutch. 
ROLLER CHAIN DRIVE countershaft to reel. CONTROLS: 





Direct, conveniently located hand lever for clutch. Finger- ‘ oak seine 
tip throttle control. TIMKEN TAPERED ADJUSTABLE INDIANA, U.S.A. 

° 5. * -Aq- 
ROLLER BEARINGS on reel shaft. CRUCIBLE CHROME Exclusive Devis FLEX-A-MATIC 
ALLOY BLADES. Exclusive DAVIS SINGLE-SCREW ADJUST- CLUTCH 


A V-Beit Automatic Transmis- 
sion! Eliminates necessity for 
separate clutch-control lever 
Fully automatic. Safety release 
manually controlled. Clutch 
controlled by throttle lever 
Precision-made unit. No ad- 
justing required 


MENT. Today's best buy in a heavy-duty mower with 22” cut! 


Whi. ? . 


MODEL 88 MODEL 1441 





(PATENT PENDOIN 








e 
e 
* 
° DAVIS UNIT BOXED! 
. Exclusive Patented Commercial Package 
= 
a 
= 
7” 
wetin se 
* Silent as a Whisper—Free Reeling ¢ Beautiful 
Silent—Beautiful—Streamlined e Davis Single ° Streamlined Styling ¢ Davis Single-Screw Ad- 
Screw Adjustment e Rubber Roller Mounted ®  justment ¢ Rubber Rollers on Sealed Ball 
on Hardened Steel Pins @ All-Sharp Equipped Bearings e All-Sharp Equipped (Self-Sharpen- 
(Self-Sharpening) e Heavy-Lipped-Edge Cutter ing) © Precision Automotive Roller Bearings « 
Blade © Precision Automotive Roller Bearings Metal Handle—Plastic Grips e 16-Inch Cut— 
¢ Metal Handle—Plastic Grips e 16-Inch Cut Davis Unit Boxed e Chrome Plated Handles, 
—Davis Unit Boxed e Comber Green—Gold Reel Shields, Hub Caps e Color: Comber Green 
Trim—Chrome Plated Hub Caps —Gold Trim 
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Where Steel Pipe is first choice for Radiant Heating... 


“In the comfort of a valley, home can seem ‘a dream come true’,”’ 
a poet once said . . . and his words are a perfect description of 
many a modern American home development. For what can make 
for more happy living, when the chill winds of winter blow, than 
the snug warmth of new, radiant heated homes in ‘Comfort Valleys” 
everywhere? 


Radiant Heating systems in such homes are at their best, of course, 
when installed with durable, adaptable, economical steel pipe. 
You see, steel pipe’s proved service record in conventional hot 
water and steam heating systems over more than 60 years would, 
alone, entitle it to first consideration. But, more than that, the 
specific piping requirements of the popular new Radiant installa- 
tions are met in every particular by steel pipe. It's readily formed, 
easily welded, imparts structural strength, and importantly, has the 
same co-efficient of expansion as concrete, plaster and masonry. It's 
lower in cost, too, and is made to outlast the useful life of the building. 


Already, as in conventional heating, more steel pipe is used for 
Radiant Heating than any other! 


OR, 


The inherent characteristics of steel pipe are 
perfectly ‘‘matched”’ to the installation re- 
quirements of Radiant Heating. 


COMMITTEE ON STEEL PIPE RESEARCH 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N. Y. 
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New Milco® Gardeneer Tool Rack — low-cost — 
made — heavy-gauge steel — channelled for 
rigid durability. Keeps a dozen garden or household 
tools Aeatly and safely in ploce. Top member is a slotted 
shelf mounted on two sturdy brackets; bottom member 
has’ holes to receive tool handles. Punched to mount 
with screws or noils quickly and easily on 16” or 24” studs. 


sp 


























Milcor Gordeener Pick up Cart — Low-cost — 
made of heavy-gauge stee! with fluted sides for 
extra vigidity. Holds several bushel basketfuls in 
one load (measures 28” front to back, 18°34” 
across). Balanced for easy handling — all weight 
rests on two wide, rubber-tired wheels. Double 
stand for perfect stability, Tips to ground for load- 
ing or unloading. 








\ONEY-MAKING. 
TWO-SOME 








fe. 


of garden equipment sales! 


7. Milcor Gardeneer Pick-up Cart 
2: Milcor Gardeneer Tool Rack 


Two of the handiest helpers that ever hit the home front at garden time! Past 
seasons have proved the sales appeal of the Gardeneer Pick-up Cart — and 
now you have the Gardeneer Tool Rack to make two sales grow where there 
was only one before. 








Dozens of uses every- 


\ where—fer the home, Use these two low-cost labor and space-savers to highlight your spring garden 
e torm, e store, . . . ° . . 
Y the factory. Hauling, promotion. Offer them together, or in combination with other garden items. ' 
/ 


mixing, carting, etc. 
A yeor ‘round seller. 


Feature them in your ads, in your windows. They’re real traffic builders and 
stoppers, sell themselves and start a chain reaction of tie-in sales to boom your 
garden department volume. Write for complete details today. 





double duty — 
vorden or work 
Pi in the gorage 
Sasement, for 
Mithold tools in 
brent or back hall. 


INLAND STEEL PRODUCTS COMPANY 


Formerly Milcor Steel Company 
4063 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 
Baltimore 24, Md. © Buffalo 11, N. Y. ©® Chicago 9, Ill. © Cincinnati 25, Ohio 
Cleveland 14, Ohio ® Detroit 2, Mich. © Kansas City 8, Mo. ® Los Angeles 23, Calif. 
New York 22, N. Y. ®@ Rochester 9, N. Y. © St. Louis 10, Mo. 














Hodell Porch Swing Chains 
“Serve the Best”’ 


Good looking . . . long lasting . . . Hodell Porch Swing Sets 
have long been a popular fast seller with the hardware trade. 

The chain is the neat, sturdy, Bulldog pattern. Each 
individually packaged Swing Set includes two complete 
Y-Type chains and a pair of ceiling hooks—everything 
needed to hang a swing. Easy to sell! Easy for customers 
to put up. 

Order Hodell Porch Swing Sets now through your dis- 
tributor, for spring and summer selling. You can be sure 
these high-quality Hodell Chains will never let you—or 
your customers—down. 


* Hodell is the name for dependable chain! + 








Packaged in Complete Sets 
... one set to a box, clearly 
and attractively labeled. 


Peete HODELL CHAIN COMPANY 


Sprocket, Pump, Liberty 
Machine, Proof Coil, Liberty 
Coil, Passing Link, Bulldog, 


34 


* CLEVELAND 3, OHIO «x 


Samson, Flat Link, Register ie 
ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 
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Those First Warm 
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Pick up a Lot of Extra Sales 


All over the U.S., Hardware Dealers are enthusiastic 
about this practical Garden Hose Merchandiser—and the 
extra hose business it will bring to them this Spring. 

For instance, Mr. Sheppard of Sheppard’s Hardware, 
Arbutus, Maryland, says:— 

“Besides being a very attraciive display, this hose merchandiser 
will save me much time and work. Many days last year | passed up 
displaying my hose outside the store because of the time and work 
involved. Now with the new Gates Merchandiser on wheels this 
work wiil be eliminated.” 

Over on the west coast, Mr. Hughes, owner of 
Hughes Hardware Co., in Cathlamet, Wash., told us— 

“| want to have one of the merchandisers to roll out in front of my 
store so that people driving by on the highway can see that | carry 
a good stock of hose.” 

And Mr. B. Coker of Stewart Hardware, Stewart, 
Florida, says: — 

“the merchandiser makes a fine display and uses up a minimum 
amount of space, which in my store has to be utilized to display as 
many kinds of merchandise as possible.” 


Yours At a Fraction of Its Actual Cost 


The above comments are typical of hundreds re- 
ceived from Hardware Dealers who have bought this mer- 
chandiser. And because we know that it will sell hose—a 
lot of extra hose—we are making it available to you at a 
mere fraction of its actual cost—only $5. 


Send No Money— 


But—if you want an easy way to display and sell 
more garden hose, just fill out and mail the coupon 
TODAY! We'll act promptly to send you one of these 
‘ales-building merchandisers—billed to you through a 
Gates Jobber. 


The Gates Rubber Company 


Denver 17, Colorado, U.S. A. 


Days of Spring... 


Get Your Garden Hose 
Out on the SIDEWALK! 





EASY. .. with this Practica’ 


Garden Hose MERCHANDISER 


Just Look 
What it 
Does for You 


@ Displays over 500 
ft. of hose yet takes up 




































no more floor space 
than a single coil. In- 
vites self service, and 
will positively increase 
garden hose sales in 
any store. 


@ Rolls on wheels. 
Enables you to move 
hose display to any 
part of your store—or 
on the sidewalk dur- 
ing the best selling 
season. Reminds peo- 
ple of their garden 
hose needs—Gives you 
extra business. 


@Has all tubular 
steel welded frame 
that is rigid non-tip- 
ping, and protected 
by a lustrous all- 
weather enamel. It’s a 
beautiful piece of store 
furniture good for 20 
years of service. 





a Doll 


Like 
GH-503 
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The Gates Rubber Company 
999 So. Broadway, Denver 17, Colorado 


i want a Gates Garden Hose Merchandiser for my store 
You may bill me $5.00 for it through a Gates jobber. 


a” 


Firm Name 
Address 
City, State 


The Gates Garden Hose Jobber !| prefer to handle this order is 








..and During the “Fill-in” Season 





This powe 
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EVERY Gates Post will 


and Gum 


GARDEN HOSE JOBBER 
Has Complete Stocks and 


can also draw ona nearby 
GATES WAREHOUSE to 


give you Rush Shipments 
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A Line So Complete... You Can 





Choose the Type Hose Your WAREHOUSE 
Customer WANTS to Buy! © Gates Garden Hose . 
JOBBER 
Here is a hose to match every customer’s purse—from 
purely “price” buyers to those who want the very best— For a PRICE LEADER 
and all “in-betweens!”’ To meet chain-store competition — RIPPLE—a black hose with 


full %-inch couplings. Built to a price — but built right. 
Carries standard manufacturer's warranty. 
Petit f You can profitably $4 95 or even 
ETA “ft. LOWER 
&) Unconditionally RETAIL a 50-ft. length at 


Guaranteed 
for 10 Years. 












Unconditionally 
, Guaranteed 
Gates TRUCORD in Green, Red and Black for 10 Years 


Has a strong layer of rayon cords over a seamless rot 
resistant tube. Withstands many times ordinary water - 
pressures. Heavy rib cover. Color will not wear off. Has FULL FLO MODERNETTE in Red and Green 
nickel plated Full Flo couplings. Meets low price com- Made from FLEXTRON. Sheds dirt like glass. Is weather, oil 
and abrasion resistant. Has standard “plastic hose” diameter. 


ition. : a sare : 
as Priced to meet competition of similar types. Also available in 
smaller diameter at a lower price. 





Unconditionally 
Guaranteed 


for 15 Years ‘ Unconditionall) 


Guaranteed 
for 10 Years. 





Gates VULCO 
Has a double layer of strong rayon cords bonded together Gates PLASTICORD 


with a ply of tough rubber. Stands 15 times normal water pres- Combines the best features of both plastic and rubber hose. 
sures. Genuine red rubber cover. Nickel plated Full Flo couplings. , Has seamless, rot resistant inside rubber tube covered with layer 
of high tenacity rayon cord. Attractive corrugated cover is of 
gleaming FLEXTRON. Sheds dirt like glass. Does not “stiffen 
up” on cold days. Resists oil abrasion, and weathering indefi- 
nitely. Has nickel plated Full Flo couplings. 


~~ AY 0) Wa 


Unconditionally 
Guaranteed 
for 15 Years. 














Unconditional 
Gates GARDENETTE Guarantee 
Built with Nylon cords which are actually stronger than steel (No time limit) - = 
—is 50% lighter yet 15% stronger than ordinary garden hose. ; 
: of lovely | 
Each length of Gardenette is tied to an attractive disk which : 
helps > -11 themselves on hose Acsthes 
elps customers se emselves se. 7 Gates GREENLAWN painting 
— gs 
Pen oes A professional type hose. Green Neoprene cover. Double dapestiaht 
eee pel ———— i braid of TRUCK TIRE Rayon cords. Unmatchable quality. whisoness, 
Ores ie . 2 Don’t 
a y= che 8 — Customer ole iudae tine—g j. 
Crs ~ —-— Th: ; Buy G 
¢ as° ic \3 : es . y Gum 
is \( r any wg e {ot wh \ that \\ . No charge for time hose is « ' upon Gum 
Unconditional %&\\" eng te Teed, YOUN satis Wey This means no bookkeeping 
AS \\ aurio’ | grantee”? ve yOU | zeal\® 
is is BUNT co BS septace® \\ 
Guarantee pose TF jfailed Sah be \2 
= = = % ny fat -- with! \ 
Carried on S\\ it y 9 me 3 
' " f e- — 98) 
: aa r Z 
every length of ‘ hard 0G HARDWARE , 


The Gates Rubber Company Sales Division, | 
Denver 17, Colorado, U. S. A. 


Gates Garden Hose< 








oe 





hose with 


ven 
ER 








rditionally 
sranteed 
10 Y ears. 


Green 

weather, oil 
| diameter. 
available in 


:ditionally 
ranteed 
10 Years. 


ubber hose. 
1 with layer 
cover is of 
not “stiffen 
ring indefi- 


ond itional 
uarantee 
» time limit) 


ver. Double 
quality. 





This powerful four-c 

hgeepetcpen “ea page advertisement appear 

Post will give a trem Heese Oasge : 

TS es eae endous boost to sales of ted 

Turpentine for use wae ap ene Gen 
oil paints. 





Spr ng M, agi 


Sor Tired-Looking Homes 


ea 





















call 





= MAC 
° 31Cc O d . 
of lovely oc , good paint and G ‘ 
A y color and beauty—insi um Turpentine . 
i uthorities agree th yA inside and out transform a tired-look h 
painting E 2 at Gum T P . »oking hom : 
e . Experienced pai urpentine sh ¢ into one 
with go . ced pain should a/way 
od oil pai ters know t ways be use 
dependable— paints properly thinned hat best results for in d to thin paints for exteri 
whiteness = peer correct pe d with Gum Turpenti terior painting are ot erior 
a aa netrati ine. oe oles 
Don't te pera | to the nant to anchor the metye Furpentine is pe oa 
tine— with inferi , m. , does not affec . ays 
g out of ; rior substit ‘ affect colo 
Buy G 70 painting stitutes. It’s alway r or 
y Gum T A ig contracto - ays best t a 
upon Gum Termentin at paint and h 1 Gum Turpentine cl, age or use Gum Tur} 
rpentine— ardware s when paintin en - 
accept no other stores, drug, variety and Say — a 
; od stores. I 
s. Insist 


AMERICAN T 
URPENTINE F 
Se 








in Painting, Cleaning, 


© Gum 
tpentine 





AQ USES 
Polishing 


polish up — 


clean up, 
m Tur- 


will find Gu 
fferent way® First, 
« for the 


me to paint UP» 


Now is the 
rime. You 


get nid of winter’® © 
pentine magically helpful in 49 di 
it's the one paint thinne’ 
best and most dur hes and enamels 


Economical —m, 


able paints, 
akes paint 6° 


farther— last longet 


Use Gum Turpentine for cleaning Aoors, furniture, 
woodwork, window? metal, porcelain, glass 
and linoleum bed frames and bedspring® 
Especially use 
scats and bowls, bathroom an 


pels ants and insects 


g and disinfecting toilet 


ful in cleanin 
4 kitchen floors. Re 


a Fine O18 POLise RECIPE: Mis 1 pint of 
Gum Turpentine with 1 pint of poiled linseed ot! 
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Eugland. CARBIDE PRODUCIS fave the Edge 


i fo es 2 is Re, oe 
They contain Carbide, the 
hardest metal made by man... 

and this Mr. Jobber, 

Mr. Retailer, is a BIG 

sales feature. It gives 
. New England Carbide Products 
- the edge and you y 
TOP PROFITS. 

















Electric or 
Pneumatic 


HAMMER BIT 
CARBIDE TIPPED 


for Hard Concrete 
or Granite 




























DISPLAY STAND 
also available for 
CYCLONE 





® 


INDIVIDUAL 

PACKAGE 
and Kit of 6 
popular sizes 


ROTARY DRILL 
CARBIDE TIPPED 


for 
MASONRY 


DOUBLE EDGE 
CARBIDE 
PAINT SCRAPER 


Order from your jobber today 


or write direct for more information. 


New Euglaud oe N11] >) tm hole) Molo Mn | [om 


CAMBRIDGE 39, MASS. 
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Set N° 14 Contains 5 C@veland Drills 
@ @ © © ©.all with %" Shank 


These new drills are designed for use with any drill press, 
electric drill, breast drill or ratchet drill having a standard 
%” chuck. They have many advantages that will appeal to 
your customers: 


Suitable for hard or soft woods (end grain or side grain) 
and for soft metals, including soft, thin sheet steel—Cut fast 
with little effort or power—Can be resharpened repeatedly 
—Drill is not spoiled if it hits a nail—High polish makes 
it easy for chips to slide up the flutes and out of the hole— 
Made of best chrome alloy tool steel, highly tempered. 


Single drills may be bought separately. Ask for List No. 124. 





Order from your Jobber, or write 
to our nearest Stockroom 


THE CLEVELAND TWIST DRILL CO. + 1242 East 49th Street + Cleveland 14, Ohio 


Stockrooms: New York 7 «+ Detroit 2 + Chicago 6 «+ Dallas! + San Francisco S + Los Angeles 58 + €E. P. Barrus, Ltd., London W. 3, England 


AAAS 
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Cleveland Jobbers everywher 


are ready to serve you! 








—=96 YEARS FASHIONING THE FASTENING H 
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BOLTS AND N 


@ STRAIGHT, STRONG SHANKS 
Smooth Fit 


@ CLEAN, ACCURATE THREADS 
Quick Assembly 


@ FULL, TRUE NUTS 
No Wrench Slippage 


WITH 
REPUBLIC UPSON 


e-.from the more 

than 20,000 members 
of the REPUBLIC 
UPSON Quality Line. 


* 


REPUBLIC STEEL CORPORATION 
Bolt & Nut Division 

CLEVELAND, OHIO e GADSDEN, ALABAMA 

Export Dept.: Chrysler Bldg., New York 17, N.Y. 














—_——$—<$<—<—<— 


BITS OF INDUSTRY- 
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SIMOND 
No. 460 


Branch Offices in Boston, Chicago, 
San Francisco and Portland, Oregon. 
Canadian Factory in Montreal, Quebec 
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“‘Just what the doctors ordered” .. . 
that’s this new Simonds Pulpwood Saw, de- 





signed and produced according to suggestions 
of skilled operators all over the country. It's 
far and away the No. 1 Saw for one-man cut- 


ting of pulpwood and small logs. 


Blade is made from special Simonds Steel, 
heat-treated for top strength and toughness 
. . + plus stubborn edge-holding qualities in 
any type of timber. Then it’s tapered for full 
clearance, precision set (very lightly) and 
filed for unvarying uniformity. 


Made in 30”, 36’, 42” and 48” lengths and 
packed by the dozen in handy, new design 
boxes. Sturdy saw frames and sharpening tools 
also are available. Ask about this big-selling 


Pulpwood Saw Line today! 


“It's a Natural!” 


SIMONDS 


SAW AND STEEL CO. 





FITCHBURG, MASS. 
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For Fast, Sure Profits, 
Sell the — Genuine 





AIR 
FILTERS 


FREE selling aids 





\sold since 1933. Standard 
ne i — 

original... (a ....equipment in forced warm air furnaces 
~ E>» 

Listed by Underwriters’ Laboratories, Inc. Oy for 


fire-safety. 





OQOWERENS-CORNING 


VETO ECE product 


*FIBERGLAS !s the trade-mark (Reg. U. S. Pat. Oft.) of Owens-Corning 
Fiberglas Corporation for a variety of products made of or with glass 
fibers. DUST-STOP fs the trade-mark of Owens-Corning Fiberglas Cor- 
poration for impingement type filters made of glass fibers. 


Get Your Share of the Big Filter Market! 


The home filter market is BIG! And, the hard- 
ware store is a natural—an ideal—outlet for 


filter for profits — nationally advertised and uni- 
versally accepted. Don't miss your share of these 
filters—a highly profitable, repeat seller that extra profits. Get full information on DUST-STOP 
really brings in store traffic. DUST-STOP is the today from your distributor or write direct to 


OWENS-CORNING FIBERGLAS CORPORATION, Dept. 38-C4, TOLEDO, OHIO 





FIBERGLAS IS IN YOUR LIFE...FOR GOOD! 





1950 
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Look for REDdy JACKET coming your way. 
Yes, your new stock of CHROMTRIM metal 
mouldings will be coming to you wrapped in red 
— each length individually wrapped in an eye- 
stopping red-striped jacket. 

Your customers can’t miss REDdy JACKET— 
and you can’t miss making more sales and profits. 


But That’s Not All... 
You get the benefit of more ‘“‘merchandising 
firsts” with CHROMTRIM. Not only the first dis- 
tinctively colored wrapping . . . but also the first 
consistent national magazine advertising built 
around real brand identification. 

The first ads will be out this month—in a whole 
string of home-owners’ magazines. More com- 
ing—watch for later announcements. 





Attention, Dealers—‘‘Trim-It-Yourself’’ Plan Service 
with FREE CHROMTRIM Project Plans to use as a give- 
away to your customers is now available. Send coupon 


for complete details. 
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MEET YOUR NEW SALES-MAKER! 


“REDdy JACKET” represents another “merchandising first” 
.... to help CHROMTRIM dealers make more sales 


Meanwhile— 

How’s your stock of CHROMTRIM? Tell your 
distributor to fill up your CHROMTRIM Mer- 
chandiser with CHROMTRIM in the new red 
jackets.* Your customers will have their eyes out 
for the red—so be “‘reddy”’ for them.R.D.Werner 
Co., Inc., 295 Fifth Avenue, New York 16, N.Y. 
In Canada: R.D.WernerCo.,Ltd.,Oshawa,Ont. 


Haven't gota CHROMTRIM Merchandiser? 
You can now get this attractive merchandiser at 
no extra cost with the new 14/60 Deal—in which 
you get your choice of any 14 of our 38 new con- 
sumer shapes, both aluminum and stainless steel. 
Send coupon for complete details and your free 
CHROMTRIM Style Selector to help you choose 
the 14 styles you want. 


LOOK FOR THE MOULDINGS IN THE RED-STRIPED JACKETS 


pee eae eeeee sree esses sess ssases o-oo 7 


Cha ss es 


R. D. WERNER CO., INC., Dept. HA ' 
295 Fifth Avenue, New York 16, N. Y. 


[] Please send me absolutely FREE your CHROMTRIM Style 
Selector plus complete details of your 14/60 Merchan- 
diser Deal. 


Please send me at no cost details on your ‘'Trim-It-Your- 
self’ Plan Service with FREE project plans for my custom- 
ers. 


(J 


Name. 





ee 
Address ——— en — 
City eteiminiat ___.State anna 











Distribytor’s Name — — 

















You have a silent selling staff that isn’t even 
on your payroll—yet you can put it to work 
for you. These “salesmen”’ are appliances, 
not people, and they can help you sell a lot of 
Electric Water Heaters if you'll use their 
services. These ‘‘salesmen” are the electric 
clothes washer, electric dishwasher, electric 
range, and electric clothes dryer. 

To take advantage of them, here’s all you 
need do: Every clothes washer or dishwasher 


SELL ELECTRIC WATER HEATERS 


They’re what people want! 


you sell makes an A-1 water heater prospect 
out of the purchaser. Without plenty of hot 
water, neither can do a good job. So be sure 
to ask what type and size of water heater 
your washer customer now has in her home. 

Every time you put in an electric range or 
clothes dryer, that home then has a 3-wire 
service, making it a simple matter to sell and 
install an Electric Water Heater. 

Even if you don’t make the water heater 





ELECTRIC WATER HEATER SECTION — Nati 
ALLCRAFT + BAUER + BRADFORD 


| Electrical Manuf a 





155 East 44th Street, New York 17. N. Y. 


sale at the time you sell the other appliances, 
put each customer who buys them on your 
“hot” water heater prospect list, and follow 
up frequently. You’ll be surprised to find 
how easy it is to sell an Electric Water 
Heater, and how many actual sales result 
from this approach. 

The job is made still easier by the fact that 
people want electric hot water. Industry 
figures and surveys show that. 





* CROSLEY + FAIRBANKS-MORSE + FOWLER + FRIGIDAIRE + GENERAL ELECTRIC 


HOTPOINT + HOTSTREAM + JOHN WOOD ~ KELVINATOR + LAWSON + MERTLAND + MONARCH + NORGE + PEMCO + REX 


SELECTRIC + SEPCO + A. O. SMITH + THERMOGRAY + TOASTMASTER + UNIVERSAL + WESIX + WESTINGHOUSE 
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A FRESH MINIATURE SHOWCASE 


will be a shot in the arm for your sales 


RASS BEAUTIES! 


Slaymaker’s FOUR 





Solid cast brass, 


polished finish. For 


39° 


Size across case 15/16”. Double- 


standard security. 


ward mechanism. Hard, tough 
steel shackle. Two coined keys. 
Packed in individual box; one 


dozen in display carton. Wgt., 
1-1/2 Ibs. dozen. Key blank 
K254. 

Price, $2.80 dozen. 





C ’*Super-Tumbler’’ 

6 mechanism licks the 
old bogey of inter- 

changes! Padlock is solid cast 
brass with polished finish. Size 
across case 1-1/2”. Shackle of 
hard, tough steel. Two coined 
keys. Each padlock in individual 





C Big brother to the 
small padlock 
Size across case 


1-7/16”. For standard security. 
Double-ward mechanism. Solid 
















cast brass with polished finish. 
Hard, tough steel shackle. Two 
coined keys. Packed in individ- 


val box; one dozen in display 





carton. Wgt., 3 lbs. dozen. Key 
blank K253. 
Price, $3.60 dozen. 






PADLOCK No. 55 









] g C Here’s the biggest, 
finest padlock of 
all! ‘“‘Super-Tum- 

bler” mechanism for super-se- 

curity. Solid cast brass, polished 
finish. Size across case 

1-15/16”. Hard, tough steel 

shackle. Two coined keys. Each 










































padlock in individual box; 1/2 
dozen in display carton. Wgt., 
6 Ibs. dozen. Key blanks K230 
and K230A. 

Price, $6.30 dozen. 


box; 1/2 dozen in display carton. 
Wgt., 4 lbs. dozen. Key blanks 
K230 and K230A. 

Price, $5.55 dozen. 











PADLOCK No. 78 PADLOCK No. 88 


» ¢ 


Exclusive ‘‘SUPER-TUMBLER’’ MECHANISM 


This Slaymaker exclusive feature is on the two larger padlocks. It allows more than twice as many key 






changes as in ordinary disc-tumbler locks. Its secret is an entirely new principle of tumbler contact! 










IMPORTANT NOTE: Any number of any of these padlocks can be supplied 


keyed alike. No additional charge for this service. All padlocks available with 10-inch 






chain attached, if desired. 






Get the Slaymaker MINIATURE SHOWCASE, too! 


This rich-looking miniature showcase is free with the SM7 assortment of 13 each of 
Nos. 55 and 75 and 7 each of Nos. 78 and 88. Order a fresh one. Better yet, order 
two—one for your counter, one for your window. You pay nothing extra for 
the showcase! No. SM7 assortment. Your cost $13.85. You sell for $20.76. 
Your profit $6.91. 


SLAYMAKER LOCK COMPANY 


SINCE 1888 - LANCASTER, PA., U.S.A. 
WORLD'S MOST COMPLETE LINE OF PADLOCKS 
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Ler Kone CLanke show you 


HOW TO GET MORE BUSINESS 







It's right there, waiting for you, in practically every home 


in your neigh bod. Plenty of repeat business, too! 
ee Man, _its rand opportunity! And so easy for you, 


cette 





Small investment, long profit, new customers and satis. 


fied customers —all the things you like are here! 


Clarke 
Plan 


Adds to your store 









a new and profitable 
department with 
low investment and 


no increase in 


Me aM atural! | 


EAUTIFUL FLOORS AND RUGS LI 


overhead 


ENT A CLARKE IS THE THING TO 


HARDWARE AGE, MARCH 23, 1950 





cee 


x 


° 
4 
is 
a 
f 
i 





Hundred 
doing a 

sander | 
But now y 
can be n 
ing the c 
FLOOR ( 





HARDWA 





you 
IESS 


very home 
ness, too! 
1 for you, 
and satis- 


e! 





store 
table 
with 
t+ and 


ise in 


head 


23, 1950 











_ More business 
is “IN THE BAG” when 
' you take on 


only the 


Clarke 
Plan 


gives you Dollars for Dimes! 





“MORE BUSINESS” 


Here's the most profitable sales plan in the floor machine 
rental field—a plan which dealers themselves helped to 
create. It's THE CLARKE PLAN—the plan that makes 
““rentals’’ real business! 


» 
5 , @ 


HERE’S THE PROFIT-MAKING 
“FLOOR CARE FOURSOME” 


Hundreds of dealers are 





doing a large volume of 
THE CLARKE PLAN includes a complete sales and mer- 
chandising program which sells your customers on regular 
floor care .. . builds repeat business with the theme, FOR 
BEAUTIFUL FLOORS AND RUGS LIKE NEW, RENT A 
CLARKE IS THE THING TO DO. 


sander rental business. 





But now your rental orders 


can be multiplied by sell- 


THE CLARKE PLAN provides you with helps to increase 
your store traffic, sell related merchandise—rug shampoo, 


ing the complete CLARKE 
FLOOR CARE PLAN! 


sandpaper, filler, paint, varnish, wax, steel wool, etc. 


THE CLARKE PLAN contains effective, easy-to-use point of 
sale displays which attract attention... yet save space! 
Window streamers, electric flashers, shelf strips and 
stickers for the tops of varnish and paint cans. 


THE CLARKE PLAN comprises the most complete selection 
of promotional materials in the rental field. An automatic 
tickler file and postcards which remind your customers to 
Rent a Clarke, newspaper mats, radio scripts, envelope 
stuffers, suggested classified newspaper ads, counter 
cards, and an interesting authoritative booklet, written 
from the housewife's viewpoint, on refinishing floors. 


If you want more business the easy way 


write, wire, or telephone for full details! 


Por he Cathe plane / 
It’s a Natural! It’s Terrific! It’s Profitable! 


Clarke sanDING : 
MACHINE COMPANY 


303 CLAY AVENUE @ MUSKEGON, MICHIGAN 


Sales and Service Branches In Principal Cities 
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wow! 
Pittsburgh Steel is 
certainly giving us dealers 
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A. ZA Eh 
plenty of help in selling our + Fan bi 
LZ ti’ B 
* P - 
customers Pittsburgh Fence LZ 
/ 
" MAGAZINES) 
Sa Ss 
| Fence — ee 
poy rE, 
WINDOW 
POSTERS More than 141 million sales messages will go out to potential cus- 


tomers for Pittsburgh Fence this year. These advertisements in The 

Farm Journal, The American Home, in regional farm papers, in state 

farm papers and daily newspapers are directed to farmers and home 
FOLDERS gardeners in your territory to help you sell more Pittsburgh Fence. 
New literature, direct mail pieces, newspaper mats and other selling 
aids are also available. 


Plan now to cash in on this big promotion—call your distributor pen 

today—he has a style and weight of fence for every need—stock, caus 

be : poultry, lawn and garden. Be sure you have stock on hand to meet ee 
me” the demand for this fast selling fence. Pittsburgh Steel Company, ees 
Department HA, Grant Building, Pittsburgh 30, Pa. prop 


BROADSIDES Two 
aay dow. 


the 
douk 


WALL 


ai HANGERS 





a product of 


MATS Pittsburgh Steel Company 


NEWSPAPER 
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Ten best-selling styles at a glance, mounted for permanent display and demonstration. 


Introductory working stock of 15 assorted boxed units packed with sample display. 


Rings up sales every day in the year! (Complete assortment, 


A SMALL INVESTMENT 

RETURNS BIG PROFITS 
This Trine display, simplifying 
your job, attracts volume sales be- 
cause it reminds customers of their 
push button needs. And you can 
be sure all the numbers will move 
because Trine made sure of the 
proportions in which they sell! 
Two displays —one in your win- 
dow. one in your store — doubles 
the deal — doubles your traffic - 
doubles your profits! 


RENOWNED KEIL QUALITY 
KEEPS CUSTOMERS SOLD 
Since 1876, Keil Quality has met 
the demand for sure-performance 
and long life in push buttons. 
Trine. manufacturers of Keil Elec- 
trical Specialties, is operating in 
the Keil tradition. setting the high- 
est standards of quality and service 

in the industry. 


25 pieces.) 


THOUGHTFUL PACKAGING 
FOR EASY HANDLING 


Individually Boxed Units 


To save clerks’ time, each push 
button is pictured on box front and 
ends for quick identification. For 
customers’ convenience (that 
makes them think highly of you), 
screws are secured in “Can’t Lose” 
screw grips on package flaps. Boxes 
of 5 and 10 are banded together 
always neatly stacked. 


GET ALL THE DETAILS ON THIS PROFITABLE DEAL TODAY FROM YOUR WHOLESALER! 
HE CARRIES A COMPLETE TRINE LINE FOR REORDERING 





NEW YORK 61, N. Y. 


MAMe MANUFACTURING CORP. 
i Manufacturers of KEIL Electrical Specialties and Mail Boxes 
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STARTS 
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: EASEL 
: FOR STANDING 


| 
— 
EYELETS 


aa FOR HANGING! 


SETS UP IN 
ONLY 12” 














Most Powerful 
Chevrolet Trucks 
Ever Built! 


Plenty of power—and dependable power—to handle 
heavy loads at lowest cost! Two great engines bring 
you new power, new stamina, new and spectacular 
performance with economy. These 1950 Chevrolet P+L 
trucks are the most powerful trucks Chevrolet has ever 
built. 

In performance, popularity, payload and price, 
Chevrolet is the outstanding leader! Chevrolet is the 
nation’s choice for every trucking job ... and on each 
job, these P*L trucks have established their right to 
leadership by years of outstanding service. 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 


Far ahead with all these Phas Features: 


e TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load-Master and the 
improved 92-h.p. Thrift-Master—to give you greater power per gallon, lower cost 
perload e THE NEW POWER-JET CARBURETOR: smoother, quicker acceleration 
response @ DIAPHRAGM SPRING CLUTCH for easy action engagement e 
SYNCHRO-MESH TRANSMISSION for fast, smooth shifting e HYPOID REAR 
AXLES—5 times more durable than spiral bevel type « DOUBLE-ARTICULATED 
BRAKES—for complete driver control e WIDE-BASE WHEELS for increased tire 
mileage @« ADVANCE-DESIGN STYLING with the "Cab that Breathes’’ e BALL- 
TYPE STEERING for easier handling e UNIT-DESIGN BODIES—precision built. 


yt tT? won 


50 








CHEVROLET 


ee 
P-L 
ADVANCE-DESIGN TRUCKS 


Fonubecite Loodiens 


The public’s overwhelming preference for 
Chevrolet is proof of owner satisfaction 
earned through the years. Beyond question, 
Chevrolet PeL trucks are the nation's leading 
choice in the entire truck field. 


* * 
Fastiemance Dinedinew 


The new Chevrolet Pel trucks give you high 
pulling power over a wide range of usable 
road speeds—and on the straightaway, 
high acceleration to cut down total trip time. 


Poviond Leodees The 


rugged construction and all-around econ- 
omy of Chevrolet Pel trucks cut operating 
and repair costs—let you deliver the goods 
with real reductions in cost per ton per mile. 


* be 

P rice Leaders from tow 
selling price to high resale value, you're 
money ahead with Chevrolet trucks. Chev- 
rolet's rock-bottom initial cost—outstand- 
ingly low cost of operation and upkeep— 
and high trade-in value—all add up to the 
lowest price for you. 
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BRAINARD 


Spe gs ig “8 velit ; a paid WE ; paths” re tt 


— in volume.) And Brainard Products are designed for easy 
casa installation which means a saving in time — further — 

L / N F lowering costs. Write today for literature, price lists. State — 
whether distributor, dealer, jobber or builder. 








BRAINARD STEEL COMPANY, 2243 Larchmont Ave., Warren, O 
! would like to receive data 


on TEL-O-POST (Cs BRITE-LITE (]_ STEEL-STRONG 0 


Brainard Steel Co. 7=aauuaees 


BUILDING PRODUCTS DIVISION .. 


0 Distributor O Dealer 























- Zone_______ State__ 


0 Jobber 








(] Builder | 





r=“ r os 


2243 Larchmont Avenue WARREN, OHIO 
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It’s sensational! 




























Thousands of retailers report that tack sales are up 20 
to 60% since they put in the new, colorful AMERICAN 
Display Rack. This compact, permanent steel display is ~ 
a proven selling aid. Put one next to every cash register 
in your store and watch your tack sales mount. 


30 DOZEN ASSORTED TACKS AND UPHOLSTERY NAILS 
IN ONE SERVE-YOURSELF DISPLAY 


(Sales-Tested Assortment of Wanted Colors) 

20 doz. SAF-T-HED METAL CAPPED THUMB TACKS 
ALL (The ONLY Nationally-Advertised brand of thumb tacks) 
10¢ 6 doz. AMERICAN Leatheroid Upholstery Nails 

2 doz. AMERICAN Brass Plated Furniture Nails 

SELLERS 1 doz. AMERICAN Ornamental Upholstery Nails 

1 doz. AMERICAN Hammered Head Upholstery Nails 









your cost. . $22.50 
retail value $36.00 
your profit . $13.50 
PLUS FREE DISPLAY RACK 


Ra a 
=== ORDER FORM —— 


AMERICAN TACK COMPANY, INC. I 
Flatiron Building, New York 10, N. Y. l 
Please ship dealls) of 30-doz. asst. SAF-T-HEAD i 


Thumb Tacks and AMERICAN Furniture Nails at $22.50 | 
per deol, Toto! ..........,...... Ship and bill through jobber: 





JOBBER’S NAME ————ow basics 
ADDRESS —_ on 
YOUR NAME js 

COMPANY NAME ———— 
ADDRESS innate 


Hy 
pamemvcniilpange a 
TITLE : | 

a 


a 





THIS UNEXCELLED 


SHALLOW WELL 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 


Exterior view of Peerless 
Model SW Shallow Well 
Jet Pump and Tank. 





The Self-Primin g Jet 


FOR SHALLOW WELL WATER SYSTEMS 


The Peerless self-priming jet system 
for shallow wells is unsurpassed for 


CAPACITIES 
Up to 850 gals. 


economy, performance and simplicity. per hour 
Easiest of all water systems to under- 
stand, install and operate. Finest LIFTS: 


mechanical design; nothing in the Up to 20 feet 
well to get out of order. It is priced 
right, it is backed up by national 
advertising and merchandising and 
offers adequate profits. There’s a big 
market for water systems. Cash in on DRIVES: 

it with the Peerless shallow well jet Va to V2 h.p 
and other pumps in the complete 
Peerless line. 

Write today for full details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


f FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


ena 
ee 
— 
— 
—— 
— 
_——— 
/—— 
i 
| 
—e 


PRESSURES: 
To 50 Ibs. or more 












WATER SYSTEMS 


\ THE COMPLETE LINE 
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THE ULTIMATE 


IN QUALITY / ps VE Speatiive 


varoware 4y NATIONAL LOCK 





= Al 
NATIONAL TUTCH LATCH 


Equipped with Tutch Latch, kitchen 
cabinet doors open at the touch of 
finger, wrist or elbow. Held se- 


curely when closed. Tutch Latch . —_ 


can be easily applied to interior 


of wood kitchen cabinets. Con- \ ss 


cealed from external view. : oe New Type 
* Beautiful Concealed Hinge 
Concave Knobs 


BUTTS AND HINGES 


Everything you need in butts and 
hinges for every purpose. A broad 


psec ys in yp te = Aa yn % Distinctive Die-Cast Handle 


Bronze, Dull Brass, Dull Nickel, 
feet Bright Chromium and other finishes. 


oa Ask Your Jobber About the Complete Line 
of National Lock Builders’ Hardware 


The hardware items shown above represent the very finest in 
National Lock's extensive line of quality builders’ hardware. Dis- 
tinctively designed and skillfully manufactured, they appeal espe- 
cially to the discriminating, who demand hardware reflecting 
outstanding character. Ask particularly about the new, complete 
National Lock No. 150 assortment. It includes all these profit- 


HANDSOME DISPLAY BOARD making items and many more. Your jobber has full details. 

This new No. 150 deluxe board 

comes complete. Will replace sev- 

eral of your other boards. Saves 

counter space. Reduces inventory. N A T Te) N fy [ L 0 '¢ 4 '¢ 0 M PA N Y 

Open stock, if desired. 
Uy 


ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION Ml 





| DISTINCTIVE HARDWARE...ALL FROM ] SOURCE 
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BARCALO WRENCH SETS 


NATURALS...for NATIONAL HARDWARE WEEK PROMOTIONS... 








sr eg 


. j 


#1765 RLX set of 5 open end wrenches. 


10 openings from 3%” to 7%”. 


# 1346 RLX set of 6 wrenches: combination box 


and open end. 12 openings from 3%” to % 


4 






G ready now to fill the big demand for these famous PP 

Barcalo wrench sets. Precision-made combination / a i 
wrenches of finest nickel chrome molybdenum steel, FREE > 
chrome plated with highly polished ends. Open end 


wrenches made from “special analysis” tool steel. 


i ful 
Lightweight, with longer handles and thinner jaws, Attractive colorfu 


Barcalo wrenches are easier to work with in tight, awk- 
ward places. They come specially packaged in colorful cases, plus smartly 
plastic cases. All you need do is have a supply on hand. designed boxes. 

Customers will buy them on sight because they’re perfect 
year-round tools for the man of the house. Stock up 
now on these fast-selling, profitable Barcalo wrench sets. 


There's no increase in price for this deluxe Sales-Building Packaging. ORDER YOURS TODAY ! 


plastic display 





BARCALO MANUFACTURING CO. 
BUFFALO 4, NEW YORK 
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RETAIL PRICE 
$1995 2. 


VALUE! 










YOUR 
JOBBER 4 


SEIT CONSISTS OF THE FOLLOWING: 


© 6 Sanding 
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QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distil- 
late oils. The extra-heavy 
wire core yarn keeps the 
kindler upright in the burner 
channel. Glass yarn at burn- 
ing edge facilitates the re- 
moval of carbon deposits. 
Packaged 6 ft. to the box, 
7%” and 134” wide. 


QUIK FLAME SETS 


The same Quik flame wick- 

ing that has proved popular in 
continuous lengths is now avail- 

able in crimped sets to fit all standard 
8” range burners. Packaged in sets of 4 

oversize (1” wide) wicks. 























KINDLERITE 


R/M’s standard quality wov- 
en asbestos kindler. A sturdy 
long-lived wicking with wire 
core in both warp and filling 
yarn. Packaged 51/ ft., 6 ft., 
and 100 ft. to the box, in 
widths of 7”, 1”, 14%” and 
14%”. 


profit every month. If you’re not 
handling them now, ask your 
regular jobber for R/M... 


the pick of the wicks. 






TRI-WYR 


Equipment « Brake Linings «¢ Brake Blocks 





Stock up on the complete line of R/M 


wicks, and you'll find a handsome 


(ao 


WOVEN GLASS 


The acme of perfection in 
stove kindlers, assuring long 
life and maximum stove per- 
formance. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 51, ft., 6 ft., and 100 ft. 
to the box, in widths of 7”, 
1”, 14%” and 13%”. 


R/M WICKS PAY YOU BIG DIVIDENDS 


This is an extra-sturdy woven asbestos wick, 
containing a brass wire core in every strand. 
There are also three heavy reinforcing wires in 
the lower half of this wick. Fits all range burners. 
Packaged 51 ft. to the box, 7” wide. Also 100- 
ft. rolls, boxed or unboxed. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 

FACTORIES: Manheim, Pa.; 
RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels * Rubber Covered 


Clutch Facings « Fan Belts 
Radiator Hose * Powdered Metal Products * Bowling Balls 


No. Charleston, $.C. 
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ADVANTAGES 


that only SHERWIN-WILLIAMS DEALERS 


CAN MEASURE! 


PAINT PRODUCTS —It’s easy for Sherwin-Williams 
dealers to meet the complete requirements of their 
customers for highest-quality paints. Customer satisfac- 
tion, with one line of paint, is a distinct advantage! 


CONSUMER PREFERENCE—Whar’s the best recog- 
nized name in paint? Look at impartial surveys . . . ask 
a number of your friends .. . your customers . . . other 
dealers. Sherwin-Williams consistently comes out on 
top. That’s a priceless sales advantage! 


NATIONAL ADVERTISING—Year in and year out 
... the most power-packed series of national advertise- 
ments in the paint industry. Sherwin-Williams keeps its 
dealers and their products in the public eye. Sherwin- 
Williams means greater consumer acceptance! 







SALES HELPS—Sales training, displays, product in- 
formation, store layout, color cards, color panels, store 
signs .. . every one a tested and proved paint merchan- 
dising assistant. The Sherwin-Williams selling plan is 
complete! 


RESEARCH—Sherwin-Williams leads the world in 
paint research. New products... new ideas . . . subjected 
to severest tests before they are offered to the consumer. 
Sherwin-Williams products are right! 


PROFITS—Sherwin-Williams believes in its dealers 

. and in providing them with the easiest and most 
direct path to profits. No special deals or high-pressure 
methods to “short change” the Sherwin-Williams dealer! 


it pays to be a 
SHERWIN-WILLIAMS DEALER 


Without obligation to you, we'll send complete sales and profit information 
on our dealership plan. Write: The Sherwin-Williams Co., Cleveland 1, O. 
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More people are buying Pol-mer-ik 


Four powerful forces are at work increasing sales of Pol-mer-ik, already America’s 
favorite linseed oil. And with retailers averaging 33!4% gross profit on sales, the margin 


on each sale has increased proportionately. 


Q336 million consumers will be reading 
Pol-mer-ik Boiled Oil advertising in 
national magazines in 1950. This means 
more sales. 


€)100% Pure Supertreated Pol-mer-ik is 
already America’s best known and most 
widely accepted linseed oil. Supertreated 
to brush smoother, level better, it forms 
a tougher film that adds durability and 
beauty to the completed paint job. It’s 
the extra value oil at no extra cost. 


©The new and expanded merchandising 
and sales help program permits every re- 
tailer to tie in effectively with Pol-mer-ik’s 
powerful national campaign. This point 
of sales material will increase sales. 


QCthe **101 Handy Home Uses’’ cam- 
paign featuring Pol-mer-ik Boiled as an 
excellent furniture polish, rust inhibitor, 
etc. provides a broad year ’round market 
with an unlimited Pol-mer-ik sales po- 
tential. Every householder is a prospect. 


SUPERTREATED Paol.mer-ik 100% PURE LINSEED OIL 








FOR 
BETTER PAINTING 
AND 
“101 HANDY 
HOME USES” 











ARCHER-DANIELS-MIDLAND COMPANY 


600 ROANOKE BUILDING + MINNEAPOLIS 2, MINNESOTA 


Gentlemen: 
Please send me full details on the new POL-MER-IK) profit Plan. 


Nome 


Address__ 


a a a 


I usually buy my linseed oil from 





At the Top of Your Order List 
for National Hardware Week 








“7 DC. 2 
HOUSEHOLD 
METALWARE 


If you want quality merchandise, backed by almost 50 
years of experience —if you want desirable, salable 
merchandise backed by extensive, persistent National 
Advertising — then you want De Luxe. See your Jobber 
about these De Luxe items, specially selected for National 
Hardware Week. 


De Luxe Angel Cake Pan 


This pan of heavy weight tin is attrac- 
tive to the eye — efficient in use. Each 
pan is attractively labeled, with ap- 
proved recipes. 


De Luxe Mop Wringer Pail 


This is the unique Mop Wringer Pail 
that is as easy to use as 1-2-3. Its 
simple one-foot operation keeps hands 


out of dirty mop water —builds en- ha ALL Simple Operation 
thusiastic approval among women every- “ A WY METAL Wap? No 
where. De Luxe Mop Wringer Pails sell 4 —_*~ pring 
in volume wherever they are featured. Nt Deluxe : 
If you are not already handling them, : pee LI, 


introduce them to your trade during 
National Hardware Week. 


Rus ce Sa _ be 


87 
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Here’s a fast-selling tin pail with special 
appeal to the rural trade. The easy- 
pouring lip controls the flow of milk — 
prevents splashing, spilling, and waste. 
Raised, easy-to-clean bottom, heavy 
wired top, heavy tin wired bail, riveted 
ears. 


De Luxe Wash Boiler 


Made of full weight polished copper, 
with a deep-stamped copper bottom that 
resists sagging. Tinned on the inside for 
extra ease in cleaning. The cover is of 
seamless tinplate — stamped with a deep 
rim that fits perfectly. Capacity, 15 gal- 
lons. A real, oldtime Wash Boiler value. 





1 WwW, De Luxe Dairy Pail 


; Col. 
Schlueter Mfg. Co., St. Louis 
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QUALITY . . . Tops! 
BRISTLES . . . Finest Chinese Bristles! 
WORKMANSHIP .. . Superior! 
DELIVERY . . . As Fast As You Desire! 


SERVICE . . . As You Expect! 
PRICES ...Practically Pre-War or Lower! 


- T O ~~ UP 


FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
» » « IN FACT, IT’S OUR THIRTIETH YEAR! 








Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET ¢ BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 
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_ Newand 
Lower 


Prices on- 


BABY WALKERS 
















Pa 






A reduced price is always news — and 
on famous Pal Baby Walkers it’s 
good news indeed! The price change 
will apply to all three popular models: 
No. 665 blue and ivory; No. 675 blue 
and ivory with balloon tires; No. 676 
tan and ivory with balloon tires. 





Watch for new PAL 
FOLDING STROLLER 
available soon! 






Pal wheel goods » baby walkers + playground equipment 


PRODUCTS OF THE LAPORTE CORPORATION, LAPORTE, INDIANA 
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* #301- 

Futuro Fruit 
Dimension: 
Capacity: 7 








HARDWA! 





Burrite by every standard is today’s best value 


...the quality leader in low-priced Plastic 
Housewares. e Burrite products have one primary 
aim; that is to create, design and manufacture 
precision engineered practical plastic housewares that 
will give satisfactory performance for the longest 
possible time...superior quality defies comparison. 
e Face the facts: There is a difference... quality of 
product merits your attention. Burrite products are 


made of high-quality Polystyrene Plastic, in 
permanent colors to our standards (pure true color 
all the way through) no substitute is considered... 
and the housewife is quick to recognize its superior 
color...outstanding in eye-appeal, a standout 
on any counter. e Let the Burrite label be your 
guide in selecting quality merchandise — yet low- 
priced for today’s competitive markets. Write for 
prices, samples and information. 





& #301- 

Futuro Fruit & Salad Bow! 
Dimensions: 10"sq. x 3"deep 
Capacity: 7 pts. 







* #309-Futuro Center Piece 
Bow!l. Dimensions: 12” square 
x 2° deep. 






x #307- 

Futuro Fruit & Solad Bow! 
Dimensions:7"sq.x 2%"deep 
Capacity: 2% pts. 


* #302 -Futuro Divided Plate 
Dimensions 10” square 





*® #303-Futuro Salt & Peppers 
Dimensions: 3" high x 1's" sq. 










* #300- 
Futuro Fruit & Salad Bow! 
Dimensions: 5"sq.x 1%"deep 
Capacity: 1} pt. 


Other Burrite Sales Leaders 


& #125-Hande Cookie Jar 
Dimensions: 8” dia. 7's" high 
Capacity: 4 qts. 


*% #122-Utility Bowl 
Dimensions: 4°3"dia. 253"deep 


*® #117-Fruit & Salad Bowl 
Dimensions: 5"dia.x1*s"deep —& #306-Hande Bitter Bow! 
Dimensions: 7"dia. 4% "deep 
Capacity: 3 pts. 

® #121-Fruit & Salad Bow! 
Dimensions: 9" dia. x 2\"deep 





*% #308 - Jumbo Shakers (Salt 
& Pepper) Dimensions: 3” dia. 
x 4" high. Capacity: 10 ozs. | 
* #207-Fruit & Salad Bow! | 
Dimensions: 11"dia.3's"deep 

* #115~- 
Birthday Candle Holders 





*% #123-Hande Pitcher 
Dimensions: 8%" high, 8" long 


Futuro Line available in the 
3%" wide. Capacity: 2 qts. | 


new metallic copper-tone coler 


PRODUCTS 







*% #310-Futuro Salad Set. 
Set contains one 10” bow!l, 
one 7” bow!, nest of four 

5” bowls plus salt & pepper. 


BURROUGHS MFG. CORP. 
VERDUGO ROAD, LOS ANGELES 65, CALIFORNIA + CABLE ADDRESS 


N.Y. Representative: H. G. Salzman, Inc., 1150 Broadway 








= 3831 “BURRITE* 
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You can pick a dozen good sales points when 
showing a “Thermos” brand vacuum bottle 
and one of the most attractive is the colorful 
Atherlite cup. 

This cup is flexible, breakproof—will not chip, 
crack or craze. It’s odorless, tasteless, non-toxic. 
And it’s heat-resistant—even when filled with 


piping hot coffee, it’s comfortable to hold. 





THE AMERICAN THERMOS BOTTLE COMPANY 


THERMDs 


TRACE MARK REG. U.S. PAT. OFFICE 


BRAND VACUUM WARE 





You'll find your most convincing sales point, 
however, is in the trade-mark itself. ‘“Thermos” 
is the name your customers know and trust. When 
they see this name stamped on the bottom of the 
bottle, they know they are getting the finest in 
vacuum-insulated merchandise. 

Show your customers this dependable trade- 


mark at every opportunity. 





April 28 thru May 6 


- NORWICH, CONNECTICUT 


Thermos Bottle Co.. Ltd oronto ¢ Thermos Limited, London 
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Who Else But S#2Hagteare 
Could Give You 


50 COMPLETE a Line of Reels? 


So Many Fast Sellers... 
So Many Proved Profit Boosters! 


From the “President,” Finest Reel Ever Made, to the “Economy” Deuce, 
Shakespeare has a reel to fit every pocketbook. Whatever the preferences of 
your customers, you can be sure that you can satisfy their needs performance- 











wise and price-wise, by getting them from Shakespeare, the world's largest 
makers of quality reels. Even the lowest priced Shakespeare reels are built to 





stand up under hard usage, are made of materials that will give years and years of service...in fresh or salt water. 
When the Shakespeare name is on them, you can be sure they're rugged, serviceable, practical, regardless of price. 





No. 1970 No. 1964 No. 1932 No. 1960 No. 1920 No. 1972 
PRESIDENT MARHOFF TRU-AXIS CRITERION WONDEREEL CLASSIC 
$35.00 $15.00 $11.00 $11.00 $10.00 $10.00 































































V2 

AUTOMATIC 

: - FLY REELS 

o. 1973 No. 1958 No. 1956 No. 1905 
SPORTCAST TRIUMPH TRUE BLUE DEUCE 
$10.00 $7.50 $5.50 $4.50 No. 1835 
yp TRU-ART DELUXE 
p Capacity 50 yds. 
$9.00 
SHahespeare SERVICE REELS—NOW 4 MODELS 
FOR SALT WATER CASTING - TROLLING - No. 1837 
FRESH WATER MUSKY ~- LAKE TROUT FISHING peer me - | 
apacit s. s 

. Me Right er ee \ ; 
on - Hand Model | 
De $9.50 
150 yd Ss 200 yd. - | 

Models Models =» No. 1821 
No. 1942 No. 1944 No. 1945 No. 1946 j SILENT OK 
$11.00 $13.50 $11.50 $14.00 $6.25 
SHAKESPEARE COMPANY, Kalamazoo 2, Mich. | 


ae A Dependable Source Since 1897 


All prices quoted include Federal Tax 
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CYCLONE Flexible Steel Mats 


Cyclone Flexible Steel Mats, with their all- 
direction cleaning and scraping surface, keep 
dirt outside the house. 

Show your customers the smooth “safety 
edge” and end finish of Cyclone Flexible Steel 
Mats. There are no rough, sharp points to 
scuff shoes. Even the daintiest French heel 
can’t catch in the mats with 2” x 1” open- 
ings. Remind buyers that steel door mats just 
don’t wear out. They are easy to keep clean 
. .. don’t become clogged with mud or soggy 
with water. Here’s another sales tip: Fac- 
tories, soda fountains and other locations 
where wet or oily spots are a hazard are also 
excellent prospects for this item. 


CYCLONE Catch-All Baskets 


Every householder can use one of these big, 
rugged Cyclone Catch-All Baskets. And the 
thousands of persons who have converted to 
automatic heating are especially good pros- 
pects, because they can no longer dispose of 
rubbish in the furnace. 

Display several of these baskets on your 
floor. Don’t miss an opportunity to tell your 
customers about the features that make this 
the convenient way to dispose of rubbish and 
leaves. Show them the close, even mesh that 
confines burning fragments . . . the strong, 
heavy-gauge wire, welded in 198 places, that 
makes these baskets last for years . . . the 
raised bottom that permits sufficient draft for 
fast, thorough combustion. They’re needed in 
parks, cemeteries, beaches and on Street cor- 
ners, too! 


They both bear this familiar label 


Customers recognize it as an assurance of 
quality .. . it has stood for quality in hardware 
products for more than 50 years. 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


CYCLONE “Red Jag” HARDWARE PRODUCTS 


CATCH-ALL BASKETS - FLEXIBLE STEEL MATS + HARDWARE CLOTH - INSECT WIRE SCREENING - LAWN FENCE - GATES 








CYCLONE f 
‘Re Tog 


HARDWARE 
PRODU 






/ 
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More than a Promise 





EXCELLO 18” 
BGS 1.1 hp. 


The 18 inch Ex- 
cello cuts grass 
smoothly and 
quickly. It is the 
ideal all ‘round 
power mower for 
average size 
lawns. Sturdy and 
easy to handle. 


$85.50 


FOB FACTORY 





e LOWEST PRICES 
e FINEST MATERIALS 
e PRECISION CONSTRUCTION 


* Plus 


Hard Hitting National 
Consumer Advertising 








As Always, 
EXCELLO Power Mowers offer the most — 


To DEALERS *« To CONSUMERS 


STURDY AND EASY TO HANDLE—powered 
with the famous Briggs and Stratton, air-cooled, 
4 cycle, governor controlled engines, they turn work 
into play. ; 


SUPERIOR DESIGN—finest materials precision 
assembled by skilled craftsmen, they provide long 
life with trouble free service. 


ECONOMICAL—to buy and to operate! They are 
gaining ever increasing, nationwide acceptance. 


EXCELL WITH EXCELLO — Get your share 
of power mower profits in 1950. The list of EX- 
CELLO distributors and dealers covers the nation— 
and is constantly growing. 


CASH IN — on EXCELLO’S complete line of 
lawn mowing equipment — liberal profit margins 
plus powerful sales promotion helps — far reaching 
National Advertising, Sales Promotion and dealer 
helps. Make 1950 your biggest Mower profit year, 
with EXCELLO. Order from your jobber today 
or write us for complete details. 





FOB FACTORY 





FOB FACTORY 


& 











SINCE 1902 
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$149.50 






ar A ’ 
Ve 


LACEL 


is your assurance 
Re of Mower Profits 





EXCELLO 24” /{ 
BG S 2 hp. 





| powerful, 
' duty 
’ Its full 24 






EXCELLO 21” 
BG S 1.6 hp. 


The nation’s fa- 
vorite for every 
lawn mowing pur- 
pose. Full 21 
inch cutting 
width. Rugged 
and powerful, 
economical, low 
priced. It’s 1950's 
biggest all qual- 
ity buy at lowest 
economy price. 


4 


Pd) 


jp/ 
Yf 


Turn work into 
play with this 
heavy 
time saver. 
inch 
cutting blades 
really eats up 
acres of grass in 
quick time. Built 
for large lawns 
and estates. 


" 100 million eyes will see EX- 
CELLO National Consumer Ad- 
vertising Campaign for 1950 in 
The American Home, 
Better Homes and Gardens, 
Country Gentlemen, Colliers, and 
the Saturday Evening Post. 


Caretakers of the Nation Lawns 


EINEKE & COMPANY 


SPRINGFIELD - ILLINOIS 


Parade, 

















NOW! 
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It provides full capacity so that 1 to 2 inches 
of water covers tops of jars! 


It conforms to all U. S$. Department of Agri- 
culture Recommendations! 


Its ‘“‘Safe-Lift’’ wire jar rack simplifies han- 
dling of jars—prevents burned fingers! 


Made of improved ‘‘Blue Brilliant’’ glass-on- 
steel enameled ware! Durable, stain-proof! 








NATIONAL HARDWARE WEEK 
April 28 to May 6 
Promote it! Tie in with it for extra sales! 








J One Canner will take care of all your 
customers’ canning requirements! 










WATER BATH 
CANNER 


with the new all-purpose 
jar rack that holds 
pints, quarts, and 
half-gallon jars! 










DELUXE “SAFE-LIFT” combination rack holds 7 pint 
or 7 quart jars using Divider A, or 4 half-gallon jars 
using Divider B. With this new rack, all sizes of jars can 
be lifted easily and safely into and out of the boiling 
water. Provided with the No. 25 Canner, the rack is 
constructed of heavy, tinned wire, securely welded to 
assure rigidity. Model 20 canner, of 20 qts. capacity, 
has standard “SAFE-LIFT” Jar Rack. 

NATIONAL ENAMELING AND STAMPING COMPANY 

270 North 12th Street, Milwaukee 1, Wisconsin 


Sales Offices: 1430 Candler Bidg., Atlanta * 1166 Merchandise Mart, 
Chicago * 200 Fifth Ave., New York * Western Merchandise Mart, San 
Francisco * 901 Ambassador Bidg., St. Louis 
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You'll sell more Dearborn Weather- 
Maker evaporative coolers and the new 
1950 Sifon-Aire window fan . . because 


POINTS YOU TO 
‘ YOUR PROSPECTS! 


When the heat’s on in the cooler market this sum- 
mer, Dearborn is ready to show you how to get 
your customers while they’re hot! With America’s 


a 


DEAR 


yam 





Pe 





most advanced line of evaporative coolers and the 
revolutionary new Sifon-Aire Window Fan, 
Dearborn has the products for your market. and 
Dearborn is going to point you to your prospects! 


AND HERE’S HOW ee THE EXCLUSIVE Swing- 


; DEARBORN-AIRE DEF-228 
At a considerable expenditure of time and money, | America’s most advanced 
D) 


Dearborn has done a lot of fact-finding in your nepere eae 
trading area..its researchers have narrowed the | 
market right down to your potential Dearborn | 


: > ‘THE REVOLUTIONARY 
cooler sales — right down to the people who mean NEW 1950 SIFON-AIRE 


WINDOW FAN DWF-25B 
Brand new ORCHID 


% blade, most efficient 
Your Dearborn representative can give Pe pee ia 
you facts and figures on your market 
area — tell you where your prospects 
are—how much spendable income they 
have and other vital information. It’s 
an exclusive Dearborn market analysis, 
prepared especially to help you sell 
more .. make more in 1950 .. with the 


1950 Dearborn Weather-Makers! 


MEY 


DEARBORN STOVE COMPANY 
DALLAS ¢ CHICAGO 
1700 WEST COMMERCE ST., DALLAS, TEXAS 


Offices at 5830 N. Pulaski Road, Chicago e 3625 S$. Grand Avenue, Los Angele: 
1355 Market Street, San Francisco 7 364 Nelson Street, N. W., Atlanta 


money in the bank for you. 











THE DEARBORN-AIRE 
DEB-25 AND 35 
New features, new 
efficiency — new 

profits for you! 








I IR CEE TIE 


A powerful national advertising || 
campaign will tell the Dearborn 
Weather-Maker story in America’s 
leading publications —it's a hard- 
hitting selling aid that will help you 
make more sales! 
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Mr. W. G. Wagoner, President 
AMERICA & SOUTHERN CORP., Nashville 10, Tennessee 


Please send me booklet H-2 which describes the complete line 


of Wagoner Products . . free of charge and without obligation, 


of course! 
NAME 
STORE NAME 


ADDRESS 


CITY —— ee ee 


70 








PROFIT FACTS 


Q. What copper pot cleaner gives you a HIGH 
profit and sells faster than any other on the 
market? 





A. HIGH PROFIT, fast-moving CHORE GIRL, 
the all-copper, non-rusting, non-splintering pot 
cleaner that’s kind to women’s hands. 








“Mr. Merchant: It’s the more rapid 
turnover sellers like me, CHORE 
GIRL, that make up for the slower- 
moving items in your store. My HIGH 
profit, plus the fastest sales of all 
copper pot cleaners make it good busi- 
ness for you to keep me well-stocked 
and well-displayed on your counters 
and shelves. I take up so little room 
. . . but I pay you a BIG profit for 
that little space. 

“Your customers kngw my quick- 
cleaning, no-rust, no-splinter qualities. 
They’re used to seeing my lively ads 
in Life, Better Homes and Gar- 
dens, Country Gentleman, Good 
Housekeeping, Saturday Evening 
Post, Family Circle, Farm Jour- 
nal, Woman’s Day and in Nancy 
Sasser’s widely-read Buy-Lines. So 
. . . keep me in plain sight to remind 
“. your patrons they need me and you'll 
show handsome profits . . . 


AND | MEAN PROFITS!” 


CHORE GIRL 


METAL TEXTILE CORP. s ROSELLE 19, N. J. 
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Easiest to sell 
— because they’re 
easiest to use 
with faster, 
better ironing results 





704 perforations 
carry away moisture. 





Opens or closes with 
one easy motion. 











—>— 
Arvin automatic safety lock 
slips into place by itself. 





Here are the 
IRONING TABLES 
America’s women 


LIKE BEST! 


Year ’round sales records in stores throughout the country 
prove that Arvin ironing tables outsell all others. American 
women definitely prefer Arvin tables because they value the 
superior features of Arvin. They know about these features 
because Arvin backs up its dealers with a BIG PROGRAM 
OF NATIONAL ADVERTISING that pre-sells your pros- 
pects. You owe it to your customers to carry Arvin tables 
in stock . . . they’re built to do a better job for women... . 
they’re promoted to do a business building job for you. 





ALL ORDERS DELIVERE ROMPTLY 


STYLE 1200 — STANDARD 


Lowest-priced, fastest selling, nationally 
advertised all-metal ironing table on 
sale anywhere! 








BEST-SELLING ADJUSTABLE TABLE 


STYLE 1300. Adjusts in a jiffy to 4 
most popular, convenient heights, 27”, N 
30”, 32”, 34”. Same sales-winning fea- 

tures as Style 1200. 


? 
oie 4 oe. 
diy Nyt 32" Nyy 20" Toe 27” 





KAVA 
the name on many profit-building products of 
NOBLITT-SPARKS INDUSTRIES, inc., 
Columbus, indiana . 





ey” ry 


1107 BROADWAY, NEW YORK CITY 10 


AMERICAN FURNITURE MART, CHICAGO 11 - 





WESTERN MERCHANDISE MART, SAN FRANCISCO 3 








All Arvin Ironing Tables are packed 
in flat-shaped, space-saving cartons. 
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@ METAL CHROME-PLATED DINETTE SETS 
@ ALL-METAL IRONING TABLES 
@ METAL OUTDOOR FURNITURE 



























FRUIT JUICES 
Soft drinks of all kinds 


customer satisfaction . . 


easily and springs back, ready for the next bottle. 


hy Made by the makers of 
the famous Speedy- Clean R 
Chrome Cooking Utensils! 


CATSUP 


If you want a steady seller that rings up easy profits... 
grab a gross of the fastest selling bottle capper in the world! 


Quality-made of high carbon steel, expertly engineered for 


eye appeal (and rust prevention!). Man-sized handle works 


And... 
it takes ANY size bottle, up to a quart. 


oom Rt M AR 


ROOT BEER 
Good old home brew 


. and enameled fire-engine red for 


The EVEREDY Co. 


7 t A Mw O 
WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 

















ORDER NOW for : 
Spring Sales — Use this coupon! 


2 oe ae ae oe ee ee ee ee ee ee ee ee ek 

















BALL-BEARING 
CLOTHES-LINE PULLEY 


\ Satisfied Customers 


_make business GROW! 


fide deep groove 
Woe oF 


Lifetime satisfaction is guaranteed with SETTE Ball- 
Bearing Clothes-Line Pulleys—never need replace 
ment. There's nothing like them! 

SETTE Ball-Bearing Clothes-Line Pulleys cannot 
rattle, squeak or bind .. . twin ball-bearings lubri- 
cated for life, always turn freely, easily, quietly. 

Bearings are husky, case-hardened and SEALED 

-no oil or grease can ever stain clothes with a 
SETTE! Pulley wheel and bracket are strong, solid 
aluminum . . . cannot rust, stain or discolor clothe 
or clothes Bracket opens to permit quick re 
placement of old pulleys without cutting the line. 
Priced for voiume sales! 


-line. 











7 

MARQUART MANUFACTURING CO., : 
1241 High Street, Oakland 1, California 1 

Please send complete information and discounts. . e - 

Enter my order for——--——dozen SETTE Ball-Bearin NEW LOW R / Pp 

Clothes-Line Pulleys ’ . etal rice eee 
Name ' 
ie tiene ' MARQUART MANUFACTURING CO. 
Address | 1241 High Street Oakland 1, California 
City State 4 Export Division: Canadian Agents: 
Jobber's Name . OCEANIC EXPORT CO., DISCHER-WINSLOW CO 
jailiente 14 JOBBER RETAILER [) : 400 Montgomery St., San Francisco, Calif. Vancouver, B. C 
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A FEW HIGH SPOTS 
FROM THE 
TABLE OF CONTENTS: 

@ What Makes 
People. Buy? 

@ Showing Is Selling. 

@ How to Treat the 


Question of Price. 


@® Handling Difficult 
Customers. 

@ Preventing 
Walk-Outs. 


ELECTRIC 
HOUSEWARES 


Wy OA Ds" 


APR 14-22 


ye tis ‘SF Dept. 8-30 


\\\ Siaee! 
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HERE’S WHAT YOU'VE been waiting for! ‘‘How to Sell ‘Toastmaster’ 
Toasters’ is a complete, highly condensed study in retail salesman- 
ship. It plainly te//s your salespeople how to do a standout selling job. 
It’s packed with pictures to make it interesting and to show them how 
to do it. It’s a refresher for experienced salespeople and a stimulant 
for new ones. 

AND HERE'S SOMETHING you'll especially like. ‘How to Sell 
master’ Toasters”’ isn’t theory—it’s practice. Written from inside the 
retail store by merchandising experts who have rubbed elbows with 
customers—who know at first hand the technique of sound selling. 
Your salespeople will be quick to recognize this “floor level”’ approach. 
This booklet talks their language; it gives them tips that are usable. 
So they'll read it thoroughly and app/y its principles to their profit— 
and yours. 

THEN, TOO, ‘“‘How to Sell ‘Toastmaster’ arms your sales- 
people with all the ammunition they need—not only to sell ‘Toast- 
master’’* Toasters—but every other item you carry. Take these ABC's: 


A APPROACH—Sell Self on Sight. 
*ASCERTAIN— Customer's Desires—Listen. 
B BE A SHOWMAN! Demonstrate Skillfully. 
*BE A MIND READER! Anticipate Customer's Questions. 
BE CONFIDENT! Overcome Hesitation and Objections. 
C CLOSE THE SALE! Know the Signs for Closing. 
*CLINCH A COMEBACK! Let Customers Leave with Urge to Return. 


IF YOU WOULD LIKE really comprehensive sales training for your 
staff, we will supply Meeting Guides to assist you in conducting your 
own sales meetings. These, too, are free, are not overly time consum- 
ing, and will insure your salespeople getting the most from the Sales 
Training Manual. For full details check the coupon. 


TOASTMA “ eR R Automatic Fop-tp Toaster 


*Toast- 


Toasters” 


¢ TOASTMASTER’ is a registered trademark of McGraw FE) on makers 
Toastmaster “oasters Toast master Electric Water Heaters ore pe vast master Pr ju 
Copyright 1950, ToastmMasTerR Propuctrs Division MeGraw Electric Company, Elgin, Il 
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Have you seen the Zeuw SAFE 1950 


Machine Polished Brass Hardware? 
Highly finished — to a gleaming lustre 





ong 


ACRES OF CUSTOMERS 











f ibly Priced 24 Chi 
or Sensibly Price imes Sets op 
The Liberty Line is priced to sell the market { 
small-home mass market. A complete 
range of decorator-styled models, from safety c 
$2.95 to $19.95. And, feature-for-feature, vertised 
you can’t buy better door chimes. ; 
We're talking up the Liberty Line with new cus 
national advertising in try over 
such magazines as 
Better Homes & Gardens store, ar 
and House Beautiful. 
and day 
CATHEDRAL TONE . | eo 
Has the Liberty Re- wld 
sonance Magnifier for | 
| “4 


richer, deeper tone. Two -_ 
notes for the front door, | R6655 oe Gol 


one for the rear. 
— $8.95 LIST | One pers 
season f 


homes, of 








MODERNETTE -@j> 





Neat sales-wise design, 
ivory plastic cover, pol- 
ished brass trim. Two 
notes for the front door, 
one for the rear. 


— $4.95 LIST te 


LIBERTY UNI-MOUNT 
TRANSFORMER 


Newly designed 10-volt 
transformer for the | 
above chimes attaches | 


























through knock-out hole R3051 
in most electrical boxes. Write for complete cata! 
— $1.46 LIST | _— Peper aren 
listing over 700 Builders This p 
Hardware items. entire 
Write for ded 





current catalog A r, Kick itil tiaisiiiliaas in 
LOGO cases A PADLOCK wa HARDWARE c 


SINCE 1924 
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MOF-SH OK sxiensio 






aie CORD SET 
\ with self-closing outlets 
“ \ c\ 


Safeguards 


FAMILY & HOME 






NATIONAL PACKAGING 
AWARD WINNER 
ideal for 
NATIONAL HARDWARE 
- WEEK PROMOTION 


Revolutionizing \ 
Electrical 
Goods Sales! 


NO-SHOK Safety Extension Cord 
Sets open up a complete new sales —- 

i tain- 
market for you! NO-SHOK fool-proof ‘or. 68 -9R—12 & 


safety construction (nationally ad- “sf ~~ —15 ft. Brown orlvory. 
vertised) is bringing thousands of _ Xf 


new customers into stores the coun- 









neueu vd 
TRAGIC ACCIDENTS 








Elimiuates 
FIRE HAZARDS 





Each packaged in smart, 


try over. Promote SAFETY in your 
store, and promote PROFITS, day in 
and day out! 


How No-Shok Saves Lives 











ey = a) 
Sells AU Year “Round INSERT PLUG —MAKE 
% TURN TO RIGHT-— 
Suergwhere PUSH PLUG IN 
When plug is withdrawn, rotary dial cap 
snops shut, preventing insertion of hair- 
One person tells another... there is no pins, wires, etc., into current-carrying parts. 
season for safety! Indispensable in Universally Approved 
homes, offices and on farms. By Leading Insurance Companies, 


Power Companies dnd Safety Organizations. 








ANNUAL PACKAGING AWARD CONTEST NO-SHOK Sofety NO-SHOK Safety NO-SHOK Sofety 
This package, the only award winner from the DUPLEX RECEPTACLES CURRENT TAPS TABLE TAPS 
entire electrical and hardware division! Recog- . 

nized impulse buying appeal! Individually carded in colorful award-winning package illustrated 


Order Today! BELL ELECTRIC COMPANY 


1844 W. 21st - CHICAGO 8, ILLINOIS 
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ONLY COMPLETE LINE OF CHINAWARE DISPLAY DEVICES 


YOUR CHINA SELLS MORE EASILY WHEN YOU DISPLAY IT TO BEST ADVANTAGE 
SELL MANY OF THESE GADGETS TO YOUR CUSTOMERS 
MOST OF OUR LINE IS MADE OF SOLID BRASS. THEY LOOK AS IF THEY WERE MADE OF SOLID GOLD 





CUP AND SAUCER 
STANDS, TWISTED 
WIRE 
Can be adjusted to show 
cup and saucer to best 


PLATE STANDS 
Small size 
$1.00 doz. 


Medium size 


$1.50 doz. 





PLATE RACKS 


DINNERWARE RACKS 





advantage. 3 sizes. Tea Large platter size For Seven Plates. ae for ro piece = 
cup, demi-tasse and ~* =a a ES $2.00 ea. 32 piece set, 
m Praicael All be $5.00 doz. - aaa $3.00 ea. 52 piece set, 
RACK $1.50 doz. SOLID BRASS Non-collapsible ew ae 
Racks for skel- ALL MADE FROM Except small size. Type $9 doz. 
eton dinner- . we 
wave est, $1.25 SOLID BRASS 
ea, 
UNIVERSAL 
PLATE UNIVERSAL 
STANDS C UP AND 
Gilded, twisted SAL CER 
wire. Small STANDS 
size — $1.20 Well made 








a ‘ " doz. Medium gilded wire. 4 
REGAL DOL BLE size — $1.80 _ sizes: tiny, min- 
UNIVERSAL SINGLE MAJESTIC BRASS SPRING PLATE doz. Large __ iature, demitasse 
Dp iG PLATE HANGE PLATE HANGER HANGER platter size— and teacup— all -_ 
SPRING PLATE HANGER A 3 —— has i $2.40 doz. sizes $1.20 doz. 
Individually wrapped. Where a plate hanger is Mock e in construction, 
: . ’ = wanted with a lot of looks. eets any requirement - ee 
Gilded tips. Made where ex- Side dew ines ae Talihinees of a plate hanger. Sizes WALL PLA TE 
treme competition must be +391 £ "to 8” for plates as follows: RACKS 
: bt r 
met. A_ better hanger in som “a nll o s” £0 for 4” to 3%” dil Salta Bras 
this price range. Made in 2 ie wow tl, f 5” 6%" ; 
2324 f 7” to 9” 2 for to 6% To hang as 
sizes. Small size for plates pin > heyy ll lng h A tl for 6” to 7%” many plates as 
5” to 7” and large size from 325 for " to Ll 2 for 742" to 9” desired on a 
7” to 11”. $1.00 doz. 7326 for 11” to 12%" 23 for 9 to 10% wall in series. 4 


£4 for 1014” to 1114” 
25 for 1114” to #4 
26 for 121%” to 


Small for plates 
to 6”, Medium for plates to 10’. 
First hanger 35¢. Additional 





SOLID BRASS. Lacquered. 
All sizes $2.00 doz. 


a 1714” 
Indi- . 


vidually wrapped. All sizes $1.50 doz. In- tg $2.00 Bh ni size 
tvtanty weepped. evi one intone |. ang 
ALL SOLID BRASS $2.40 doz. All solid brass. safe 
tivel 
NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS spra 
sony, 


i? 


The easy PROVEN 


Amering Protessias 











Miniature cups a 
and saucers 2300-D Demi-tasse 2350 Demi-tasse £400 Slippers $24 doz. +800 Wall Demi- 
$15 doz. $24 doz. $30 doz. £500 Slippers $30 doz. tasse. $30 doz. pr. 
TERRITORY OPEN FOR 
& & SALESMEN AND 
REPRESENTATIVES 

266 N.W. 26th STREET ° MIAMI, FLORIDA WRITE y. <0 Cah, 
ntsc 
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RACKS 
jiece set, 
jiece set, 
jiece set, 


[VERSAL 
JP AND 
AUCER 
TANDS 
1 made 
i wire. 4 
tiny, min- 
2, demitasse 
eacup —all 


$1.20 doz. 





ates to 10". 
dditional 
Large size 
‘irst hanger 
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Tall Demi- 
30 doz. pr: 
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you make a 








ros PROFIT 


on EVERY 
LA RVEX EX sale 


Moths start early... 
housewives buy earlier 











Moths will 

ft 
NEVER = The ladies won't wait for the 1950 spring moth 
this suit plague. No sir, they'll rush out ahead of time and 
buy LARVEX. Make sure you get your share of the 


LARVEX profits by ordering right now! 


LARVEX is the heaviest advertised, 
LARGEST selling mothproofer 


Dynamic timely ads like this one run continuously 
during moth season in leading national magazines. 
Your customers will see them, so follow through 
with a peppy window display to pull them (and 
lots of other ladies) into your store. Then hit ‘em 
in the eyes with a strategic counter or floor dis- 
play, and you'll clinch those big LARVEX profits! 


, . : Sold 
fing Method Now 
ssiono) Mothproo 
agree NO ODOR « NO geoinin NO STORING AWAY 
or Home incase 


not da 
by soe mnottes well me 
beng 





Used for many years by large woolen mills 


and now sold for home use—LARVEX is the easy, come its POSITIVE PROTECTION against moth 


safe PROVEN way to mothproof. Moths are posi- 
tively stopped from eating holes in woolens 
sprayed with LARVEX. Thrifty housewives wel- 


damage, its year-long effect. We've paved the way 
for you—just push LARVEXx hard, and you'll salt 
away some fat profits. 





The easy PROVEN woy o MOTHPROOF 


Amering Professional Method-Now sold for home use! 


TIP OF THE MONTH 


Display old moth-eaten man’s suit. Label it— 
“Don’t let this happen to your husband’s suit. 
Buy LARVEX now!” 


_LARVEX 
The Largest Selling Mothprooter 


ZONITE PRODUCTS CORPORATION e 
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5/7 ODORLESS - STAINLESS 
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RATED v HQT For PROMOTION Bic USYLITE 


Artistic Wire Products are hot volume 








" Soap” 

#49 $.D. Twin sink model Vinylite sellers...low price, plus quality! PROD * PLASTIC COATED « 
ee oe heey er You buyers of housewares will find 
= ———o ae this combination of the famous Viny- 

an be retai a * < : ge A 
oe aE lite Plastic Coating* with Artistic’s 
S19" s 4".Conbe $y 19 fine workmanship and practical design 
retailed at . 


an unbeatable combination in depend- 
able merchandise with high public 
acceptance. 


#50 G. D. Here is a sensationally selling combina- 
tion glass and dish drainer. Coated in durable 
Vinylite plastic coating. Available in red, white or 
yellow. Overall size 163%4"' long, 13!/2"' wide, 714" 
high with glass drainer attached. 


Priced for volume sales at $949 complete 
— 

















#49. Vinylite Plastic Coated #48-E, Egg Basket coated in 





#48 S. R. Nickel plated handy Plate Storage Rack. Available in durable Vinylite plastic coating. 

wall Utility Rack with a towel bar. red, white, or yellow. Overall size Available in red, white, or yellow. 

Holds two large boxes. 11" x 6%" x 5%”. Con 89 7” long x 7” wide x 

Can be retailed at 59 be retailed ot Cc 34” high. Can be re- 39c¢ 
c *VINYLITE PLASTIC COAT- toiled at 


INGS will not blister, soften 
or become gummy. They 
resist acids and alkalis. A 
product of the Bakelite 











Corporation. #49-9. Twin sink model Vinylite 
= : Plastic Coated Sink Rack. Avail- 
Contact your nearest distributor for cost prices and able in red, white or yellow. Over- 





es, or write direct to our main office. all size 1244” x 1014” x 








#48-1, Nickel-plated Roast Rack. 
Adjustable to two positions. Over- 
all size 12” long, 9” wide. Can be 


opened to 12” x 12”, 
Can be retailed at 98c 


1”. Can be retailed at 69c 


| TI WIRE PRODUCTS CO. : #48-9. lorge, sine — 1014" » 
EAST HAMPTON, CONN. —_—« €6«=©}~=<Chr 


THIS IS HOW... to sell 
felt base rugs 





























PAYS FOR ITSELF in 
just ONE emptying! 
Sell far more felt base rugs than ever ¢ a 
before! Records prove that the Merry-Go-Round 
does it! Eliminate wasted floor and wall space with this re- | 
I 
| 





markable unit that requires only a 42” diameter area! Ac- 
commodates all sizes from 6’ x 9’ x 15’. Revolves quickly 
... easily on Lifetime Oilite bearings. Give your customers 
greater selections ... easier inspections. Let them buy their 
felt base right off the Merry-Go-Round . . . and you'll sell 
far more than ever before! Order through your distributor, 
or write to Ideal Display Fixtures, Inc., 1330 West Fort <* >. 
Street, Detroit 26, Michigan. 


x * _ _ 
MGR-8 gS OO * oes Extra heavy construction for 
* nd it 9 long service life. Balanced base 
(8 ROLE Weert) —_ Arov ELLS of 14 gauge steel with indi- 
d S vidual retainers for each rug. 
* on 
« 


















1 Lifetime Oilite bearings. Pat- 
MGR-12 $ .00 ar shows * ented, easy to operate, top 
(12 ROLL UNIT) as it spring clamps. 


NEW DISTRIBUTORS WANTED « WRITE FOR COMPLETE INFORMATION 
IDEAL DISPLAY FIXTURES, INC., 1330 W. FORT ST., DETROIT 26, MICH. 

















“Display it... with IDEAL ...and YOU'LL SELL IT!” 
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New design! 3 exciting colors! 
> Handi-I-Sift Flour Sifters 


(3 SCREENS) 


* 













No. 373 


@ Full-color flower design, set off by 
modern backgrounds using solid red, 


yellow or white No. 691 Hand-I-Sift Jr. 


One-hand squeeze 
@ Highest quality construction—three operation. 3-cup ca- 
screens, one-hand operation, litho- é 44 iJ 


graphed tin plate case. elcni 


re 


pacity. Triple screen. 


@ Priced for volume sales. ii. 
, No. 383 Triple Sifter | ~~ A 
@ When ordering, please specify colors: Easy-running crank *~xy* ) 
373R —Red operation. 4-cup Ca- 
373Y —Yellow pacity. Triple screen. L £ 
373W—White . 











SEE YOUR JOBBER SALESMAN .. . OR WRITE, WIRE, OR PHONE HIM FOR COMPLETE DETAILS 


ee 
"END ele Oo | ae 
THE WASHBURN COMPANY. 
WORCESTER, MASS. +» ROCKFORD, ILL. 


lie i lle laa Sita Batten nda Bs ~ 
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TESTED TIPS 
THAT SELL 





GARDEN TRACTORS 


THIS BOOKLET 
SHOWS YOU 
HOW..... 


for the 
asking 


There’s no“mumbo-jumbo” in this booklet. It tells you 
the “do’s” and “dont’s” of successfully selling Chore- 
master Garden Tractors. These “Tested-Tips” have 
resulted in successful selling that has made Chore- 
master leader in its field. If you would like to obtain the 
profits available to Choremaster dealers, write for this 
booklet. 


y aN One wheel garden tractor. 1, 2 
and 3 H.P. models. For all lawn 
\ and garden chores, snow plow- 
ing, woodcutting, spraying, etc. 
iow DY QO Factory 


as 







PD 


a 


} Choremaster Div., The Lodae & Shipley Co. 
i 828-3 Evans St., Cincinnati 4, Ohio 
tm e . 
HOREMasTER a. Please send me your booklet "Tested Tips 
¢ that Sell Choremaster."’ 
DIVISION fF 
—e | am interested in a dealership. 
THE LODGE & SHIPLEY i 
COMPANY 1 Name 
828-3 EVANS ST. ; Seiad Si 
CINCINNATI 4, OHIO 4 
ea — _—_ -= 
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HOREMASTER 






4 





—— 





THE "BANTAM" 
FL-50 


SELL THE 
> QUALITY 
LINE 


@ In every respect the finest small tackle box in the world 

. AND HOW IT SELLS! Only slightly larger than a 
cigar box—yet its sixteen compartments hold an AMAZ- 
ING AMOUNT OF TACKLE. 






It's light weight, spill-proof; has loops for shoulder straps. 
Six, cork-bottomed, plug compartments in top tray—eight 
rounded-bottom compartments in bottom with additional 
10'/"" compartment for outboard tools. 


Precision-built with such rugged construction features as 
piano-type hinges—nickel-plated carrying handle—long- 
lasting baked-on enamel make it the BEST MONEY 
CAN BUY. 


Size—I0!/." x 51/4" x 33%". 


carton. 


Individually packed six to a 


Fishermen look at them—then buy them. Yes, they sell 
themselves. Order now from your jobber. 


VALVE SPRING 
COMPRESSOR CO. 
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“RIDE-: 
worker. It 
ROLLER- 
—$849.50* 
MOWER” 


AMAZIN 


* Clinton E 
se-vice store: 
® Hand Shif 
trol @ Rever 
* Foot Oper 
Wheel © Ru; 
ings © Semi- 
able Seat and 
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than a 
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straps. 
—eight, 
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' “RIDE-A-MOWER?” is a versatile year ’round 





oprah” 
ey 


YOUR CUSTOMERS WON'T HAVE TO WALK FRC 


THE MODERN WAY TO MOW A LAWN! 






POWERED BY A 
2H. P. CLINTON ENGINE 
ROTARY 20” CUTTING BLADE 


ah é | 


worker. It will pull the “RIDE-A-MOWER” 24” 
ROLLER—$29.50* and 5 cubic foot DUMP CART 
—$49.50* and clear away snow with the “RIDE-A- 
MOWER” SNOW PUSHER—$19.50*. 


AMAZING “RIDE-A-MOWER” FEATURES 
* Clinton Engine, 2 h. p., air-cooled, 4-eycle (nation-wide 
se-vice stores stocked with parts) @ Kick Starter (no rope) 
* Hand Shift Blade Control Lever © Finger-Tip Throttle Con- 
trol @ Reversible Rotary Blade (may be sharpened with a file) 
* Foot Operated Clutch (V-belt drive) @ Chain Driven Power 
Wheel © Rugged Welded Steel Chassis @ Ball and Oilite Bear- 
ings © Semi-pneumatic Tires © Weighs 140 pounds ®@ Adjust- 
able Seat and Steering Bar 








SOME TERRITORIES STILL OPEN... 


Write Now tor full in nee 11077 


IT’S TERRIFIC... AND IT’S BACKED UP BY A POWERFUL NATIONAL 
ADVERTISING CAMPAIGN IN THE SATURDAY EVENING POST, HOUSE 
AND GARDEN, OTHERS 
...-PLUS PLENTY OF FREE 
NEWSPAPER MATS, WIN- 
DOW BANNERS, FOLDERS, 
COUNTER CARDS! 
















APRIL 
HOUSE & GARDEN 


“RIDE-A-MOW ER?” will cut down sales resistance just as 
neatly and efficiently as it cuts grass...“ RIDE-A-MOWER” 
will push your volume up just as quickly as it pushes snow off 
the walks. “RIDE-A-MOWER” IS TERRIFIC NEWS! It’s the 
only power mower you can ride with such a low price tag. It’s 
precision built for long, trouble-free, dependable service. 
Powered by a 2 h. p., air-cooled, 4-cycle Clinton engine, 
“RIDE-A-MOWER” HAS POWER TO SPARE. (And Clinton 
maintains nation-wide service). The full 20” rotary blade, 
located under the rugged welded steel chassis, may be quickly 
adjusted in cutting height from 1” to 3”. It cuts close to trees, 
walks, walls. And “RIDE-A-MOW ER” is backed by a hard- 
hitting national advertising program. IT’S A PROFIT 
BUILDER FROM EVERY ANGLE! 


*PLUS FREIGHT 





RIDE-A-MOWER DIVISION 


THE BELKNAP MANUFACTURING COMPANY, BRIDGEPORT, CONNECTICUT 
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YOUR STORE CAN PROFIT: 
ON THE - DEMAND on 


Bris HORTON MANUFACTURING CO. 





Also 
Makers Of 
Bristol Golf Clubs | 


SOLID STEEL CASTING RODS « “ELECTROMATIC” REEL | 
NYLON BAIT CASTING LINE 





SOLID STEEL CASTING ROD No. 32, $10.00 (including tax) 


This solid steel casting rod has long been a national favor- 
ite. Comes in two lengths, either 414’, or 5', as your custom- 
ers prefer. This rugged rod with sturdy guides has a salt 
water resistant finish. Its attractive appearance invites sales. 





SOLID STEEL CASTING ROD No. 38—20, 24, 30-inch 
$4.25 (tax included) —3, 31/2, 4/2, 5-foot— $5.00 (tax incl.) 


A very serviceable rod in the low price field. Made in 
lengths to suit all localities. Big seller. 





“ELECTROMATIC” BAIT CAST- 
ING REEL $22.00 (includes tax) 


New in design. New in per- 





~ 








formance. Nothing like it. 
Helps improve casting accura- 
cy, casting distance, practically 
eliminates backlash. “‘Electro- 
matic” action keeps speed of the 
line always in step with speed 
of spool. A big feature to at- 
tract sales. 


82 


NYLON BAIT CASTING LINE 
100 yds., 15 Ib. test — $2.60 


A Bristol-quality, core-deep, 
water-proofed line made of 
du Pont Nylon. Durable in 
either salt or fresh water. Avail- 








able in jet black, or light green. 


SALES BOOSTERS! 
| VOLUME BUILDERS! 


Tucker Outdoor Line for low price, 
comfort, appearance, quality 


Porch - Lawn Chairs 


They move fast—mean 
more profits. All hard- 
wood, no metal to snag 
or pinch. Smooth finish 


hardwood, colorful 
heavy canvas. They're 
comfortable, easy to 





handle. 


TUCKER BACKRESTS 


A year ‘round seller. Use at all sporting 
events, boating and outings. Made of 
hardwood with heavy colorful canvas. 
Comfortable, light weight, easy to “& 


carry. . 









—— FISH-N-FLOAT 


A device designed for 
wading safely in 
streams, ponds and 
lakes. Made of heavy 
canvas in zipper or 
lace-up models. 














FAST SELLING, LOW COST CAMP COTS 





For rugged wear and tear. Heavy canvas, hardwood 
frame, with painted hardware. Light weight, easy 
to carry. 


OTHER TUCKER LINES 


All hardwood folding chair—For schools, auditoriums, clubs, etc. 
Juvenile furniture—Canvas specialties—Camp chairs, stools. 


Write for literature and price list. 


kicker DUCK ARD RUBBER COMPANY e! 


FORT SMITH, ARKANSAS 
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Boost sales with a giant hand 


USING ARE YEW ‘Seymour Smiti 


an 
No. 2600 DEALER BNIT of “Snap-Lock” 


Plier Wrenches consists of 4 No. 2610 (10” length) 2 No. 2607 
(7” length) with handsome 6-color merchandising display. 
“Snap-Lock” Plier Wrenches have five exclusive features 
available in no others — 

1. Serrated Jaw Tips 3. Bright Nickel Finish 

2. Swivel Jaw 4. Capacity Indicator 
5. One finger Lock Release 












A complete stock and 
sales unit of these out- 
standing tools. 


FOR NATIONAL 
HARDWARE WEEK 


a 


Seymour SmITH 


Quality Tools Since 1850 





Seymour Smita BIT BRACE 
No. 2310 


with amazing new features! 







Forged steel construction —a one-piece 
solid frame. It has a 48 tooth ratchet 
instead of the usual 12 or 16 teeth which 
is more effective for close quarter work. 
A New Ratchet Shifter consisting of fool- 
proof sliding thumbpiece eliminates usual 
guesswork in setting the Ratchet. 


DEALER SALES KIT, holding two braces 
in an attractive, sturdy, 3-color display 
box, will bring sales results in the window or on the counter. For a Bit 
Brace that is different and better, stock this Seymour Smith No. 2310. 
If your Jobber cannot supply you write direct. 








SEYMOUR SMITH & SON, INC., OAKVILLE, CONN., U.S.A. 


Sales Representatives: John H. Graham & Co., Inc., 105 Duane St., New York 8, New York 











another Empire first! 








MPRENE 








the sensational new plastic bristle that out-performs any other in its class. 


Now available in the Colorbrite line of household utility brushes in brilliant: 


RED, BLUE, YELLOW, BLACK, WHITE and sparkling pastels... 


EMPRENE* IS AN EMPIRE EXCLUSIVE! 





We here at Empire, in collaboration with the Bakelite 
engineers have worked for many years on the prob- 
lem of producing a bristle monofilament that would 
have outstanding color, stiffness, resiliency and econ- 
omy. In 1948, Emprene*, a plastic that combines all 
these qualities, was successfully produced. After a 


year of continuous tests we introduced the — 


vo 4 xXx 


NO ONE ELSE IN THE FIELD CAN GIVE you 


EMPRENE* PLASTIC BRISTLE BRUSHES! 


Here's why your customers will prefer 
Emprene* Plastic Bristle brushes: 
* STAY LIKE NEW! 
Colorfast through and through. Guaranteed not to wash out or fade. 


te WATERPROOF! 


Stay stiff even when immersed in water. Will not rot or mildew. 


* WASH LIKE A HANKY! 
Clean in warm soap and water. Brilliant colors sparkle anew. Not 
affected by temperatures under 200°. 

* EASY TO USE! 
Raise less dust in cleaning. Do not clog or hold dirt. 


gotee ret 


*® YOUR BEST BRUSH BUY 


Plastic Bristle in the Tuffy Broom. 


Today, Emprene” bristles have proved their super- 
iority not only in the laboratories of independent test 
ing companies—but in that ultimate of all laboratories, 
the housewife’s kitchen. Empire is now proud to 
make Emprene* Plastic Bristles available to the trade 
in the Colorbrite line of household utility brushes. 


vy * 


EMPRENE* IS NATIONALLY ADVERTISED! 


Alert merchants will immediately recognize the tremendous 
potential of this new development. Already more Emprene’* 
Bristle brushes are being sold than any other similar brushes. 


A DELUXE BRUSH AT A 
DOWN -TO-EARTH PRICE! 


Take advantage of the big, 
new self-selling Emprene* 
Colorbrite deall Sturdy, con- 
venient, self-dispensing dis- 
play free! Get full details. See 
your jobber, or write for de- 
toils. Empire Brush Works, 
inc., Port Chester, New York. 
In Montreal, Canada: Empco 
Brush Works, Ltd. 


SPECIALISTS IN — MAINTENANCE AND PERSONAL BRUSHES SINCE 1909 


B+ 
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Behind This 
Price Tag Is... 


BIGGEST PAINT 
STORY OF 
THE YEAR! 
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PORCH & DECK 
ENAMEL 





No matter how long you've been in business, you're 
bound to gasp at the price tag attached to the new 
FRISCO Line of House Paint and Porch and Deck 
Enamel! Never before has such paint been offered 


at such an eye-snapping low figure! 


No doubt about it, FRISCO — the lowest-priced 
quality paint in all America—hits the market just 
when the demand is greatest. You know how it 
is in your community. People want paint, and 
people need paint, but they balk at the fancy 
prices asked for most paints. Now, in FRISCO, 


they get a quality paint at a price they want to pay! 


FRISCO Paints have 
been awarded the Gim 
bels Bureau of Stand 
ards OK for brushing 
self-leveling, drying 
time, resistance te sun, 
water, sulphide gas. 


FRISCH & CO., Inc. 


565 BARRY STREET, NEW YORK 59, N. Y. 


— 
< APPROVED AS 








BY GIMBELS 
BUREAU OF 
STANDARDS 














MAIL NOW FOR FULL FRISCO DETAILS 


Frisch & Co., Inc. 
565 Barry St., Dept. HA 
New York 59, N. Y. 


Please send me full details about low priced Frisco Paints 
Nome 

Store Name 

Street 

City 


Zone State 


{ttt ee eee ee eee eee 
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FAST. SELLING 


- Cambrite 
House Numbers 


1/23 


BRIGHT AND CLEAN 
ALWAYS SEEN 


Gy 


Here’s an eye-catching display for your 
counter with a solid sales punch. 

It’s yours—FREE—with your carton of 
CAMBRITE tile house numbers! 














te 














You can put it up in less than a minute. 
It occupies very little more than a foot 
of counter space. It holds your entire 
stock. And it’s a sure fire shopper-stopper! 


Everybody uses house numbers—just place 
these smart black-on-white CAMBRITE 
numerals where they can be seen and, 
watch ’em sell! They’re covered with a 
satiny glaze, easily cleaned, visible day 
or night. 

Each CAMBRITE display contains —in 
one small carton—an assortment of 
120 numerals and 42 frames in three 
sizes. Dealer’s price $24.84*, list $41.40, 


YOUR PROFIT $16.56! 


*less 2%, 15 days, f.o.b. Cincinnati 


* SEE YOUR JOBBER OR SEND COUPON TODAY! °| 


The Cambridge Tile Mfg. Co., Dept. HA-20. 
£ Cincinnati 15, Ohio * 
Gentlemen: Please send me complete information 


about CAMBRITE house numbers and @ | 
the new counter assortment. 





© Cambrite 


e Name .._ nae Ca e 
au ‘= Company— en! | 
. - Address we cichilicaisaabiaslaie 
he. City f senca State... mn 


Your Jobber’s Name ee 
eeeeeeeee#e¢eeee0ee0 0 @ 
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THEY REMEMBER AT HOME 
FORGET IN YOUR STORE! 


Bos LINOLEUM 

=" SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL 
12-FT. CARTONS 


because the home owner forgets 

to make a purchase while in your 

; ? store ... and you lose an extra 

12 feet of pliant, sil- sale! Put the S$ & W linoleum seam 

very zinc in each small and edge binding displays near 

box . . . pre-shaped, your cash register and watch them 

prepunched with nail empty out. No cutting...no meas- 

holes . . . plus all nec- uring. The customer pockets the 
essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 





handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 






















THE BEST 





BRASS 







IN WIRES Be 
Anchor wires are ——— of - _ BLACK 
est quality raw materials and are offered in 

attractive packages with an eye- GALVANIZED 





small, 
appeal that creates sales. 


Ask Your Jobber about these fast selling items: 


Aerial Wire Arrestors (Lightning) 
Aerial Kits Bell Wire 

Assortments Bar Solder 

Battery Clamps Clothes Line 

Coil Wires (Stranded and Solid) 


Curtain Rods (Spring) Glass Insulators 


Ground Clamps Guy Wire 
Hair Wire Lead-in Wires 
Lead-in Strips Nail Knobs 


Stovepipe Wire 

Solder (Core and Solid) 
Stand off Screws 

Turn Buckles 

Radio Accessories 
Utility Wires 

Wire Assortments 


Picture Wires 
Spooled Wires 

Solder Paste 

Stone Wires 
Television Accessories 
Seizing Wire 

Weaving Wire 











FAVORITE ASSORMENT STOVE PIPE WIRE 


SOLD THROUGH JOBBERS ONLY 





yN CORPORATION 
183- 


i ee | tm 
NEW YORK 


ISLAND, 
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NEW scintillating 
A baked-on, non- 

scratchable, enamel 
finish on the rugged all-pur- 
pose P55-P65-P75 die-cast 
padlocks give it instant sales 
appeal. Here is beauty and 


strength combined at a pop- 
ular price. No other padlock 


can equal its performance in C b ~ 
its price class. It can be master- 0 I | ni 
keyed —700 changes. x 

Cabinet Lock 


DIVISION 
THE AMERICAN HARDWARE CORP. 


New Britain, Connecticut 










= 


IPE WIRE 


ION 


eS 
YORK 
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A sales-stimulating display unit... 
FREE with order of 1 or more cases 





——.yon= ewEd 


Two 30x40 in. 
sheets in a tube, to retail 
about $1.00. Single sheet 
25x40 inches in picture 
box, to retail about 39c. 












































PACKED 36 TO CARTON 


Walls are protected against 
dirt, water and grease in a few seconds with 
Plasti-mat sheets of transparent, washable 
plastic. Put up quickly with thumb tacks or 
Scotch tape. Also useful for dresser tops, un- 
der table settings, behind wall switches, etc. 











Dispenser unit 
with colorful 
display card. 
Holds 16 tubes 
or boxes. Creates 
“impulse” sales. 





























NEWSPAPER MATS AVAILABLE 





\ 


xe Vs 


Write for samples and details 


Vy 
A, of our sales plan! 


y Z 








[i 


Ye 


CENTRAL STATES 


ei 
PI | | | 
4 PAPER & BAG CO. 








5221 Natural Bridge, St. Louis 15, Me. 





Protects against steam and 
spray in the bathroom 


Protects against splashing 
grease in the kitchen 


Add these numbers for Profit 


RUSTPROOF! NON-RUNNING FINISH! 

YOU MAKE MONEY with new, Hall-Wessel hard- 
ware conveniences! Precision made, beautifully fin- 
ished, super-strong. Wide variety of fast-turnover 
utilities—in brass, chrome, bright zinc, cadmium or 
ebony. Customers choose H-W specialties for ex- 
ceptional impact and tensile strength. Attractively, 
sturdily packaged for easy storage, easy handling, 
easy identification. TODAY—write for catalog and 
name of nearest jobber. 


HALL-WESSELCO. 


2116-26 W. NICHOLAS STREET, PHILADELPHIA 21, PA. 


In Canada: GEORGE S$ HALL CO 9 Wellington St., East, Toronto 1 








ATLAS 





Protects against dirty 


hands in the nursery Offices in Principal Cities 





Increase your 
sales of America’s 
leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 

COMPLETE DESCRIPTIVE LITERATURE 

ON REQUEST. WRITE DEPT. A 


ASBESTOS 
COMPANY 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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Louis 15, Mo. 


I Cities 
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Wise dealers everywhere are going BPS in 1950 and 
here's why. With an exclusive BPS territory Franchise 
they're sure of protected territory... protected profits. 
And with BPS Identically Matched Colors .. . Flatlux, 
Satin-Lux and Glos-Lux ... pouring profits from their 
shelves, they're doubly sure of selling three times faster 
...earning three times more in 1950. How about you? 





THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send full facts about your exclusive BPS territory 


Franchise. 


Name 
Address 
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paign bac 


leading nc 


to over 19 


with these 


priced Fed 


in your ad 


banners, ¢ 


window a 





We are 
Co-operating 


April 28 thew Moy ¢ 


P TURER 
FEDERAL ENAMELING AND STAMPING COMPANY « PITTSBURGH, PA. « WORLD'S LARGEST MANUFAC 





EL W 
OF ENAMELED KITCHENWARE « HOME OF NU-BRITE ALUMINUM WARE AND CAVALIER STAINLESS STE Everything 





Co-operating 





UFACTURER 











S STEEL W 


| . the biggest | 
nationally advertised line 
of enameled ware 


Here’s your chance to cash in on the most powerful advertising cam- 
paign backing any brand of enameled ware! These 
leading national magazines will carry Federal’s Vogue Enameled Ware story 


to over 19 million women! 


The pay-off comes right here in your store if you tie-in 
with these hard-hitting national ads. Feature popular- 
priced Federal Vogue Enameled Ware in your windows... on your counters ss 


in your advertising. Make 1950 your biggest and best year yet/ 


Send for free, complete “‘sales push”’ kif to help you make 
money on the Federal Vogue nationwide advertising program. It includes window 
banners, counter cards, mailing and counter folders, mats of newspaper ads, 
window and counter display suggestions and valuable merchandising tips. 


Everything you need to cash in on Vogue Enameled Ware, 


be 





l NOU: XC in this profit picture ! 


feature FEDERAL VOGUE 


: 
, 


ler llomes 








Featuring: 0 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- iM 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
£3 Ivory 8-17/64"" 6°° or 7" 3 Ibs. 7 02. 43 Ibs. 
£8 ivory 9%" ,Y oe” 5 Ibs. 62 Ibs. 
Packing—! dozen per carton, | gross per case 


Order from Your Wholesaler, or Write Us for Reterence 


J. L. CLARK MANUFACTURING CO.,“tcnois 











Your Women Customers 
are pre-sold on 
America’s most popular 
housekeeping gloves 


Display Ebonettes and watch 
what their black magic does to 
your household glove sales and 
profits! Millions of ads in 
national consumer magazines 
this year and last pre-sell your 
customers on these remark- 
able gloves thathave overcome 
women’s objections to old- 
fashioned rubber gloves. 





More protection, comfort, and efficiency 
for every kneeling job... 


-..Women Satinized inside finish — easy | JUDSEN ae KNEE PROTECTORS 





know about on and off 
Short-Curved Non-Slip Fingers 
and Want — fit snug to tips, hold wet 


soapy things as if dry. 
Roomy Palms — for hand 
features of comfort and freedom. 
Sf bhcncttes DuPont Milled Neoprene 
Construction — superior in 


Cp” wear and fear resistance. 
No matter what the “down-on-the- 


knees” job is, JUDSEN KNEE ; 

You make easy sales and repeat sales. Full profit at PROTECTORS let you do it am. a -_ more 
59c MFT. Only three sizes to stock — small, medium, comfortably. For volume sales with good profits. . . 
large. It pays you to sell Ebonettes — the most popu- -++e ORDER FROM YOUR JOBBER TODAY !* 

lar housekeeping gloves in America today! Order 


these unusual 




















from your wholesaler, or write us. Made by 
Fae data . | JUDSEN RUBBER WORKS, INC. 
YR wwe woe hy The Pioneer Rubber Company Chicago 24, Illinois f 
N25 soyroresso 18S 415 Tiffin Road Willard, Ohio 


*If your jobber cannot supply you, write direct. 


4 HARDW 
92 HARDWARE AGE, MARCH 23, 1959 RDW 











RS 


rmCe 


ROCKFORD, 
ILLINOIS 

% 

v 


s 
x 


- 





icy 


RS 


> 


more 








23, 1950 











ive Self-Polishing Simoniz 
‘more shelf space! 


GREATEST “PER FOOT” PROFIT-MAKER 
OF THEM ALL (Earns more than 
most of the items in your store) 





The World's Finest 
Self-Polishing Wax 
for Floors! 


= fe Self-Polishing Simoniz gives you more profit than other leading 
: } ; brands. Also, faster turnover is assured through a tremendous na- 
“ —— 
E tional advertising campaign... millions of housewives are switching 
to this liquid miracle wax, skyrocketing sales of all dealers! So add 


profits as you increase customer good will—with popular Self- 


Polishing Simoniz! Give it more shelf space! Order more today! 





THE SIMONIZ COMPANY, CHICAGO 16, ILL. 


| 


\ <b Profit protected hy Fair Trade 


= 
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SHALLOW 
WELL PUMPS 


DEEP WELL 
PUMPS ¥ 


WINDMILLS 








PUT IN A WATER SYSTEM DEPARTMENT 


AND CASH IN ON HIGH DOLLAR VOLUME SALES 


Display Aermotor water pumping equipment in your store easier. Now they have accumulated savings to buy water 
and reap new profits. Farmers, home owners want running systems. So sell them dependable, inexpensive Aermotor 
water. They know abundant water puts weight on meat pumping systems. Large dollar-volume items that net you 
animals, increases farm production, makes housework a handsome profit. 

Farmers know from past experience they lished over 60 years. Your water system dis- 
iy can rely on your recommendations. Show play will bring new prestige, liberal discounts 
tet nd them the wide range of Aermotor sizes, the on water system sales, extra profits on all 

ae dollar-saving features of Aermotor water water-using items. Some territories open for 
systems. Backed by manufacturers estab- live dealer representation. Write for details. 








Sea et eee 
. i Sry 3 


Dept. 8003, 2500 Roosevelt Road 
Chicago 8, Illinois 


















EASY SELLING 


HURRICANE 


& Rotary Power Lawnmower 


WHITNEY’S New Plastic 
Package 








NEW Low Price 
NEW 1950 Model 
NEW Sales Features 


One look at this brand new 1950 HURRICANE 










Your Customers 


SEE WHITNEY’S 


Super -Refined 


practically closes the sale . . . prospects 
turn into customers as if by magic! But | 
it's no wonder —those many, many Extra C ean 


HURRICANE sales features and that 
new low price for a big deluxe mower 
will make HURRICANE your best 
seller, tool 
If you do not have the Hurricane 
line now, send us the coupon be- 
low. By return mail, you'll re- 
ceive all the facts about this 
new, fast selling 1950 HURRI- 
CANE ... ACT NOW. 


MAIL THIS COUPON TODAY 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Department E-4, 2722 Cherry Street 

Kansas City 8, ‘Missouri 

Gentlemen: Send me, without obligation, all the facts about your 
new, low-priced 1950 HURRICANE Rotary Power Lawnmower, |! 
want more lawnmower profits! 


LAWN 
SEED 









WHITNEY’S New Plastic Seed 
Package does a wonderful merchandis- 
ing job — in displaying the clean seeds, and emphasizing 
WHITNEY Quality. WHITNEY high germination is 
sealed in. 

WHITNEY’S 1950 national advertising is just starting. 
Thousands of new customers are looking for WHITNEY’S 
EXCELSIOR BRAND Lawn Seed. Tie in your store and 
get this profitable business. WRITE today for prices and 
information on FREE merchandising Helps. 


WHITNEY SEED CO., INC., Buffalo 5, N. Y. 
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Address 






City 














HARDWAI! 





PU Sh tha 
Hey 


during NATIONAL HARDWARE WEEK | 


(April 28 through May 6) 


National Hardware Week is timed just right for Swan 
Garden Hose sales. Every home owner is a good 
prospect .. . but you've got to tell ‘em to sell ‘em! 


B | Sererecdé 18 EASY 10 SELL... WELDS A HANDSOME PROFIT! 


DEMONSTRATE THESE SELLING POINTS TO EVERY CUSTOMER! 













Swanite Plastic Garden Hose f at Swanite is flexible—easy to 
is very light and easy to han- handle. When uncoiled it lies 
dle. A 25-ft. coil weighs only 4 Ibs.! flat—stays where you put it. (Ask 


(Give every customer a Swanite prod- 
uct folder.) 


prospect to flex hose several times to 
convince himself.) 


Swanite is equipped with 
nickel-plated MAXIVOLUME 


coupling which won't leak or tear loose 


Swanite is reinforced with 
DuPont Cordura rayon cord 
which prevents ballooning, resists kink- 
ing, and collapsing. (Show your cus- 
tomer a cut-away section of Swanite.) 


Swanite’s pure plastic cover- 
ing will not sun-check, crack ¢ 


or rot. Beautiful mirror-like finish in 









under pressure—gives 50% faster 
water flow. (Demonstrate that nut is 





precision machined—easy to tighten.) 





stomers choice of red or green. (Show cus- Swanite is available in % or 
ITNEY’S tomer Swanite plastic cover sample, %-inch diameters, and is guar- 
included with each Swanite shipment.) anteed in writing for 5 years. (Show 
Refined prospect the written guarantee.) And 
the price is right—only* $7.95 for a 

1 Clean 50-ft. coil! 







AWN 
SEED 











c Seed 
chandis- 
hasizing 
ation is 






During National Hardware Week make your Swan merchandiser 
do double duty by placing it where store traffic is heaviest. 
It can double and triple your Swan Garden Hose sales! 






starting. 
TNEY’S 
tore and 
ices and 


SWAN RUBBER COMPANY .- Bucyrus, Ohio 


World’s Largest Manufacturer of Garden Hose 
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GOMETHING radical is going to happen in your store! For 
the first time your customers are going to ask for SUNSET 
LINES... not just “fishing line”! 


Never happened before, has it? Here’s why it’s going to happen 
right after April Ist. Fishermen throughout the United States 

..in your town...are going to want to enter SUNSET’S 
“NATIONAL LIARS’ CONTEST.” They’re going all out to win 
a Willys Station Wagon, Harris Trailer, Trailorboat, Martin 
Outboard Motor, Thompson Canoe and the other 650 amazing 
gifts in SUNSET’S $16,500 Liars’ Contest. 


AND THE ONLY WAY THEY CAN COMPETE IS TO SEND IN A 
SUNSET LINE LABEL WITH THEIR ENTRY! AND THE ONLY WAY 
THEY CAN GET A SUNSET LINE LABEL IS TO BUY OUR PRODUCT! 


How about it, Mr. Dealer? Sound like a good reason for your C U § T 0 M 3 RS ' 
stocking Sunset Lines and identifying your store as “Liars’ Club” | 


Headquarters? 


SUNSET HAS THE QUALITY! SUNSET HAS THE COMPETITIVE $ T 0 bf 0 U R 5 T 0 R E 


PRICE! NOW SUNSET GIVES YOU CONTINUOUS NATIONAL he 
ADVERTISING ASSURANCE OF QUICK TURNOVER. rYey-Vin AND AGAIN! 
Just a penny postcard is all it takes to have a salesman call or 

to have display material and a owe 

full details shooting the - PRIZES | ~~ ERY TEMBER 1st, 

rapids right your way. DO Ist t EP romotion 

IT NOW, MISTER! APRIL Vst te SUNSET P 


gives you ied 


650 WHOPPING PRIZES 


(and that’s no lie) 


The Willys Overland Station 15 Martin Outboard Motors will be 
+ Wagon is just one of the won by just writing a short lie. 
% terrific prizes offered. > ~ 


3 of these Harris Trailers 
will go to happy winners. 





5—16-ft. Thompson Canoes will be won! 


STOCK UP NOW! CASH IN SOON! 


IN . 
rhe” well, 
M. 
6 tin m Deals at $ 
, Virginia | 


. . ’ : Each assort: 

564 Sixth Street, San Francisco 3, California Hy-Los and 
kit (with bot 

cost. The Hy 

farton— shi 
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ORDER YOUR HY-LO BONUS BUY 
MORE NOW! o: 


PROFIT 
TO YOU 


‘. , MAKE EXTRA PROFITS 
on Nationally Advertised 


on Big Spring and Summer 


® 
ddl HY-LO Vacuum Bottle Sales 


BOTTLES 


HERE’S THE BONUS BUY 
BUY THIS... , YOUR COST... $26.57 


(GROUP A); 10 HY-LO Pints 4 HY-LO ; : 
Quarts and 5 HY-LO Pint Kits with bottle. ~ 4. (GROUP A) 


YOUR SELLING 


PRICE MEE $44.40 


without cost =e tf OTT 2 Wh 


(GROUP B); 1 HY-LO Pint Bottle and | om | 
1 HY-LO Pint Kit with bottle lig 


ADVERTISED TO MILLIONS—MONTH AFTER MONTH IN... 


Save dollars—make extra profit on the before! Here's a once-in-a-lifetime oppor- 
quick easy turnover of Nationally Adver- tunity to make an extra profit on the 
tised Hy-Lo Bottles. As vacuum bottle sales Vacuum Bottle line that has been seen 
swing into high for Spring and Summer again and again in BIG ads in Post, Life, 
profit-peaks—be ready for increased de- Journal and Today's Woman by 9 out of 
mand and make more profit than ever 10 people in your neighborhood. 


ORDER FROM YOUR JOBBER OR SEND COUPON TODAY _" os 


ALADDIN INDUSTRIES, INCORPORATED 703 murFreesBORO ROAD, NASHVILLE, TENNESSEE 





- me (Quontity)___of your Hy-Lo "Bonus Buy” NAME — 

eals at $26.57 per deal. 

Each assortment consists of 10 pint Hy-Los, 4 quart a ee eercemetemaeenes 
Hy-Los and 5 Hy-Lo Pint Kits—plus 1 Hy-Lo pint ADDRESS_____ 
kit (with bottle) and 1 additional bottle at no extra CITY 
cost, The Hy-Lo Bonus Buy is packed in 1 shipping 
farton—shipping weight approximately 35 Ibs. MY JOBBER IS 
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WHITEY MOPZUM SAYS: 






FALE 







MOPP 


WHEN YOU SELL 


YOU CAN SLEEP 
AT NIGHT 


You don’t take chances with custo- 
mer goodwill—when you stock and 
recommend White mopping equip- 
ment. Every White unit is designed 
to do the job quicker and easier — 
built to last years longer. Your cus- 
tomers deserve White equipment 
... and you profit, too, when they 
get it! 


ING TANKS 








The battleship of the White fleet — ready to tackle 
the biggest, toughest cleaning jobs! Giant tanks of 
16-gauge steel with powerful crank-type wringer— 
mounted on angle steel frame with easy running, 
full ball bearing casters. Rubber tires and all-around 
rubber bumper protect floors and walls. In 2-tank or 
3-tank sizes up to 60-gal. capacity. 
SEND FOR CATALOG No. 150 


WHITE MOP WRINGER CO., Fultonville 2,N. Y. 


Your Customers know... 





It’s RIGHT... If it’s 












A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT | 


98 


Price 





on a 
self-selling 
CARD 


4, 







combination- 
card of 


WASHERS - NU-SEATS -SCREWS 
at a new low price of 39¢ retail 


Shipped in '/, Gross and Gross Lots. 
. (Usual O'Malley discounts.) 


easy handling . . 
Order today! 


Everybody's getting water-conscious. 


Banded in packs of !2 for 


Cash in! 


Stock — push the O'Malley nationally-advertised 
one of Faucet Repair Sets and this new PARTS 
D. 


EDW. O’MALLEY VALVE Co. 


11948-50 S. Halsted St. 


a CALBAR product for every caulking job . : 


CALBAR Pressure Guns 


For caulking, 4 - 
ing and dozens of © ow 
jobs, o CALBAR gun 's Hd 
finest produced. A comp : 
line of sizes, —— - 
large assortment of de 

able nozzle styles. 





AES 
igor 
* € be 4 
is SL A. 
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CALBAR PAINT & VARNISH C0. 


Chicago 28, Ill. 


CALBAR “Caulk-o-Seal” 
Caulking Compound 


It’s “elasticized «ss Non. 
hardening, non-staining, 
and adheres to ANY sur. 
face. Available in natural 


brilliant white, Aluminum 
and colors. 


Write for name of 
your nearest distributor. 


MANUFACTURERS OF 
TECHNICAL PRODUCTS 


ONT + 9612-26 N. Martha St., Phila. 25, Pa. 
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AGAIN 


1990 | 


Your customers’ eyes 
will be on... 





Wheeling carries on last year’s proven formula 
for greater sales and profits for you. Again, power- 
ful Sunday magazine advertising in This Week 
and Parade. Again, Pathfinder and other maga- 
zines will reach your customers with more than 
22,000,000 Wheeling Ware sales messages. 








12-QT. PAIL—ruggedly 
built for long life 










DRAINATUBS—empty 
through hose, no lifting 










\| GARBAGE CAN—good 
\ YA looking, long lasting 











RUBBISH MOP UTILITY SPRINKLING 
BURNERS — BUCKETS DUB-L-TUBS PANS TWIN-PAILS COAL HODS ASH CANS SQUARE TUBS CANS 
WHEELING CORRUGATING COMPANY ¢ WHEELING, W. VA. 
ATLANTA BOSTON BUFFALO CHICAGO CLEVELAND COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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It's always open season for 
game like this 


The “hunting ground” for files covers your 
whole trading area. . . . Householders, hobby- 
ists, mechanics, farmers, car owners, truck oper- 
ators, garagemen, tradesmen are your “game.” 











New “flocks” of file replacement needs are 
born every week ... for the average life of a 
file, by virtue of its character and usage, is 
relatively short. 








ped aa / : | 
de EEE 


peeved 
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File “species” are innumerable. . . . Because 
filing requirements are many and varied, the 


W/ 


Nicholson or Black Diamond line offers The CH 
right file for the job — and, consequently, the “7 win 
opportunity for you to sell many a customer Phil 
not just one file but a liberal assortment. Tel. 


Yes, files are a real money-making item, and 
worth pushing in a big way — with a stock in 


attractive variety, with good display, and by -_ 
always asking a likely customer “How about 
some files today?” 


Your hardware wholesaler will be glad to 
help you get organized with the right assort- 





a T 

ment of files for your type of community. Re A FILE FOR . e 
WIGHOLSON FILE CO, 25 ACORN ST., PROVIDENCE 1, RL U.S.A. 

(In Canada, Port Hope, Ont.) EVERY PURPOSE - 
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CHAINS 


PORCH 
SWING 
CHAINS 








Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. . : 


... IN THE 


_ HARDWARE STORE 


MEANS 


CHAIN-TIME 


® Spring always peps up hard- 
ware chain business. When 
people feel like getting out and 
doing something besides nec- 
essary chores, they find odd 
jobs around the place. And a 
lot of “odd jobs” call for chain, 
assemblies, fittings and the like. 


@ Look over your stock now. 
Be ready to place the more pop- 
ular AMERICAN CHAIN items 
out where customers will see 
them and be reminded. Get 
in touch with your AMERICAN 
CHAIN distributor—now. 


© DISPLAY 
AMERICAN CHAIN ITEMS 
DURING NATIONAL 
HARDWARE WEEK 


R. C. BRENIZER 
American Chain 
District Sales Manager 
in Philadelphia. 

An American Chain man 
since March, 1923. 







AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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1950 Will Be a Good Year... /F 


HERE are a lot of consumers’ 
T estar around, but you're go- 

ing to have to work harder to 
get them. That’s the pattern for 
the balance of 1950 that is slowly 
emerging from the strike becloud- 
ing first quarter. As George Me- 
(Juade has so aply put it, “1950 
will separate the men from the 
boys.” 

The rise in business failures in 
recent months is proof positive 
that the honeymoon is over. Yet 
there is no real cause for undue 
pessimism over business for the 
balance of the year. 

Employment, excepting the 
strikes, remains high. Wages are 
high. Consumers are still spend- 
ing many dollars. There are some 
soft spots: in textiles and farm 
incomes, for example. but these 
are the exceptions. 

Price trends at the moment are 
mixed, but there are no dominant 


factors present to suggest an over- 
all weakness of any magnitude. To 
the contrary, there are many in- 
flationary factors at work, particu- 
larly President Truman’s tax doc- 
trines. Rail rates are still moving 
up: coal prices will be higher, and 
the strikes in the automobile in- 
dustry will most likely end with 
high labor costs. Pensions are cer- 
tainly going to continue to add to 
the costs of manufacturing. All 
in all, the picture seems to be that 
the balance of the year should be 
at a high level, perhaps slightly 
below 1949. but not very much. 
with prices tending to harden, 
Yes. the consumer will be 
spending dollars in 1950, but how 
many of his dollars you get will 
depend entirely upon how success- 
ful you are in doing a better sell- 
ing job than your competitors. 
Some hardw are dealers are doing 


oS oO 


better than last year, as much as 
10 pet better. These are the deal- 
ers who understand the value of 
eye-catching displays and aggres- 
sive promotion. These are the 
dealers who realize that to move 
goods these days you must stress 
labor saving, cost saving, or add- 
ing value to the house. 

Why don’t you put to work the 
many selling ideas that are right 
at your finger tips. Read through 
the pages of this issue of Harp 
WARE AGE. Study the successful 
merchandising ideas the editors 
describe: study the advertising 
pages for new merchandise and 
selling aids. See your wholesaler 
for a supply of broadsides and 
back them up with adequate 
stocks. Try an incentive plan for 
your employees. 

Yes. the consumers’ dollar is 
there, and you can get it-—if you 
work at it hard enough. 


Business Is Never Normal—It Never Has Been 


HORTLY after the First World 
War it became fashionable to 
talk about getting back to “nor- 
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malcy.” And we have been talking 
about it ever since. A few years 
ago business in general was com- 


plaining of the lack of merchan- 
dise. Now it’s beginning to com- 
plain of the lack of customers. And 
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in between cycles it has been com- 
forting itself with the thought that 
“things will be different when we 
get back to normal.” 

The hardware business was bet- 
ter in 1947 and 1948, as compared 
with 1949. Total retail hardware 
store sales rose steadily from 1939 
through 1942, dipped in 1943 and 
resumed their upward trend until 


the end of 1948. Sales soared from 


VITAL key in the sale of 
merchandise, when the price 
tag begins to exceed $5, is “know 
your product.” If the salesman 
doesn’t know the sales points—the 
advantages of the product—he can 
hardly expect to convey to the 
prospective customer the enthus- 
iasm necessary to complete the 
sale. 
On the other hand, it is not prac- 
tical to ask a sales clerk to be an 


O a poet, the arrival of a robin 

heralds the coming of spring. 
But to thousands of Mr. and Mrs. 
America’s, the true harbinger of 
spring is the appearance of the 
new display of lawnmowers, grass 
seed, sprinklers, hose and garden 
tools at the local hardware store. 


over $6291, millions in 1939 to 
$984 millions in 1942. They de- 
clined to $904 millions in 1943 
and then steadily rose to a total of 
$2,410 millions in 1948—or in 
other words more than $2 2/5 bil- 
lions. This was more than three 
times the dollar volume of 1939. 
We could quote figures indefinite- 
ly, comparing one year with an- 
other, and still never answer the 
question of “What is normal?” 


Read the Directions 


authority on every item in the 
store. But there is available to him 
a simple, handy source of selling 
points which, when properly used. 
can be very effective. This source 
is the instruction sheet or sales tag 
that is packed with or attached to 
practically every piece of merchan- 
dise in the store. 

The manufacturer spends large 
sums and takes great pains in pre- 
paring this material. It is de- 


Harbinger of Spring 


Dreams of warm, sunny days to 
come, of growing grasses and 
vegetables, of house painting and 
boat painting, of fishing rods and 
solf clubs, of’ abandoned flannel 
underwear and galoshes are in- 
spired by the eye and thought 
catching display at the hardware 


A western wholesale hardware 
executive recently told a number 
of retail hardware dealers, “There 
is no such thing as normalcy.” We 
think he is right. 

The sooner we all stop talking 
about “getting back to normal,” 
and instead concentrate on adjust- 
ing our thinking and our selling 
technique to today’s requirements 
the better it will be for all of us. 


signed to help you sell. It is a 
gold mine of selling points. Glance 
over it as you talk to the customer. 
Let him read it. Point out that 
here are the facts, endorsed by the 
manufacturer over his name—here 
is his written guarantee. In ad- 
dition to selling points, many 
booklets answer questions on re- 
pair and maintenance, an impor- 
tant factor to male buyers. 
In short. read the directions! 


store. To some folks, America 
may mean baseball, or apple pie 
and ice cream. But I'll take the 
hardware store and its spring dis- 
play as being true Americana. 
May nothing ever alter this an- 
nual promise of the greener fields 


to come, 


Fair Trade Prices Should Be Enforced 


HE recent spasm of price cut- 

ting on Fair Traded electrical 
housewares in New York is gen- 
erally attributed to an effort to 
focus the attention of manufac- 
turers on the damaging activities 
of the large number of discount 
houses which are, in effect, com- 
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pletely ignoring Fair Trade prices. 
Forcing action on these discount 
houses by price slashes is indeed a 
drastic measure, but the success 
for the Fair Trade program de- 
mands thorough policing of price 
levels by the manufacturer. While 
the task of enforcing Fair Trade 


prices through the complexities of 
the discount houses is indeed a 
formidable one, it is one that must 
be tackled, and tackled energeti- 
cally if the Fair Trade program is 
not to be permitted to become but 
a hollow shell. Action taken in 
this case will be significant. 
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TOP ’O THE SEASON 
TO YOU... 


April showers bring May flowers... 
and the rush for Ilco DeLuxe Screen 
Door Closers. Attractive in appear- 
ance—installed in a jiffy—powerful 
closing spring—extra cushion spring 
prevents damage from slamming open. 


1 DOZEN ILCO DELUXE SCREEN DOOR CLOSERS NO. 
3002 PLUS SAMPLE AND DEMONSTRATING MOUNT 
AS ILLUSTRATED. SPECIAL PRICE FOR HARDWARE 
WEEK. 


YEAR’ ROUND 
GOOD SELLERS... 


An assortment of fast selling Ilco Padlocks on 
an attractive counter display. Range of quality 
from the finest solid bronze pin tumbler to a 
popular priced all-purpose padlock. Unusual 
profits for you every week! 


Y2 DOZEN EACH NO. 308, NO. 383, NO. 317 and NO. 
320G ILCO PADLOCKS PLUS COUNTER DISPLAY AS 
ILLUSTRATED. SPECIAL PRICE FOR HARDWARE 
WEEK. 


SHOW ’EM STREAMLATCHES 
--- WATCH SALES BOOM 


The smooth, sleek design and colorful pearles- 
cent finish of Ilco’s Streamlatch, automatically 
increases Night Latch sales wherever shown. 
No season—always fast movers! 
1 DOZEN STREAMLATCHES NO. 264GY PLUS ONE 


SAMPLE ON CUT-AWAY DISPLAY MOUNT, AS 
SHOWN. SPECIAL PRICE FOR HARDWARE WEEK. 





HERE’S iis 
FAST-MOVING 77 po 
MERCHANDISE aaliie 


GET ILCO’S SPECIAL HARDWARE WEEK PRICES 


FROM YOUR JOBBER NOW! 


IF YOUR JOBBER DOESN'T HAVE THEM — WRITE US. 


HARDWARE AGE, MARCH 23, 1950 










































What Wage-Hour Records 


By ROBLEY D. STEVENS 








Are Your Records Adequate ? 


C 


ompare them with this quick check list of typical 


data required for specific types of employees. 


Fo 


r employees subject to minimum wage provisions (section 
6, at 75 cents an hour and 40-hour week overtime, sec- 
tion 7). 


[] Name in full 


| Home address 


] Date of birth if under 19 


[-] Occupation in which employed 


| Time of day and name of the day on which employee's 


work week begins 


] Regular hourly rate of pay and basis on which wages 


= 


are paid. 


Hours worked each work day and total hours worked 
each work week 


Total daily or weekly straight-time earnings or wages. 


(] Total weekly overtime excess compensation. 


| Total additions to or deduction from wages paid each 


pay period 


(| Total wages paid each pay period 


| Date of payment and the pay period covered by pay- 


Ex 


ment F 
ao & 


ecutive, administrative, professional local retail and out- 
side sales employees, as referred to in Section 13 (a) (1) 
and employed in these classifications as defined in Part 
541. 


| Name in full 

| Home address 

| Date of birth if under 19 

| Occupation in which employed 


| Time of day and name of the day on which employee's 
work week begins 


[] Basis on which wages are paid 


Total wages paid each pay period 


|] Date of payment and pay period covered by payment. 








Dieses dealers. 


wholesalers and manufacturers will 
find that wage-hour record keeping 
control is the means of communica- 
tion between employees and fed- 
eral agents. These agents follow 
many roots that trace compliance 
with the exemption status provided 
for by the new Fair Labor Stand- 
ards Amendments of 1949 recently 
enacted by the Congress and which 
became effective Jan. 25, 1950. 

Since the inception of the Fed- 
eral Wage-Hour Law in 1948, pur- 
suant to official reports, official in- 
spectors have collected approxi- 
mately $140 millions in back wages 
due employees. Since that repre- 
sents a tremendous sum, an analy- 
sis of and familiarization with what 
records must be kept and main- 
tained is necessary. 

Can you prove compliance by 
your records? Wage and hour 
records are imperative. Careless 
answers and inaccurate and in- 
adequate records may result in 
additional overtime pay to em- 
ployees who may possibly be en- 
titled to exemption. 

The most careful employers con- 
duct periodic audits of their wage 
hour records. Well-balanced rec- 
ord keeping practices reflect com- 
mon sense and are highly bene- 
ficial in refuting allegations since 
they provide facts in black and 
white. 

Since the amendment of the 
Wage-Hour Law, employers must 
pay employees a minimum wage 
rate and overtime compensation 
unless specifically exempted. (See 
Harpwake AGE, Feb. 9, 1950, page 
120.) For that reason, manage- 
ment should be primarily inter- 
ested in obtaining a comprehen- 
The author is a former official. repre 
sentative of the Wage and Hg, Divi 
sion, U. S. Department of Labor, and 
a of COLLECTIVE BARGAIN 
NG. 
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You Must Keep 


—Inadequate Records 
Can Be Very Costly 


sive picture of the precise status of 
all workers through their records. 

Section 11(a) of the Wage-Hou 
Law provides that the administra- 
tor or his designated representa- 
tives may investigate and gather 
data regarding wages, hours, and 
other conditions and practices of 
employment in any industry sub- 
ject to the act. He may make such 
transcriptions thereof, question 
such employees, and investigate 
such facts, conditions, practices, or 
matters as he may deem necessary 
or appropriate to determine 
whether any person has violated 
any provision of the act, or which 
may aid in the enforcement of the 
provisions of this act. 


You Must Keep Records 


No particular form or order is 
prescribed by the regulations of the 
wage and hour division for em- 
ployers generally. It is required 
only that an employer make and 
keep clear, accurate, and complete 
record data required by the regu- 
lations with respect to the persons 
employed by him and of the wages, 
hours, and other conditions and 
practices of employment main- 
tained by him. 

Section 516.7 provides for bona 
fide executive, administrative, pro- 
fessional, local retail and outside 
sales employees as referred to in 
section 13(a) (1). In other words, 
every employer shall maintain and 
preserve payroll or other records 
containing the following informa- 
tion and other data on each and 
every employee employed in these 
classifications. The following items 
are required: 

1. Name in full; 2. Home ad- 
dress; 3. Date of birth if under 19; 
4. Occupation in which employed; 
5. Time of day and name of the 
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day on which the employee’s work- 
week begins; 6. Basis on which 
wages are paid; 7. Total wages 
paid each pay period; 8. Date of 
payment and pay period covered 
by payment. 


Learners, Messengers 


For learners, apprentices, mes- 
sengers, and handicapped workers 
under “special certificates” as pro- 
vided in section 14 of the FLSA 
it is required that every employer 
shall maintain and preserve pay- 
roll or other records containing the 
same information and data _per- 
taining to learners, apprentices, 
messengers, and handicapped 
workers employed at subminimum 
hourly rates under special certifi- 
cates as he is required to have 
under any of the previous sections 
of the regulations applicable to 
other employees in those occupa- 
tions. 

In addition, every employer shall 
segregate on his payroll or pay 
records the names and required in- 
formation and data on those learn- 


oo 


The new Fair Labor Stand- 
ards Act demands specific 
information regarding your 
employees. Do you know ex- 
actly what records must be 
kept? This article tells you 
how to avoid headaches and 
“back pay" expenses 





(Aeystone View) 


ers, apprentices, messengers, and 
handicapped workers employed 
under special certificates. A sym- 
bol or letter shall also be placed 
before each such name on the pay 
records indicating that that person 
is a learner, apprentice, messenger, 
or handicapped worker employed 
under a special certificate. 


Minimum Wage Employees 

For employees subject to min- 
imum wage (section 6, at 75c an 
hour and 40-hour week overtime, 
section 7) provisions, it is re- 
quired that every employer shall 
maintain and preserve payroll or 
other records containing the fol- 
lowing information on each em- 
ployee to whom both sections 6 
and 7 of the FLSA apply: 1. Name 
in full; 2. Home address; 3. Date 
of birth if under 19; 4, Occupa- 
tion in which employed; 5. Time of 
day and name of the day on which 
the employee’s workweek begins: 
6. Regular hourly rate of pay and 
basis on which wages are paid: 
7. Hours worked each work day 
and total hours worked each work 
week; 8. Total daily or weekly 
straight-time earnings or wages: 
9. Total weekly overtime excess 
compensation; 10. Total additions 
to or deductions from wages paid 
each day period; 11. Total wages 
paid each pay period; 12. Date of 
payment and pay period covered 
by payment. 

For bona fide executive, ad- 
ministrative, professional, local re- 
tail and outside salesmen as re- 
ferred to in Section 13 (a) (1), 
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every employer shall maintain and 
preserve payroll or other records 
containing the following informa- 
tion and data on each and every 
employee employed in these classi- 
fications as defined in Part 541: 
1. Name in full; 2. Home address; 
3. Date of birth if under 19; 4. 
Occupation in which employed; 5. 
Time of day and name of the day 
on which the employee’s work 
week begins; 6. Basis on which 
wages are paid; 7. Total wages 
paid each pay period; 8. Date of 
payment and pay period covered 
by payment. 


Union Employees 


Where employees are covered by 
union contracts specific informa- 
tion must be kept on such em- 
ployees. Two types of agreements 
are referred to: One is where, as 
a result of collective bargaining by 
employee representatives certified 
as bona fide by the NLRB, em- 
ployees cannot be employed more 
than 1000 hours during any period 
of 26 consecutive weeks. The other 
is under an agreement made as a 
result of collecting bargaining by 
employee representatives, certified 
as bona fide by the NLRB, pro- 
hibiting employees from working 
more than 2000 hours during any 
period of 52 consecutive weeks. 

For employees covered by such 
agreements, and to whom Section 
6 (minimum hourly wages) and 
Section 7 (b)(1) or 7 (b)(2) of 
the act apply, it is necessary for 
employers to maintain the follow- 
ing information and data: 

1. Name in full; 2. Home ad- 
dress; 3. Date of birth if under 19; 
4. Occupation in which employed: 
5. Time of day and name of the 
day on which the employee’s work- 
week begins; 6. Regular hourly 
rate of pay and basis on which 
wages are paid; 7. Hours worked 
each workday and total hours 
worked each workweek; 8. Total 
daily or weekly straight-time earn- 
ings of wages; 9. Daily and weekly 
overtime excess compensation; 10. 
Total additions to or deductions 
from wages paid each pay period: 
11. Total wages paid each pay 
period; 12. Date of payment and 
the pay period covered by pay- 
ment. 

The employer shall also report 
and file with the Administrator at 
Washington, D. C., within 30 davs 
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after such collective bargaining 
agreement. A copy of each amend- 
ment or addition must also be re- 
ported and filed. 


Continuity of Records 
Every employer who keeps rec- 
ords in accordance with the fore- 
going provisions must keep rec- 
ords continuously. If he ceases or 
fails to do so in any workweek he 
may not resume the keeping of 
such records in such detail for a 
period of at least two months after 
the cessation date and then only 
after written notice of such re- 
sumption has been given him to 

the Wage and Hour Division. 
Section 516.1 provides that rec- 
ords are to be preserved four years. 
Every employer shall keep the rec- 
ords required safe and accessible 
at the place or places of employ- 
ment, or at one or more established 
central record keeping office where 
such records are customarily main- 
tained. Where the records are 
maintained at a central record 
keeping office, other than in the 
place or places of employment. 
such records shall be made avail- 
able within 72 hours following 
notice from the administrator or 

his authorized representative. 
Consequently, the responsibility 


February Display Helped Sell Mowers 


for making and keeping records 
which contain the information and 
data named in the various sections 
516.1(b) through 516.13 rests 
squarely upon the employer, with- 
out specifying or limiting the 
order or form in which his records 
are to be kept. Yet, this permits 
the employer considerable latitude 
in the order, form, and content of 
his records. 


Varying Pay Periods 

Employers in many industries 
have pay periods of greater length 
than the work week, as for example 
semi-monthly. In fact, many execu- 
tive, administrative and sales em- 
ployees are paid in this manner. 
To meet this problem of the semi- 
monthly pay period which does 
not conform to the work week. 
those employers may keep supple- 
mentary records, not a part of the 
payroll, and in those basic records 
maintain the information and data 
which establish the daily or weekly 
items required by the regulations 

In the light of the above, em 
ployers cannot underestimate the 
importance of having accurate and 
adequate records. In fact, section 
16(a) provides for harsh penalties 
for violations and employers are 

(Continued on page 163) 


Mell's Hardware, Madison, Wis., featured this display of power mowers 

during February. The display stressed the firm's layaway plan for mowers 

and resulted in some good business. The step-up platform and green matting 
on the floor caught the eyes of the passers-by. 
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Marine Hardware Accounts for 
25 Pct of This Store's Volume 


Es since it was 


started 25 years ago, the Pawtuxet 
Paint & Hardware Co., 2190 Broad 
St., Cranston, R. I., has been build- 
ing up its marine hardware sales. 
Merchandise previously was scat- 
tered in various departments 
throughout the store, without de- 
partmentalization. Three years ago 
conditions reached the point where 
the formation of a separate de- 
partment became a_ necessity, in 
order to take care of existing busi- 
ness and to devleop the line further. 

\t that time, Leonard C. Up- 
ham, manager and co-owner with 
his father, Murray S. Upham, built 
a large addition to the store. This 
included a completely separate 
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Catering primarily to the boatman, this department 


builds both profit and volume, despite its seasonal 


character. And it also enjoys an excellent markup 


marine department 16 by 22 ft. 
connected with the main store by a 
large archway. All marine hard- 
ware, paint and accessory items 
were then gathered from various 
locations around the store and con- 
centrated in this room. 


Departmentalization Helps 


“Departmentalization has helped 
a great deal,” explains Mr. Upham, 
“because it invites multiple sales. 
People see items and are reminded 
of purchases they would otherwise 
forget. It also pleases the boat 
enthusiast to have a concentration 


of marine merchandise through 
which he can browse. After all, 
this is a hobby line and hobby 
merchandise is best shown where 
people can look around and see 
what is available. 

“The marine hardware line is a 
profitable one because it carries 
good markups and boat enthusiasts 
spend a great deal on their boats. 
They are always fixing them up, 
painting them or improving them 
in some way or other. 

“An important part of this busi- 
ness is to have a good line of 
wanted merchandise. Boat owners 
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will buy where they can obtain 
everything they need in that line. 
We have added to this stock all 
the time and now have a complete 
stock to serve all needs, excepting 
the unusual, And we can always 
get special orders within a short 
time.” 


Bulk in Hard Lines 


The bulk of the marine hardware 
business is in hard lines such as 
thimbles, cleats, shackles, oar locks, 
hooks, oar tips, ladder locks, choke 
controls, pole fittings, swivels, and 
other hardware necessities. These 
are stocked in individual wooden 
pull trays along the wall, each tray 
marked with its contents. 

Other good sellers are life pre- 
servers, which are required by law, 
the two best sellers being the regu- 
lar type at $3.95 and the plastic 
type at $4.45. These can also be 
used as seat cushions. Marine 
lamps and lanterns are also good 
numbers, including the portable 
red and green bow lights, kerosene 
and electric lamps and lanterns 
and battery-fired lanterns. In ad- 
dition to lantern sales, this store 
maintains a complete stock of bat- 
teries and parts for these lanterns, 
since there comprises a source of 
steady, repeat business. Rope is 
an excellent steady seller, and is 
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stocked in a complete line. Boat 
chains are featured in a selection 
of various sizes. 

Barometers are a fairly good 
line, ranging in price from $7 to 
$20 for the most popular numbers, 
although available in models up 
to $100. These are displayed in 
a glass-enclosed case because of 
the larger investment and the fact 
that they require more careful han- 
dling than some other types of 
merchandise. 


Paint a Fast Mover 


Marine paint is a fast-moving 
line and is sold mainly in smaller 
sizes. Mr. Upham stocks marine 
paint in no size larger than the 
quart, since this covers the aver- 
age boat requirements. A few boat 
owners require two quarts. Special 
bottom paint is another good item. 

Other merchandise in this de- 
partment includes water proof lu- 
bricant in cans, gear grease, motor 
oil in cans, white lead, metal 
polish, gaskets, compasses, choke 
controls, funnels, gasoline con- 
tainers and wood blocks. A small 
portable camp stove has gone over 
fairly well for those who want to 
do a little outdoor cooking on their 
boat trips. 


The major contributing factor in 


obtaining this business is in the 
location of the Pawtuxet Paint & 
Hardware Co. in a hobby boat 
area. It is almost five miles south 
of Providence, R. I., in a village 
adjoining the Providence River. 
Just below is Pawtuxet Cove where 
many boats are moored and there 
are the Edgewood Yacht Club and 
the Rhode Island Club, both repre- 
senting a large membership active 
in boating activities of all kinds. 
From Pawtuxet to the south all 
along the Rhode Island shoreline 
are hundreds of boats. For boat 
owners driving from Providence or 
northern areas down to the shore- 
line locations, this store is a handy 
stopover for marine equipment and 


supplies. 


Department Advertised 


The department has been ad- 
vertised in a small way in local 
newspapers by occasional remind- 
er-type insertions which mention 
the line. It is featured in window 
displays throughout the busy boat- 
ing season and has been given at- 
tention through promotions spon- 
sored by various manufacturers. 
Envelope stuffers are used occa- 
sionally and the store co-operates 
at all times with various activities 
of local yacht clubs. 


$ ¢ 


Neat and com- 
pact, this depart- 
ment appeals to 
local amateur 
mariners because 
of its stocks 
which are com- 
plete and varied. 
Emphasis is on the 
utility items, many 
being required by 
law. 


t$ ¢ 
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Lawn Mowers 


Sharpen 
Their Profits 


Wells & Copithorne Co. sells plenty of lawn 
mowers but doesn't stop there. Repairs and 
sharpening run the profits up. Sharpening 
charges on the big ones often hit the $30 
mark, while repair jobs often reach $150. 


L ITERALLY speaking, 
the Wells & Copithorne Co., Lake 
Forest, Ill., one of the small cities 
tributary to the Chicago area, does 
a big lawn mower sales and ser- 
vice business. 

One part of its program involves 
the dollar volume of the hand and 
power lawn mower business and 
its related sales of seeds, garden 
tools, fertilizers, a volume which is 
large enough so that two service 
men are required to handle repairs, 
sharpening and other work 12 
months a year. 





The second part of the firm's 
program is the size of the lawn 
mowers sold and serviced. They 
range all the way from 20 to 75 in. 
cuts—which really is big. The firm 
also sharpens and repairs golf 
course lawn mowers. They come 
in three, five and seven sections of 
30 in. width each. Sharpening 
charges on these golf course mow- 
ers may run up to $30. Repairs are 
extra. 

“We are equipped to handle re- 
pairs on any sort of lawn mower. 
even up to the biggest,” says D. L. 


Adrian Franken, manager of the service shop and his helper. 
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View from center of the street 
showing the store in the clock 
tower building in the model busi- 
ness section of Lake Forest, Ill. 


Wells. “While the golf course, lawn 
mower service business is appre- 
ciable, our largest volume comes 
from owners of sizable estates in 
this area. We sell and repair power 
lawn mowers, some of our sales 
on larger machines amounting 
from $600 to $700.” 

One of the service secrets of op- 
erating a successful power mower 
business, says Mr. Wells, is to get 
the service work done during the 
late fall and early winter months. If 
all the service work had to be done 
in early spring, there would not be 
enough time to handle it before the 
grass needed cutting. However, the 
Wells & Copithorne Co., having 
sold thousands of hand* and power 
mowers in the Lake Forest area. 
always urges its customers to have 
these mowers sharpened when they 
are not in use. 

A campaign of this sort every 
year has resulted in plenty of work 
for the two-man service shop 
through the winter months. Every 
part of small and large mowers. 
including the motors, can be ser- 
viced at this shop, which is located 
in a small building at the rear of 
the hardware store’s premises. 

Adrian Franken, manager of the 
service shop for a number of years, 
states that sometimes the larger 

(Continued on page 157) 
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2 Answers to the Narrow Store Problem 


How two progressive dealers solved the 
| narrow store problem and increased sales 


Pillars Replaced by Steel Girders 





Replacement of problem pillars by steel , 

girders gave 29-ft wide establishment a 

C roomier look and more display area. 
AN a relatively nar- 


row width store be made larger 
through a well planned remodel- 
ing program? It can, if the center 
pillars are removed and steel gird- 
ers used instead, according to Otto 
Gilbertson. owner of Gilbertson’s 
Hardware, of Mount Horeb, Wis.. 
with a population 1,610. 

When Mr. Gilbertson was faced 
with the problem of remodeling 
his store, which at that time was 
approximately 29 ft. wide and 80 
ft. long, he spent many hours 
wondering how he could make his 
store look wider despite those cen- 
ter pillars. 

His architect recommended the 


Te 





per, 
BEFORE—The above illustration shows Otto Gilbertson's in U 
store as it appeared when supporting pillars were used. onl 


removal of the center pillars to 
give the store a wider appearance 
and more aisle and display space, 


and substitute in their place a AFTER—Below is the establishment in its present day dress. 20 fi 


oe of atest ciodiecs Wile x Pillars have been replaced by steel girders and the result unit 

WEMDEr OF sect girders. era is a truly modern appearance. Wide aisles, new fixtures, 

done, and the store also extended new lighting and a new floor combine to give this 105-ft. that 
(Continued on page 115) long store an inviting appearance. 20 ft 
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Tepper Doubles Width 


Of 20-Ft. Store 


Leases adjoining store and adapts 
obstructing stairwell to productive 
and attractive display space. 


Wars Mannie Tep- 


per, owner of Tepper’s Hardware 
in Urbana, IIl., decided to expand 
and remodel his store, which was 
20 ft. wide by 80 ft. long, into a 
unit twice that width he learned 
that the owner of the adjoining 
20 ft. unit would lease, but would 
not sell. There was another prob 
lem—a stairwell between the two 
units. 

Mr. Tepper leased the adjoining 
unit and tore down part of the 
wall between the 20 ft. store he 
owns and the extra section he 
leased. Thus, today Mr. Tepper 
operates a store of which he owns 
20 ft. and rents 20 ft., giving him 
a 40 ft. wide display room. Since 
the stairwell entrance to the floor 
above could not be entirely 
eliminated, Mr. Tepper concealed 
it partially and adapted part of it 
to display uses. 

The front of the stairwell area. 
facing the street, has been made 
into a display section, with a neat 
little window. Doors leading to 
both sides of the store have been 
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placed close to the stairwell sec- 
tion, eliminating any suggestion 
that the entrance serve two sepa- 
rate stores. 

Inside the store. where the stair- 
well area could not be eliminated. 
Mr. Tepper built inset display 








The new front showing how 

the stairwell was encased 

and display space provid- 

ed. In circle—closeup of 

display window which is in 
the old stairwell. 





shelves for various types of glass- 
ware, gifts and other small size 
merchandise. These display shelves 
have neat glass backgrounds which 
reflect light. He also identified 
these sections with effective letter- 
ing, including “Gifts for the 
Home.” Customers are not too 
well aware of this stairwell area 
as the displays around it are very 
attractive. Step-ups are made from 
the floor level up, which further 
emphasizes the fine showing of 
merchandise throughout the entire 
stairwell section. 


Cross aisles are so placed that 


Looking from the center to the front of the store. Note how stairwell 
looks and how its sides have been utilized by attractive displays. 
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trafic can flow back and forth 
J 4 ie * across the store, directly where the 
ian tic. s tt & i ; stairwell ends, as an aid in creat- 
Y PURI E aE TOOLS | ing a “one store” impression. 
ise? ; In his new store, the fixtures for -—e 
which were constructed locally, leng 
Mr. Tepper has expanded on the - 
departmental identification letter- the | 
ing which he initiated in his for- 
mer store. These are cut out letters, lars 
with indirect lighting behind them, fere 
making the lettering stand out roo! 
sharply. disp 
Provides More Space Pi 
The enlarged store provides rg 
more room for an extensive show- frige 
ing of hand and power tools, ac- tnd 
Part of the hand and power tool display which extends cording to Bob Whitson. assistant the | 
a few feet farther to the visual type front of store. manager. Home owners. contrac- 
tors and farmers are attracted to — 
the wide selection of tools shown. of 3 
“In selling power tools we stress loca 
the fact that they will pay for them- Sale 
selves in a short while because of — 
time saved.” says Mr. Whitson. en 
“We have many customers who Tl 
A start with one tool, then keep on gran 
Get tT TORSTEUS =f WUE &. buying more tools throughout the figui 
i) niga ees year, until all the needed items floor 
yt lily: i vy , have been secured. This is espe- Gilb 
: ft. | 2 ee cially true of homeowners. Car- “] 
“ penters and contractors often pur- cide 
chase two, three or more power lars. 
tools at one time.” was 
The shelf display of power tools rang 
extends right to the front window aes 
so that sidewalk traffic can see the wine 
displayed items through the visual uty 
type front. The heavier power tool this 
articles are displayed at a center le 
floor location, also up front where aps 
the line gets the full benefit of it 
store traffic and also sidewalk a 
traffic vision. po 
The V-belt stock of the enlarged eeu 
store is shown on a wall toward the whic 
rear of the store. Tepper’s Hard- and 
ware carries one of the largest A 
stocks of this merchandise in the two 
Champaign-Urbana area. the 1 
Appliance Department he 
In the remodeling program, a 
space was also included for a reat tia 
area appliance department, about Mr. 
20 by 20 ft. Here they are shown, fie 
along with point of sale material. — 
The appliance room also affords mak 
Mr. Tepper and his staff consider 7pm 
able privacy when selling appli- M 
ances and closing deals, factors to pl 
which are important when it comes the : 
to discussing terms of payment invit 
An extremely large stock of V-belts is displayed high up on one wall. and trade-ins. store 
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Pillars Replaced 
(Continued from page 112) 


another 25 ft. to give a total store 
length of 105 ft. There are six 
steel girders spread throughout 
the length of the store. 

The removal of the center pil- 
lars gives the store a totally dif- 
ferent appearance. It looks very 
roomy and has considerably more 
display space. 

At the same time, Mr. Gilbertson 
also installed a basement store for 
the showing of farm goods and re- 
frigerators. Fluorescent lighting 
throughout the first floor area and 
the basement store gives this hard- 
ware establishment a large amount 
of illuminated display space for 
local and farm trade to browse in. 
Sales have increased considerably 
since the store remodeling and ex- 
pansion program was completed. 

The cost of the remodeling pro- 
gram was about $22,000, but this 
figure also included the second 
floor of the building where the 
Gilbertsons make their home. 

“IT am very happy that we de- 
cided to remove those center pil- 
lars,” explains Mr. Gilbertson. “It 
was formerly very awkward to ar- 
range effective displays as long as 
those pillars were there. After they 
were removed, we installed new 
fixtures, tables and islands, and 
this task was greatly simplified 
under the new arrangement.” 

Throughout the entire first floor 
area Mr. Gilbertson used a Marflex 
poured floor. which has a_thick- 
ness of about a half inch and 
which has proved very durable 
and satisfactory, he declares. 

A garage large enough to house 
two trucks or cars is attached to 
the rear of the store. This garage 
fronts on an alley which is used 
frequently by farmers who traverse 
it from a parking lot to the main 
street of Mount Horeb. Last year 
Mr. Gilbertson prevailed upon city 
officials to surface this alley which 
makes it easy to use during all 
types of weather. 

Mr. Gilbertson is now planning 
to put up a sign at the spot where 
the alley leads to the main street, 
inviting folks to enter the hardware 
store through the rear as well as 
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Another view of the store showing its present effect of width. 


the front door. When this project 
is completed, he intends to adver- 
tise his store as a hardware estab- 
lishment “with two front doors.” 
“Because they know that the 
entrance to our basement farm 
store is at the rear part of the 
building, farmers are anxious to 
come in through the rear door,” 
declares Mr. Gilbertson. “We want 
to increase our store traffic, so any- 
thing we can do to make it easier 
for people to come into our store, 
the better business it is for us.” 
There are two outstanding de- 
partments in this progressive small 
town hardware store. One is the 
vift section, operated by Mrs. Gil- 
bertson, and the other is the farm 
hardware and supply division 
managed by Mr. Gilbertson. Mrs. 
Gilbertson frequently has a num- 
ber of table settings of chinaware 
and glassware. and this type of dis- 


* 





play is an aid in making more 
sales. 

In recent years she has added 
quite a bit of lamp and mirror 
stock to her department. These 
items sell well to both farm and 
local women, as does pottery and 
other gift merchandise. 

“We have gradually increased 
our gift stock and have also ex- 
tended the price range,” says Mrs. 
Gilbertson. “We find that we can 
sell a certain volume of higher 
priced gifts when we stock and 
display them well. Also, the gift 
department makes customers for 
other sections of the store, prin- 
cipally appliances and farm mer- 
chandise.” 

Repairs of washing machines 
and other app'iances, as well as 
guns and other sporting goods is 
also profitable and a means of 
building more store traffic. 








The V. Tausche Hardware Co., LaCrosse, Wis., wholesalers and retailers, 
features an effective display rack designed for showing fluorescent tubes 
and incandescent lamps. Fluorescent tubes are displayed in a horizontal 
manner on the rack at the rear, space being left at the top for large colored 
incandescent lamps. A conventional bin display of smaller lamps is in 
front of the rack. Prices and sizes of all tubes and lamps are neatly lettered 
and attached te the background, for easy inspection by the prospective 
customers. 
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Daylight illuminates the front part of this bright, colorful store. 


Phil Lyon Rents the | Lc 


In order to get a desirable location at a busy 
intersection in a mushrooming suburban section, 
of Wichita, Kan., young hardware dealer is pay- 





ing a monthly rent. At end of 25 years he will youn 
transfer building title to the owners of the land what 
place 
plan 
vestis 
that 

was 
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The window was slanted in the direction of a busy intersection. alway 
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Cut out signs quickly identify the various sections of the store. 


Pp. LYON, a_ keen. 


young hardware man picked out 
what he considered the most likely 
place for the hardware store he 
planned to build, but when he in- 
vestigated the property he learned 
that it was held by an estate which 
was unwilling to sell the land or 
to build a store to rent to him. 
Not discouraged by these condi- 
tions, the young ex-G.I. proposed 
that he build his own store on the 
site, for which he would pay the 
estate a monthly rental, with the 
condition that at the end of the 


There is a heavy demand for gift- 
wares and household items in this 
community of new homes. The store 
always takes care of this demand. 
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Land on Which He Built 


25-year lease period he would store, at Central and Oliver Sts., 
transfer title to the building to in East Wichita, Kan., near the 
the estate. intersection of two busy highways 


Mr. Lyon now has his “dream” and in a suburban section in which 
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Color, light space and neat store keeping make it a delight to shop in a store like this one. 


about 3000 new homes have been 
built within the past several years. 


green color. This striking color 
makes an_ excellent contrasting 


right side of the store so that cus- 
tomers who drive to the store and 





More houses are being erected all background for the large, raised park their cars in the parking tion 
the time, in lots of 500. red letters of the store name. spaces at the left or rear will be chee 
Phil Lyon feels positive that he 5 forced to pass in front of the full- acc¢ 
is going to be “ahead of the game” Windows Are Slanted heighth open front. In this way bala 
by amortizing the cost of his build- In order to give motorists a bet- they are most likely to observe the acc 
ing and paying a monthly rental ter view of the interior the plate merchandise which is displayed cont 
of $125 on the land. rather than if glass windows are slanted in the just inside the front. The only real end 
he had rented a store at a higher direction of the busy intersection. display window is to the right of sett] 
rent, in an older section. The windows slant from the door the door. This one is 6 ft. wide here 
Recognizing the parking situa- toward the left wall, at which point and 4 ft. deep. The window plat- mer 
tion faced by most retail stores the front is five feet from the form is 18 inches above the floor rece 
today, Mr. Lyon knew that he had building line. By this construc- level. — 
to have adequate facilities so he tion the windows are generally This store is even more color- and 
paved an area for parking along shaded by the over-hang. which ful on the inside than on the out- eral 
one tide and ot the veer of te nearly eliminates outside reflec- side. The inner surface of the side- cove 
building which is 30 ft. wide and tions and increases visibility. wall. above the wallcases, is merely 
54 ft. deep. The door was built near the (Continued on page 158) 

The young dealer also took into F 
consideration the possibility of ex- that 
pansion at some future date when tool 
the growth of the business might trad 
warrant it. He therefore built an In I 
adjoining store, on which he now the 
collects rent from an_ interior er v 
decorator. At some future date the 
he can either knock down the for: 
partition that separates the two diti 
stores, or he can knock out the rear turr 
wall and extend the length of the ame 
hardware store. the 

Because he will retain owner- crec 
ship of the building for only 25 A 
years Mr. Lyon built as economi- the 
cally as possible. Despite this, the anc 
hardware store is most attractive, deal 
whether seen from the street, or _—— wy $26 
from the inside. A 066 a turr 

The brick front and the concrete Nearly 100 patterns of wallpaper are on open display in this corner. 7 ts 
block sidewall are painted a forest Note the combination display of kitchen stools and galvanized ware. 397 
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Be Sure You Know the Meaning of 


Payment of an Account in Full 


By ALBERT WOODRUFF GRAY 


* deposit or reten- 


tion by a retailer of a customer’s 
check sent in full settlement of his 
account may lose that dealer any 
balance remaining unpaid on the 
account. The failure to realize the 
consequences of accepting a check 
endorsed, “This check is in full 
settlement of account as shown 
herein. Acceptance by endorse- 
ment constitutes receipt in full,” 
recently cost a certain southern tool 
manufacturer hundreds of dollars 
and the loss of his suit in the fed- 
eral court in that state for the re- 
covery of an unpaid balance. 


An Example 


For years the hardware dealer in 
that case had been handling the 
tool company’s products for the 
trade across two southern states. 
In February, 1947, a shipment by 
the manufacturer to the retail deal- 
er was invoiced at $2,092.50. Later 
the manufacturer allowed a credit 
for $97.57 for returned goods. Ad- 
ditional merchandise had been re- 
turned by the merchant, however, 
amounting to $1,825.42 for which 
the manufacturer refused to give 
credit. 

At the end of the controversy 
the manufacturer claimed a bal- 
ance of $2,359.58. The hardware 
dealer insisted he owed but 
$267.08, claiming a credit for re- 
turned merchandise of $1,825.42 
in addition to the allowance of 
$97.57. 
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Citing instances in which acceptance of a check 
endorsed "This check is in full settlement of ac- 
count as shown herein" will hold true when the 


check is not for the full amount of indebtedness, 


the author also outlines instances in which this 
principle will not hold in a court of law. 


On March 6 the retailer sent the 


manufacturer his check for the 
amount he maintained he owed on 
the account, with the statement on 
the face of the check: 
“Inv. 96.675 
Parts returned for 
credit 1,825.42 


$2.092.50 


$ 267.08 

This check is in full settlement 

of the account as shown herein. 

Acceptance by endorsement con- 

stitutes receipt in full.” 

A week later the check with this 
endorsement and memorandum 
was paid by the bank. At the same 
time the manufacturer wrote the 
dealer, “We did not authorize you 
to return these parts for credit. 
therefore we have instructed our 
receiving department to ship them 
back to you upon their arrival here 
at the factory. By the time all these 
parts would be checked and _in- 
spected and replaced back in our 
stock department, all of our profit 
on them would be gone.” 


Fatal to Recovery 

Nevertheless the manufacturer 
had deposited the check with its 
endorsement of “Full settlement” 
that was fatal to the recovery for 
the merchandise the manufacturer 
had refused to credit on the re- 
tailer’s account. 

According to the court, in its 
decision for the merchant, when 
there is (1) a disputed claim. (2) 


an offer of payment in full and (3) 
an acceptance of the payment 
offered, the account is settled in 
full and closed. 

There must. however, be an 
honest dispute regarding the bal 
ance due. In the absence of such 
a dispute the offer and acceptance 
of a payment of less than the 
amount claimed, even though ac- 
compaied by the statement, “Pay- 
ment in full” does not settle or 
close the account. A customer who 
owes a retail merchant $100 can 
never settle his account by paying 
$75. He will still owe $25. But 
on the other hand, as in this south- 
ern case. when there is an honest 
dispute and the payment is aec- 
cepted, and made in full statement, 
the account is closed for all time. 


A Georgia Case 


Such an incident occurred in an 
action by a manufacturer of elec- 
trical equipment against a dealer 
in Georgia, for $1,805.47. Com- 
missions were claimed by the re 
tail dealer on sales made by the 
manufacturer directly to cus- 
tomers. The manufacturer dis- 
claimed any liability whatever for 
the payment of commissions. 

The dealer forwarded his check 
to the manufacturer for $655.34. 
the balance he admitted owing 
after deducting $2,000 in commis- 
sions. with the statement: 

“Check is enclosed for $655.34 


(Continued on page 146) 
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Aerial view of the 
University District 
with University of 
Washington cam- 
pus in the back- 
ground. Although 
mainly a_ busi- 
ness area there 
are a number of 
residences seen 
in foreground. 


This Shopping Area 


T. the hardware dealer, 


certainly, the presence or absence 
of foot traffic in front of his estab- 
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lishment has a very intimate bear- 
ing on the accumulation of dollars 
in his cash register. This fact is 
recognized in ‘the upward scaling 


* 


r 
? 
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of rents in a high traffic location. 
The value of location for the op- 
erator in an essentially drive-in 
location, can be figured in terms 
of automobile traffic. In either 
case, the flow of traffic in an area 
is assumed to be beyond the con- 
trol of the business men in that 
area. 

Comes now a group of business 
men who have successfully chal- 
lenged that assumption. They are 
the merchants of the University 
District in Seattle, Wash., whose 
community promotional program 
is directed specifically to the solu- 


C] ] 


W. G. McMeekin, right, of Graham 
& McMeekin, Inc., hardware dealers, 
hands stamped ticket to customer. 
It entitles him to two hours’ free 
parking in the District's lot. 


HARDWARE AGE, MARCH 23, 1959 











tion o 
ing th 
traffic 

Me 
trict b 
are I 
econo 
tions 
fair a 
ing ¢ 
merck 
group 
paper 
throu: 
munit 

The 
*roun 
1945. 
the D 
ber oO 
motio 


pe sed 


HARI 


tion. 
: Op- 
ve-in 
erms 
ither 
area 
con- 
that 


ness 
chal- 
- are 
rsity 
hose 
ram 
:olu- 


sham 
lers, 
mer. 
free 


1959 








tion of the big problem of increas- 
ing the flow of foot and automobile 
traffic into their business district. 

Merchants of the University Dis- 
trict boldly tackled problems which 
are normally left to haphazard 
economic forces. They found solu- 
tions to such problems as: (1) a 
fair and equitable method of rais- 
ing contributions from member 
merchants; (2) parking; and (3) 
group advertising through news- 
paper, radio, and billboard, and 
through the promotion of com- 
munity events. 

The University District’s year 
‘round program was initiated in 
1945. Prior to that, merchants in 
the District had sponsored a num- 
ber of successful community pro- 
motions, and were favorably dis- 
posed toward this type of advertis- 
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Solved Its Problems 





A customer hands 
his stamped ticket 
to the attendant 
in charge of the 
parking lot. 


by advertising that it is like ''a department store eight blocks 

long" and that it is ''a pleasant place to shop." Parking lot 

with facilities for free two-hour parking for those making 

purchases in district, frequent promotional events and varied 

advertising sells the idea of shopping in the Seattle, Wash., 
University District 


ing. However, there was no sys- 
tematically planned program with 
a definite advertising budget. 


Have Attracted Shoppers 


Through their program, these 
merchants have succeeded in at- 
tracting shoppers from every sec- 
tion of Seattle and from rural 
areas as well. And they have suc- 
ceeded in changing the shopping 
habits of many residents of their 
own district who formerly did most 
of their shopping downtown. 


Hardware dealers of the District 
have benefited along with other 
merchants, as a direct result of the 
program. W. G. McMeekin, Gra- 
ham & McMeekin, Inc., for ex- 
ample, has been agreeably sur- 
prised by the swift success of his 
small hardware store established 
near the center of the District in 
1945. He attributes a substantial 
share of this success to the foot 
traffic which the District’s program 
and well rounded shopping fa- 
cilities attract. 

The University District is one 
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Scene at fashion 
show held last 
fall. Although it 
did not tie in 
with hardware 
stores, it helped 
all merchants in 
the district by 
attracting much 
pedestrian and 
motor traffic. 
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of the major residential districts 
of Seattle, a city of half a million 
population. It is located approxi- 
mately six miles from Seattle’s 
downtown shopping center. and its 
population can be estimated at any- 
where from 40,000 to over 100,000, 
depending on how many nearby 
minor districts are included. The 
business section is located to con- 
veniently serve the entire north- 
east section of Seattle, and it is 
the major business district of that 
area. 

The business section of the Dis- 
trict is concentrated mainly in an 
eight block long section of Uni- 
versity Way, which runs parallel 
to and one block west of the Uni- 


versity of Washington campus. 
Merchants of the District offer 


merchandise and services. which 
compare favorably with those ob- 
tainable in the downtown shopping 
district. 


Key to the Program 


The study of the shopping hab- 
its, in the District. is the key to 
the entire program. Consumers 
are creatures of habit, who get into 
the habit of shopping in certain 
stores in a certain district. While 
an aggressive merchant is able to 
change his store, he cannot change 
the district. That job can only be 
done on the community level, by 
the community’s business organi- 


zation. In this case, the promo- 
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tional program was planned and 
executed by the University Com- 
mercial Club. 

Fund raising was the first prob- 
lem confronting the Commercial 
Club. The budget for advertising 
before 1945 totaled approximately 
$4,000 per year. By comparison 
with the $10.000 to $15,000 ad- 
vertising budgets on which some 
of the larger firms in the District 
operated, such a sum was obvi- 
inadequate. Discussion of 
the matter by members of the ad- 
vertising committee led to the 
tentative setting of a $30,000 an- 
nual promotional budget. 


ously 


Contribution Quotas 


Contribution quotas had to be 
set which members of the District 
would consider fair in relation to 
the size and profit margins of their 
own businesses and to the antici- 
pated benefits which they would 
If quotas were not set 
equitably, co-operation would 
probably collapse at this point. 

One problem here was the dis- 
parity between gross volume and 
profit margins of different types of 
trade. A clothier, for example, 
would have a fairly good idea of 
what the volume, margin, and prof- 
its of his competitors should be. 
If he contributed $400, a com- 
petitor with three-fourths his vol- 
ume could logically be expected to 
contribute $300. A grocer with 


receive. 








equal volume but lower mark-ups, 
on the other hand, should not be 
asked to contribute so heavily. 
The advertising committee 
picked one merchant from each 
trade group who was known to be 
particularly enthusiastic about the 


program. Such a man would set 
a reasonably generous quota for 
his own contribution, and would 
then act as soliciting agent for 
other members of his trade group. 

Such an individual would be an 
effective solicitor for other mer- 
chants in his own trade classifica- 
tion. A hardware man, for ex- 
ample, can mention that he is con- 
tributing $500 to the program. If 
the dealer whom he is soliciting 
offers only $100, the solicitor can 
then say, “Well, in that case | 
should reduce mine to $200.” Both 
dealers know that this is the ap- 
proximate ratio in volume and 





profits of their businesses. 


Investment Not Expense 


Every effort was made to point 
out to participating merchants that 
their contributions were an invest- 
ment rather than an expense, a 
legitimate and effective advertising 
expenditure. 

The problem was often ap 
proached from the point of view 
of percentage of gross sales rather 
than the size of the contribution. 
To a merchant with a $300,000 


gross sales figure who invested 5 
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pet of his gross in advertising, a 
definite percentage figure would 
be suggested. The approach here 
might be to start with 1 pct and 
work downward. 1 pct, of course, 
would be $3,000, which the solici- 
tor would admit would be exces- 
sive. One-half of that would be 
$1,500, one-quarter would be $750. 
One-quarter of 1 pct, it would be 
pointed out, would be a relatively 
small proportion of the merchant’s 
advertising budget. 

Through these and other argu- 
ments, merchants were persuaded 
to boost their contributions by six 
and seven times the previous 
amounts. Though funds did not 
reach the $30,000 figure, the Com- 
mercial Club was able to raise the 
considerable total of $24,000 the 
first year. Subsequent campaigns 
have bettered that figure some- 
what, so that the advertising com- 
mittee now operates on an annual 
budget of approximately $28,000. 


What to Advertise? 


With a sizable bank account to 
operate with, the next problem was 
the question of what to advertise. 
There were several noteworthy 
points which would have strong 
appeal to residents of their own 
and other districts. These included 
such points as completeness and 
variety of merchandise and ser- 
vices, such as being open Thurs- 
day evenings. 

A weak point which no amount 
of advertising could correct was 
the parking problem. It was par- 
ticularly acute during peak after- 
noon shopping hours and on 
Thursday evenings, when  cus- 
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Right — A billboard 
tying in with “back 
to school season" 
last year. 






The 


tomers often had to park as far as 
three or four blocks from Univer- 
sity Way. The problem was ag- 
gravated by the business district’s 
proximity to the University of 
Washington campus. There were 
parking meters on only two blocks 
of the business section, with the 
result that many students used the 
unmetered curb space for half or 
full day parking. A partial solu- 
tion was the installation of addi- 
tional meters by the city, so that 
there are now three times as many 
meters as formerly. Half-day and 
all day parking has thus been sub- 
stantially reduced, since metered 
streets are much easier to police 
than are unmetered ones, even 
though the latter may have a park- 
ing time limit. 

Ten of the leading merchants of 
the District met and agreed to an 
investment by each of the members 
of that group, of a sizable sum to 
be spent for the purchase of land 
for parking. The members in- 


UNIVERSITY DISTRICT 


THEC)PLEASAMT PLACE TO SHOP 


SEDO IOCS 






Left — This billboard 

was used to sell the 

“pleasant place to 
shop" theme. 





corporated under the name of 
“Ten, Incorporated,” and a num- 
ber of other merchants also joined, 
so that the final investment totaled 
$80,000. 

With this, they quietly bought up 
enough available property within 
one block of the central business 
intersection, to accommodate ap- 
proximately 500 cars. The area 
was cleared, black topped and 
floodlighted, and parking lot at- 
tendants were hired to take care 
of customers’ cars. 


Free Parking 


With the lot in operation, the 
District began to advertise one of 
its most persuasive “talking points” 

free parking. Customers who 
parked their cars in the lot were 
given the usual parking ticket stub. 
If they made a purchase from any 
store in the District, the merchant 
then stamped the back of the tic- 
ket. This authorized the customer 
to receive two hours of parking 


Oo O 


The Advertising 
Committee of the 
University Com- 
mercial Club in 
session. Shown 
here area banker, 
clothier, furni- 
ture and appii- 
ance dealer, shoe 
dealer, manager 
of a book store, 
women's clothing 
store operator, 
two advertising 
agency men and 
the Club's full- 
time secretary. 
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time for nothing. If their ticket 
was not stamped, they were 
charged the usual parking lot fee. 

The free parking privileges are 
given only during regular daytime 
shopping hours, and on Thursday 
evenings. Five cents an hour is 
charged for any time over two 
hours for customers who present 
stamped tickets. 

The cost of the parking is borne 
by merchants of the District out 
of the Commercial Club’s advertis- 
ing fund. The operator who runs 
the parking lot is paid a small fee 
for each car handled under the 
free parking privileges. 

An important point in the set-up 
of Ten, Incorporated, is the provi- 
sion that no member may own 
more than 5 pet of the stock. This 
prevents any one individual or 
bloc from gaining control of the 
real estate for speculative purposes. 
Should further expansion be re- 
quired a ramp garage can be con- 
structed, with a small charge levied 
in that case, to take care of part 
of the expense. 


Parked 75,000 Cars 


The lot succeeded in attracting 
a good many additional shoppers 
to the District. The first year ap- 
proximately 50,000 cars were 
parked without charge to shoppers. 
and last year’s total reached 75.- 
000. Though the lot is the biggest 
single item of expense in the Dis- 
trict’s advertising budget it is also 
the most effective. It gives mer- 
chants a competitive advantage 
over downtown stores, and puts 
them on an equal footing in this 
respect, with smaller suburban 
shopping centers which do not 
have a parking problem. They 
thus are able to offer the shopping 
facilities of a downtown metro- 
politan area with the parking ease 
of the “decentralized” districts. 

The Commercial Club turned the 
group advertising over to a Seattle 
advertising agency. A combination 
program of radio, newspaper ad- 
vertising, billboards, and bus cards 
was selected. 

A radio program called “On the 
Avenue with Nancy Neal” was in- 
augurated. A 15-minute program 
broadcast once a week, it described 
the discoveries of the fictitious 
Nancy in her imaginary weekly 
stroll up and down University 
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Way. That street is popularly 
known to District residents simply 
as “The Avenue.” 


Three Basic Advantages 


The program advertised first, the 
three basic advantages of shopping 
in the University District. The 
first advantage which was _pub- 
licized was the variety and com- 
pleteness of the District’s merchan- 
dise and service. The purpose heie 
was to point out that all shopping 
needs could be satisfied in the Dis- 
trict. To emphasize this, the slogan 
“Like a Department Store Eight 
Blocks Long” was coined. The 
slogan was used in the announcer’s 
commercial at the beginning and 
end of the program. 

Second was the convenience of 
shopping on Thursday evening. 
the “Family Shopping Night.” 
Virtually all District merchants 
stay open for business on Thurs- 





This mannekin, used by Graham & 

McMeekin, tied in with a district 

promotion, was borrowed from a 

clothing store and was decorated 

to represent a trade-marked prod- 
uct sold by the store. 


day evening each week throughout 
the year. This service, which was 
initiated by the Commercial Club, 
enables husbands and wives to 
shop together on this one night of 
the week. 

The third main point was the 
free parking service, a point which 
was introduced into the script as 
soon as the lot was in operation. 

In addition, each program men- 
tioned specific articles of merchan- 
dise. sometimes quoting prices. 
Mention of such items was intro- 
duced into the script of the pro- 
gram, in conversations of Nancy 
Neal with her escort, a singer who 
added interest to the program with 
a few vocal numbers. 

The name of the store in which 
an article was available was not 
mentioned, the listener being re- 
ferred to the Commercial Club’s 
office. The telephone number of 
the office was repeated at inter- 
vals, so that interested listeners 
could get this information by tele- 
phoning the Club’s full-time secre- 
tary. Presentation of the program 
on Thursday morning, tied in with 
“Family Shopping Night” that eve- 
ning. 


Broadcast Gets Results 


A reliable indication of the pro- 
gram’s appeal, was the number of 
listeners who phoned the Com- 
mercial Club’s office following the 
broadcast. Only a very small per- 
centage of interested listeners will 
ever go to the trouble of respond- 
ing in this way; therefore, it was 
considered that even if there were 
no response at all to the first pro- 
gram, it would still be a satisfac- 
tory beginning. 

Actually, the first program 
brought 16 telephone requests for 
further shopping information. As 
it became better known, the tele- 
phone requests increased, so that 
the program eventually averaged 
60 calls per program for the year 
it ran. Most of these calls came 
within an hour or two after the 
program ended. Since there was 
only one telephone in the Commer- 
cial Club’s office, there were prob- 
ably a number of other calls as 
well which were not completed. 

Newspaper and billboard adver- 
tising emphasized primarily the 
basic advantages of District shop- 


(Continued on page 152) 
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eee for EVERY chain need! 







Welded Rings 





ROUND 
Sling Chain 
Any length. 
Single, double 
3-way, 4-way. 
Any pattern 














Steel Sash Brass Safety 
~ = << ZB = B ws 7 
Double Jack Single Jack 
Proof Coil or BBB Coil 
, = $ Hooks Repair Links Slip Hooks — Cold Shuts 


Liberty Coil—Twist Link 


2 VELAND (HAIN 





Liberty Coil—Straight Link 


OOOO Miers Caan 8 
Cleveland 5, Ohio 


beny Mactine— Twist Unk ROUND Associate Chain Companies: The Bridgeport 
Chain & Mfg. Co. Bridgeport 1, Conn. * The Cleveland 
Chain & Mfg. Co., Cleveland 5, Ohio ¢ Round California 
Chain Co., So. San Francisco and Los Angeles 54, Cal. 
¢ The Round Chain & Mfg. Co., Chicago 6, Ill. * Seattle 
Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse Chain 
A-2753 Works, Trenton 7, N. J. 





Buckeye or Brown Pattern 
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This section of the gift department is typical. A yellow-toned 
background attracts browsers, many of whom become gift customers. 


Gift Department Builds 


From 25 to 30 pct of gross sales of firm can be 
traced to this department. Unusual gift lines a 
feature. Bridal gifts receive special attention 


A, outstanding gift 


department, which is a_ virtual 
wonderland of beauty and a de- 
light for gift customers, is oper- 
ated by the H. G. Beatty & Co., 
Clinton, IL, a firm which cele- 
brated its 1LUOth anniversary in 
1948. 

Gifts have been sold at Beatty’s 
for more than 30 years, and mir- 
ror back wall cases for gifts have 
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been used for more than 20 years. 
However, it took the recent wat 
period to bring the department to 
its peak insofar as sales were con- 
cerned in relation to the total vol- 
ume. In 1944, the gift depart- 
ment accounted for 40.18 per cent 
of the total gross sales, as com- 
pared with 23.19 per cent in 1941. 
Today, the gift department ac- 
counts for 25 to 30 per cent of the 


store's gross sales. A large por- 


tion of the store is devoted to a 
showing of gifts, and the trafli 
this department attracts is the best 
of any section of the store. 

The nearest large-time giftware 
competitor of this department is a 
jewelry store in nearby Decatur, 
but Beatty’s secures many cus 
tomers from Decatur, in addition 
to a considerable number from 
other nearby towns and cities. 

Miss Mabel McClelland, buye 
and head of the department's sale- 
force, also writes many of th 


store’s giftwares ads, some of 


which were shown in the Jan. 12 
1950, issue of HARDWARE AGE. 
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This section features crystalware. The ledge at the top is used 
for a variety of fancy baskets. Framed prints are on the walls. 


Big Business for Beatty 


Traveling salesmen. customers. 
other dealers and visitors instantly 
agree after shopping in the Beatty 
gift department, that the store car- 
ries a variety of gift items, many 
in the high quality brackets. in- 
cluding some not ordinarily found 
in hardware stores. Hobert Beatty 
makes numerous trips to Chicago 
and New York for merchandise. 

(n excellent stock of perfume is 






Miss Mabel McClelland, manager of 
the gift department holds a gold- 
plated item. This type of gift is 
featured for golden wedding gifts. 
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This built-up display contains gifts for men, women and for the 
home. A wide range of hampers is shown at the fixture's base. 


carried at this store, with some 
items selling up to $15 per ounce. 
People in the entire Clinton area 
who desire to give perfume as 
gifts, or to purchase it for them- 
selves, know that at Beatty’s they 
will find a wide choice. Over the 
years, the volume of perfume sales 
has been increasing steadily. 

Costume jewelry is another line 
which Beatty’s has found sells well 
in its gift department and a con- 
siderable stock of it is well dis- 
played. Prices range up to $35 
for these items. The line gives 
gift buyers an excellent choice for 
many gift occasions 

Gold-plated items are also in 
stock in small quantities. Psycho 


se % 


logically, they make excellent 
starting points for golden wedding 
shopping suggestions, says Miss 
McClelland. They range in price 
from $10 to $15, and frequently 
bring much more in the way of 
related sales. These gold-plated 
items are grouped in the depart- 
ment to heighten their sales sug- 
gestion appeal in regard to golden 
weddings. 


Method Gets Results 


As a successful method in mak- 
ing sales of dishes, glassware and 
other items, the Beatty store is 
equipped with a number of small 
pull-out slots at the wall cases dis- 
playing gifts. Thus if a salesper 


son wants tu show a prospect how 
a certain design of dinnerware 
looks, she can set one plate on a 
special cloth on the pull-out which 
resembles a small section of 2 
table. When making such a din 
nerware setting, the salesperson 
also can place glassware and sil- 
verware to complete the ensemble. 
to suggest further sales. 

The person who buys dinner 
ware is usually interested in glass- 
ware and silverware, Miss Mc- 
Clelland points out. Therefore, all 
salespersons in the gift depart 
ment try to suggest these addi 
tional items in ways which fit 
smoothly into the sales presen- 
tation. 

The Beatty store carries a num- 
ber of open stock patterns in 
dishes, ranging in price from 50 
cents to $4 per plate, for those 
who wish to buy within these 
limits. Thus it is possible to offer 
patrons sets which sell from $9.95 
to $165. 

It is interesting to note that the 
Beatty gift department has several 
sizable layaway shelves, where gift 
items are often put on order 
months before they are wanted. 
Some of the layaway items have 
high price tags, often as high as 
$50 and $75, a service to those 
who prefer to pay for them piece- 
meal, months in advance. 

Beatty’s gift department is 





Pictures and mirrors are important items in this section. Silverware 
is greatly in demand and is also featured to decided advantage here. 
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Showing is selling — 

show your customers 

the many features of 

the 1950 Johnston Lawn Patrol. 
Here are just a few: 


@ 3 Sizes — 18, 20, 22-inch cutting 
widths. 


@ Rugged all-steel construction. 


@ Frame rigidly braced front and rear. 


= 


@ Simple hand adjustment of reel — 
PLUS FREIGHT 


holds automatically. 
@ Extra heavy tread, air cushion tires. 


@ Manual or automatic clutch. 


The fine quality built into 
every Lawn Patrol is the 
trademark of Johnston’s 
40 years of experience in 
the lawn mower industry. 


Get the full story on 
this profitable line of 
Hand and Power Mowers. 
For new 1950 folder con- 
tact your jobber or write 
direct to us, 

Johnston Lawn Patrol Power Mower 


18-inch cutting width — 1.1 hp., 4-cycle engine - $ 99.50 
Johnston mowers are Fair Traded. 20-inch cutting width — 1.6 hp., 4-cycle engine - $109.50 


You are assured your full profit 22-inch cutting width — 2 hp., 4-cycle engine - $119.50 


freight. 
on each sale. All prices plus treigh 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA, IOWA 


Show the Johnston All-Steel Hand Mowers — favorites of discerning buyers. 
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decorated in a cheerful, soft yel- 
low. It’s a color which was chosen 
by Miss McClelland after much 
seeking. and it is very pleasing to 
customers. The cheerful atmos- 
phere of the department encour- 
ages browsing customers to re- 
main longer and select more mer- 
chandise. 

Miss McClelland and her staff 
personally invite brides-to-be to 
come to the store and inspect gift 
merchandise. The gift preferences 
vf the bride-to-be are noted and 
recorded and she is told that this 
will help her friends in securing 
eifts for her which suit her indi- 
vidual tacte. 

Friends making purchases are 
told, if they wish, of the bride’s 
preferences. Under the Beatty 
system there is little duplication of 
gifts. 

The store sells both sterling and 
plated silverware. 

“We have never been afraid to 
stock quality gift items just be- 
cause they were expensive.” says 
Mr. Beatty. “We know from our 
sales over the years that a large 
number of people will buy expen- 
sive gifts. It has been good busi- 
ness for us to stock such gifts.” 

The markup system on gifts in 
this store is not determined by 
any straight percentage _ basis. 
states Mr. Beatty. Markup on each 
item is determined by its quality. 
availability. difficulty of procure- 
ment and other factors. Some- 
times markups range from 40 to 
100° pet under this system. [t 
takes time and extra effort to build 
a gift department with so many 


believes Mr. 


exclusive — items. 





Hobart Beatty looking over quality cutlery in the basement housewares 
department. A considerable percentage of this line is sold for gifts. 


Beatty, and that is why this par- 
ticular markup system is em- 
ployed. 


Three Kinds of Customers 


Miss McClelland says that there 
are three kinds of gift customers. 
The first is the customer who is 
buying necessities for her own 
home. The second is the customer 
who is seeking a gift for others. 
The third is the buyer of personal 
gifts. 

The first type of customer wants 
her home to be tastefully fur- 
nished, and for Miss McClelland to 
fully meet the needs of some of 
these customers, a trip is often in 
order to that’ person’s home. She 





The basement housewares department, featuring cooking utensils and 
electric housewares, supplements the gift department on main floor. 
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never fails to help her customers 
select gift and other items, even if 
it means calling on many of them 
in their homes. 

The second type of customer is 
the one who usually buys a gifl 
for someone else, perhaps for a 
party. Such a customer wants 
many suggestions, based upon th: 
type of occasion for which the gift 
is required and the like. 

The third type is the one who 
buys a personal gift, usually with 
one definite person in mind, some- 
one whom the giver knows quite 
well. The salesperson helping to 
select such a gift needs to be told 
a great deal about the recipient's 
personality and tastes. 

Gift department newspaper ad- 
vertising of the Beatty store is 
truly outstanding. Many illustra- 
tions and good type faces are used. 
Readers can easily gain an idea 
of the distinctive scope of the de- 
partment by reading the gift ads 
regularly. Special page plates fr 
quently are made of certain ad 
pages so that special illustrations 
and type can be utilized in the 
local paper. 


Many people visiting the Beatty 


store and its gift department ar 
amazed at the size of the section. 
the quality of stock carried and 
the volume of business done 
especially in a small city such as 
Clinton. 
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De-Molst vsuscsiine 


Thesagilies the hot and humid season, DE-MOIST’s intensive 
advertisillg will tell 60 million readers, over and over again, 


that dampness causes damage — and that DE-MOIST will dry 
up harmful dampness in closets — basement — pantry — and 
dozens of other moisture-ridden places. 


is Week 
EVERY QUSTOMER who reads a DE-MOIST ad is a prospect Thi S ee 


MAGATINE 





for sevexal packages. Be ready to meet this demand — and 
DE-MOIST will prove one of the fastest-selling, most profit- 


able spedialtics you've ever featured! GOO) 
HOUSEKEEPING 




































A\ 
eh 
pik 
aor 
WN 
ene WS grote Heavy Newspaper 
N RE . . . 
SAFE Cpnh? Advertising in the 
N\ USEreg AS 50 Major Trading Areas! 
poe? 9 OV 
cnet? ae, | i | ORDER THIS FAST-SELLING ASSORTMENT 
w FROM YOUR WHOLESALER 
Assortment +2646—in Colorful Counter Display 
RETAIL SELLING PRICE 
wer 6 12-OZ. CLOSET SIZE 
a ; ee (Fair Trade Retail Price $1.29 ea.).......... $7.74 
12- ize $ “oz. ize $4, 3 50-OZ. BASEMENT SIZE 
2-oz. Closet Size 1.29 ee Size 4 95 (Fair Trade Retail Price $4.95 ea.).......... 14.85 
aie 1 CARRY-HOME CARTON 
DE-MOIST IS ALSO AVAILABLE IN OPEN STOCK (Sell 3 Closet Size at atime!)............. 3.87 
For Best Discount, order in Case Lots Total Retail Value... $26.46 
NO. SIZE PACK WEIGHT LIST PER CASE LIST EACH - . Spec Jal Wholesale Price to you 16.76 
D-12 12-0z. 1 doz. | 11 Ibs. $15.48 $1.29 ey . 
Py P. a ats 9.7 
D-50 50-oz. Y2 doz. | 21 Ibs. 29.70 4.95 19% Ue. YOUR PROFI Oo 
6. N. COUGHLAN CO., West Orange, N. J. * Manufacturers of “Chimney Sweep” and “Pantastic” 
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National Hardware Week Promotions 


Revival of national event will be held April 28-May 6. A number 
of promotions have already been featured in the March 9 issue of 
Hardware Age, beginning page 126. Here are some additional ones. 


Animal Trap Co. of America, 
Lititz, Pa., offers its Trump hand 
garden tools. Illustrated is a 
three-piece set, any one of 
which can be purchased sep- 
arately. Set includees, trowel, 
fork, and cultivator. Tools are 
made of mill-run steel and 
finished with green enamel. 
Handles are of hardwood 
shaped to fit comfortably. An- 
other tool offered is the Trump 
transplanter. Available for 
dealers are mats and circulors 





The Geyer Mfg. Co., Rock Falls, 
lll., offers display stands for its 
garden tools. Stands are finished 
in green and black enamel with 
lettering and have a capacity of 
10 long handle tools and 2 “D" 
handle tools. Unit is all metal 
and occupies 14 by 30 in. space. 


Chas. O. Larson Co. 
Sterling, Ill., offers o 
step stool with a de- 
tachable tool box, said 
to be easy to make with 
Make Your Own hard- 
ware. Hardware  fur- 
nished includes: 4 
brackets, 40 wood 
screws, 8 flat head stove 
bolts, 4 flat head stove 
bolts, 8 wing nuts, 4 
detachable tool box 
hangers, 4 washers 
Packed one set to box 
with circular sheet 


NATIONAL HARDWARE WEEK 





THE 
COMPLI 





Fly Fishing 
to $10; Rod: 


Eagle Rule Mfg. Corp., 510 Hunts Pt. 


Bait-casting 


Ave., New York City, offers I!/2 doz. reels $2 to | 
6-ft. white Eagle wood folding rules, to $25 
packaged in a colorful self-dispenser Sclt-water, 
display. Rules range in price from 69 —Reels $4 
cents to $1.25. Include Royal Eagle. Rods $6.50 
All American, Columbia and Arrow rules. , a 
$20 righ 
The Billings & Spencer Co., Hartford |, Conn., is a 
offering the Magic-Clerk counter dispenser EBC66. a. —— Write to 
An 18-in. magnetic bar holds two of the styles of SMG G PE for Cata 


wrenches, within a sq. ft. of space. Styles and 
sizes of wrenches are those most used. 
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THE * 





THE ONLY 

COMPLETE LINE 
Fly Fishing— Reels $1.50 
to $10; Rods $6.50 to $55 
Bait-casting—Level-wind 
reels $2 to $20; Rods $5 
to $25 
Sclt-water, Lake, River 
—Reels $4 to $27.50; 
Rods $6.50 to $25 
Big Game Fishing— 
Reels $20 to $125; Rods 
$20 to $82.50 


Write to Dept. 62 
for Catalog 








saven 4a? 


GIVES YOU MORE! 


When you put more engineering skill, more experi- 
ence into the building of rods andreels you're going 
to get more out of them! More features . . . more 
sales . . . more profits. More values, too... and 
that’s mighty important in today’s price-conscious 
market. See the Ocean City-Montague price list. 
Then order America’s biggest selling line through 
your jobber! 








Montague ‘Fishkill Squidder”’ 
10 FSQH Rod—King of the surf! A 
famous flame-finished split-bamboo 
that will take the toughest treatment, 
stand up for years. Tip 7’, 30-inch 
spring butt. Also Medium (#10FSQM) 
or Light (410FSQL)— $25.00 


Ocean City "Inductor’’ Reels— 
Acclaimed greatest new surf-caster in 
years. Textolite side-plates and spool, 
one-screw take-apart, synchro-mesh 
gears and other features. #249 — 
150 yds.— $22.50; #250—200 yds.— 
$25.00; #251 — 250 yds.— $27.50 / 

Also left-hand models. ut 


OCEAN CITY REELS 


OCEAN CITY MFG. CO., A & SOMERSET STS., PHILA. 34, PA, 


MONTAGUE RODS 


MONTAGUE ROD & REEL CO., MONTAGUE CITY, MASS, 


LEADERS IN RODS AND REELS 
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G*B WIRE FABRICS 


Give You 


apore SM 








MORE ‘SALES! 


PERMA-NETTING 


WELDED VETTING 
= a —-~eo-— 2 * 




















@ New and Better 2’’ Poul- 
try Netting 

@ Easier to erect — Just 
Hang It — No Stretching 

® Longer lasting 18-34 ga. 
at price of ordinary 20 
ga. Galv-AFTER 

© Greatest improvement in 

poultry wire in 50 yeors 


PERMA-GARD 
WELDED PIES 


e Stiffer and Stronger — 
Wire has greater tensile 
strength 

e@ Galvanized After Weld- 
ing — Lasts years longer 
—No burned intersec- 
tions 

® Flush trimmed at angle 
for smooth edges 

Also Galvanized Before 

Welded Fabric where longer 

life is not a factor 


HEX 
NETTINGS 


@ Complete variety of 
both Light and Heavy 
Grades to suit every net- 
ting purpose 


HARDWARE 
CLOTH 


e Full range of mesh — in- 
cluding popular grades 
of Heavy Cloth to fit all 
applications 

Most modern equipment 
for hot dip galvanizing 
produces brighter faster 
selling fabric with long- 
est life 


WIRE INSECT 
SCREENING 


In Three Price Classes 















® Acme — Electro-Galvan- 
ized Cheapest first cost. 
@ Bronze — Bright and An- 
tique High first cost buf 
longest life 
@ Pearl — Richly beautiful 
and durable. A plastic 
coated screening at a 
medium price 
Most 
COMPLETE 
LINE OF 
WIRE FABRICS 
Made by One | 


\ 


Manufacturer. \ 






GILBERT & BENNETT 
co. 


MFG. 


GEORGETOWN, CONN” e BLUE ISLAND, ILL 
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National Hardware Week 





Falk & Co., 
offers point-of-sale displays 


Pittsburgh, Pa., 


featuring the dimensional 
trade-mark, "The Falk Man." 
Display racks, counter cards, 
postal cards and envelope 
stuffers describing a wide 
range of household uses for 
linseed oil are also projected. 
Dealers are offered the aids 
planned thus far for promot- 
ing the new pt. qt. gal. and 
five gal. size cans of Norlin 
pure linseed oil for home and 
shop. Consumer promotion is 
also involved. 




















A 29-piece electric power 
tool kit, retailing for $29.95, 
is offered to retail for $19.95 
by Cummins Portable Tools 
4740 N. Ravenswood Ave. 
Chicago 40, Ill. Includes a 
Cummins '/4 in. general utility 
drill with a '/4 in. capacity 
Jacobs Chuck: steel bench 
stand, five piece mandrel with 
steel arbor; 7 carbon steel bits 
for metal, 6 coarse and me- 
dium sanding discs, sandpaper 
pattern, steel paint mixer, 3 
in. cloth buffing wheel, 3-in 
grinding wheel, 3-in. wire 
scratch brush, 4-in. rubber 
backing pad and 434-in. lambs 
wool bonnet, packed in oa 
heavy steel chest. 


The Ridge Tool Co., Elyria, Ohio, offers gift pack- 


ages of Ridgid pipe wrenches. 


Illustrated is pack- 


age XR3, contains | each, 8, 10, and 14-in. Ridgid 
wrench; 8, 10, and 14-in. improved stillsons. 
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Promotions 








An electrically driven revolving 
table with a diameter of 30-in. dis- 
playing two blue velour miniature 
show cases of Slaymaker Lock 
Co.'s, SM-7 padlock assortment is 
available. The SM-7 assortment 
features polished cast brass pad- 
locks in a blue velour jewel case. 
Miniature case is 7 by 7 in. All 
open stock is individually boxed in 
candy striped boxes. This Lan- 
caster, Pa., company also has 
available another item which will 
not interfere with the SM-7, but 
will supplement it. 





© am 

NHW revolving sprinkler is 
the special offered by W. D. 
Allen Mfg. Co., 566 West Lake 
St., Chicago 6, Ill. It is a 
three-arm revolving sprinkler 
with brass head, bearing and 
arms, heavy cast iron base 
and steel pipe nipple, finished 
with two coats of green en- 
amel, baked-on. Retails for 
$1.30. Unit is 7 in. overall, 
packed one to a box, 24 to a 
carton, weight 3! Ibs. Orders 
accepted for full cartons only. 
Week is in the garden hose 
accessories season which is the 
reason for choosing the Allen- 
co NHW revolving sprinkler. 
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 LAYER-BUILT PADS 


=~ 4800 square inches 
/ of working surface 
in every package! 






TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. 


Sun Ray one pound bulk tubes for home, 


+ shop and general use contain only top 
BULK quality steel wool. Seven grades are avail- 
TUBES able, from 0000 to 3, also fine,- medium 


and coarse shavings. 


JEX HOUSEHOLD PADS 


Economical Jex steel 
wool scouring pads are 
favorites with house- 
wives everywhere. 
Packed sixteen full- 
bodied pads to the carton, they are ideal for household 
cleaning, scouring and polishing. “Use one a day, then 
throw away” sells Jex for you. 


ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 
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Why these 


: 


Handy-Pack 
olt Cartons 


are preferred... 








By Hardware Jobbers jecause the 
cugyed Handy-Pack is a better product 
and an easier product for jobber salesmen 
to sell, Retailers go for the Handy-Pack... 
jobber sales go up. 






Rugged open 
drawer 


By Hardware Stores because the cover 
can be used as a rugged open drawer in bolt 
cabinets. No opening cartons everytime you 
make a sale. And you never have broken 
cartons, spilled or mixed bolts. 


WRITE 






@® Handy-Packs contain the same 
small lot quantities of bolts that 
have been standard for years. Cut 
thread carriage and machine bolts 


® have nuts attached as always. 


Certified 
Reshippable 





Sealed with ~ 
nylon tape 


By Industrial Distributors because 
these rugged cartons can be handled or even 
dropped without breaking. They can be 
stacked fast and efficiently. They save time 
and labor in the warehouse. 


RUGGED HANDY-PACK 
CARTONS are made 
of corrugated board... 


' 
with a certified bursting strength from 125 
to 200 Ibs. per sq. in. depending on bolt size. 
The cartons are packed in wooden boxes... 
ean be ordered in carload or less-than-carload 
lots. Every carton is sealed with nylon tape 
.--is certified reshippable. Tying and wrap- 
ping are eliminated when you reship them. 
Once you try rugged Handy-Packs, you'll 
never again want bolts in ‘paper’ cartons. 
Enjoy all the advantages of the rugged 
Handy-Pack by sending your bolt orders to 
Buffalo Bolt Company. 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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NationalHardware Week 








Miracle , 


Miracle Adhesives Corp., 214 
East 53rd St., New York City 


offers the Midget Merchan- 
diser which is a four-color all 
metal unit. It includes mats, 
circulars, streamers and deal- 
er's adhesive guide. Assort- 
ment consists of: 36 tubes, 1% 
oz. 12 tubes, 5-oz. 4-pt. cans. 
Costs dealer $13.58, sells for 
$22.64. Merchandiser takes up 
about one sq. ft. of space 











Zonite Products Corp., 370 
Lexington Ave., New York City 
17, is making available: win- 
dow streamers, window cards 
counter cards, price tabs, con- 
sumer folders, advertising cuts 
Illustration is the Larvex sec 
| tional window. 
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Available from Stanley Tools 
New Britain, Conn., is the No. 
2 unit of six “Two-Tone” 
planes. This unit consists of 
one jack plane, two smooth 
planes, three block planes, all 
in two-color combine, and 
packed in a colorful display 
carton. Newspaper mats in 
one or two-column sizes are 
available for dealers use in 
promoting the sales of “Two- 
Tone" planes during Hard- 
Ware Week. Retail for $1.49 
$4.75, and $4.25. 


An ironing board pad and 








cover set, which is specially 
priced and can be retailed at 
$1.59-$1.69 each with full mark 
up for both dealer and dis- 
tributor. Newspaper mats are 
available. Pad in the set is 
cotton waffle-knitted and the 
cover is made of cotton sheet- 
ing with elastic bound edges 
said to permit easy, snug fit 
on all standard wooden or 
metal ironing board tables. 
Textile Mills Co., Chicago 14, 
iH 













name! 


NE Wate 


to identify America’s Oldest 
and Biggest selling line of 
BLUE STEEL Kitchenware 


& 


plu prea 


Blue steel kitchenware, made by 
Parkersburg, has been the nation’s 
stand-by in the low-priced field for 
more than half a century. Now this 
old, established line of kitchenware is 
being given a name and a trademark 
..."“blu-pride”...to identify the out- 
standing value inherent in all Parkers 
burg products. Ask your wholesaler 
about “blu-pride” Steelware...the big- 
gest selling line of its kind! 






re | 


4 





@ NEW! PORT-O-OVEN 


A wonderfully versatile top-of -stove 
oven with an accurate thermometer 
set in the cover. Excellent as a potato 
baker and food crisper. Also makes 
an ideal outdoor grill oven and 
haker Shipped nested 


BISCUIT SINGLE 
PANS LOAF PAN 


9x 14x 1%2 515 x 912 x 2% 


© DRIPPING 
PANS 


DOUBLE 
sataieie ROASTERS 
10x 14x 2'% No.2— 8x12x6 
12x 17x 2% No. 4—10x 15x7 
16x17x2% No. 7—13x18x8 

Ask Your Wholesaler for Price 





THE PARKERSBURG 
STEEL COMPANY 


PARKERSBURG, WEST VIRGINIA 








| 
| The home of MASTR-LOK Stovepipe and ‘‘blu pride’’ Steelwar 
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CHAMPION 









SIZE 
151/2"'x6!/2"" 





Dull Black Finish 


Many hardware dealers are 
selling CHAMPION Mail 
Boxes, an excellent product 
value at a reasonable price. 

You, too, can make sure 
your customers for Mail 


Boxes are satisfied by selling 
them CHAMPIONS. 


These Mail Boxes are abso- 
lutely rust proof and carry 
a good profit for you. 


» > ; > g 

Pages for jobber catalog 
will be furnished upon re- 
quest. 


Nearly all hardware jobbers han- 
dle some products in the big 


CHAMPION line. 


The 
WIAWIMUAMIAL ALMA 


GENEVA. OHIO 








If ils a CMAMPION i154 a winner 
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National Hardware Week 











GENS(D Siw 
wo00 


Hand -Honed, imported Swedish Biodes 


The Shelby Spring Hinge Co., 
Shelby, Ohio, offers a closet 
hanger bar display. Two-color 
all metal display is washable 
and is completely assembled, 
ready for use. Maker claims 
that if merchandise is out on 
counter or on wall where it can 
be seen, it will sell. Unit con- 
tains an actual sample of the 
bar and shows its convenience 
and ease of installation. 


CHISELS 





General Steel Warehouse Co., 
Inc., 1830 N. Kostner Ave., 
Chicago, Ill., offers a point-of- 
sale merchandiser for its line 
of imported Swedish wood 
chisels with plastic handles, 
said to be unbreakable. Dis- 
play stands 19 in. high by 14 
in. wide with blue background 
and red and white lettering. 
Base and crossbars are natura! 
wood finish. Eleven chisels are 
displayed from '/4 to 2-in 
sizes. Unit available free with 
purchase of 16 plastic or birch 
handle chisels, one set of I1 
plus one each of '/, '/2, %, |, 
and |!/,-in. replacement sizes 
Packed as unit with chisels 
set-up instructions and folders. 


LENGTHS 
W EXTENDS 1030 


w 
48 
WICKEL PLATED 


PANY 
PRING HINGE COM 
THE SHELBY SPRINY oo 








Clemson Bros., Inc., Middletown, N. Y., 
offers a $3.82 hack saw deal to retail 
for $2.98 Display packed special has 
one Star No. 20 cam-action hack saw 
frame with a Star Molyflex high speed 


steel blade, 


three Star flexible 


standard steel blades, and a wall chart 
giving tips on hack saw use and care. 
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Promotions 





(Cy ‘ 





The J. T. Henry Mfg. Co., 
Hamden, Conn., offers the Duo 
garden kit which includes the 
No. 403 easy pruner and the 
No. 711 cut and hold flower 
shear. Former retails for $2.25, 
711 for $1.49 and case for 50 
cents. Total, $4.24, special for 
week, $3.69. Pruning shears 
have cutlery steel blade with 
nickel finish, bites on replace- 
able anvil. Flower picker snips 
and grips, without damaging 
stem, it is claimed. 








Boker Brush Co., Inc., 83 Grand 
St., New York City, offers a 
deal, including Junior revolv- 
ing sales unit, printed in three 
colors and 12 different styles 
of brushes. Spots are available 
for prices. Entire cost to 
dealer is $41.93, the stand 
being included gratis. Unit 
covers a 1|4-in. revolving area, 


and is 34 in. high. 
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WITT CANS 


are outstanding because: 


"Right Angle” Sides 
assure greater strength, extra resistance to rough 
handling... 





Heavy Gauge Steel 
provides basic ruggedness, reinforced by... 


Deep Rolling Corrugations, 
the strongest known, further strengthened by. . . 


Structural Steel Bands, 
which protect top and bottom of can, act as shock- 


WITT CANS 


absorbers. have the 


Hot-Dip Galvanizing, “right angle’ , 
STRAIGHT SIDES 


Provide R d 
Pinch-proof Handles Strengt “ya , 


and a sturdy, one-piece top completes the WITT Can, Greater Resist- 
except for the famous... ance to Rough 
Handling... 
Longer Wear! 


a hand process, assures the heaviest possible rust 
proofing, after fabrication. 





Quality Assuring Guarantee 
... WITT Cans outlast ordinary cans, three to five times. 


The differences between two Cans, similar in appearance, are truly “uncanny.” 
Beyond the fact that both are Cans, there's little real similarity. The WITT Can 
is designed to give far longer service, hence far greater value. 


It stands to reason that the better Can to buy ... is also the better Can to 
sell! Every WITT Can you sell creates a bonus of good will . . . assures the re- 
spect of buyers who judge the dealer by the quality of the merchandise he sells. 
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A completely depart- 
mentalized, fully stock- 
ed neighborhood store 
in a new shopping cen- 
ter is the Master-Simon 
Hardware. A solid ar- * 
ray of merchandise is 
displayed in wall fix- 
tures ranging down both 
sides of the store while 
a series of shopping 
islands are arranged 
down the center. Walls 
are an apple green, 
floors have checkered 
covering and the ceil- 
ing is of composition 
board. Paint section has 


sufficient depth to hold Meeisemmel : sii - Pah = oe 
an ample reserve stock. oe , es ; 
——_ ES. # 


é 
o ie 


i 
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EpEthyE ® 
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New Shopping Center Stor hov 


Every week sales jump into a4 bec 


, ° ing } 
location with free parking 00 cars 


Mary hardware 


dealers—particularly those in the capturi 
larger towns and cities—are find- who ve 
ing that a new and oftimes trouble- town's 
some element has crept into their and pai 


businesses. It’s parking facilities, 
the lack or availability of which 

1 : J A Cé 
can spell the difference between 





' Master- 
good and poor store traffic tallies 
in many instanc has ope 
in ny instances. ‘ 
y , Sherida 
The Community Idea the new 
Many dealers are crossing this ing vet 
hump by packing up their stores wey 
é this new 
and moving to the suburban areas : 2¢ 
fringing their communities. Others = oe 
Adjustable shelving in the housewares department makes it possible to ac- are opening branch stores in the ically 
commodate various sizes of items. Two double banks of fluorescents running . @ ae ngage ee hat are with su 
the entire store length are the main light source with bullet spots used at sco re “os eS nesses 
the front and in the windows for additional light accents. springing up everywhere and re- b a; h 
ranch, 
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cket because shopping center 


000 cars boosts store traffic 


capturing the car-borne customer 
who refuses to venture into down- 
town’s maze of no parking signs 
and parking meters. 


An Example 


A case in point is the new 
Master-Simon Hardware Co. which 
has opened a second store in the 
Sheridan Plaza shopping center, 
the newest one of three now ring- 
ing the city of Buffalo, N. Y. There, 
away from downtown traffic snarls, 
this new store has a volume booster 
in a 2,000 car park. It is strate- 
gically situated in the same area 
with such traffic building busi- 
nesses as a department store 
branch, a large food chain and a 
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Color plays an import- 
ant part in display mer- 
chandising this 20 by 
100 ft. store. Contrast- 
ing with the apple green 
walls, are the deeper- 
tone colors backgrounds 
in the various depart- 
ments. For this tool de- 
partment, buff was used 
as the background col- 
er. Concealed lighting 
is to be installed behind 
the molding at the top 
of the wall cases. 


1 O 





Tools, cabinet hardware, shelf hardware, electrical! goods, are im orderly 

displays opposite the housewares department. 

neighborhood, the Master-Simon hardware depends upon home owners for 
its trade. Approximately 7,000 homes are near-by 


In a comparatively new 
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No. C-1458 
Chrome plated. | 
With square 
nuts. For 
later model 








PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 

nuts, For 

older | | 
model 
cars 

















At your 
favorite jobber 
or write direct 


Shavon Bout: and Seta Lo. | 


BOSTON 10, MASS. 





You do if you've "Sharonized" your 
screw department! Sharon gives 
you 59 Assortments—683 fastener 
sizes—1!2 groups—all in just 12 
feet of shelf space. Best of all, 
Sharon Assortments are REFILL- 
ABLE—for only a few pennies, your 
stock is always complete, inven- 
tory stays right while investment 
stays light! Get Sharon's money- 
saving, money-making REFILL 
story today. 


x 4h 
Shavon EA Seva! Co 
Le “ 


BOSTON 10, MASS. 
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A dark red background for the housewares display fixtures brings out the 
brightness and sparkle in the merchandise. A small, compact kitchen cabine, 
and sink unit breaks up what would otherwise be a solid line of housewares. 


large drug chain as well as other 
well patronized establishments. 

The trading area boasts 7000 
new homes and is still growing. It 
is estimated that approximately 
100,000 people will trade in the 
new shopping area. 

Though the 


shopping center was officially and 


Sheridan Plaza 
ceremoniously opened on Feb. 16, 
the Master-Simon Co. opened its 
100 by 20 ft. store there in Janu- 
ary. Starting off with a grand 
opening during which 1500 egg 


The cleaning supplies’ department has its own color note. 


beaters were given free to all who 
came. The store has increased its 
volume weekly and firmly antici- 
pates ending the year with a $60,- 
000 volume, according to Nicholas 
Simon, its manager. Store fixtures 
are association design but built 
locally. 

One of the striking features of 
the store design is its use of color 
to enhance the natural appeal of 
the merchandise. Chartreuse, dark 
red and buff are used as_back- 
ground colors for the wall fixtures. 
Above them are apple green walls. 





Here the back- 

ground is chartreuse to contrast with the red for housewares, buff for tools 

and dark green for sporting goods, and the overall apple green tone of the 

walls above the wall displays. Open only since January, the store anticiputes 
a $60,000 volume for its first business year. 
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The Famous WYTEFACE steel Tapes 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! ts 


Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 

Slide Rules, 
Measuring Tapes. 





WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 






Saves you inventory space . .. makes your counter work 
easier. For instance. . . 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1367 
DETROIT ° 


NEWYORK © HOBOKEN,N.J. © CHICAGO ° ST.LOUIS 
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The women's side of the store 
is illuminated by means 
of fluorescents in 
the ceiling. 









Concealed light- 

ing under the cano- 

pies serves to emphasize 
displays of china and gifts. 





Lighting the Way to More Sales 


A $2,500 investment 


in a fluorescent lighting system for 
Gates Hardware, Independence, 
lowa, is paying off in greater store 
traffic and better sales, reports Don 
Fisher, owner. 

His store measures 40 by 70 ft. 
insofar as display space is con- 
cerned, and there also is a sizable 
basement store devoted to wall- 
paper and related items. There are 
168 fluorescent tubes of 40 watts 
each in the store. The first floor 
has two continuous strips of fluor- 
escent lighting with six additional 
spotlights in each row. The spots 
have a light yellow tint which gives 
excellent contrast illumination. 

“Since the installation of these 
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New fluorescent system is paying off in more 


traffic and increased business and is a boon to 


browsing customers at the Gates Hardware 


new lights, our power bill has gone 
up from $35 to $75 per month,” 
says Mr. Fisher, “but we are very 
well satisfied because merchandise 
shows up better and our traffic 
stream is greater. When people can 
see merchandise displayed proper- 
ly, under the right light conditions, 
they'll buy more.” 

Customers, salesmen and others 
who visit this store comment on the 
excellent lighting and the neatness 
of the display arrangements. 


Many Spotlights 


Each of two display windows 
have 12 window spotlights, for a 


total of 24 up front. In addition 
to the strip lighting, there are some 
two tube fluorescents along the 
center pillar ceiling area. It is 
truly a daylight store. No other 
store in Independence surpasses 
Gates Hardware when it comes to 
good lighting. 

“A merchant nowadays needs 
every sales and display advantage 
he can get,” says Mr. Fisher. “We 
feel that our investment in better 
lighting, despite its increased 
monthly cost is very good adver- 
tising.” 

The new lighting helps to con- 
centrate more attention on Mr. 
Fisher’s gift department which is 


HARDWARE AGE, MARCH 23, 1950 





SALAD BOW 
PT-882 


SHORTENING MEA 
PT-800 





MEASURING CUP 


PT-600 


HORS D° OEUVRES 
PT-865 


COCKTAIL SHAKE 
PT-894 





SINK STRAINERS 


1-201, PT-206, PT 


FUNNELS 
M175, PT-780, PT 
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td novelty items pri 
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SALAD BOWL 
PT-882 


TISSUE DISPENSERS 


PT-400 PT-410 










SHORTENING MEASURE O™-FAND = pop.iT ICE TRAYS ON BAND 
P1-800 ORDERED —«-PT-820 PT-830  SaoeneD 


x 


WASHBOARDETTE 
PT-906 





MEASURING CUP SET D 
J 


ORDERED 


ORDERED 








HORS D’ OEUVRES TRAY a ON HAND 


PT-865 


MUG, 1107. 
ORDERED PT-866 ORDERED 





COCKTAIL SHAKER 
PT-894 


ON HAND —_ MEASURING SPOONS ON HAND 


| = 


ORDERED PT-100 ORDERED 


ON HAND 


at 


ORDERED 


SINK STRAINERS ON HAND 


M-201, PT-206, P1-207 Saoeaeo 


WASTEBASKET 
PT-605 






FUNNELS 
M775, PT-780, PT-785 ORDERED 


HOSTESS TIER TRAY 
PT-125 


ON HAND ON HAND 


ORDERED 


fhe famed line of Plas-Tex household, kitchen, patio, bar-b-q, gift wore 
tad novelty items prevides a wide range of bright standard colors. Mony 
wt ako cvoilable in metallic plastics . . . including the new coppertone 


— 


THE PLAS-TEX CORPORATION - 2525 MILITARY AVE., P.O. BOX F - 
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PLAS-TEX HOUSEWARES CHECK LIST 













HAMMERTONE COASTERS 


KNIFE FORK SPOON ; - 


PT-863 PT-869, PT-872, PT-871 Garnet 























ON HAND ——_HAMMERTONE TRAYS ON HAND 
PT-861 LG 14%4'"x 8% 


PT-862 SM 6" x 4” 


pa UTILITY. BOTTLES 


PT-888, PT-889 = GroERED 


N 


BISCUIT & DONUT CUTTER 
PT-750 


CUTLERY TRAY 


PT-840 ORDERED ORDERED 














ON HAND 






MILK PITCHER 9 ON HAND 


PT-895 





MEASURING PITCHER 


PT-895M ORDERED ORDERED 






ORDERED 








ON HAND SUGAR BOWL, PT-887 CN HAND 


CREAMER, PT-886 


JELL MOLD 
PT-850 


MOSCOW MULE MUG ON HAND 


PT-866 MU ORDERED ORDERED 





le 
ORDERED 


RY 


ON HAND 














ON HANI 


20PC DINNER SET PT-874 
D.Plote PT-880, S. Plate PT-88! 
Cereal Bow! PT-884 


SALT & PEPPER SET pT-890 ON HAND 
SUGAR PT-8905, FLOUR PT-890F | __—— 
CHEESE PT-890€ ORDERED 





SEMI - DISPOSABLE PLATES 


PT-870 ORDERED ORDERED 





ON HAND ON HAND N_ HAND 


CLOSPRAY 
PT-905 


BREAD BOX 
PT-910 


BABY LOU FEEDING SET PT-975 
CUP PT-959 






ORDERED 





ORDERED ORDERED 





ON HANI 


PARTI-SET PT- 873 
PARTY PLATE PT-878 - | 


HANDI-BAG 
PT-425 


ON HAND PICNIC PLATE, CUP, TUMBLER ON HAND 
CUP PT-885 ORDERED PT-876,PT-885,PT-965 GeoereD 
li, 


ORDERED 


-_ | \ 
| 


2 = Catalog sheets and price lists will be sent on request 
_ PLAS-TEX 


l 
Immediate Delivery 
a > 
LOS ANGELES 25, CALIF. 
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one of the best profit-makers and 
traffic builders in the store. The 
greater portion of the right hand 
side of the store as well as several 
islands up front are devoted to 
displays of gifts. 

Mr. Fisher reports that cus- 
tomers come from numerous sur- 
rounding towns to purchase gifts 
at his store, because they know he 
carries a wide selection of this type 
of merchandise. Single item gifts 
range in price from 50 cents to $15, 
with grouped items, such as din- 
nerware sets, considerably higher. 

“Good lighting, clean merchan- 
dise and proper handling of cus- 
tomers, brings in more women’s 
trade especially,” says Mr. Fisher. 
“We have a gift wrapping service 
for all gift department customers. 
One of our sales girls is especially 
trained in gift wrapping. She asks 
customers what color wrapping 
paper and ribbon they would pre- 
fer on the gifts they purchase and 
this always 
When they can get a gift here, 
wrapped for instant delivery or 


pleases customers. 


g, it is a convenience which 
they do not forget.” 

All of the Gates Hardware store 
wall and island fixtures have re- 
cently been refinished. Together 
with the new lighting, this helps 
to enhance the store’s reputation 
as “one of the best lighted and 
neatest stores in lowa.” A reputa- 
tion such as this is a business aid 


mailing 


in attracting more customers. 
“We particularly like the many 
spotlights which are incorporated 


146 


into our lighting system,” says Mr. 


Fisher, “because the different 
colored lighting helps to center at- 
tention on different departments. 
Lighting of slightly different color 
encourages people to stop and in- 
spect various islands and wall dis- 
plays.” 

This store owner also reports 
that better lighting has encour- 
aged browsing in his store, espe- 
cially in the gift and housewares 
section. “When a store is well 


Oo Oo 


The same system 
is used for the 
masculine side of 
the store and 
men's merchandise 
gets first class 
display. Articles 
are featured out 
in the open and 
the = illumination 
helps bring them 
to the attention 
of customers. 


O 


lighted,” he states, “the average 
woman likes to move from one dis- 
play to another. In our gift de- 
partment we have indirect lighting 
on the wall displays, which we feel 
further attracts our women cus- 
tomers.” 

Mr. Fisher does not regard his 
investment in better lighting and 
maintenance as an expense item, 
but rather as an aid to better sales 
and profits. And his records show 


that he is right. 





Payment of Accounts in Full 


(Continued from page 119) 


in payment of June account as 
follows: 
Unpaid June in- 
voices 
Deduction 25% cash 
discount 54.19 
Less amount re- 
tained as com- 


$2,709.53 


missions on sales 2,000.00 
Total deductions 2,054.19 

Net amount paid $ 655.34” 

The check was received, its pro- 
ceeds credited to the account and 
an action brought for the unpaid 
balance. The manufacturer was 
successful and recovered this un- 
paid balance. There was no bona 
fide dispute, consequently the pay- 
ment and acceptance of a less sum 
did not cancel the debt. 

“It has been many times ruled,” 
said the court, “where no question 
was involved as to an agreement 


by a creditor that the acceptance 
by him of an amount less than the 
indebtedness, would be, or was 
actually agreed to be taken in full 
satisfaction thereof, that the ac- 
ceptance by a creditor of a sum 
less than the amount of a liqui- 
dated debt remitted by a debtor 
with notice that it is in full satis- 
faction of the debt, will not con- 
stitute a settlement unless a dis- 
pute as to the correctness of the 
amount of the debt shall have ex- 
isted previously to the tender.” 
The jury determined that the 
claim here for commissions repre- 
sented no genuine conviction based 
on anything said or done that 
would reasonably lead the whole 
saler to expect that its account 
would be approved. The claim of 
the retailer was merely a petulant 
effort to collect from the manufac- 
turer despite repeated declarations 
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G26 — 6” 
H26 6” 
H28 — 8” 
L26 — 6” 
LS26— 6” 
50 — 7” 
3 — 8” 
42 — 7” 
654 — 6” 
1000 —10” 
1000 —12”’ 
1936 —10” 
282 -— 8” 
282 —10” 
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Here’s the Display Board to 
Sell Farmers and Mechanics 


STANDARD DESIGN 


Standard panels measure 24 x 48”, are 34” plywood 
with blond oak face finished natural providing a 
handsome background which effectively displays 
the tools. Tools are securely mounted with metal 
clips and wing nuts—easily removed for demon- 
stration and sale. Furnished at cost of tools only. 


CUSTOM DESIGN 


Any of these displays can be furnished in special 
colors and dimensions to match your own store 
fixtures. Displays will also be made up to provide 
any combination of tools selected by the dealer. 
Special displays are also furnished to the dealer at 
cost of tools only. Chrome moulding, if wanted, 
furnished at cost. 





DISPLAY NO. 501 CONTAINS 


THE MOST POPULAR CRESCENT TOOLS 
FOR MECHANICS AND FARMERS 








PLIERS WRENCHES SNIPS 





G26 — 6” Standard 
H26 6” Standard 
H28 — 8” Standard 


Al6 — 6” Crescent 
Al8 — 8” Crescent 
A110 —10” Crescent 


T47 — 7” Circular 
S410—10” Standard 
$412—12” Standard 


The tools displayed on this board are the most- 
asked-for ones by Farmers and Mechanics. These 








L26 — 6” Thin Nose 
LS26— 6” Side Cutting 
50 — 7” Lineman’s 
50 — 8” Lineman’s 
542 — 7” Diagonal 
654 — 6” Long Nose 


AC16— 6” Crestoloy 
AC18 8” Crestoloy 
AC110—10” Crestoloy 
AC112—12” Crestoloy 
BC168— 6” - 8” 
Double End 





CHISELS 








1000 —10’" Combination 
1000 —-12’’ Combination 


HACKSAW FRAME 





1936 —10” Fence Tool 


1046—8” - 10” - 12” 
Adjustable 





160—}4” Cold Chisel 
160—%4”’ Cold Chisel 
160—1” Cold Chisel 
175—%"’ Wood Chisel 
175—1” Wood Chisel 
175—1\" Wood Chisel 





282 -— 8” Carpenter’s 
Pincers 
282 —10” Carpenter's 





Pincers 














2 





EVERYBODY 
RECOGNIZES 
QUALITY 


SIZE 24x48 INCHES. WEIGHT 
PACKED FOR SHIPMENT 49 LBS. 


VALUE $55.65 












Crescent Sales Tools cost you nothing. They Show, 
Remind and SELL at no cost to you. Displays are 
supplied without any extra stock of tools since 
replacement tools are available through Crescent 
jobbers. Our display department will work with you 
on problems of color, size and location. Send us full 
information and a sketch or photograph to illustrate 
your problem. We will furnish design suggestions. 


CRESCENT TOOL COMPANY 
Jamestown, N. Y. 


a \ 
CRESCENT TOOLS 








. JD Sign of the Cfrlisan 
. Symlol of Oucllener 


Crescent” is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 
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A new line of 


[ STANLEY ] 


ANDYMAN 


portable 

electric tools 

DRILLS 

DRILL STANDS 
GRINDERS 
PLANES 
ROUTER KITS 



















No. 038 Router Kit $57.50. % 
h.p. router, sealed ball bearings, 5 
router bits, grinding wheel and 
wrench, 


No. 03 Electric Plane $57.50. Y% 
h.p., 18,000 r.p.m. motor. Sealed 
ball bearings. 






No. 56H 1, h.p. Bench 
Grinder $31.95. Full 
ball bearing, adjust- 
able tool rests, 6 x V2" 
wheels. 


*No. 018 144” Electric 
Drill $19.95. (Jacobs 
Hex Key Chuck). 

Also *No. 04 4" 
Drill with trigger switch 
and 3-jaw Jacobs 
Geared Chuck... 
$26.00. 


*No. 012 1," Electric 
Drill $42.50. Thrust 
ball bearing, safety 
switch, 3-jaw Jacobs 
Geared Chuck. 


No. 034 34” Electric 
Drill $87.00. Full ball 
bearing construction, 
safety switch, 3-jaw 
Jacobs Geared Chuck. 


*Bench stands available 
for converting these 
drills into portable drill 
presses. 





Write for folder E9, or call your jobber. 
Stanley Electric Tools, 567 Myrtle St., 
New Britain, Connecticut. 


L STANLEY J 


Reg. U.S. Pat. Off. 


HARDWARE @ TOOLS e ELECTRIC TOOLS 
STEEL STRAPPING e@ STEEL 
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that no commissions were payable. 

This principle underlying the 
settlement of accounts was laid 
down by the Supreme Court of the 
United States over half a century 
ago in an action involving a re- 
covery of the price of nut locks 
used in the construction of a rail- 
road. 


Adjustment Is Final 


There that court said, “Much 
the largest number of controversies 
between business men are ulti- 
mately settled by the parties them- 
selves; and when there is no un- 
fairness and all the facts are 
equally known to both sides, an 
adjustment by them is final and 
conclusive. Often times a party 
may be willing to yield something 
for the sake of a settlement; and 
if he does so with the full knowl- 
edge of the circumstances, he can- 
not affirm the settlement and after- 
wards maintain a suit for that 
which he voluntarily surrendered.” 

This same situation arose a year 
or so ago from the sale of steel 
forgings. When deliveries aggre- 
gated $2,584.50 the manufacturer 
refused further deliveries until the 
account was paid. The dealer then 
forwarded his check for $2,084.50, 
deducting $500 for defective forg- 
ings and with the check he sent a 
statement that the payment was in 
full settlement. The check was re- 
ceived and collected by the manu- 
facturer, on the assumption that 
the rejected forgings for which no 
payment had been made, would be 
returned, But after the check had 
been paid the dealer refused to re- 
turn the merchandise. 


No Settlement of Account 


The keeping and cashing of the 
check, said the court here, was no 
settlement of the account under 
such circumstances. 

Another and important rule is, 
when a customer gives a check in 
settlement of a bona fide disputed 
account, a retailer cannot both eat 
his cake and have it too. He must 
either accept the check upon the 
terms it is given or he must return 
the check and return it promptly. 
The use or even the retention of a 
check with the knowledge that it is 
offered in full payment is an ac- 
ceptance of the offer. 

In a famous case decided by a 


Rhode Island court the debtor sent 
his check for $8.48 in settlement 
of a disputed claim on which the 
creditor insisted $58.48 was due. 
On the back of the check he en- 
dorsed, “Good only if and when 
properly endorsed in full of all de- 
mands to date.” The creditor drew 
a pen through the endorsement, 
deposited the check, then sued for 
the balance of $50. 


The Court's Decision 


This account, according to the 
court, had been settled in full. 
“The erasure on the check was not 
made in the presence of the maker 
and could not have been known to 
him until the check had reached 
his bank and had been paid. The 
creditor gave the debtor no notice 
of his rejection of the offer but 
took the check. He cannot by his 
own act, unknown to the debtor, 
change his relation to the trans- 
action.” 

In a recent federal court case a 
check had been given by a certain 
hardware manufacturer. In the 
concluding paragraph of the letter 
that accompanied the check the 
manufacturer wrote, “This pay- 
ment closes in full all your com- 
missions and is considered by us 
as payment in full of all our in- 
debtedness to you.”’ On the voucher 
attached to the check was endorsed, 
“The attached check is in full 
settlement of account below,” fol- 
lowed by a detailed statement of 
the items covered. 

Five months after its receipt the 
check was returned to the customer 
by the creditor. The federal court 
said that if this check had been 
held by the creditor an unreason- 
able length of time it was an ac- 
ceptance of the check and of the 
conditions on which the check was 
sent. 


Not Payment of Whole 


There is a famous principle in 
our law that was first laid down in 
an English case three-and-a-half 
centuries ago. The payment of a 
lesser sum in satisfaction of a 
greater cannot be a payment for 
the whole because by no possibility 
can a lesser sum satisfy a greater 
sum, but if there is also the gift 
of a “horse, hawk or robe” it will 
pay the debt. 


The settlement cannot be made 
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by the payment of less than is 
admitted to be due unless the 
debtor gives something or does 
something in addition, as the giv- 
ing of the “horse, hawk or robe” 
of that ancient case. Then the 
account will be settled in full pro- 
viding, however, that whatever is 
given or done is given or done with 
that understanding or agreement. 
This rule of law that the ac- 
ceptance by a retailer of the check 
of a customer marked “‘in full pay- 
ment” relates solely to disputed 
accounts. It has no application to 
instances where the balance is not 
disputed and honestly owed. 


Could Still Sue 


Long ago the United States 
Supreme Court said that where a 
creditor had been induced to settle 
his claim for half the amount due 
and had received that amount the 
creditor could still sue for the bal- 
ance. But, “If there is a bona fide 
dispute as to the amount due, such 
a dispute may be the subject of a 
compromise and the payment of a 
certain sum as a compromise of 
the entire claim.” 

Where, however, there is an ad- 
mitted debt or circumstances show 
there was no good reason to doubt 
the amount due, then there can be 
no payment of the whole by pay- 
ment of part. On whether or not 
the account is disputed rests the 
validity of any settlement by a cus- 
tomer’s payment of a less sum than 
that charged. 


Can't Be Settled in Full 


If the account is one on which 
both the merchant and the cus- 
tomer are agreed on the amount 
due such an account can never be 
settled in full by anything less than 
100 cents for every dollar of the 
amount due. The payment by a 
customer of a less sum than called 
for by the retailer when the amount 
of the account is correct, settles 
only so much of the account as is 
paid. 

If on the other hand there is an 
honest dispute and the customer 
has offered to pay a less sum than 
the retailer has demanded and 
offers that sum in full settlement, 
if it is accepted by the retailer the 
account is settled and closed for 
all time. 
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Another money-maker! 





Heller ‘““Craftmaster’” 


SCRAPER 






No. 428 Heller ‘‘Craftmaster’ 
Scraper. Size: 5” long x 2” 
wide x 154” deep. Packed 6 
in carton, weighing 5'/, Ibs. 


Your customer’s best buy for fast, expert finishing! 


Here’s a scraper your customers will go for in a big way. Everybody 
can use one. There’s nothing like it for removing paint, varnish, wax, 
plaster, wallpaper, grease, dirt, rust. 


MULTI-SCRAPING ACTION: Scrapes on push and 
pull strokes. No waste motion. Self-cleaning, 
E R non-clogging. Will not gouge the work. 


DOUBLE-EDGE SHARP BLADES: Eleven sturdy 
hardened tool steel blades (64 Rockwell 
hardness) provide faster, smoother scraping 
in fraction of time formerly required. The 
lighter the pressure, the finer the finish. 


EASY TO RESHARPEN: Special blade holder at- 
tachment permits resharpening all blades 
simultaneously. 


FLEXIBLE, SHOCK-ABSORBING HOLDER: Made of 
molded rubber, the holder offers an easy, 
comfortable yet firm grip. 

For these users and hundreds more 
Automotive Painters * Blind Makers * Boat Owners * Body and 
Fender Finishers * Cabinet Makers * Carpenters * Cement 
Workers * Door Hangers * Farmers * Floor Finishers * Furni- 
ture Finishers * Home Owners * Interior Decorators * Leather 
Workers * Metal Workers * Painters * Picture Framers * 

Plasterers * Printers * Welders * Wood Workers 


WO ADJUSTMENTS 
WO CLOGGING 








Size of Display: 10” wide x 63/,” deep. 


CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’ 
Tinners’, Upholsterers’, Bricklayers’, Tilesetters’, Blacksmiths’ and Farriers’ 
Hammers. Also Bricklayers’ and Plasterers’ Trowels, Chisels, Punches, 
Masterenches, Files, Rasps and other quality tools. 


LLER 


BROTHERS COMPANY 


Newcomerstown, Ohio 





Newark 4, New Jersey 
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West Virginia Firm 
Completes Century 
Of Wholesaling 


Greer & Laing has been doing business in 

Wheeling since 1850. Ohio River steamboats 

carried most of shipping until 1900. Credit 

and transportation were greater problems a 
hundred years ago. 


A HUNDRED years 


azo when the Ohio River era in 
America was approaching its peak, 
and three years before the Balti- 
more and Qhio Railroad had 
reached Wheeling, W. Va., the 
wholesale hardware firm of Greer 
& Laing, of that city, had its modest 
beginning. 

Alexander Laing, one of the 
founders of the business, sailed for 
America from his native Scotland 
in 1846, Like many others in the 
British Isles, dissatisfied with the 
settled economic conditions, he 
came to America with the hope of 
finding work and a more promising 
future. 

After landing in New York, Mr. 
Laing travelled to Philadelphia 
where he was engaged as a clerk 
in a hardware business. During the 
few years that he spent in Phila- 
delphia he made many valuable 
contacts with manufacturers and 
importers of hardware. He also 
made the acquaintance of James L. 
Anderson. After some deliberations 
the two men decided to cross the 
mountains to the Ohio country. 

They arrived in Wheeling in late 
1849, and in 1850 established 
themselves as Anderson & Laing, 
hardware merchants, on Monroe 
St., which is now 12th St. 

The business prospered, but in a 


150 


few years Mr. Anderson desired to 
return to Philadelphia and his in- 
terest was purchased by Jacob 
Rickerd Greer, after the latter had 
dissolved his partnership with 
Samuei Ott. The company was then 
given its present name but there 
had been no interruption in busi- 
ness. 

Mr. Greer in 1839 started a 
hardware partnership 
with Samuel Culbertson, a hard- 
ware merchant of Wheeling. Al- 
though the partnership was short- 
lived, Mr. Greer had worked with 
Mr. Culbertson long enough to gain 
an extensive knowledge of the 
hardware trade. In 1840 J. R. 
Greer entered into partnership with 
Samuel Ott to form the firm of 
Ott & Greer and this partnership 
continued for nearly 15 years. 

It is no wonder that the business 
association of J. R. Greer and 
Alexander Laing prospered and 
lasted until the death of one of 
them more than 50 years after they 
became partners. Mr. Laing’s ex- 
perience and contacts with the 
eastern manufacturers and Mr. 
Greer’s intimate knowledge of and 
family connections with the freight- 
ing business made a fine combina- 


business 


tion. 

By 1862 the expanding business 
required larger quarters and was 
moved around the corner to a 


The Founders 





ALEXANDER LAING 





JACOB REICHERD GREER 


An Early Manager 





JACOB REICHERD GREER II 
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building on Main St., where it re- 
mained until 1923 vue new offices 
and’ warehouse were built at 1501 
Main St., the present address. 

Although the present members 
of the firm contend that the busi- 
ness has always been wholesale, 
this was naturally not true in the 
early years. In those days any 
large merchant had of necessity to 
procure his merchandise from east- 
ern manufacturers or importers 
and as the surrounding country 
became more densely populated the 
smaller merchants of the newer, 
outlying communities depended 
for goods on those merchant whole- 
salers who brought goods from the 
east to the trading centers of the 
new country. 

People in the hardware trade 
today who are so concerned over 
freight rates, turnover, and credit 
should consider the problems faced 
by this firm a hundred years ago. 
Then it was often necessary to 
travel to Philadelphia, New York 
or other eastern manufacturing or 
importing centers to purchase 
goods, and to arrange for the com- 
plicated transportation of those 
goods by rail, wagon and water 
back to the warehousing center. 


The Credit Problem 


The credit problem at that time 
was also a far cry from today’s op- 
erations, aided by modern banking 
and communications. The mer- 
chant who purchased from the dis- 
tant manufacturing centers had 
either to be known for his own 
credit or else he had to hold ac- 
ceptable letters of credit. This was 
no small matter since goods were 
frequently purchased or contracted 
for on an annual or semi-annual 
basis. Rapid turnover was of 
course known as a desirable busi- 
ness principle, but was in most 
cases a physical impossibility. 

From the standpoint of the im- 
porting merchant or wholesaler 
the credit problem in selling was 
probably even more vital than in 
purchasing. Frequently, his cus- 
tomers in the outlying districts 
were backed by limited cash and 
unlimited self-confidence, requir- 
ing the wholesaler to be in fact a 
country banker type, as far as 
knowledge and judgment of char- 
acter were concerned. 


In 1853, the Baltimore and Ohio 
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Sell Up to 
aa _ KitchenAid! 








eas up to KitchenAid not only for 

greater profits to you... BUT for better service to your customers. You can sell 
KitchenAid Food Preparers with confidence because they're the finest made.Once 
you've sold a KitchenAid, you've gained a repeat customer . . . one who knows 
you sell quality products. A KitchenAid user is a KitchenAid booster... for life. 

Why? Only KitchenAid has Planetary Mixing Action... with a self-scraping 
beater traveling around a locked bowl, beating as it rotates. Only KitchenAid 
is plus powered to handle any mix from a single egg white to pastry dough. 
Only KitchenAid permits accurate timing of mixing. , 

KitchenAid has the widest range of useful attachments 
with the built-in power to operate them without compli- 
cated “power boosters.” 

You'll find it pays ... in bigger profits and more sat- 
isfied customers . . . to Sell up to KitchenAid. 


Your customers like good coffee and you can help them. 

A KitchenAid Coffee Mill is a must for the home where good 
coffee is important. Head up your appliance display with 
KitchenAid. You’ll find it pays to demonstrate. 


KatchenAid 


THE FINEST MADE Al 





Built by Hobor (ED GED vores largest manufacturer of food machines, 
a 


KitchenAid Division * THE HOBART MANUFACTURING CO., TROY, OHIO 





Present Officers 





J. M. LAING 


President and 
Treasurer 





L. H. WEISHAR 


Vice President, 
General Manager 





Railroad reached Wheeling. This 
facilitated the procurement of 
goods from the east, but some still 
came to Pittsburgh and thence 
down the river to Wheeling. During 
the 1850’s the railroads of Ohio, 
Pennsylvania and Virginia show- 
ed rapid growth, but the Ohio 
river and its tributaries provided 
Greer & Laing’s principal means of 
shipping until nearly 1900. Even 
after 1900 goods were shipped to 
the river towns by steamboat, some 
as late as 1923. 

From 1856 until 1888 the busi- 
ness continued under the joint 
management of J. R. Greer and 
Alexander Laing, but in 1888 Mr. 
Greer retired from active partici- 
pation in the business and moved 
to Pasadena, Cal., where his son, 
J. R. Greer, II lived. Until 1894, 
when the firm was incorporated, 
Mr. Laing remained in active 
charge. From the time of incorpo- 
ration in 1894 until his death in 
1907, although he was a daily fig- 
ure at the office, Mr. Laing as 
president and assistant treasurer 
refused more than the minimum 
salary of $1 per year. 

In 1902, dissatisfied with the 
management, Mr. Laing persuaded 
J. R. Greer II to sell his retail 
hardware business in Pasadena 
and return to Wheeling to take 
over the management. He was as- 
sisted by his eldest son, William 
List Greer and Frank A. Ebeling, 
until his death in 1919. Mr. Ebeling 
took over and continued in the 
management until 1935. 

In 1935, John Mackintosh 
Laing. a great nephew of Alex- 
ander Laing, became treasurer 
and later president of the com- 
pany. In 1937, Lewis H. Weishar 
was named vice president and 
general manager and continues as 
such today. Mr. Weishar, who is 
well known to manufacturers and 
wholesalers throughout the coun- 
try, has been with the company 
since 1919. 

Prior to the death of his older 
brother, W. L. Greer, in 1923, 


secretary in 1940 and a director 
in 1946. 

George J. Holler is the oldest em- 
ployee, having started with the 
company in 1903. He has been a 
salesman in eastern Ohio since 
1910. He has served as a director 
of the company from 1940 to 1946 
and as acting secretary during the 
same period. 

Mrs. Lillian S. Weimer and Mrs. 
Marguerite Busse are counted 
among the experienced and es- 
sential members of the company. 
Mrs. Weimer has been assistant 
treasurer since 1940 and Mrs. 
Busse has been general purchas- 
ing secretary for some time and 
also serves as secretary to Mr. 
Weishar. 

Kenneth J. Yochem joined the 
firm in 194] in a general sales ca- 
pacity and since that time he has 
taken over the purchasing and 
sales of toys. “Jake” Yochem is a 
well known figure at 200 Fifth 
Ave., New York, and to most toy 
merchants in the Tri-State area. 


This Shopping Area 
Solved Its Problems 


(Continued from page 124) 


ping. Advertising in downtown 
newspapers has been used to a 
limited extent. Occasional display 
ads run one column by 3 in. 

Newspaper advertising is con- 
centrated mostly in the University 
District Herald and the University 
of Washington Daily. The agency 
places a 10-in. box on the front 
page of the Herald once a month 
stressing either the general points 
or events of seasonal interest. The 
student daily newspaper is an ex- 
cellent advertising medium as it 
is read thoroughly. Since enrol- 
ment at the University exceeds 
16,000 students, they represent 
considerable present and future 
buying power. 

The community program also 
furnishes good material to mer- 
chants of the District to use in 
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Everett S. Greer became a director their own advertising copy. Mer- ” N 
and presided over meetings of the — chants now stress the three main pe ag 
board since 1937. He is superin- points of the community program get 24 pr 
tendent of the Hazel-Atlas Glass in addition to their own advertis- "A" to § 
Plant No. 2, at Zanesville, Ohio. ing message. h-" 
In 1938, Charles Chase Greer, Billboard advertising is the me- oe 
CHARLES C. GREER son of E. S. Greer and great- dium most recently to be used by 
Secretory, grandson of J. R. Greer, was em- the group. It is particularly DEA 
Director ployed by the company. He became adapted to the slogan type of ad- Chi 
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fingertip Displays 


_-——~ MAKE YOUR STORE HEADQUARTERS” ——__ 


for 
fower Tool 
Equipment! 


A complete transmission department—“right at 


your finger-tips"—that sells more PULLEYS . . 
MANDRELS . . BEARINGS .. COUPLINGS . . COLLARS. 


No hunting thru shelves or in drawers. Every item in full 
view attractively displayed on red, white and blue dis- 
play boards. Get your share of this profitable year- 
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No. 60 PULLEY DISPLAY 
A complete assortment of the 57 fastest selling 
"A" section pulleys from I!/2" to 10" in diam- 


eter . . . with standard bores of !/2"-54"-34". 
Requires a wall space only 16" wide by 36" 
high. ‘ 
BETAG, VAR  ooosccccesec $37.88 
DEALER'S COST .......... $23.36 


(Slightly higher in some areas) 


DEALER'S PROFIT ....$14.52 





No. 50 PULLEY DISPLAY 


This compact, colorful display in red, white 
and blue will increase your pulley sales. You 
get 24 pulleys in twelve popular sizes from 
Yo" to 5" in diameter . . . with standard 
","-5_" bore sizes. 
RETAIL VALUE .......... $14.56 
DEALER'S COST ......... $ 9,05 
(Slightly higher in some areas) 


DEALER'S PROFIT .. .$5.5! 


around business. 


CHICAGO 





No. 40 TRANSMISSION DISPLAY 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory and Home- 


workshop use bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling power 


accessories ... 4 flexible couplings . . . 24 
pillow blocks . . . 8 journal bearings . . . 35 
shaft collars . . . 4 adjustable hangers . . 


which requires a wall space only 13" wide 
by 25" high. 
a SL eee $36.68 


DEALER'S COST ......... $23.27 
(Slightly higher in some areas) 


DEALER'S PROFIT .. .$13.41 


Ask your jobber 
or 
write direct to— 





No. 80 MANDREL DISPLAY 
This attractive red, white and blue display 
features 7 of the fastest selling saw and grind- 
ing mandrels. Models for Farm, Home, and 
Factories. This display will require a wall 
space only 16" wide by 32" high. 
RETAIL VALUE ........... $35.30 
DEALER'S COST ......... $21.20 
(Slightly higher in some areas) 


DEALER'S PROFIT . . .$14.10 





—en co. 
Chiage UAE, CASTING SE 


No. 70 MANDREL DISPLAY 


You sell more mandrels when you feature 
this silent salesman. Six popular saw and 
grinding mandrels, for farm and homework- 
shops, attractively displayed on this colorful 
counter board. 
RETAGL VALUE ...cccces $27.05 
DEALER'S COST ........ $16,20 
(Slightly higher in some areas) 


DEALER'S PROFIT . .$10.85 


Chicage DIE CASTING MFG. CO. « 2510 w. Monroe st. © CHICAGO 12, ILL. 
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| vertising, and stresses mainly the _ 
r | fact that shopping in the District asi 
NATIONAL HARDWARE WEEK Special is like shopping in “—a Depart- ery 
| ment Store Eight Blocks Long.” gr 
| A recent theme of the District’s ass 
| billboard advertising is that it is sprit 
| “A Pleasant Place to Shop.” This put 
| points up the friendly and courte. one 
| ous treatment which shoppers may nee 
| expect in District stores. Of a aia 
| group of stores carrying the same aed 
brands of merchandise, it is ex- 
plained, customers will patronize 
| the one which is most pleasant and TI 
| agreeable to employee-customer moti 
| relations. This again strengthens This 
the “buying habit” of purchasing meré 
in that particular store or district. ing t 
| Last year the District purchased store 
| four outdoor billboard showings. appr 
| Each one was a 25 pct showing this, 
| with six illuminated and five un- prov 
| illuminated boards. The first stree 
| showing appeared in May, the next tion, 
ones in August, October and De- vices 
| cember. The latter, the Christmas work 


EAGLE R LE showing, ran from Nov. 25 to Dec. Chri 
me 3. also 














ente 
For Every PURSE & PURPOSE an : 

ss cial 
Four ways to profit in a single package! A top flight rule in | The yearly advertising budget  « 
each price bracket! A better rule for every income group! takes care of two of the three pren- it re 
(1) ‘Royal Eagle’, a Jewel of a Rule, for the craftsman who is cipal seasonal promotions. These aul 

fussy about his tools. (2) ‘All-American’, popular priced |, SP Sees OP and fall ope: moh 

quality rule. (3) ‘Columbia’ Rule, a utility rule with long life | ing. Each one covers approx- espe 

for precise measurement. (4) ‘Arrow Rule’, for accuracy of | mately a five-week period and we 
markings but without riveted strike-plate joints. features special “weeks to include “Ay 

stores in all trade classifications. 

White, easy-to-read Eagle Folding Rules with an appeal in | Stores co-ordinate their own pro- Hae 

price end quality to each and every member of every | motional efforts to tie in with the te 

family. | District advertising. re 
A colorful, eye-catching display that says ““BUY"’. Put one Although it does not directly gene 

ON YOUR COUNTER ... GET SET... and watch them GO! benefit hardware dealers, the tang 
Fashion Show which is a feature T 

UNIT #1 0s UNIT #2 UNIT #3 PRICE TO DGALER =—RETAIL PRICE EACH | of both openings, brings the de- lens 

hae pores ALL ALL Seams ye +e | sired results in foot traffic into men 
3 only COLUMBIA REGULAR INSIDE ONE-HALF 1.70 85 the entire district. Apparel shops vari 
6 only ARROW MARKING = MARKING ame 2.80 ate bose mepe and jewelers are the principal par- prov 
age é ticipants in this event, which takes on 

DEALER COST 11.5 place at the Hotel Edmond Meany, ene 
in the evening. Organizing and —— 

Your wholesaler will feature this National Hardware Week co-ordination is handled by the proj 
Special. Be sure to order from him in time. advertising agency. Fifteen models of tl 

were required in last fall’s Fashion a tien 
EAGLE .. RULE | Show and over 40 ensembles were of tk 

SSS FEST | presented at each of the evening's part 

(Chee ers say two showings. Pepelerity of ne and 
event requires the use of both the ne 

lobby and ballroom of the hotel, wan 

| with a runway provided between ond 
WANG LE RULE M FG . CORP | the two rooms. imp! 

N EW fe) °44 59 N Y | Another event of both the spring area 

4 — opening and fall opening, is Open eesti 

| House night, which always takes erly 
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place on a Thursday evening. To 
assure good attendance some spe- 
cial inducement is offered. 

Cooking schools have been spon- 
sored by the District during the 
spring and fall opening periods, 
and are conducted in the usual 
manner. The last school ran for 
two days at the Hotel Meany, and 
succeeded in attracting a large 
number of housewives. 


Christmas Events 


The most extensive seasonal pro- 
motion is the Christmas promotion. 
This is financed independently, 
merchants being assessed accord- 
ing to the front footage which their 
stores occupy. Merchants pay out 
approximately $6,000 a season for 
this, a sum which enables them to 
provide exceptionally attractive 
street decorations, special promo- 
tion, and special Christmas ser- 
vices. A radio broadcast and fire- 
works touched off last year’s 
Christmas season. The District 
also provides a Santa Claus for 
entertainment of the children. 

Finally, the University Commer- 
cial Club takes an active interest 
in the problem of traffic control as 
it relates to the District. There is 
such a thing as too much auto- 
mobile traffic, it is pointed out, 
especially if that traffic consists of 
home-going drivers who use the 
“Avenue” as a through arterial 
route. Such traffic is “non-produc- 
tive’ and discourages shoppers 
from entering the District at such 
times. It also runs counter to the 
general public interest in the traffic 
tangles it creates. 

The Commercial Club therefore 
has participated actively in move- 
ments designed to bring about 
various street and highway im- 
provements in the District. Most 
recent example of the beneficial 
results of such activity, is the 
Campus Parkway, an $850,000 
project to be completed in April 
of this year. The Club published 
2 brochure explaining the purposes 
of the Parkway, and took an active 
part in contacting State legislators 
and City councilmen who passed 
the necessary legislation. The Park- 
way will route traffic one block 
east of University Way. It will 
improve property values in_ its 
areas, and will relieve traffic con- 
gestions and hazards which form- 
erly existed. 





HARDWARE AGE, MARCH 23, 1950 


200 Chapin S#. 





Brings You PREMIUM SPRAYERS 


at STANDARD PRICES 
with Sturdy Tanks Built of... 

















A mark of quality that sets Chapin Sprayers apart .. . lasting value 
that costs no more. Your sales talk will be more effective and 
create greater customer desire—for with ARMCO Zincgrip you 
can point to greater corrosion resistance for added years of 
usefulness, greater strength to stand hard usage, complete zinc 
protection for long, rust-free life and a bright, uniform appear- 
ance for added eye appeal. There is a quality-built CHAPIN 
Sprayer for every need . . . from hand operated to fully automatic 
CO. Gas Operated Models. FREE: — handsome new 1950 
catalog illustrating complete line and accessories. WRITE 
TO: 


R. E. CHAPIN MANUFACTURING WORKS, Inc. 
SINCE 1887 


Batavia, N. Y. 














View of a section of the Marshall-Wells Merchandise Mart. The Mart, which was opened 
during the three-day meeting, covered more than 50,000 sq. ft. of display space. 


Aggressive Sales Program Highlights 
Marshall-Wells Meeting 


PROGRAM emphasizing 

more aggressive merchan- 
dizing highlighted the 1950 Con- 
gress held recently by Marshall- 
Wells Co., Duluth, Minn., and at- 
tended by more than 700 dealers 
and sales representatives from 
seven states. In addition to a 
series of clinics designed to sup- 
ply dealers attending the meeting 
with new selling ideas, the Con- 
gress also featured a new model 
store, a 50,000-sq. ft. merchandise 
mart, and a banquet and floor 
show. J. R. McKee, assistant sales 
manager, stores division, served as 
chairman of the meetings. 

The Congress was opened by 
John H. Moore, Marshall-Wells’ 
president, who stressed that the 
retailer who makes a profit in the 
future, must practice better man- 
agement and more effective sales- 
manship. George S. McQuade, 
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Duluth branch manager, summed 
up the picture by saying, “This 
coming year will separate the men 
from the boys in this business. 


So 


Marshall-Wells 1950 Planning 
Board Members 


Harold Pittz, Dodgeville, Wis. 
Rube Lendved, Clintonville, Wis. 
Herb Hertz, New Leipzig, N. D. 
Paul Gardiner, Pine River, Minn. 
Art Johnson, Yankton, S. D. 

Carl Johnson, Sidney, Mont. 
Julian Lageson, Fairmont, Minn. 
Bob Wombacher, Proctor, Minn. 
Bob Hauck, Sauk Centre, Minn. 
Arnold Brandt, Hot Springs, S. D. 


Messrs. Wombacher, Hauck and 
Brandt are new members of the 
board. All board members are 
owners of Marshall-Wells stores. 


Hardware dealers, in addition to 
competing with other hardware 
dealers, must also compete with 
anyone else with something to sell. 

One of the highspots of the ses- 
sions was the presentation of the 
1950 line of major appliances. 
Staged by Les Stege and Warren 
Hartwell, dealer interest was stimu- 
lated by the use of live models, a 
singing salesmen quartet, and or- 
gan music to focus attention on 
the selling points of the line. 

The model store, with a stock 
of approximately $17,000, illus- 
trated display fixtures, new color 
schemes and new merchandise. 

A feature speaker on the pro- 
gram was H. W. Adkins, executive 
vice-president, Yahr-Lange, Inc., 
Milwaukee, whose topic was the 
link between salesmanship and 
prosperity. 

“Selling is the secret of pros- 
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perity in the United States,” he 
said. “It has given us the highest 
standard of living in the world.” 

Mr. Adkins warned the dealers 
of the necessity of setting up bud- 
gets and inventory control and of 
determining their breakeven 
points. 

“You cannot do today’s work 
with yesterday’s methods,” he 
stressed. 

The three days’ 
climaxed by a banquet, floor show 
and dance at the Hotel Duluth, at- 
tended by more than 650. 


sessions were 


Lawn Mowers Sharpen 
Their Profits 


(Continued from page 111) 


motors may entail a repair bill up 
to $150. But on a mower originally 
costing $600 to $700 such a repair 
job gives the owner a machine 
which can continue to give satis- 
factory service for a long time. 

“Our shop repairs and services 
about 1000 power mowers and 400 
hand mowers annually,” explains 
Mr. Franken. “We are able to han- 
dle so much work because those 
mowers begin coming in during 
October and November. Much of 
our work in spring and summer in- 
volves making mower repairs and 
service calls right at the homes of 
customers. ” 

The service crew has its own 
trucks and calls for and delivers 
any mowers which customers want 
repaired. The lone exception is the 
large type of golf course lawn 
mower. Golf courses usually have 
their own trucks and bring the 
wide mowers in for service and 
call for them when repaired. 

The firm’s service shop is well 
equipped for its extensive repair 
and sharpening service. A large 
reel grinder and a bottom blade 
grinder are part of the machinery 
available. 

“People who buy power lawn 
mowers from $100 to $700 gen- 
erally are aware of the fact that 
they need good service at least 
once a year,” says Mr. Wells. “At 
the time we sell the mowers we em- 
phasize to customers the need of a 
yearly inspection and that our firm 
can do this work. This brings in 
many customers.” 

Mr. Wells also explains that only 
a small percentage of customers 
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Plenty of profits start popping into your cash register when 
you rent American Floor Sanders to your customers! 

You profit with rental fees—and this amounts to several 
hundred dollars annually per machine for progressive stores! 
In addition—you get plus sales of abrasives, paint, varnish, 
brushes, thinners, seals and other items that are ‘‘natarals”’ 
when folks resurface their own floors. 

Start your rental business right—right now—with 
American Machines! American dependability assures 
more profit-hours—you don’t have to worry about 
service repairs and downtime eating into your 
profits. American Sanders are built 
for day-in and day-out use—they’ll 
keep producing profits and 


satisfied customers for 


you! Send for profit- 
FLOOR MACHINES .. . PORTABLE TOOLS — 


plan details. American 
Floor Surfacing Ma- 
chine Co., Toledo 3, 
Ohio 2 i _SRUUR MANTINED . . - PURIABLE IUULS 





The American Floor Surfacing Machine Co. 
522 So. St. Clair Street, Toledo 3, Ohio 


Please send latest catalog on the following, without obligation. 


OD Floor Sanders (with free 12-page profit-plan booklet) 
OD Edgers ©) Maintenance Machines 


SEND 
COUPON 





TODAY — 


Street 
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THE ICE TOOLS 
CUSTOMERS WANT! 


- 


HERE ARE 


Customers want 
quality “at a price,” 
and that’s exactly what 
they get when you sell 
them Gifford-Wood ice 
tools. | 


The material used in 
manufacture and the 
designs we have pio- 
neered for over 135 





| 

















years, have won en- 
thusiastic accept- 
ance in the tough- 
est test of all... 
actual use. 


Call on G-W 


first, for the best 
and only com- 













plete line of ice 
tools. Immedi- 
ate delivery. 














Mauls * Ice Aprons 
Creepers * Chippers 
Scoops °* Scales 
Also Breaking, Siz- 
ing, Cubing, Scor- 
ing and Tiering 

Machines 











SHAVERS 


Forks * Bars * Axes 


Breakers * Diesels 
Picks & Sheaths 


@® 6337 
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G7FForD-Wooo Co. 


NEW YORK 17 
420 LEXINGTON 
VENUE 


565 W. WASHINGTON STREET 


TONGS 


SINCE 1614 
Hudson, N. Y. 
RAILWAY EXCHANGE 

BUILDING 
ST. LOUIS, MISSOURI 
CHICAGO 6 












HOOKS 


Tamping Poles * Saws 
Snowscrapers 







| need twice-a-summer sharpening || T'S LAWN-FEEDING TI ME! 


service for their power mowers. 
However, other repairs and adjust- 
ments often need to be made, de- 
pending on the frequency of use 
of the mowers. 

Related sales that go along with 
this power mower sales and ser- 
vice amount to a considerable fig- 
ure, especially lawn seed and fer- 


tilizer. Because the owners of some 


large estates have a number of 


| acres to be seeded annually, some 
| of these individual orders are quite 


large. 


Seeds, fertilizers and garden 
supplies, including tools, are dis- 


played prominently in the store | 


seasonally as a reminder to the 
trade of the many needs that the 
store can fill for the home and 
estate owner. 

The Wells & Copithorne Co. 
store is part of a beautiful Lake 
Forest business district, established 
about 30 years ago. A group of 
civic-minded men purchased a 


| large downtown business area and 


converted it into a model shopping 
area. It contains 35 fine stores, of 


| which the Wells & Copithorne 
establishment is one. All the stores | 
have heat furnished by a central | 


heating plant, and all rent their 
stores from the group which built 
the business district. The Wells & 


| Copithorne Co. owned by D. L. 
| Wells and W. T. Copithorne, has 


been in business for more than 


| twenty years and has one of the 


best business locations on 


| “model business block.” 


Lyon Rents the Land 
On Which He Built 


(Continued from page 118) 
of a greenish-blue pastel shade. 
which harmonizes beautifully with 
the wood finishes of the store fix- 
tures. 

The light tan asphalt tile floor | 
is attractive and is economical to | 
maintain and clean. | 

The store, which was opened last 
September, was completely 
equipped with fixtures made by the | 
Sitka Spruce & Lumber Mfg. Co., | 
Kansas City, Mo. Mr. Lyon was 





| advised in the lay-out and mer- 


chandising of his store by B. C. 


| Maddox, of the fixture company. 


The store has 120 ft. of wallcases. 





this | 





Display 


Vicoro’ 


22 easier, faster sales! 





VIGORO 


The plant food 
preferred 
by more people 
than all other 
\ brands combined! 


@ No other plant food is so easy to sell 
as Vigoro—the world’s best-known plant 
food. It leads all others. And recent sur- 
veys show that more people prefer Vigoro 
than all other nationally distributed plant 
foods combined. During 1950 the most 
powerful Vigoro advertising campaign 
ever run will capitalize on this to help 
you make bigger Vigoro profits. 


Make the most of this opportunity by 
displaying Vigoro in your windows and 
garden department. Mail out the color- 
ful Vigoro folder. Put up the Vigoro 
display material available without charge. 
Above all, explain to your customers that 
Vigoro is the ideal plant food for every 
growing thing. That’s the sure way to 
reap extra sales and profits. 

*VIGORO is the trade-mark 


for Swift & Company's com- 
plete, balanced plant food. 


Plant Food Division 
U. S. Yards Chicago 9, l!I. 








End-o-Weed—A fast-sell- 
ing weed -contro!. De- 
stroys over 100 kinds of 
weeds. 
End-o-Pest—Remarkable, 
ready-to-use garden pest 
control. Has rapid turn- 
over and good profit. 
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eight islands and two display plat- 
forms. 

Although he has only been in 
the hardware business since 1945, 
when he was discharged from the 
Army, Mr. Lyon acquired valuable 
experience through his connection 
with the T. M. Deal Lumber Co. 
He handled all the advertising for 
the 16 hardware stores and lum- 
beryards of this firm, most of 
which are located in Kansas. 

Because of the nature of its 
trade, a great share of the store’s 
display space is devoted to gift- 
wares and housewares. Most of 
the homes in the trading area are 
new ones. For the same reason 
the toy line is another active one, 
and one island display unit is de- 
voted to toys throughout the year. 


Radio Gets Results 
Mr. Lyon has found that radio 


is his best medium for advertising, 
as the rates of the Wichita news- 
papers are too high to make it 
economical for him to concentrate 
his money in that medium. 

He contracts for 96 radio spot 
announcements, at the rate of $4.00 
for each 30-second announcement. 
This rate drops in proportion to 
the number he uses in excess of 
the 96 for which he has contracted. 


Mr. Lyon uses these announce- 
ments principally to increase store 
traffic whenever he has some “hot” 
specials to promote. Two specials 
on which he had excellent response 
were tulip bulbs and a two-for-one 
offer on wallpaper. 


Mr. Lyon explains that last 
Christmas he used a 36-in. news- 
paper ad on toys but the result 
was disappointing. Then he tried 
three spot announcements and the 
response was gratifying. He noted 
that he was cashing checks for 
people from distant points who had 
heard the announcements. 

Because of his previous adver- 
tising experience with the Deal 
stores, Mr. Lyon realizes the ef- 
fectiveness of newspaper advertis- 
ing, but because of his location and 
the high cost of newspaper space 
in relation to returns, he only uses 
the newspapers in a limited way. 
He believes, however, that dealers 
living in small communities who 
don’t take advantage of the much 
lower rates are making a big mis- 
take. 
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BOLT and NUT 
PRODUCTS 


Statistical Quality Control 
Insures a Consistently High Quality Level 


Laboratory and technological control of steel making has long since 
been developed to the nth degree in Sheffield Steel Mills. It has been 
an important factor in earning and holding the confidence of those who 
have sold and used Sheffield Bolt and Nut products since 1888. 





At Sheffield, quality control goes beyond the making of special analysis 
steel. Inspection data is recorded at every step of its manufacture into 
bolt and nut products. 

Analysis of this inspection data is made by statistical methods similar 
to those developed in the airplane industry. It quickly points out any 
variation from the high quality level prescribed for Sheffield Bolt 
and Nut products. 


Sheffield’s Statistical Quality Control is the customer’s best guarantee 
of high quality level. 


Sheffield Bolts and Nuts are now 
packed in a new carton — handsome, 
strong, handy for dispensing or ship- 
ping. The cartons are illustrated and 
plainly labeled for type, quantity, 
diameter and length. The cartons are 
sealed—no guesswork or time wasted 
in handling, no separate lids to be 
misplaced. 


SHEFFIELD STEEL 


ened S20) F- Bare), | 
leith} ge), | KANSAS CITY TULSA 
DISTRICT SALES OFFICES: Chicago, IIL; St. 


Louis, Mo.; Des Moines, la.; Omaha, Nebr.; W ich- 
ita, Kans., Denver, Colo.; Oklahoma City, Okla.; 






















Sheffield’s New, Handy Display 
and Dispensing Package 








Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
El Paso, Tex.; New Orleans, La.; Shreveport, La. 
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EWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


U.S. experts see business holding at present 

levels . .. Consumer credit rises $2.5 billion in 

year .. . Definition of ''salesman"’ needed for 

new social security program ... Stiffer penalties 

for FTC violations . . . Another small business 
aid bill proposed. 


HILE they may not admit 
it publicly, most govern- 
ment experts privately do 
not look for much change in the 
general economic picture for 1950. 

They expect business levels to 
remain fairly stable, personal in- 
come to remain high, a little in- 
crease in instalment credit, and 
about the same amount of per- 
sonal savings. 

Despite drastic adjustments and 
shakedowns in the individual seg- 
ments of the national economy, 
actually there has been _ little 
change for the past two years. Last 
year's personal income amounted 
to $210 billion as against $212 
billion in 1948. It might have been 
an even better year had it not 
been for the prolonged trouble in 
the coal fields. Salary and wage 
payments were up generally, as 
were dividends. 

The current year is already off 
to a good start. Retailers, in add- 
ing up their books at the end of 
January, found that customers had 
spent more than $10 billion. Even 
after making seasonal adjustments. 
allowing for sales and_ trading. 
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business was still 3 pet better than 
for January, 1949. 

Consumer credit is still grow- 
ing, a fact that sometimes worries 
the Federal Reserve Board. Last 
year, merchants added about $2.5 
billion in charge accounts to their 
books, bringing the outstanding 
amount to nearly $18.5 billion at 
the end of the year. Nearly all the 
increase was in instalment credit 
and purchase of automobiles ac- 
counted for nearly half the new 
instalment totals. 

Despite the increased use of 
credit, it must be noted, the public 
is still managing to save upwards 
of $15 billions annually in bonds, 
savings accounts, and other ways. 


Excise Tax Cut Demands 
Snowball in Congress 


Demands for reduction of war- 
time federal excise taxes continue 
to snowball in Congress.  Al- 
though tax leaders in the House of 
Representatives are optimistically 
talking about cuts in all but 
“luxury” excises that will total 


about $1 billion, a number of 
senators are planning to slash 
nearly $1.5 billion from the na- 
tion’s annual tax bill. 

Capitol Hill leaders realize that 
there is popular demand for a 
large cut, but they hesitate to risk 
a veto at the White House. 

President Truman has already 
said he would veto any tax reduc- 
tion bill that did not also raise a 
compensating amount of new rev- 
enue. But Congress feels confident 
of overriding a veto if the tax re- 
duction bill is held to around $1 
billion. An increase in corpora- 
tion taxes remains a dead duck for 
this year. 


See Dangers in New Social 
Security Proposals 

Considerable pressure is being 
brought to bear on the Senate to 
prevent independent salesmen from 
being classed as employees for 
purposes of social security records. 

Typical of the protests being 
received by the Senate Finance 
Committee is that of the Aluminum 
Cooking Utensil Co... who makes 
the Wear-Ever line. This firm 
stated that House-approved legi-- 
lation (H.R. 6000) defining door- 
to-door salesmen as_ employees 
would be “ruinous” because of the 
deductions, records, and federal 
restrictions that would be neces 
sary if President Truman’s pro- 
posal becomes law. 

If such self-employel individuals 
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become “employees” for social 
security purposes, the company 
stated, it will lead to personal 
hardships for distributors, higher 
costs and lower sales volume. It is 
also held that it would be neces- 
sary to cancel the contracts of 
part-time sales people who do not 
work a definite schedule of hours. 

There is little quarrel with the 
Administration’s proposal to pro- 
vide Social Security coverage for 
salesmen and other independent 
contractors, but opponents of the 
present measure say that they 
should be covered “strictly as self- 
employed individuals.” 


| 


FTC Violations Subject to 
New and Severe Penalties 

Drastic increases in penalties for 
violation of Federal Trade Com- 
mission orders have been enacted 
into law with, Presidential ap- 
proval of the bill repealing Federal 
taxes On margarine. 

The new law. with a_ sneak 
amendment written by FTC Gen- 
eral Counsel W. T. Kelley, author- 
izes a fine of up to $5,000 for 
every day on which an FTC cease 
and desist order is not obeyed. 
Previously. FTC could ask the 
courts for a fine of $5,000 for 
each violation, but not on a con- 
tinuing basis. 

The amendment was supposedly 
designed only to prevent misrep- 
resentation in the sale of mar- 
garine, but it goes much further. 
It amends the basic FTC Act. 
therefore. the new penalties apply 
to any violation regardless of the 
industry or product involved. 

Mr. Kelley says that the princi- 
pal value of the amendment would 
be “in the field of price fixing and 
continuing conspiracies in re- 
straint of trade.” 


oe 2 


Frear Bill Passage Likely 
Unless Opposition Develops 


Much of the legislation intro- 
duced into Congress eventually be- 
comes law only because no one 
bothered to appose it. This might 
well be the case in regard to 
5.2408, proposed by Sen. Frear. 
D., Del., which would extend the 
many requirements of the Securi- 
ties and Exchange Commission Act 


~ Theresa perfect Boss Glove 


or every Job 


You're riding high when you 
stock the Boss line of gloves 
... because it’s the line that 
helps you meet the work 
requirements of all kinds of 
customers. Boss oflers a 

_ pattern, wrist, or cuff style for 
every need... . You get prompt 
shipment, too, because Boss 
jobbers are supplied by 

seven completely stocked 







Boss warehouses across 
the country. 


Heavy-di ty gloves 
with double thick 
ness, quilted nap-out 
palm, thumb and in 
dex finger —clute pat- 
tern. Nos. 5510 and 
666 feature a 10-02 


turtleneck band be 


tween palm indgaunt 
let —elastic strap 


water-resistant cuff 





Top 
No. 665 
MUNKEFACE 
Knit Wrist 


Center 
No. 666 
FLXO 
Gauntlet Cuff 








Bottom 
* No. 5510 


MUNK 
Safety Cuff 





THE BEST KNOWN NAME IN 


WORK GLOVES 


60TH YEAR—THE BOSS MANUFACTURING COMPANY 
KEWANEE, ILLINOIS 
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IT'S JUST AS EASY 
TO SELL THE BEST! 


YANODSS 


Fool of 100! Uses 






The lead tool of them all. 
Handee is the original 
and today’s finest to 
do the many jobs 
that need doing 
speedily and care- 
fully by mechan- 
ics, repairmen 
and homecrafters. 


Handee works on all ma- 
terials. Grinds, drills, 
polishes, cuts, engraves, routs, carves, 
sands, saws, etc. Handee has a 7-bar 


armature instead of only 3. AC or DC. 


ADVERTISED FOR 18 YEARS 


Handee is well known and well liked. It 
has a reputation for dependability. 
When you sell a Handee, you make a 
friend, who will tell a friend — and 
that’s how your power tool and accessory 


business grows! 
$1995 
$2495 


Handee with 7 accessories 


Handee with 5! accessories in 
steel case with piano-hinge lid 





A CASE OF REAL PROFIT 


There’s a big demand for Handee acces- 
sories. Over 500 of them to fit most 
power tools. Displayed in this dust- 
proof, theft-proof case (23” high, 16” 
wide, 12” deep) they sell themselves. 
It’s free on a special offer. 


Write for discounts, dealer aids 
and details about Display Case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St. Dept. HA Chicage 7, Ill. 
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to firms having $3 million in as- 
sets or at least 300 stockholders. 
Large wholesale firms would be 
among those affected. 

SEC says that the extension of 
its regulations and filing require- 
ments to such firms is logical and 
that it must be done to protect in- 
vestors. It is claimed that there is 
considerable fraud which cannot 
now be reached, due to the fact 
that thousands of firms are beyond 
the powers of the agency. Basi- 
cally, the proposal brings to mind 
the old story about the camel get- 
ting its head under the tent. 

Chances are that the bill might 
slide through Congress without too 
much fanfare, largely because 
there has been little industry op- 
position. If such opposition should 
crop up, it is felt that the measure 
might die aborning. 

With the White House trying to 
curry favor with business, par- 
ticularly small business, in this 
election year, it should not require 
too much pressure to force the 
Administration to back away from 
a measure which would place an 
additional burden on small busi- 
ness. 


oS Oo 


New Small Business Bill 


Another election-year bid for the 
votes of small businessmen is 
being readied in the Senate. Sena- 
tor Maybank, D., S. C., proposes to 
set up a new government office to 
be headed by a “small business 
coordinator.” The SBC, if Con- 
gress approves the bill, would act 
as a contact man for businessmen 
in search of government contracts, 
and vice versa. 

Sen. Maybank says his plan will 
eliminate the need for Washington 
“five-percenters” who act as bird- 
dogs for businessmen on a com- 
mission basis. He also thinks 
the “small business coordinator” 
should get $15,000 a year, his 
assistant $14,000, and five other 
assistants $12,000 each. 


oH & 


Color Television Problems 


Razor-keen competition among 
television retailers has forced some 
dealers to knock as much as 30 to 
35 pet off the manufacturer’s price- 


tag. 


But anybody who thinks tele- 


vision is a rough-and-tumble in- 
dustry at the retail level now 


should be even more wary of the 


approaching competition between 
black-and-white receivers and col- 
or receivers. 

While color television probably 
won't be okayed by the Federal 
Communications Commission un- 
til mid-summer at the earliest, a 
number of home-made adapters 
for the black-and-white sets are 
being perfected every week. Pub- 
lic clamor for color reception will 
be a decidedly significant factor 
in hastening the sluggish FCC to 
make up its mind with regard to 
color. 

Last week, for example, the FCC 
examined—at the insistence of the 
inventor—a color converter made 
by the Celomat Corp. that is de- 
signed to retail for $9.95. Others 
are making their, appearances in 
rapid succession. 


O QO O 


Eye Appeal Vital in Sales 


Many an otherwise excellent 
item of merchandise may be 
doomed to a long stay on the shelf 
if it is improperly packaged, in 
the opinion of the Commerce De- 
partment’s field experts. They 
arrive at this conclusion after a 
nation-wide sampling of retailer 
opinions. 

This and other findings are dis- 
cussed in considerable detail in 
the spring edition of the Com- 
merce Department’s quarterly 
“Container and Packaging Indus- 
try Report.” 


oe GB 


Seek Tax Cut for Arms 


Riflemen and huntsmen may 
soon find their restocking less ex- 
pensive. Rep. Donohue, D., Mass., 
has introduced a bill which was 
referred to the Committee on Ways 
and Means to repeal the Federal 
excise taxes on pistols and re- 
volvers, and on firearms, shells, 
and cartridges. Mr. Donohue’s 
bill, together with a number of 
others asking for the repeal or 
reduction of excises on a variety 
of products, are now under con- 
sideration by the Ways and Means 
Committee. 
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This animated display stand attract- 
ed every person who saw it and 
was a big aid to racket sales. 


Revolving Stand Shows 
32 Tennis Rackets 
| erring racket display stand 


which revolves and which 
holds 32 rackets has been con- 
structed by Walter D. Shepard, 
display and advertising manager 
of the V. Tausche Hardware Co., 
La Crosse, Wis. 


The stand is 3 ft. high and is 
20 in. square. It can be placed on 
the end of any counter where it 
gets good eye-level interest from 
store traffic. Metal spokes attached 
to the stand permit keeping the 
displayed rackets in neat order. 
They can easily be taken from the 
display and replaced by sales 
clerks or prospects. 





What Wage-Hour 
Records You Must Keep 
(Continued from page 108) 


upon conviction thereof, subject to 
a fine of $10,000 or to imprison- 
ment of six months, or both. 

Even though section 13(a) pro- 
vides for exemptions of sections 6 
and 7 for executive, administrative, 
professional or local retail or out- 
side salesmen, employers must 
keep and maintain complete rec- 
ords on all employees affected by 
this monumental labor law. 


Further, employers can protect 











A complete line of all standard shapes, 
sizes and cuts of files and rasps ... each 
one guaranteed to be of the top-notch fast- 
filing, long-wearing quality that will win 
| customer satisfaction and repeat orders for 
you. Write for our AMSWISS Catalog. 
| describing and listing these profit-making 

tools. 


AMERICAN SWISS FILE & TOOL CO. 


| Also manufacturers of Swiss-Pattern files, milled curved tooth files, 





rotary files, and mechanics’ hand tools. 








Ye 7. 
[2% J! 


/ 


AMMONIATED TOOTH PASTE 


DIDNT HELP 11.:. 


















BUT CAPEWELL INTRODUCED “STATISTICAL QUALITY 
CONTROL” WHICH GIVES A 10% SAWING BONUS 


Capewell’s exclusive “Statistical Quality 
Control” during manufacture assures a 
bonus of 10% additional cutting because 
it raises standards and eliminates sub- 


standard blades. 


tusther Capewell Exclusive 
“BLADE SELECTOR“ 


Stamped on every Capewell hack saw 
blade, it enables user to choose blade 
with proper number of teeth for a par- 
ticular job. 





Capewell hammers (nail, rip- 


ing ball peer) hack a 
eins Dafiles, spiral saws, hac 
band saws and band 
key hole sows 





saw frames, 
sow machines, 
and coping sows 






THE KEY TO ECONOMY 





| 
| 





THE CAPEWELL MFG. C0. vert. 53, nartrorD 2, conn. 
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IN 22,612,761 A05 


IN 1950 WE DIRECT 
DAIRY FARMERS TO YOU! 
You huow this: 


EASIER TO USE 
EITHER SIDE CAN BE UP! 





Advertised in Successrut FarMING; 
Hoarp’s DAIRYMAN; PRAIRIE FARMER; THE 
FARMER; WISCONSIN AGRICULTURIST; NEW 
ENGLAND HOMESTEAD; DAIRYMEN’S LEAGUE 
News; New ENGLAND DAIRYMAN; BETTER 
FARMING METHODS; CALIFORNIA DAIRYMAN; 
WESTERN DAIRY JOURNAL; MODERN DAIRY- 
MAN; NATIONAL COUNTY AGENT & Vo-AG 

TEACHER .. . and others. 


‘seu. 300 ata 
TIME * BETTER 
PROFIT FOR YOU 








Also Sell 
Pe 
SANIT-AIDS 


, Sanitary Cleaners 
te NVRITE FOR SAMPLES 


SCHWARTZ mec. co., two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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themselves from unintentionally 
employing a minor under the legal 
age by having on file a certificate 
of age issued in accordance with 
regulations. Hence, record keep- 
ing is mandatory in the employ- 
ment of minors. 


Confidential Treatment 


Complaints, records. and other 
information obtained by the wage 
and hour division from employees 
and employers are treated con- 
fidentially. Record keeping prac- 
tices represent a live tool and vital 
part of efficiency. The correction 
of one error may save employers 
money. Intelligent handling of 
employer-employee records under 
the FLSA is profitable. Such rec- 


ords disclose operational status: 


help to expedite official inspection : 
reveal labor costs, etc. 

Through accurate and adequate 
records, management can quickly 
see what it wants to know on 
problems of wages and hours. In 
addition, complete records provide 
employers with data in proving 
compliance as well as an important 
adjunct to sound business prac- 


tices. 


A Fact Finder 
A FLSA record keeping audit 


now is a fact finder and requires 
evaluation and analysis by em- 
ployers. A company’s first contact 
with wage-hour 
through an examination of the 
Does store have 


inspectors is 


records. 
them all? 


your 


Outside Display Sells Lawn Mowers 


IDEWALK display of lawn 
mowers, power and hand mod- 
els. helps to sell these items at the 
Goodell & Armstrong store, Cory- 
don, Iowa, according to R. D. 
Armstrong. 
This number of 
hand and power lawn mowers out 


firm puts a 
on the sidewalk near the curb each 
‘day when the weather is suitable, 
and Mr. Armstrong says that it 
really promotes sales. People who 
see the mowers are often prompted 
into the and_ ask 


to come store 


questions as to their performanc: 
and price. Or they may be stimu- 
lated to ask what would be the cost 
of repairing an old mower. 

“This sidewalk display centers 
people’s attention on the mower 
problem, which just about every 
homeowner faces,” says Mr. Arm- 
strong. “We have a service shop 
which can handle mower repairs 
and sharpening. This is important 
when it comes to getting the inter- 
est of 
tomers.” 


local mower-minded_ cus- 


Racy | 





R. D. Armstrong stands behind his outdoor display of mowers. 
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this is the 


ESTABLISHED 1838 








++ @ quality power equipment line 
that leads to more Dealer profits! 
Backed by 112 years of manufacturing 
experience, the Cunningham name is recog- 
nized throughout the world as a 





ay 
guarantee of quality. \ 
And in these competitive days it’s \ 
the quality of the product you sell that _* <f3 
leads to more sales. { Pils, 
What is more, this year Cunningham offers \ Oy) 


that really goes to work to sell. Write 


you a new quality sales promotion program “) 
» 


for details. Dept. |4 





JAMES CUNNINGHAM SON & CO. 
Rochester 8, N. Y. 















More Buyers 
by far for 





Count on more calls — and 
quick, easy sales— for Myers 


Sump Pumps. Everybody 
knows Myers quality. And 
this improved Sump Pump is 
particularly outstanding. Pro- 
vides high capacity. Starts and 
stops automatically. Built for 
longest service with least at- 
tention. Offers many other un- 
usual user advantages — listed 
in your Myers Water System 
catalog. Order now .. . before 
your customers’ basements 
are flooded. 








wares OFF 


THE F. E. MYERS & BRO. CO. 
Dept. $-58, Ashland, Ohio 
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MADE TO REPEAT — PRICED TO COMPETE 


PACKAGED TO SELL 
HOUSTON FLOATS 


® Cork, Natural and 
Painted 


® Plastic Ball 
® Balsa Wood 


@ Shapes and sizes 
for every area, 
every taste, 
every pocketbook. 


HOUSTON 
FURNISHED LINES 


® Perch Lines 
® Crappie Lines 

® Crab Lines 

e Everything but the pole 
@ Priced to sell-on-sight 
from 15c up. 























HOUSTON 
LEAD 
SINKERS 


All styles and 
weights from most 
common to most rare. 


BERS*  - 
Job {or Houston tackle is distributed through 
git lo recognized jobbers and wholesalers 
gl Of 


fue 


of sporting goods and hardware. 
Write today for free catalog and 
price list. 


: | HOUSTON FISHING TACKLE COMPANY 


Post Office Box 1046 * Houston 1, Texas 
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"Stroke-Sav-R' Iron 


Landers, Frary & Clark, New Britain, 
Conn., is introducing the “Stroke-Sav- 
R” iron designed from a circle stream- 





lined to tear drop shape which it is 
claimed permits iron to be moved in 
any direction without turning, twisting 
or wrinkling. Aluminum alloy sole plate 
covers 37% squ. in. of ironing. Its 
wide, sloping bevel extends all around 


its sole plate. Designed to slide the 
full length of a pleat or tuck in one 
motion. Provides lowest possible sil- 
houette along the point to reach into 
tucks and pocks. Maker claims this iron 
saves four out of 10 strokes. Iron is 
equipped with 1100 watts which as- 
sures even heat coverage, it is reported. 
Iron weighs 3% lbs., and is said to have 
a positive thermostatic control. Fabric 
dial is recessed in the rear of the handle 
away from knuckles. Air cooled upper 
deck ventilating ports allow air circu- 
lation. Scientifically designed to fit con- 
tours of hand, red plastic handle has 
right and left thumb rests. Heating unit 
is permanently cast into the soleplate. 
It has an 8 ft. 10,000 cycle cord. Com- 
pany makes a 10-day home trial money 
back guarantee if not satisfied offer. 
Iron is suggested to retail for $12.95. 
Dealer’s merchandising package includes 
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illuminated flasher display with asbestos 
ironing surface and electric outlet, sole 
plate comparison demonstration hand- 
kerchief, 12 ladies’ give-away hand- 
kerchiefs; six piece full color window 
banner and poster set; double-spread 
easel-backed Post ad for window or 
counter; admat sheet, 10 consumer 
counter folders. Dealer’s cost for this 
deal plus six irons is $62.57. Dealer’s 
selling price for six irons plus one free 
iron, $90.65, allowing dealer $4.68 
profit on each iron. 


Copperweld Clothes Line 


Copperweld Steel Co., Glassport, Pa., 
offers the “Copperweld Lifetime Clothes 
Line.” Processed by the company’s 
method of molten-welding a thick layer 
of copper around a core of steel, then 
coating it with a smooth layer of tin. 
Maker claims it won’t stretch or sag 
and exposure to all kinds of weather 
proves it to be rust-resistant. Packaged 
in a blue and orange cellophane-win- 
dowed carton on which are presented 
the selling facts. Retails for $23.40 a 





doz. in 50 ft. lengths and for $42 per 
doz in 100 ft. lengths. Twelve cartons 
of one size are packed in corrugated 
shipping container. 


in MAROWARE 





Slaymaker ‘Padlock Town’ 


Slaymaker Lock Co., Lancaster, Pa., 
is announcing a padlock merchandiser 
known as “Padlock Town,” a minia- 


Bion. 


ture show case lithographed in six 
colors. Made of cardboard, the 9 by 9 
in. display shows a typical American 
village scene, including a baseball field 
and people shopping in markets. Fit- 
ted into this scene are four padlocks, 
the Silver Sentinels. SM-11 assortment 
consists of 52 locks, a doz. of each of 
the four sizes, plus one of each on the 
display. All open stock is individually 
boxed in green, candy-striped boxes 
and packed in cartons. Kits are pro- 
vided for wholesale salesmen includ- 
ing a “Padlock Town” display. Locks 
are made of rustless and scratchless 
zinc alloy, says maker, and feature a 
new “Perma-baked” finish. Locks will 
retail for 25, 30, 35 and 45 cents. In- 
cluded in the four numbers is a long 
shackle lock said to be for “101” uses. 


Topflight Folder 

Topflight Tape Co., York Pa., offers 
a four-color folder, two pages of which 
are devoted to Kenslo labels, cloth sew- 
in labels, and Print-Stix, self-adhesive 
individual stickers with protective back- 
ing that can be stripped off adhesive 
before posting. Copies are available 
upon request. 
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ORDER THRU YOUR WHOLESALER! 


CASCO PRODUCTS CORP. © BRIDGEPORT 2, CONN. J 


WOMEN EVERYWHERE ARE 
BUYING THIS BETTER IRON 


¥ me, STAINLESS. STEEL (’ AS ( ‘y 

<3 — STEAM & DRY 
D IRON 
v4 


















ers everywhere report phenom- 
soles of the Casco Steam & 





i 


tron. They say it’s moving like 
no other Steam & Dry iron on the 
market today and is #1 in sales, 
The reasons are clear: It looks bet- 


compact, streamlined beauty gives 
it @ marked sales advantage over 
awkward, cumbersome others. It's 
easier to use . . . easier to fill... 
and does a better ironing job, 







ONLY \RON —_NO OTHER Steam & Dry IRON HAS 
can anrite., ALL THESE WANTED FEATURES 


. ee a y¥ STEAMS LONGER Y WEIGHS Less 
. team ry 
orrosive NO IRONING (, WATER 7 IT'S A DRY IRON 
sie. OO GUESSWORK! Y FILLS EASIER with and a STEAM IRON, =) 
STAINLESS FLIP-UP TOP all in one! 2 





STILL TIME TO GET CASCO’S” 
Extra Profit OFFER 


sq ORDER 5 IRONS OFFER LIMITED! 
rer AA 


EXTRA PROT ee BON for only $H | WILL BE WITHDRAWN 
GET A CASCO + o* we uc!, | SHORTLY! 


. $55.65 17.95 
a. + * 00 
cAsco Steam & Dry i for only + _—_—— $107.70 
TO 


— 7 















orreR “B" 







ORDER 2 IRONS . iM 95 | 
FAM for only 
GET A cASCcO : ORY iRO tout Co" he 
$23.9 
team & iO nly = Be 


CASCO 
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BUILD 
VOLUME 


with the 


LAWN 








IMPROVES LAWN 
APPEARANCE! 


SAVES MANY 
MAN-HOURS OF WORK 


STIMULATE SALES AND INCREASE PROFITS 


with this new, faster way to clean 
lawns! Homko takes the Lord work 
out of lawn care and has gained 
enthusiastic acceptance the country 
over! Constructed of all-steel with 
heavy canvas basket, 4 rows of non- 
clog, Bassine fibre, adjustable 
brushes. Handsomely finished! 
Write today and learn hee you can 
profit with HOMKO Lawn Equip- 
ment 
24” width—6', bu. capacity 


WESTERN TOOL & STAMPING CO. 


DEMAND 
DEPENDABLE 


Homko 


TRULY A 
QUALITY 
PROOUCT 





2725 SECOND AVENUE, DES MOINES 13, IOWA 











{ GALVANIZED ) 
STOVE PIPE WIRE 


Pr 












A 
THOUSAND 
USES! 


Handy 50 foot rolls of zine protected, 
18-19-20 gauge wire for use in home, 
garden or store. Packed in colorful dis- 
play cartons for quick, easy sale. This 
wire is also available in black annealed 
finish, coated with rust inhibiter. Packed 
in plain carton. 





GALVANIZED OR 
ANNEALED 








This soft, pliable wire is furnished in 


economical lengths. Comes in 5 lb. 
spools; 1 lb., 2 Ib. or 5 Ib. coils. Supplied 
in W & M gauges 16 to 20. Ask your 
jobber for prices. 


PEKIN SPECIALTY CO. 


PEKIN, ILLINOIS 
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Youngstown Kitchens 
Cabinet Sink 


Mullins Mig. Corp., Warren, Ohio, 
offers the 42 in. Youngstown kitchens 
cabinet sink. It is a combine of the 





standard and deluxe 52 in.. models hav- 


bowl, acid-resisting 
lain enameled top with right or left 
hand drain board, one drawer and two 


ing single porce- 


compartments, one with a 
compart- 


undersink 
shelf. Drawer has cutlery 
ments. During the special promotion, 
March 12 through April 15, it will re- 
tail for $79.95 in the east and $84.95 
west of the Rockies. 
kit of material including newspaper ad 
window 


For dealers is a 


broadsides, 
pocket signs fo 


mats, two-color 
posters, and special 


floor salesmen. 


Kitchen Cutting Unit 


General Slicing Machine Co., Inc.. 
Walden, N. Y., offering “Kut ’N Kit” 
which is a slicing machine, a set of 
kitchen cutlery and a cutting board, 
contained in a unit 11 by 14 by 3% in. 
high. Set of stainless steel cutlery with 
matching rosewood handles consisting 
of one each: % in. parer, 5 in. utility. 
7 in. butcher, 8 in. roast slicer and 7% 
in. French cook’s knife. Finish of cabi- 
net is natural hardwood, metal parts. 


maple hammerstone. Weight including 





Knife di- 


knives, packaged, 12 Ibs. 
ameter, 644 in. chrome plated, cutting 
5 in. high, 6% in. wide by 
10% in. Slice thickness, wafer 
thin to % in. Retails for $24.95, $25.95, 
west ‘of Mississippi. 


capacity, 


long. 





The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











Here’s the original, time-tested HY-FLEX 
BLADE .. . of a special analysis molyb- 
denum steel as Forsberg produces it. Scien- 
tific heat treatment enables these blades to 
give practically equal performance with high 
speed checked for accuracy throughout every 
step of manufacture, and given a tough bend 
ing pounds test before you get them for sale 
If you want to promise long life on stubborn 
cutting jobs, offer Forsberg HY-FLEX 
BLADES and you'll deliver it. Ask for the 
catalog that describes these and other good 


FORSBERG Tools. 
THE FORSBERG MFG. CO. 
BRIDGEPORT, CONN. 
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Aluminum Screens —_—___-— - 


Screens & Fabricated Metals Corp., 
North Bergen, N. J., is offering all 
aluminum screens for wood windows 
and for metal windows, illustrated. 





DROP FORGED HEAVY 
& SHELF HARDWARE 


Whatever you may need — Drop Forged 
Hooks, Shackles, Wire Rope Sockets, 
Chain Connecting Links, Turnbuckles, 
Thimbles, Eye & Ring Bolts, Swivels, 
Blocks or Pulleys — Wilcox-Crittenden 
is prepared to take care of your needs! 
All items are made in a variety of styles 
and sizes. Drop Forged goods are weld- 
less. Galvanized items are thoroughly 
coated — even the threads — by the Hot 
Dip Galvanizing Process. 

Our Catalog ‘H’ will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 


WILCOX-CRITTENDEN 


“TA CENTURY OF DEPENDABILITY’’ 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 





Made of rust-free aluminum and _pack- 
aged in a handy carton. Carton of 10 is 
less than 5 in. thick. All standard sizes 
for wood and metal windows are avail- 
able; special orders taken. An 18 by 
14 mesh Alclad aluminum screening 
combines corrosion resistance with | 
maximum strength, says maker. Held | 
at maximum tautness by specially de- — 
signed aluminum spline. Corner locks me i =e aaneaaiaae 

provide wedge-fit. No strains, no dis- 


ol i f walls, woodwork. C le 

Gil Gaadaneiiionaa aaine oe aaa | @) N L Y ? § 

devices. May be used als hang | 

Sh an See oe ot 6'° ; FOR FAST SELLING 
| UNIVERSAL 























ment windows. In the company’s adver- 
tisement published in the Feb. 23 issue, | 


on page 69, the position of the cuts was oS ae a ae 

inadvertently reversed. The illustration | $6.83 ON THE _ pp RA ¥ € ss & 
for the wood window type was used | WEST COAST 
with the metal window copy and the | 


metal window type illustration with | 


the wood window copy. IN AN EYE-CATCHI NG 











eon 4 COLOR SHIPPING 
ower Bed Edging AND DISPLAY CARTON 


L. E. Mason Co., Hyde Park 36, MV ERS Ay SPp 
° ° . 7 °° Re ” 4a¥Ye, 
Mass., is offering “Glam-R-Edge” a = vs 








~ * . . -_ 
x . —~4 ¢ 
shrub or flower bed aluminum edging spnnVERSAL yo" 
° ° Ya 
that adds color and eliminates all hand SUNS 


trimming and edging. Designed to keep COMPETITIVE 
RETAIL PRICES 


ALLOW A FULL 
To marK-uP 


The assortment contains 14 of the small glass container spray- 
ers retailing at 25¢, 8 of the % pint size tin sprayers retailing 
at 37¢, and 6 of the quart size sprayers retailing at 45¢ 
. (Zone 1). By actual test, this is the fastest, most profitable 

sprayer deal ever to hit the market. Ask your jobber about 
them or write to us. Switch to UNIVERSAL for all household 
and garden sprayers, it's by long odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 


flower beds neat and uniform. Provides 
a tile like effect. Lawn mower will 
ride on the surface of this edging, it 
is said. 
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Sharor 
Grand WHAT'S NEWREE 
—WOODENWAR | 


and color adjust- 


¢ Grass Trimmers done, cool handles 
: : 4 ment to make waffles to suit any taste. 
IG Vd The 1 Hg Fork & Hoe Co., Colum- Waffle baker retails at $18.95. Counter 
sus 8, Ohio, is offering grass trimmers and window display material, leaflets, 


which achieve perfect balance at the cuts, mats and other dealers’ aids are 


GAT MD), FP nce 


Universal Machine Co., 547 N. Brad- 
} dock Ave., Pittsburgh 21, Pa., offers 
j the “Wil-Du” sander said to fit all 
j % in. electric drills. Said to do most bead Phi 


uy all sanding and grinding jobs neces- 
“OUR BEST SELLING a Le 
WOODENWARE" | ooo Po. 





| yelghs 
eaduey Sapertnent Seve, Ses Angeles , tools in a few minutes time. Uses a = © 
“Rio Grande outsells all other woodenware j : - ; 7 carton. F 
in the Gift and the House Furnishings De- standard sanding belt, 2 by 21 in., any No. 102 : 
partments."’ y grit desired. Uses a sweeper belt for No. 103 


Toda 's Favorite driving pulleys. Made of welded steel No. 104 
y Consists ¢ 
ages, ship 
y each in c 
consists 0 
valve > 
center of the blade by the use of a gpa 
longer handle of white ash wood and hte 
shorter steel shank. Maker says there 
| is no tendency for the tool to twist in 
: the hands. Fully heat treated blades .. 
are deeply concaved to increase slicing : is sae 
LAZY SUSANS action. Angled serrations on the ser- peckage. 
Everyone wants a Lazy Susan, so get ready rated type blade, catch and hold grass ton. Weig 


for those sales. Stock up on Rio Grande ‘ . 
16” and 20” Lazy Susans. Beautiful northern or weed stems while they are being cut 


ton; weig 
plate aute 
proofed, h 
shake-proc 





construction with hard wood rolls with seven wre 


maple, gaily decorated with exclusive Rio through. Blades are reversible and re- : . Bt Bie 

Grande handpainted patterns. Featured here ble { hae on vanlen rubber cushions. Chuck pulley of cold socket-hea 

i . ri » movable tor easy sharpening 0 *place- “i Py . es ‘ , 

is Apple...a 1950 creation. I 5 rolled steel. sander finished in nickel in.; 12 k 
ment. Rol 298 

chrome. Retails for $9.95. lbs. per p 


Matching Salad bowls, ™ 
Trays, Forks and Spoons Waffle Service Rehandling Kit Vitferct 
- wrer- 


< Pee anc age geod = Fayette R. Plumb, Inc., Philadelphia, 
waffle baker and waffle service. Latter 
includes a five piece in one ensemble 
of batter bowl and syrup pitcher of 


Century 


Pa., has issued a rehz ing kit each ‘ 
ied a rehandling kit eac ice 


complete with a handle made of tested 
second-growth hickory wood and two 
wedges. One wedge of treated hard- 


display ca: 
bined wit 


and moun 
wood; the other a metal cross wedge. 


? eS : ? i gage. Coy 
Set of instructions with each kit ex- 


cealed late 
Contains « 
twist drills 


plains five steps required in rehandling 





process and illustrates them with line 
drawings. Merchandising piece is in- mace avai 

: : é ; space ava 
cluded in the carton in which kits are nary 


6 more gay patterns. 
Dozens of additional pieces 


Uni 
and 13 in. 


packed 





to dealer $ 


See them in the 1950 


Franciscan Ware in sprout-green, chro- 


Catalog and Price List | mium plated ladle, holding enough for 
| ; po ss 

, | one waffle, and the Toastmaster 

Write today! | waffle baker arranged on a hand-rubbed 


walnut veneer tray, inlaid with simu- 
lated leather. Retails for $27.50, fair 
traded. Waffle baker features the “Sil- 
tect” non-sticking grids, which permit 
waffle to lift out easily without stick- 
ing, it is said. No oiling of grids nec- 
essary. Also equipped with automatic 
pilot light that signals when to pour 
batter, signals again when waffle is 








DALLAS TEXAS 
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Sharon Bolt Additions 


The Sharon Bolt & Screw Co., Bos- 
ton, Mass., offers refillable assortments 
No. PRW 1114 round head Phillips 
wood screws and No. PFW 1114 flat 





head Phillips-.wood screws. Each as- 
sortment includes: 1,114 nickle-plated 
steel Phillips wood screws ranging in 
size from % by 4 to 2 by 10. Each 
weighs 6 lbs., and is shipped 12 to 
carton. Retail value of each is $13.35. 
No. 102 switch plate screws Uni-Pac; 
No. 103 curtain rod nails, Uni-Pac; 
No. 104 knob screws, also Uni-Pac. 
Consists of 36 individual 10-cent pack- 
ages, shipped 12 packages, 36 Uni-Pacs 
each in carton. Curtain stretcher bolts 
consists of 36, 3/16 by 2% in. electro 
galvanized bolts with extra large wing 
nuts; packed twelve packages per car- 
ton; weight 14 Ibs. No. C-1458 chrome- 
plate auto license plate fasteners, rust 
proofed, have %4 in. wide head screws, 
shake-proof washers and square nuts. 
Four on a card, 25 cards in display 
package, 12 packages to shipping car- 
ton. Weight 30 Ibs. SW-7 wrench kit, 
seven wrenches in leatherette case, for 
socket-head set screws from #4 to *% 
in.; 12 kits to package, weight 2'% 
lbs. per package. 


'Pilfer-Proof' Display Case 


Century Drill & Tool Works, 311 S. 
Green St., Chicago 7, IIl., is making a 
display case made of welded steel com- 
bined with safety glass hinged cover 
and mounted chrome plated drill size 
gage. Cover is locked by a single con- 
cealed latch in the back of the case. 
Coniains compartments for 21 sizes of 
twist drills, 1/16 to % in. with storage 
space available for additional drills in 
back. Unit is 20 in. wide, 13 in. deep 
and 13 in. high already set up. Cost 
to dealer $15. 
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DELUXE OPAL AND STANDARD CRYSTAL 


KITCHEN SETS 


IN SUNSHINE YELLOW AND KITCHEN RED 








No. 929 





No. 921 





No. 503 





No. 507 


Here are just a few of Mell-Hoffmann’s dependable “bread-and-butter”’ 
glassware items that more than pay their way in quick sales to your 
home-maker customers. These two lines —the standard “500” line in 
clear-sparkling “see-through” glass, and the deluxe “900” line in 
white opaque glass—feature gay kitchen-matched trim colors and 
bright decal decoration... handy, individually fitted racks for carrying 
or wall-mounting...jars with sun-burst design to prevent slipping — 
plus general all-around utility and excellence of ‘construction that keep 
them “tops” in value and salability. Get full details at once. 


@eeeeoeeeeeeeee SEE YOUR JOBBER cece esceeseseessessece 


. ~ 
| sweats 












MELL-HOFFMANN MFG. CO. 


1827-53 W. WEBSTER AVE., CHICAGO 14, ILLINOIS 











Advertised for Your Benefit in the 


SATURDAY EVENING POST 


BASEMENTS 


FREE FLOWING SEWERS, 
DRAINS, SINKS, TOILETS, 
SEPTIC TANKS 


If tree roots have clogged your sewer, 
use DIG-NO-MOR. This chemical com- 
pound works like magic to eat away 
roots, paper, hair, coffee grounds and 
other organic obstructions in sewers and 
drains. Retards future growth of roots. 
Cleans out sewers filled with leaves from 
down spouts. 


Save expensive, back-breaking digging, 
by using DIG-NO-MOR to free all your 
plumbing drains and keep free by an 
occasional application. Easy to apply. 
Does not deteriorate in storage. Guar- 
anteed. Sold by leading plumbers, hard- 
ware stores and janitors 
supply houses, in 20 Ib., 40 
Ib. and 100 Ib. steel drums. 
For complete information 


and prices— write 
for FREE FOLDER 


DIG-NO-MOR DIVISION 
ASSOCIATED SPECIALTIES CO., INC. 
10650 Gratiot Ave. © Detroit 13, Mich. 





WHAT'S NEW 

















DIG-NO-MOR is 


© Advertised in The Saturday Eve- 
ning POST and other national pub- 
lications. 


RETAIL PRICES 


20 Ib. Drum $8.35 
40 |b. Drum 14.60 
100 Ib. Drum 24.90 


Attractive Discounts 


© Distributed through the regular 
channels. If your jobber has not 
yet stocked DIG-NO-MOR, we will 
drop ship and bill through your 
jobber if you give us his name. 


ORDER FROM YOUR JOBBER OR SUPPLY HOUSE 


LITERATURE ON REQUEST 


ASSOCIATED 
SPECIALTIES CO. 


10674 GRATIOT AVE. 
DETROIT 13, MICH. 


Restyle Forster's Packages 


Forster Mfg. Co., Farmington, Me., 
has restyled the packaging for its 
“Ideal” flat toothpicks and clothespin 
line as well as its round items, 





“World’s Fair.” All the packages syn- 
chronize the “Ideal” toothpick  con- 
tainer whose scheme is a white back- 


ground with blue. Conspicuous use of 
white was decided on to identify the 
line with cleanliness. Glued tabs were 
adapted to clothespin cartons as well 
as the toothpick containers. A_ type 
of lock box was developed to eliminate 
spilling. To prevent tearing. scored 
outer surfaces were eliminated in favor 
of flat outer expanses with internal 
locking. To permit consumer to make 
selection without opening box, redesign 
plan stressed visibility. “Forster” ap- 
pears in script, under it the trade name 
and beneath that the product name. 
On all tops, three elements are enclosed 
in white circle with printing in blue. 


Scovill Promotion 


Scovill Mfg. Co., Waterbury 20, 
Conn., feels that dealers are too rushed 
to properly explain the uses of items 
to store salesmen. Scovill, to avoid this. 
stresses package inserts, point-of-sale- 
demonstration displays and _ product 
tags that explain as well as identify. 
Maker says the five items from its 
Green Spot line are easy sellers when 
purpose is explained to customers. 
Scoville named them “Bonus Items.” 
Quick connector is two pieces of 
threaded metal, one fitting inside other. 
Connects hose to faucet, hose to hose, 
hose to accessory. Y hose connector is 
a Y-shaped fixture with two male 
threads and one female thread. Two 


os 









hoses can be attached to it. Gooseneck 
is a threaded curved pipe which is 
made to eliminate sharp bends at the 
faucet. Multiple lawn sprinkler sprin- 
kles a fine mist over an area up to 15 
it. in diameter. Series of these can be 
hooked up to cover long narrow areas, 
Fan spray is designed to protect flowers 
from fungus diseases that develop when 
leaves are wet. With it, user can water 
roots without wetting foliage. 


Corrulux Building Panel 


Corrulux Corp., P. O. Box 6524, 
Houston 5, Tex., offers a corrugated 
translucent building panel known as 
~Corrulux” which may be nailed or 
bolted in place with no framing or 
flashing. Available in six colors, all 
translucent, Corrulux weighs less than 
‘4 lb. per sq. ft. May be used on farm 
for dairy barns, haylofts, utility build- 
ings. In the shop it is said to cut sky- 
lighting costs in half. It is also resis- 
tant to vibration and flying chips, ac- 
cording to the company. Corrugations 
are 1% in., 2%, 4.2 in. and special. 
Widths up to 42 in., length up to 12 ft. 
curved sheets. Four ft. spans of Corru- 
lux have been tested with uniform loads 
of over 100 Ibs. per sq. ft., says maker, 
without failure. Strength and _per- 
manence seemingly, says Corrulux, un- 
affected by temperatures from 20 deg. 
F. to 250 deg. F.; doesn’t crack or 
craze, warp or rot. Claimed also to 














be unaffected by mild acids and alka- 
lies, oils, gasolines, alcohol, salt water, 


most organic solvents and most indus- 
trial fumes. 


Stock Positioning Bulletin 


The Hamilton Tool Co., Hamilton, 
Ohio, has issued Bulletin P-50 which 
will be of value to those who are faced 
with the problem of lifting and trans 
porting heavy tools or materials as well 
as to those who are interested in the 
modern technique of “stock position- 
ing” as a means of cutting production 
costs and reducing industrial injuries. 
Copy available upon request. 
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"Fyro-Grill’ 

Price Fireplace Heater & Tank Corp., 
Buffilo, N. Y., offers the “Fyro-Grill,” 
a steel form around which any type 
of outdoor fireplace may be built, with 





or without a chimney. Removable grill 
has parallel bars said to be easy to 
clean. Unit retails for $21.95. Shipped 
knocked down in a corrugated con- 
tainer, but may be assembled quickly 
for use as window display or floor sam- 
ple, being held in position by self- 
threading screws. Features heavy gage 
steel construction; two position grate 
used 6 in. from grill, when charcoal is 
fuel, 12 in. when wood is used. Draft 
control provided by lower door which 
is hinged at top and held in any posi- 
tion by spring tension. Two-piece back 
designed so if a chimney is not to be 
used, the solid back is used, if a chim- 
ney is to be used, die-cut openings are 
provided. Front bar is intended as a 
handle to open the door and replenish 
the fuel, but serves also as a place to 
hang tools. Unit is 21% in. long, -17 
in. wide and 22 in. high. 





Magnetic Fly Box 


Bill DeWitt Div., Auburn, N. Y., is 
offering a magnetic fly box, 3% by 5 
by % in. and made of plastic. Box 
contains special rust-proof magnets that 
retain their holding power indefinitely, 
according to the maker. Box will hold 
up to 50 flies without crushing. It is 





said that the flies can be put in and 
removed with minimum touching of 
wings or hackles. 
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JOHN H. GRAHAM & CO., INC, 
105 DUANE STREET * NEW YORK 8, N. Y. 
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America’s MODERN line of quality 
ICE CREAM FREEZERS 


Never before in the 100-year-old ice 
cream freezer business, has a manufac- 
turer offered truly modern merchandise 
plus modern merchandising helps for deal- 
ers—until now. Porter freezers are the 
best modern design and manufacture— 
sturdy, attractive, light-weight, efficient. 
BACKED BY MODERN MER- 
CHANDISING— Porter gives deal- 
ers all the materials they need to 
make sales faster and easier. Write 
for folder illustrating 1950 line 
and dealer selling aids. 





WRITE TODAY 


THE J. E. PORTER CORPORATION 


America’s Largest Manufacturers of 


Home Ice Cream Freezers — 82 Years Old 
501 BROADWAY, OTTAWA, ILLINOIS 





Your BEST BUY is 


CUT 
STEEL 
GEARS! 


18” and 21” 
MODELS 
BRIGGS 

and 

STRATTON 
Powered 


F.O.B. Factory 


Precision built: cut STEEL gears, 
rugged all-steel construction. 
Truly, the very finest in power 
mowers. Ask your jobber or write 
us for complete literature on all 
hand and power models—AND our 
profitable 


DYNASWEEP LAWNSWEEPERS 


LAMBERT PRODUCTS, INC. 


515-531 Hunter Ave., Dayton 4, O. 
JOBBER INQUIRIES WELCOME 








WHAT'S NE 








Porky the Pig Promotion 


Ben Hur Mig. Co., 634 E. Keefe Ave., 
Milwaukee 12, Wis., is sponsoring 
“Porky the Pig” promotion. Dealers 


=p 


will display a whole pig dressed in a 
No. 2129 or No. 2189. Dealer offers a 
pig or an assortment of pork packages 
with a freezer purchased during the 
promotion at the cost of the freezer 
only. Dealer pays about $7 for the 
pig, about 35 pet participation. Dealer 
freezes “Porky” and sets him on his 
feet in the freezer. Dealer cooperates 
50 pet on newspaper advertising; dis- 
tributor cooperates about 40 pet on pur- 
chase of Porky, 25 pet on newspaper 
advertising, purchases and makes ar- 
rangements for shipping Porky. Manu- 
facturers furnish newspaper mats, 2 and 
3 col.; window banner, 18 by 36 in.; 
cooperates 25 pct on newspaper adver- 
tising, and 50 pct on all strictly dis- 
tributor advertising directed at dealer. 
Also $5 is allotted to distributor as 
share of each Pork Package purchased 
by a dealer with a Ben-Hur. 





Tubeless Tires 
The B. F. Goodrich Co., Akron, Ohio, 


has developed tubeless tires, which are 
offered for limited sale only. Tire 
combines the safety features of punc- 
ture, sealing inner tubes with improved 
riding qualities, high bruise resistance, 
and ability to retain air pressure, it is 
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claimed. Tire embodies rayon cord 
construction. Maker says outwardly, 
tire cannot be distinguished from any 
other when mounted on a wheel 


Ekco Counter Units 


Ekco Products Co., 1949 N. Cicero 
\ve., Chicago 39, IIL, offers a counter 
unit which when set up is 32 in. wide, 
28 in. high and 18 in. deep. Con- 
structed of 80 pt. board. Background 
is die cut to shape and will have two 
scores about 6 in. from each outside 
edge, forming a background with two 
simulated wings. Design of “Walt Dis- 
ney’s ” Cinderella Castle and neighbor. 
ing village is silk screen processed in 
seven oil colors flat and half tone. Ekco 
copy is processed in two colors on the 
side panels. Mounted on rear of back- 
ground is double wing easel for self 
support. In front of display can be a 
separate base arrangement for display- 
ing merchandise or an attached ramp 





base on which merchandise can be dis 
played. Either are die cut to shape and 
constructed of 80 pt. board. Counter 
units described are individually packed. 


Bass Lure Line 


Norwich Line Co., Norwich, N. Y. 
offers again nylon bait casting line, Bass 
Lure. It is a braided line, waterproofed 
and treated by a special Norwich proc- 
ess which is said to remove the stretch 
in nylon without going so far as to 
break down the tenacity of the mate- 
rials. Bass Lure is small in diameter 
and will perform equally well in fresh 
and salt water, it is said. Available in 
two assortments offering from 14 to 24 
lb. test in black or gray. Uniform price 
for the assortment has been established 
so the dealer has only one retail price 
to apply. 
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Coat, Hat, Hook Bracket 


Ajax Wardware Mig. Corp., 4351 
Valley Blvd., Los Angeles 32, Cal., is 


making a combination coat and hat 





hook and garment bracket. Permits use 
of four or five garment hangers if ad- 


ditional hanging space is necessary. 
Made of ¥ in. thick, cold rolled steel 
or brass with projection of 3% in. 


height of 2% in., and width of %4 in. 
and is available in all finishes. Display 
stand supplied to dealers without cost. 


Auger Bit Booklet 

The Midway Tool Co., Inc., The Ar- 
cade, Cleveland, Ohio, offers a book- 
let describing the complete auger bit 
line. Lists 17 sizes of bits for uses with 
standard hand addition it 
describes 13 individual electric bits for 
electric drills and shows five handy kits 
for industrial and home use. Car bits 
and electricians’ bits also included. 
(mong features listed is the Mirbrite 


braces. In 


finish which is said to speed boring, 
and to be rust resistant. 


Tack Display Rack Deal 
American Tack Co., Inc., Flatiron 


Bldg., New York City 10, is continuing 
its offer of a display rack with each 
order of 30 doz. “Saf-T-Hed” thumb 
tacks American furniture nails. 


and 





This permanent steel display rack is 
12% by 14 by 19 in. Back compart- 
ment holds additional stock. Deal con- 
sists of 20 doz. thumb tacks in popular 
colors and 10 doz. assorted upholstery 
and furniture nails. 
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“Klean-Strip’s ‘Try-It-Yourself kit 
doubled our sales of paint remover” 





Robert S. Billings 
Billings Hardware Co. 
Birmingham, Ala. 


“[’m convinced, myself, that Klean- 
Strip is the best paint remover on the 
market. And when my customers use 
Klean-Strip’s 1-minute “Try-It-Your- 
self demonstration kit, they are con- 
vinced! They can see for themselves 
that Klean-Strip breaks away the old 
finish, instead of just dissolving it 
like other removers. Klean-Strip leaves 
a clean surface ready for refin- 
ishing without expensive after-wash or 
neutralizing. 
Paint Sales Increase, Too 


“This simple demonstration, plus 
Klean-Strip’s non-inflammability and 
‘go-farther’ quality, has doubled our 
paint remover sales. And, we have 
also stepped up paint sales consider- 
ably as a direct result of Klean-Strip’s 
*Try-It-Yourself’ demonstration.” 


Here’s how you can cash in on the 








2342 





REMOVES PAINT 
QUICKLY 


@wax Free 
@aquick acrine 


@ wequints bo Aries wa 






demand for nationally-advertised 
Klean-Strip: Order a “Try-It-Your- 
self” kit from your paint jobber, to- 


sell 


themselves. Kit comes complete with 


day, and let your customers 
brush, painted test panels, booklets 
Deal- 
er’s cost, $6.12; retail value, $9.60 

Klean-Strip fon 
. itll sell for you. “Try- 
It-Yourself.” 


and 12 pints of Klean-Strip. 


It’s selling othe 


dealers . 


DEALERS: For free sample 


of Klean-Strip, write: 


W. M. BARR & CO. 
S$. Lauderdale, Memphis, Tenn. 





Ine 


SNOW-BLO © WINTER SALES BOOSTER 


a _ 





) 


> 
FLOOR CONOTIONER 


* 
{= 


TRUM Sell the SENSATION “money maker” | 







Get on the cewr- 
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POWERED MOWERS 


GAS 


MOWERS 


A 


Weer 


Manufacturedby SENSATION MOWER, INC., RALSTON, NEBR. 

















See your jobber or write factory for full line folder HASO. 





WHAT'S NE 








Metal Louver Windows 


The Stewart Iron Works Co., P. O. 
Box 1039, Cincinnati 1, Ohio, offers 
mechanically operated metal louver win- 




















dows. Windows accommodate insulating 
glass and have provisions for metal in- 
sect screens. Windows have both direct 
and remote control adaptions. Maker 
says they afford simultaneous sash con- 
trol over various stages of ventilation 
in both good and inclement weather. 
No direct air currents, it is claimed. 


Motorola Record Changer 


Motorola, Inc., Chicago, IIl., offers a 
multi-play automatic record changer. 
Features what is said to be a foolproof 
tone arm and simplicity of controls. 
Tone arm is of the decoupled variety. 
Maker says it cannot be broken by be- 
ing held or moved when in cycle. Any 
size record can be accommodated, 7, 10 
or 12 in. Selection of record speed de- 
sired by means of control knob and 
pulling out record rack to desired rec- 
ord size are two moves necessary. Al- 
ternate reject knob will reject any rec- 





ord at point of progress. Needle is 
Osmium tipped permanent type. Spe. 
cial spindle may be inserted for 4 
rpm. records. 


Centri-Jet ‘A " Pump Line 


The Red Jacket Mfg. Co., Davenpor, 
Iowa, is offering a line of Multi-Stage 
shallow well centrifugal and deep well 
injector pumps and water system: 
Available with %4, 1/3, %, %4, and 1 
h.p. electric motors and is convertible t 
gasoline engine or belt drive, should 
electric power fail. Pumps said to oper 
ate from pumping levels down to 190 ft 
and maintain almost constant capacities 
throughout pressure range. Discharge 
pressures up to 180 lbs. per sq. in. are 


Injectors for 


it is reported. 
wells as small as 2 in. in diameter can 
be used on all pump sizes. 


assured, 


Sewer Cleaner 

Camp Chemical Co., Inc., 1560-62 
Sixty-second St., Brooklyn 19, N. Y, 
is introducing “Rootaway,” sewer clea 





er. Said to be good for plugged ané 
slow draining sewer lines due to greas 
fibrous tree roots, sludge, cloth and 
algae in drainage systems. Claimed 1 
liquify, dissolve and saponify greas 
cloth, matches, fruit, hair, coffe 
grounds and other organic mattel. 
Claimed to be efficient for frozen sewe 
lines. 
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Zumat Grinder 


Zumat Mfg. Co., 759 Milwaukee St., 
Milwaukee 1, Wis., is offering a knife 
grinder designed for meat markets, in- 


stitutions, packing plants, etc. Fea- 





tures solid cast aluminum housing, GE 
1/3 hp. motor; heavy duty steel base, 
steel gear transmission sealed and run- 
ning in oil; Carborundum abrasive 
belts, said to be easily removed or 
changed, Chrysler oilite bearings for 
pulley and cam shafts. Dimensions are 
11% in. wide, 13% in. high and 13% 
in. long. Finished in white enamel, 
front cover chrome plated, ebony black 
motor, base and knobs. Grinder claimed 
not to burn or remove temper from the 
finest knives. Retails for $149.50. 
Packed in combination carton and wire 
hound crate. 


‘How to Use a Knife’ Reprints 


Mutual Benefit Health & Accident 
Association, Omaha, Neb., offers to 
dealers reprints of its advertisement-on 
“How to Use a Knife.” Company says 
in Saturday Evening Post and Time. 
Reprints are in the form of both win- 
dow and counter displays. Across the 
lop of the page is a display of 31 types 
of cutting equipment. Below the knife 
display are six illustrations showing 
“How to Use a Knife.” Company says 
the advertising copy provides other 
merchandising angles. Also available 
are small folders on “How to Use a 
Knife.” 


Paint Spray 
Demonstration Booth 


Plasti-Kote, Inc., 425 Lakeside Ave., 
N. W., Cleveland 13, Ohio, is offering 


to dealers a furniture paint spray dem- 
onstration booth. Prospective custom- 
ers may try their hand at spray paint- 
ing right at the point of sale. 
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GARDEX Sel- Sewice 
GARDEN TOOL DISPLAY 


@ Quick Turnover 

@ Small Investment 

@ More Sales 

@ Multiple Tool Sales 

@ Compact—space saving 





Recent surveys prove that over 50% of retail sales are impylse sales. 


Are you getting all of this business in your store? 

Let Gardex help you! Midget garden tools, selling in the 40c to 
60c price range are growing in popularity by leaps and bounds. Gardex 
brings them into the limelight and out from under the counters with 
a merchandising unit that sells two, three, four—even five and more 
tools—where only one was sold before, and just in time for the Big 
_ Spring Garden Season! 

Yours is waiting for you at your jobber or write us for full information. 


NOTE: You get 24 tools of 10 different kinds having a retail value of $13.60— 
PLUS a $4.00 metal display rack—all for $9.76. No other cost. Your regular dis- 


counts apply on refills or reserve stock. Order 
GARDEX SOOLS 


now, if you wish, or send for complete de- 
Americas Modern Garden | (2 O 


tails giving us the name of your regular job- 
GA RDEX INC. MICHIGAN CITY, IND. 








ber. Prices slightly higher west of the Rockies. 





» 


177 








Economical 





ROTABINS... 


FOR BOLTS AND PIPE FITTINGS 





7 34” > 
Series RB-3400 


Each section has 5 compartments 21” wide. 
Additional Bin Dividers are extra. 


8 Sections... 65%4''. . . $84.00 
7 Sections... 65%2"'... 75.00 
4 Sections...37'' .... 47.00 


REVOLV6O or nai 


- 25 B—S5 sections, 25 
compartments, each 
holding a keg of nails 
$113.00. 


500 A—S5 sections, 50 
compartments, each 
holding a keg of nails 
$181.00. 


Scales Extra 





MODEL 25 B 
Other sizes to fit your particular needs. 


Immediate delivery. f.o.b. Wellston, O. 
Prices subject to change without notice. 


THE FRICK-GALLAGHER MFG. CO. 
417 Shubert Bidg., Phila. 2, Pa. 


FRICK - 
GALLAGHER 


1355-300), Rae), ife) 
SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS «+ TABLES 











WHAT'S NEW 








Alumaloy EZ 
Kleen Air Filter 


Research Products Corp., Madison 
10, Wis., offers Alumaloy EZ Kleen air 


filter designed for domestic heating and 





packaged air conditioning units. Said 
to be corrosion resistant and easy to 
clean and recharge. Made to trap dust, 
dirt, lint and pollen. Constructed of 
multi-layered expanded Alumaloy sheets 
staggered scientifically to make many 
adhesive coated, dust-holding baffles. 
Coarser baffle pattern in intake side re- 
duces surface clogging and _ provides 
maximum passage of air. Sizes from 
20 by 25 by 1 to 15 by 20 by 2 are 
available, ranging in price from $1.55 
to $3.05. Special sizes are available 
with up to 25 by 30 in. maximum ree 
ommended perimeter dimensions, 


Trim Master, Jr. 


E. F. Britten & Co., 22-26 South 
Ave. West, Cranford, N. J., is making 
the “Trim Master. Jr.,” electric grass 
trimmer and edger. It operates on 110- 
120 volt AC or DC 60 cycle current and 
is designed to trim grass along drive- 
walks, gardens, walls, fences. 
Unit weighs 7 lbs., and is scientifically 


ways, 


balanced. Cutting blade is made to lift 
and suck grass into the cutting area. 
Motor travels at over 7500 r.p.m. and is 
mounted in rubber. Control switch is 
mounted on the handle. Unit retails for 
$39.95, with extra blade. Adjustable 
grip handle can be quickly raised o1 
lowered to suit comfort of operator. 
Base guard shoe keeps blade at cor 
rect cutting height which is con 
trolled by operator. 


Power Plane 


\ power plane which features an in 
terchangeable motor which may be 
quickly transferred to the guild router. 
Plane, model 101, has a maximum cut 
ting width of 113/16 in. Built with 
a specially hardened steel cutter, it op- 
erates at 20,000 rpm., said to leave a 
Adjustable 
apron permits bevel cuts from 0 deg 


Weighs 8 lbs., and is 11', 


smooth. wareless surface. 


to 25 deg. 


wide and 5 in. high: 


in. long, 8's in. 





with a die-cast alloy frame. Standard 
equipment for guild plane includes: 
plane attachment, motor unit, plane cul 
ter assembly, plane cutter shaft, two 
wrenches and 10 ft. rubber covered 3 
wire 18 ga. cord. A wide variety of bit< 
and cutters is available for use with the 
tool. Porter-Cable Machine Co., Syra 
cuse 8, N.Y, 

Fioor Maintenance 
Machine Folder 


\ four-page circular supplies details 
about the improved American deluxe 
floor maintenance machine offered by 
American Floor Surfacing Machine Co 
Toledo, Ohio. Bulletin 


Machine is designed for dry 


illustrates ils 
features. 
or wet cleaning and maintenance oper 
ations on a variety of floors. Avail 
able with brush spread of 14, 16 or: 
19 in. Also available is a booklet on 
the company’s complete line, including 
floor sanders in 8 and 12 drum widths: 
portable electric 8% in. saw, floor 
edgers with 5% and 7 in. diameters 
floor maintenance machines and smal! 
sanders including the “Speedy Spin 
ner.’ 5% in. disc diameter and_ the 
“Sanderplane” belt sander. 
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'Toast-O-Lator' 


Toast-O-Lator Co., Inc., 10-23 Jack- 
son Ave., Long Island City 1, N. Y., 
has designed a toaster which supplies 
a continuous supply of hot, fresh toast. 





Finger-tip adjuster permits selection of 


the exact shade of brown one likes best. 
Cold toast can be re-heated in 10 sec 
onds by inserting in the exit end. 
Bakelite base is ventilated, never gets 
hot; will not burn hands nor damage 
the table. Cord is 8 ft. long, perma- 
nently attached. Each unit is guaran 
teed, for home use only, for one yea 
against defects in material and work- 
manship. Any defective part will be 
repaired or replaced without charge if 
toaster is returned to factory or to an 
authorized service station. Top comes 
of, simplifying cleaning. Dimensions 
of individual carton container, 141/6 by 
5% by 1054 in. Master cartons con- 
tain either three or six toasters. Toaster 
weighs 7% Ibs., packed. Suggested to 
retail at fair traded price of $21.95; 
$22.95 west of the Rockies, federal tax 
included. ' 


‘Quik Spray’ Enamels 

Sheffield Bronze Paint Corp., 17814 
Waterloo Rd., Cleveland, Ohio, is offer- 
ing “Quik Spray” enamels, with seven 
colors including gold leaf and alumi- 
num. Maker says it sprays smoothly and 
easily, 


Five-in-Two Pole 


Minnesota Fishing Tackle Co., Box 
644, Minneapolis, Minn., offers a pole 
15 ft. long made of Japanese bamboo. 
Said to be good for pan-fishing and 
strong enough for the big ones, too. 
Each section is straight, slightly tapered 
and hollowed. Tip of each piece is 
strengthened with string wrapping and 
enameled. Five sections are shellacked 
a clear brown. Maker says, in four 
seconds, the pole which weighs eight 
oz. can be disassembled into two 3 ft. 
poles for carrying. Retail for $2.95 
each. 
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IT’S NEW-—IT’S COMPELLING 





No. 700 BRIDGEPORT MASTER ASSC 


It sells two or more screw drivers at 
a time, where but one was sold before. 


During National Hardware WV 


THIS PERMANENT DISPLAY COSTS !? 


It’s the most valuable dispenser board ever offered. 
Compact and forceful in it’s sales appeal, it becomes 


a complete screw driver department in your 


YOU PAY ONLY FOR THE SCREW 


This #700 assortment consists of 80 screw drivers in 32 
types and styles, all with shock-proof Amberlite handles 
including screw holding “Sure Grips” — square blades, 
round blades, stubbys and Phillips. The whole ensemble 
from Alpha to Omega is directly before your customer's 
face and eyes all the time so your trade serves itself—with 
ease and dispatch. 


Provides Better than Standard Profit Margin 
and an Outstanding Success on Every Test 


ASK YOUR JOBBER PRONTO 





DRIVE 


We are 
Co-operating 

















JRIMENT 
MEN 


ifyT . 
WU TRI 


«& 


store. 








April 28 thru May 6 

















NOW ELECTRIC DRILL BITS BY GREENLEE 
TO MEET A BIG NEED... BUILD EXTRA SALES FOR YOU 





Again GREENLEE leads out with the newest in tools to match 

the tempo of today’s more efficient building methods. These new 
GREENLEE Electric Drill Bits meet a great need of carpenters 

and other woodworkers using %-inch electric drills for boring 2-inch 
or smaller holes in soft or hard wood. They fit electric drills perfectly, 
stand up under long hard work, do the job quickly 

and smoothly ... replace old makeshift methods, provide the 

“right tool for the job.”’ Solid-center twist; single-cutter, 
extension-lip type head with outlining spur; no pressure required, 
Destined, we believe, to become “standard equipment” 

for skilled craftsmen everywhere. Available in sets of five, packaged 
as above, or in individual sizes. Ask your jobber or write 

Greenlee Tool Co. for details and prices. 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 





—YINIIVO| 








h “+ SALES-MAKERS FOR YOU 
5 Cea 
7 





E— | 


The Greenlee Line also includes: Auger Bits * Expansive Bits * Bit Extensions * Chisels and 


Gouges * Turning Tools * Draw Knives * Automatic Push Drills * Spiral Screw Drivers and 


many other high-quality tools. Greenlee Tool Co., 1803 Herbert Avenue, Rockford, Illinois. 
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WHAT'S NEW 


Gas Heater Line 


“Circu-Ray” line of gas heaters is 
offered by Temco, Inc., Nashville, Tenn, 
The vented “Circu-Ray” group includes 
45,000 and 60,000 Btu units. Unvented 








heaters consist of two radiant models, 
20,000 and 28,000 Btu respectively, 
while the unvented circulator group is 
made up of four models having 15,000, 
20,000, 30,000 and 40,000 Btu capaci- 
ties. Corrugated front treatment is em- 
ployed on all models. Pyrex glass forms 
protective shield in the front opening 
of all radiant heaters and side injection 
cast iron burner provides the heat. All 
units finished in “Lifetime” porcelain. 
Also introduced is “Canyon Mist,” a 
porcelain enamel finish combining both 
ground coat and harmonizing finish in 
one. A blend of copper red and oyster 
pearl, color is said to fit with any home 
decorative scheme. 


Mousecatcher 


“Kitty Got-Cha” molded of plastic, 
encases a steel spring trap. Shaped like 
a cat’s head, trap is set by pulling back 
on kitty’s ears. Trap retails for 29 
cents and is available in red, green and 
yellow. Plastic jaws said to break 
mouse’s backbone without bloodshed. 





handles 


bottom and 
easily. Got-Cha Mig. Corp., P. 0. Box 
1244, Chicago 90, III. 


Baits from the 
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Self-Wringing Mop 

Parker Mfg. Co., Warren, Ohio, offers 
a self-wringing mop which features a 
grip at the top of its handles. All steel 
mop makes it possible to use very hot 











water and cleanser. Head lies flat on | 
floor, permitting user to work up to base | 
boards without splashing, goes squarely | 


into corners and slips under radiators. | 

When turned over, metal scraper scrapes 

up stubborn spots. Retails for $2.69. Your Advantages 

Hand Cultivator ° ki ‘ 
William Johnson, Inc., Newark, N. J., in stoc ing CLEVELAND Fasteners: 


offers a hand cultivator whose tines | 
are reinforced at each bend. It is 


known as the “Rigid” hand cultivator. | Extra high manufacturing standards, 


- oe 
Step Stools Extra wide range of sizes, 
The Metaloid Co., 5815 Kinsman | e 
Rd., Cleveland 4, Ohio, is offering Extra fast delivery. 
“Metco” step stools, model 423U being 
illustrated. It is the deluxe two step 
model with seat and back rest uphol- i 
stered in Duran. Seat is 4 in. high, a advantages that at from 
overall height being 35% in. Steps are | 
i0 in., and 17 in. from floor. Chromium | Cl EVEL AND - SPECIALIZA TION 
plated legs, step sides and back braces. 
Shipping weight, 19 lbs. Available in 


red, yellow, blue, black and green | jm Cap Screws* Set Screws, Milled Studs 








haked enamel finishes. C any is als 

+ d « ‘ nishes. Company i al 0 *Cap Screws in Hex, Fillister, Flat and Socket Heads 
offering household stools and_ utility 

tables. Model shown retails for $12.95. | It pays you to stock Cleveland Fasteners 


> ° ° ° - | 
Rest of line ranges in price from $2.95 | 


to $12.95. . 
r , Write for our monthly Stock List 


THE CLEVELAND CAP SCREW COMPANY 
2917 EAST 79TH STREET 2 CLEVELAND 4, OHIO 
Warehouses: Chicago, New York, Philadelphia 


—_—— 


ORIGINATORS OF THE 


KAUFMAN Noss GIs PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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To Help You Sell More 


SWEDISH WOOD CHISELS 
WITH PLASTIC HANDLES 





Exclusive Plastic Coating 


Prevents rust and chipped cutting 
edges. Strips off easily when ready 
for use. Every tool remains in per- 
fect condition for greater customer 
Only Gensco Chisels 
offer this advantage 


satisfaction 


Truly fine chisels with Swedish steel 
blades, tempered and hand honed. 
Tanged butt for long service. Beveled 
edges for straight cutting. Unbreakable 
amber plastic (machined) handles. 


NEW LOW PRICES 
All this extra merchandising value plus 
new low prices to help you do a greater 
chisel business. 


NEW PACKAGING 
Designed for conven- 


ient display and 
stocking. 










| 

| 
WRITE FO® LITERATURE | 
AND Net-y PRICES | 
e] 4, leew fele) Mii iljie). 
GENERAL STEEL WAREHOUSE CO., INC | 
1802 North Kostner Avenue, Chicago 39, Illinois 
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WHAT'S NEW 


Finger Grip Clip Display 

Arthur I. Platt Co., 178 Kenwood 
Ave., Fairfield, Conn., offers a counter 
display for its adjustable finger grip 








clips. The No. 210 assortment consists 
of six doz. small clips to retail for three 
for 10 cents; four doz. medium clips, 
to retail two for 15 cents and two doz. 
Back- 


board of box shows how different tools 


large, to retail at 10 cents each. 


fit into each size. Display is printed in 


yellow and_ black. 


Stevens Level Catalog 
sé Level Co., Newton 


Falls, Ohio, offers a catalog showing 
representative items of the level line. 
Included tables for 
easy ordering of carpenters’ and ma- 


Stevens 


are two reference 


sons’ levels. Listed separately in the 
two tables are clear California Sugar 
Pine and Mahogany levels, with sizes 
tabulated from 12 to 48 in. 
machinists’ pocket level, alumi- 
num and torpedo levels are described 


Line level, 


level, 


in the catalog. 


"Plastix'' Electrical Tape 

Cleef Bros., Inc., 7808 Wood- 
lawn Ave., Chicago 19, Ill., is making 
Dutch Brand, “Plastix” electrical tape. 
Said to resist the action of water, oils, 


Van 


acids, alkalies and corrosive chemicals. 
Thin, yet maker says it has extra high 


dielectric resistance. Stretches and con- 


forms readily to irregular surfaces. 


Width of roll is 4 in. and length is 44 
ft. Five rolls in package, 10 packages 
Retails for $1.50 per roll. 


to Case, 








| 





Make No Mistake! 


























































SKELETON eee 
KEY THIEVES! P 


Old keyhole locks invite "skeleton key 
burglaries." Here's the best solution— 
at a profit to you! Tell your customers to 
replace those old doorknobs with a low cost 
LaBELLE DOORKNOB LOCK. Takes only a 


few minutes and it fits any door with a latch 


Once locked, the LaBelle outer knob 
spins freely on ball bearings. Can't be 
jammed or sprung. Inside knob opens the 
door at any time. Makes door more attrac- 
tive, too, with its modern styling, beautiful 
rose plate, and FIVE finishes. Three types of 
keying. Colorful displays help you sell. 


Write today for the sales-making story 
on LaBelle DOORKNOB LOCKS. 


LaBELLE INDUSTRIES, Inc. 


OCONOMOWOC, WISCONSIN 









It is 






if you 
want MORE 
Sales and Profits on 
Caulking Equipment 
VITAL CAULKING GUNS—A mode! for 


every professional need and _ purpose. 
Precision engineered, unconditionally 
guaranteed. Sizes—! pt. to 2!/2 qts. 


VITAL NOZZLES— interchangeable, for every 


size and shape of caulk strip. 


VITAL CARTRIDGES—with plain, extruded 
or spouted caps, filled by leading com- 
pound manufacturers. 

Display ‘em for faster sales. 
Order from your jobber. 


JOBBERS: Write for names of nearest Vital- 
Approved Caulking Compound Supplier. 
VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 
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FOR 


FASTER 


(Also Weddings, Birthdays, Mother's Day) 


SELL 











GIFT PACKAGED 
TO MOVE EVERY DAY! 











Seal-tight 





package 


e CAN OPENERS 
e ICE CRUSHERS 
e JAR OPENERS 
e KNIFE SHARPENERS 


SWING-A-WAY MFG. CO. 
4100 BECK AVE., ST. LOUIS 16, MO. 


HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cotton 
fields, farms, warehouses 
or wherever a rugged, 
heavy duty balance of re- 
liable accuracy is required. 
Dial is recessed for protec- 
tion, graduations deep 
etched for durability and 
readability. Adjustment 
allows indicator to be set 
at zero to balance scoop or 
pan attached to hook. 


CAPACITIES 
25 Ibs. by ‘2 Ib. 
50 Ibs. by 1 Ib. 
100 Ibs. by 1 Ib. 
160 Ibs. by 1 Ib. 
200 Ibs. by 2 Ibs. 
3CO Ibs. by 5 Ibs. 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, Ill, 
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Table Mat 


The Phoenix Table Mat Co., 1315 W. 
Congress St., Chceago 6, Ill. offers a 


counter display rack with an order of 
12 assorted “Aristo-Mats.” Steel con- 





structed merchandiser is available with 
385 deal including the rack, four 401 


| Floral Queen mats, four Candy Stripe 


| for $12.45 and fair 


| clear enamel finish. 


Master mats all 
traded, with a 


mats and four Chrome 


dealer profit of $6.63. 


Fiber Glass Bait 
Casting Rod 


Horton Mfg. Co., Bristol, Conn.. 
offers No. 85 Lexon solid fiber glass 
bait casting rod which comes in lengths 
of 4, 4%, and 5% ft. Chuck-type alu- 
minum die cast handle with high polish 
with water resistant and molded grip. 
Also anodized aluminum forward grasp 
which firmly attaches blade to handle. 
Rod equipped with white tenite adapter. 
round Lexon clear fiber glass blade with 
Three chromium 


| plated stamped frame guides and top. 


Has red nylon windings and is packed 
in a brown cloth case with protective 
Retails for $12.50. 


dowel. 


Clipper Vise Jaws 

Johnson Machine Works, 617-619 
Menomonie St., Eau Claire, Wis., offers 
clipper vise jaw said not to mar deli- 
cate finished or plated surfaces. It is 


a false jaw to fit all standard vises 3 
to 6 in. Constructed of a spring steel 
back with composition fibre face. Maker 
says no ordinary force will cause fibre 
pad to crack, splinter, dent or break. 








F 
HIGH SPEED MOLYBDENUM 











These attractive counter dis- 
plays, put to work in your store, 
will remind your ‘customers 
that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 
are identical so you can use it 
on counter, shelf or island. It 
sells from any angle. 


Now Display Packed, at no 
extra charge, for More Sales! 
Get them from your jobber — 
there's a display with High 
Speed Molybdenum Blades 
and one with Standard Tung- 
sten Blades. 


G. W. GRIFFIN CO. 





Franklin, New Hampshire 
General Sales Agent 


John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 











ALASKA —The Quality Freezer 


a 

















America’s 
Finest 


Freezer 


A modern freezer beautifully de- 
signed and quality built for long 
exceptional service and ease of 
operation. Alaska's famous triple 
action and aerating spoon dasher 
assure wonderfully smooth ice 
cream. 


Household Sizes: 
Hotel Sizes: 


2 to 10 Ots. 
12 to 20 Ots. 





















IT’S NEW! IT’S DIFFERENT! 


with proven sales appeal! 






LAWN 
SPRINKLER SYSTEM 







KIT CONTAINS 
5 COMPLETE 
SPRAY UNITS 


NOW... FOR THE FIRST TIME — 
AVAILABLE FOR DISTRIBUTION 
TO THE HARDWARE TRADE 


@ MAKES “Built In” SPRINKLER SYSTEM from pre- 
sent garden hose. 

@ Nationally advertised—tested consumer ac- 
ceptance. 

@ Lowest priced product of its kind. 


FOR FURTHER INFORMATION WRITE. 
LUBPRODCO MANUFACTURING CO. 


5603 HERMAN AVE., CLEVELAND, OHIO 











WHAT'S NEW 








Nesco Merchandise Display 


National Enameling & Stamping Co., 
Milwaukee 1, Wis., offers a merchan- 
dising display for enameled ware that 
will fit on standard display tables and 





counters. Nesco selectable display is a 
self-service unit, constructed of wood 
| and masonite and finished in blue lac- 
Copy is silk screened on both 
sides so unit may be used in a store 
island as well as against a wall or in 


quer. 


a store window. 





Majestic Catalog 


The Majestic Co., Huntington, Ind., 
| has issued its 1950 catalog to which sev- 


eral new products have been added in- 
cluding the package receiver, the win- 
dow well and the Majestic utility fur- 
nace. Company has also supplemented 
its line of outdoor fireplace equipment 
to include some different size units 
and additional accessories. Copies are 
available upon request. 


Electric Deep Fat Fryer 


Welko, Inc., 219 West Chicago Ave., 
Chicago 10, IIL, is off@ring an electric 
deep fat fryer for home use. Said to 
heat shortening and maintain the cor- 
rect cooking temperature automatically. 
Red signal light indicates when proper 
cooking temperature is reached. Short- 
ening can be kept in unit and used 
again. Said to be ideal for use as 
roaster or casserole and for popping 
corn. Chrome plated, unit has 8 in. 
round aluminum cooking well. Holds 
4 Ibs. of shortening. Comes with frying 
basket, holder and cover. Retails for 
$24.95. 





184 HARDWARE AGE, MARCH 23, 1959 











Wi 


has 


hic 


are 
alloy 
steel 
nary 
othe 
and 

or d 
rials. 
othe 
able 
take 
semb 
nary 


‘Sw 
Me 


ton / 
the 

brusk 
garde 
New 
brush 
off w 
the f 
and |] 
excel. 
boats 
Supe! 
tails ; 
west 
availa 
ard h 
of M 


sissip 


'We 
Fou 
We 
Bldg.. 
binati 
with 
tachec 
Hand] 
attach 
and h 
claims 








+ 
is 12 | 
brush, 
brush, 
conne¢ 


HARI 





splay 

ping Co., 
merchan- 
vare that 
ibles and 








play is a 
of wood 
blue lac- 
on both 
1 a store 
all or in 


ton, Ind., 
hich sev- 
added in- 
the win- 
ility fur- 
lemented 
quipment 
ize units 
ppies are 


er 


ago Ave., 
1 electric 
Said to 
the cor- 
natically. 
n proper 
d. Short- 
ind used 
r use as 
popping 
as 8 in. 
|. Holds 
th frying 
ptails for 





3, 1950 











Wiss Pinking Shears 
J. Wiss & Sons Co., Newark, N. J., 


has added a pinking shears to its line 
which retails for $3.95. Model E shears 





are made with chrome-plated metal 
alloy frames and inserted hardened flat 
steel blades. They operate like ordi- 
nary shears in that teeth pass each 
other and do not mesh as in Models A 
and C. Intended for pinking single 
or double thicknesses of lighter mate- 
rials. Should blades become dull or 
otherwise impaired, they are replace- 
able at small cost. Said to be easy to 
take apart and clean and when reas- 
sembled can be adjusted with an ordi- 
nary wrench. 


‘Swirl-O-Matic’ Brush 

Melaire Distributing Co., 420 Lexing- 
ton Ave., New York City 17, is offering 
the Super-Deluxe “Swirl -O- Matic” 
brush, for car washing. Attaches to 
garden hose and turbine-action cleans. 
New model feeds detergent into the 
brush automatically. Rinses and shuts 
off water automatically with a flick of 
the finger. Both models work on high 
and low water pressure. Claimed to be 
excellent for cleaning windows, screens, 
boats, sidings, glass brick windows. 
Super-Deluxe with automatic valve re- 
tails at $10.70 east of Mississippi, $10.95 
west of Mississippi. Automatic valve 
available separately, said to fit all stand- 
ard hoses and attachments at $3.75 east 
of Mississippi and $3.95 west of Mis- 
sissippi. 


‘Wonder Wand’ 
Fountain Brush 


Western Home Products, Prudential 
Bldg., Buffalo, N. Y., is making a com- 
bination brush of special type bristles 
with a fine grain hardwood head at- 
tached to a 4 ft. aluminum handle. 
Handle end is equipped with fittings for 
attachments to a garden hose. Brush 
and handle weigh about one Ib. Maker 
claims average time for car washing 





is 12 minutes. Water flows through the 
brush. Unit complete with fountain 
brush, 4 ft. extension handle and hose 
connection retails for $3.95. 
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COSTS LESS! 















THE BEST FRIEND 
A DOOR EVER HAD! 


SeTSEL 


WORKS BETTER! SELLS FASTER! 


~~ cambridge 


pat. pending 


HYDRAULIC DOOR CONTROL 


The Cambridge is your customer's best buy 
... your best seller! Here's why:— 


ECONOMY Costs so much 
less than what you usually 
pay for hydraulic door con- 
trols. 

TOP QUALITY Precision engi- 
neered to give years of 
trouble-free service. 
VERSATILITY Available in 3 
sizes for Hotels, Office 
Bldgs., Multiple Dwellings, 
etc. 


SOLD THROUGH JOBBERS EVERYWHERE! 


Write today for full information 
and free wide margin catalog pages 


cambridge mrc. corp. 


Manufacturers of Cambridge Hydraulic Door Controls 


90 WALL STREET, NEW YORK 5, N.Y. 





EFFICIENCY Cannot be sur- 
passed for dependable, 
everyday performance. 


NO MAINTENANCE Nothing 
to get out of order. Guar- 
anteed leakproof. 


PRICED TO SELL An out- 
standing value—the great- 
est buy on the market to- 
day. 














‘Streamlined for Sales 
Packaged for Profits 


VOTRE Sas aa CAE Es 


CABINET 
PULL 








Each Item 


— Individually Packaged 


4%” overall 


2" contr In Colorful Envelopes 


Complete with screws 





R META 


380 B 


STA 


Write for catalog TODAY. 


3 
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'Terra-Lite’ Plant Aid i. % 


WHAT’S NE WR 
| 


a 
Terra-Lite, division of Zonolite Co., siti 
135 S. LaSalle St., Chicago, IIL, is of- = 


fering “Terra-Lite” Vermiculite plant 
aid which is a growing medium for 
rooling cuttings, plant propagation, 
seed germination mulch, lightening 
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Terra-Lite aC 
GARDEN ain | (BOA = 


VW cuener 2 wily $0 Tee. 


ated in 1 
in 32nds | 
Blade is n 
graduatio1 
removed f 











surements 
, lo a carte 
heavy soil and for storing bulbs. It is 
a mineral containing millions of tiny 6.206 
| cells that trap and store water and Seidlitz 
| air to speed plant growth, according to Color , 


| maker. “Terra-Lite” is marketed in a 
. © . Seidlitz 

three sizes, the 2 bushel size, half r 
lushel size, packed six to carton and sas Lity, 


which sh« 


BUDGETEER SELLING FEATURES the 4 qt. size packed 12 to carton. Tint Ii 
Available to dealers is literature, dis- a one: 3 
28 Lb. “U" Type Freezer . . . ingest cage hee on a shee 
emails of Gees ted Ges “en oe” plays and advertising mats and _ elec- iL ; 
Aluminum trays with 28 Ice Cubes. tros, without charge. bl age me 
ilue simu 


Roll-A-Grip Latch . . . opens with 


raised silve 


gentile pull, closes tightly, automatically, i* ist! r : 
and silently with fingertip pressure. _— it ist... a low cost, FULL SIZE Kitchen Planning Standards ing the “ 
Full-Width 20 Qt. Fruit Storage 8/2 cubic foot Marquette Refrigerator of the Results of a study, completed by the “Tinto” wi 
Bin . . . Keeps Fruits and Vegetables latest design. Compare six, seven and eight Small Homes Council of the Univer and dealer 
fresh and cold under full refrigeration. cubic foot competitive models . . . Foot for sity of Illinois, sponsored by Hotpoint, 36 colors, 
Tecumseh Compressor - ++ Small in Foot, you'll find the Marquette 8!/2 cu. ft. Bud- Inc., 5600 W. Taylor St., Chicago 44, for the cu 
size, a Giant in Performance! Hermetical- ‘ 1 . . 2 of i 
ly Sealed, Permanently Lubricated, Most 9eteer today's Best Refrigerator Value! Ili., are presented in an eight-page cit. nine |] 
Economical and Quietest ever developed! The Marquette Budgeteer features Full Door cular, “Kitchen Planning Standards. shows the 
Other Features . .. Meat Saver design and is completely refrigerated Top-to- Small Homes Council recommends three colors and 
a 7 position Cold Control, 3-Inch Bottom. (There now are FIVE Marquette Re- basic steps in designing a good kitchen: Mate deep 
iberglas, DuPont Dulux finish and II sq. letermi < quirements ylan tions for 
ft. Shelf Area. frigerators for you to sell.) a See See Pe a 
architectural space, plan for efficient hues, 


operation. Factors can be graded with 


Stock Up NOW a for the Greatest scoring sheet devised by the council. Hip-Ro 
e x In general the study recommends pro- 
MARQUETTE Freezer Saies in History! viding storage for articles at the point Model B 
of first use. Kitchen should connect West Wac 
Marquette I1'/2 and 16 cubic foot Freezers prom- directly with dining and service areas, oflers a gi 
ise to be your "Best Sellers" for 1950. High food 4 boxes. Mag 


‘ 2 with good access to front entrance. Lo- 
costs, and widespread distribution of packaged welded ste 


cation of doors and direction of their 


gon Food combine to make a ae — swing will affect location of equipment able tote tz 
els most attractive to customers who wish to take on wall us eliclence of Wacken exraner- is open. §S 


widths and 
6 and 6 b 


full advantage of quantity food buying ... or 


é : ment. An important yardstick in mea- 
for storing their own produce. . : 


suring efficiency of kitchen is the work 





Sell the Complete Line of Marquette Freezers. triangle formed by the paths between sh is brow 
Model 1|1.5B has a generous 460 pound capacity, the jalliiccuiinn sein al dale formed han 
Model 16B holds 640 pounds of Frozen Food, ss tesla ie nis ee ; are used an 
Model 8B has 320 pound capacity, and the four ‘ . binge 
: <> cubic foot Model 4B has 160 pound capacity. Electrified Farming Film a 
Model 11.58 WRITE TODAY for complete information _ General Electric Ce., Schenectady, ayy 
460 Lb. Capacity about the QUALITY Line of Marquette N. Y., is offering a 16 mm sound color 3 


motion picture “Electrified Farming” 
which was filmed on farms from New 
MARQUETTE APPLIANCES, Inc. England to California. It demonstrates 

Minneapolis 14, Minnesota how properly applied electricity can 
lighten farm chores and increase pro- 
ductivity, according to G. E. A typical 
county fair is also included in the fea- 
ture. The film will be distributed by 
the Association Films Agency. 


Appliances. 
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Pyll-Push Rule 


Stanley Tools, New Britain, Conn., 
offers Defiance 1262 “Pull-Push” rule, 
which has a D-shaped case making it 
handy for inside measurements. Rule 
has a ™% in. blade, 6 ft. long, gradu- 











iP \ 
rTf ADD TWO INCHES = | a 
| FOR INSIDE MEASURE ANCE 














ated in l6ths for its entire length and 
in 32nds on upper edge for first 12 in. 
Blade is nickel plated with numbers and 
graduations printed in black. Can be 
removed from case for end-to-end mea- 
surements. Packed 12 to box, a gross 
to a carton. 


Seidlitz MultiTint 
Color Album 


Seidlitz Paint & Varnish Co., Kan- 
sas City, Mo., offers a color album 
which shows all colors in the Multi- 
Tint line and each color is reproduced 
on a sheet of paper 5% by 8% in. 
\lbum is a three-ring binder made of 
blue simulated leather imprinted with 
raised silver-colored lettering and show- 
ing the “MultiTint” trade character, 
“Tinto” who appears in all advertising 
and dealer aids. Color sheets show the 
36 colors, any of which can be mixed 
for the customer in 60 seconds, in any 
of nine paint finishes. Album also 
shows the Multi-Purpose sunfast deep 
colors and the Seidlitz Positone Match- 
Mate deep colors. Included are instruc- 
tions for blending to create different 
hues. 


Hip-Roof Tool Boxes 


Model Box & Cabinet Co., Inc., 205 
West Wacker Drive, Chicago 6, IIL, 
ofers a group of three hip roof tool 
boxes. Made of heavy gage electric 
welded steel, two models have remov- 
able tote trays that fit in top when box 
is open. Sizes are 19% in. long with 
widths and heights of 74% by 814, 6 by 
6 and 6 by 3% in., respectively. Fin- 
sh is brown baked Hammerloid. Large 
formed handles easy to grip. Snap locks 
are used and full length piano-type back 


hinge. 
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Youre SURE It’s PURE and 
You're SURE It’s PROFITABLE 


When You Feature 


NUR 


the 100% PURE 


LINSEED OIL 


SOT Coeds Beware 
(ase Ano COmenseE Hee 











he “cf 





FREE! Beautiful Bispiays cad Sales Hetps 


FALK & COMPANY 


P. O. BOX 1075 
PITTSBURGH 30, PENNA. 







MAIL THIS COUPON TODAY 








| Falk & Company, Dept. HA 
P.O. Box 1075, Pittsburgh 30, Pennsylvania 
| Yes! | want MORE linseed oil sales! Please send me FREE counter 
; display and promotional data on NORLIN. | 
| NAME- 
ADDRESS | 
a as a STATE 
| MY JOBBER 1S_____ | 
Qe aa ae a aa a a a qm Gun ca a Ge Ga ee a a a a a a eo a a a a en a a an ene 
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Details of Southern Convention 
At Cincinnati, April 2-6 


Wholesalers will devote first day of convention to 
sporting goods. Other sessions to feature discussions 
of wholesalers’ problems. Manufacturers present Dr. 
Edwin G. Nourse as feature speaker at a joint session. 


Though the 1950 Southern 
Hardware Convention will sit in 
its first session at 9 a.m. Monday, 
April 3, 1950, at the Netherland 
Plaza Hotel, Cincinnati, conven- 
tion registrations will begin on 
Sunday at 10 a.m. This registra- 
tion will be only for members 
of sponsoring associations, the 
Southern Wholesale Hardware 
Association and the American 
Hardware Manufacturers Asso- 
ciation and _ manufacturers’ 
agents. T. W. McAllister, Or- 
lando, Fla., is managing director 
of the wholesalers’ group and 
Arthur L. Faubel, 342 Madison 
Ave., New York City, is secre- 
tary-treasurer of the manufactur- 
ers association. 

At this convention, the whole- 
salers’ program will put a strong 
emphasis on sporting goods dis- 
cussions, their entire first day of 
meetings being devoted to it. 
Beginning at 9:30 a.m. on April 
3, the first panel of discussions 
will be on Sales Promotion 
Through the Wholesaler, includ- 


ing such subjects as _ fishing 
tackle, guns and ammunition, 
and athletic goods. The second 


discussion, New Products, will 
be on glass fishing rods and fluo- 
rescent lures. Other topics to 
be discussed are: Operation of 
Sporting Goods Buses and Trail- 
ers, and Wholesalers’ Sporting 
Goods Shows. 

The wholesalers’ special sport- 
ing goods session will reconvene 
at 2:00 p.m., the same afternoon, 
in an informal get-together meet- 
ing of sporting goods buyers and 
manufacturers and _ representa- 
tives for discussion of mutual 
problems. The meeting, however, 
is open to anyone wishing to at- 
tend. 

A color sound film, “Big Tar- 
pon on Bass Tackle“ will be 
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shown and tentative discussion 
topics are: Sporting Goods Spe- 
cialty Salesmen—selection, train- 
ing and methods of compensa- 
tion, their cost in terms of 
percentage of sales, co-ordinating 
the work of sporting goods sales- 
men and regular hardware sales- 
men; Promoting Sporting Goods 
Sales Through the Full-Line 
Salesman; Using the Promo- 
tional Material Available from 
Sporting Goods Manufacturers, 
and Standardization of Catalog 
Pages. 

General registrations begin on 
Monday also, at 10 a.m. 

The first of the joint sessions 
of the SWHA and the AHMA 
will be held Monday evening at 
9:00 p.m. in the Netherlands 
Plaza Hall of Mirrors. Speaker 
will be Tom Collins, City Na- 
tional Bank & Trust Co., Kansas 
City, Mo., on “How to Worry 
Successfully.” 

On Tuesday, April 4, at 9:30 
a.m., the SWHA will meet for its 
second session, President Ter- 
stegge presiding. Discussion 
topics are: the new Wage-Hour 
Law, Operating On a 40-Hour 
Week, and Truck Deliveries. 
Following adjournment, the 
wholesalers will meet with the 
manufacturers for a second joint 
session at 11 a.m. to hear Dr. 
Edwin G. Nourse, former chair- 
man of the President’s Council 
of Economic Advisers; his sub- 
ject, “Promise and Threat in 
American Business.” 

The SWHA on Wednesday 
morning, April 5, 9:30 a.m. will 
meet for discussions on Co-Ordi- 
nating the Work of Specialty and 
Regular Salesmen; Incentive 
Plans; Operating a “Traveling 
Display Room,” and Sales Analy- 
ses. This meeting, too, will be 
adjourned at 11 a.m. for a final 





joint session with the manufac- 
turers at which Cecil Palmer, 
one of Britain’s most outstanding 
lecturers and one of that coun- 
try’s. bitterest and outspoken 
enemies of Socialism will address 
the meeting on “What Now in 
Britain.” 

The final convention session 
will take place at 10:00 a.m. 
Thursday, April 6, when the 
SWHA will meet for discussions 
of Stimulating Advance Orders; 
Stimulating Full-Package Buy- 
ing; How Can We Reduce the 
Overhead? ; Developing and 
Training the Sales Force; Pro- 
moting Specialty Lines Through 
Full-Line Salesmen; Educational 


Work With Employees; Stock 
Control Methods, and Pension 
Plans. The meeting will also be 


open for discussion of any topics 


which members may want to 
bring up. 
Following the discussions, 


there will be the report of the 
managing director, the treasurer 
and of various committees, and 
the election of officers. 
Arrangements have been made 
for one of the finest entertain- 





ment programs of any Southern 
Hardware Convention with three 
excellent features for the ladies, 
These are a television show at 
WLWT on Tuesday morning; an 
audience participation show in 
the Netherland Plaza Hotel on 
Tuesday afternoon, and a sight- 
seeing trip to all the most inter. 
esting points in and around Cin. 
cinnati during Wednesday morn- 
ing. 

In addition, on Tuesday eve- 
ning there will be a concert and 
floor show and the Convention 
dance will be held on Wednes- 
day evening. 

The Central States Hardware 
Club will hold its dinner and 
entertainment in the Pavillon 
Caprice, beginning at 6:00 p.m 
on Sunday, April 2. The X Club 
Luncheon will be held on Tues- 
day, April 4 at 1 p.m. in Parlor 
H, and the annual meeting of the 
Old Guard takes place at 10 am. 
prior to the X Club luncheon. 
The Old Guard dinner will be 
held the same evening at 6 p.m. 
All of those events will take 
place at the Netherland Plaza 


Hotel. 








G. F. Jenkins Named Sales Mgr. 
National Screw & Mfg. Company 


The appointment of George F. 
Jenkins as sales manager of The 
National Screw & Mfg. Co., 
Cleveland, has been announced 
by H. P. Ladds, president. 

Mr. Jenkins has been indus- 
trial sales manager of National 
since 1948. He succeeds, in ac- 
tive sales direction, B. H. Jones, 
veteran vice president of sales, 
who under that title will con- 
tinue in an advisory capacity in 
sales activities af National, its 
California subsidiary, and divi- 
sions including Hodell Chain 
Co. of Cleveland and Chester 
Hoist Division of Lisbon, Ohio. 

Mr. Jenkins joined National 
Screw in 1926. Until 1948, while 
assistant sales manager, he di- 
rected the company’s advertising 
program and is still actively as- 
sociated with it. He has been 
largely responsible for developing 
National’s system of packaging 
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GEORGE F. JENKINS 


and labeling that has been cred: 
ited in the industry with setting 
a new trend in fastener pack 
aging. 
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R. J. Schmitt Named N. Y. Branch Mgr. 


Of E. C. Atkins 


Roland J. Schmitt has been 
appointed New York branch man- 
ager of E. C. Atkins & Co., 402 





R. J. SCHMITT 


5. Ulinois St., Indianapolis, Ind., 
succeeding E. S. Norvell who re- 
tired recently. 

Mr. Schmitt has been with At- 
kins since 1925, associated with 
both manufacturing and selling. 
He covered the hardware terri 
tory of Indiana, Ohio and Ken- 
lucky for several years and in 
1942 was made director of 
co-ordinating the subcontractors 
of Atkins armor plate war pro- 
gram. 


he 








FE. S. NORVELL 


Succeeding Ed Norvell 


In 1945 he became manager of 
the Pacific North West territory 
and head of the branch factory 
at Portland, Ore.; serving Ore- 
gon, Washington, Idaho, and 
western Montana. 


Mr. Norvell has retired from | 


his position as New York terri- 
tory manager having served the 
company 36 years, except for two 
years in the Army in World 
War J. 

He served in various positions 
in sales and eventually became 
sales manager of the indusirial 
division. He was advanced to 
New York branch 


manager in 
1935 and has served as such 
since. He has been secretary of 


the Hardware Trade Association, 
member of the Hardware Boost- 
the Metropolitan Hardware 
Association of New York, New 
England and the Philadelphia 
Hardware Associations and Amer- 
ican Supply & Machinery Manu- 
facturers Association. He has 
purchased a hardware store in 
Darien, Conn.. which was built 
in 1744 as a Little Red School 
House. Seventy-two years ago. 
it was moved to its present lo- 
cation by C. W. Lounsbury and 


ers, 


as a hardware store 


’ 
Lounsbury’s sons, 


operated 
since bv now 


deceased 


ADVANCE PUMP CO. 





NAMES SALES MGR. 
J. O. Becker ap- | 
pointed sales manager, Advance 
Pump Co., Berkeley, Cal., and | 


has been 


Hamilton, Ohio. 
In joining “Advance.” Mr. 
Becker brings with him more 


than 20 years of water system 
manufacturing and sales experi- 
ence. 

His 


the company’s main 


will be at 
office and 


in Berkeley. 


headquarters 





factory 


MEL ROBB SALES MGR. 
AMERICAN GAS MACHINE 

Mel Robb has succeeded L. E. 
Pearce as sales manager of the 
American Gas Machine Co. 








Mr. Robb was associated with 
Evans Products Co., from 1938 
until 1946. He was sales mana- 
ger of the heating division at his 
termination and prior to that had 
been manager of 
heaters for Norge. 


sales home 


AMERICAN SCREW 
MAKES A. L. FLECK 
GENERAL SALES MGR. 


According to a recent § an- 
nouncement by Eugene E. Clark, 
president of American Screw Co., 
Providence, R. I., Arthur L. 
Fleck has been named general 
sales manager, the 
late Charles O. Drayton. 

Mr. Fleck has been assistant to 
Mr. Drayton for many years, and 
for the 10 man- 
ager of American’s Chicago office 


In all, 


succeeding 


last served 


as 


he has 


warehouse. 


and 





A. L. FLECK 


had 25 years experience working 


with hardware wholesalers, dis- 


tributors and users. 


KEATING ELECTED NESCO 
PRESIDENT; KIECKHEFER 
REMAINS AS CHAIRMAN 


Arthur Keating has _ been 


| elected president of the National 


Enameling & Stamping Co., Mil- 
waukee, Wis. The resignation of 
Stevens A. Bennett as president 
and director was accepted by the 
board, as were the resignations 


Mr. | of John W. Cavanaugh, William 


Pearce resigned to go into husi- | H. Saunders, Jr.. and John N 


ness for himself. 
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Marshall, directors 








ARTHUR KEATING 


Ihe vacancies on the board 
created by these resignations and 
by the previous resignation 
John Slezak, were filled by the 
election of Francis W. Magin 
president, Square D Co., Detroit: 
von Weing, vice-presi 
dent, A. O. Smith Corp., Mil 
waukee; David G. Baire, finan 
cial consultant, New York City: 
Cornelius Ross, insurance execu 
tive, New York City; and Donald 
Graham, partner, Mayer, Meyer, 
Austrain & Platt. 

Alfred J. Kieckhefer remain- 


ol 


Anthony 


as chairman of the board of 
NeSco and Louis J. Cross, part 
ner, Paul H. Davis & Co., re 


mains as director. 

Mr. Keating started to work 
for his father in 1916 in the 
latter’s tin shop: In 1927 young 
Mr. Keating purchased the Au 
gust Maag Co., Baltimore, a pan 
plant. In 1929 he purchased the 
A & J Kitchen Tool Co., Bing 
hamton, N. Y., and moved the 
company to Chicago. 

In the 
quired 
Geneva 


next 20 years, Ekco a 
the following firms 
Forge Co., Sta-Brite 
Products Corp., Licke Mille, 
Maine, Platers & Stampers 
Ltd., Eaglish affiliate producing 
housewares; the Massillon. 
Ohio, pressure cooker, 
numware and_ kitchen 
plant; Byesville, Ohio, table flat 
ware and kitchen tool company: 
Diamond Silver Co., and a stock 
interest Cali 
fornia 


alumi 
utensi 


in Glaco Co.'s, of 


189 
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> Guaranteed by ” 
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ALUMINUM 


CLOTHESLINE WIRE 
"Ve Washday Sweetheart’ 


e WON'T RUST ¢ WON'T ROT 
@ WON'T CRACK 
e@ HOLDS ALL TYPES OF CLOTHESPINS 
e WILL NOT SOIL WASHINGS 


Display this top sales-builder for steady profits. Millions 
of feet of Nichols Never-Stain Aluminum Clothesline 
have been sold. Costs no more than ordinary clothes- 
line. Ideal for yards, basement or attic. ' 


NATIONALLY ADVERTISED TO OVER 
>» PACKED 20,000,000 READERS 


» 4-300 FT. COILS @ BETTER HOMES & GARDENS 
% PER CARTON @ HOUSE BEAUTIFUL 

‘tea @ AMERICAN HOME 

@ GOOD HOUSEKEEPING 

@ PARENTS’ MAGAZINE 

@® WOMAN'S DAY 

@ PATHFINDER 

@ SUNSET 

@ HOUSEHOLD 
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i A A ” A Al 
One continuous coil of 300 ft. marked with bright red 
plastic tape every 50 ft.Saves measuring and sales time 


NICHOLS WIRE & ALUMINUM CO. 


1S NOT A SUBSTITUTE! 
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til 1939. He then became assis. 
tant bat timber buyer and also 
began to make contacts with 
clubs in organized baseball, 
In 1943 he gave his entire 
time to the professional bat 
sales department, was made 4 
director in 1944, and in 19% 
was made manager of that de. 


partment. 

A year later he was advanced 
to vice-president in charge of 
professional baseball bat sales, 

Saget NEW Y¢ 

DAISY MFG. APPOINTS election at 

BRANDON, SALES MGR. York State 


ight 
Daisy Mfg. Co., Plymouth, 4. ee M. 





Mich., has announced the ap el Gaus 

JOHN A. HILLERICH pointment of Floyd Brandon « president a 
the position of sales manager new adviso 

Binghamtor 


NAME 2. a. riLuerice | Fla be vanes eT hehe ce 
HILLERICH & BRADSBY Pia Koch, Hor: 


four years. Riverhead, | 
PRESIDENT James J. Harrington will suc R R. “We 


John A. Hillerich has been ap-| ceed Mr. Floyd in New York Hated die 
pointed president of Hillerich &} Mr. Harrington will also  trave Doyle, Utic 
Bradsby Co., Inc., Louisville 2,| the eastern states as far south a: ff EJba. 

Ky. Mr. Hillerich joined the} West Virginia, Maryland an 
company in 1931 and_ started} Delaware. The New York office 
training in the bat timber yard} has moved from the fourth floor 








| as an inspector. to the llth floor of 200 Fift W. W. FE 
In 1937, he was switched to} Ave. Bob Wesley will continue AS MOC 
the professional golf sales de-| in his capacity as director 0! BOARI 
partment where he remained un-| sales and advertising. . 
le retir 

— — W. French 
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What the steel salesman should know about the number aed 
of babies being born today and the kinds of toys which will 
appear in youngsters’ stockings next Christmas were among 
topics discussed when 150 salesmen and executives of the 
American Steel & Wire Co., U. S. Steel subsidiary, met for 
a two day conference at the Carter Hotel, Cleveland. 

It was the first such gathering held by the company’s sales 
department since 1938, according to Harry M. Francis, vice 
president in charge of sales of the company. Similar meet: 
ings have been held in Chicago and New York. In addition 
to stressing new selling techniques, the principal point em 
phasized by conference speakers, according to Mr. Francis, 
is a need for salesmen to gather information at “grass root 
level and to forecast customer needs as much as a year ahead. 
The feature of the salesman being also a forecaster is of 
prime importance in the steel business where the change in 
production rate vitally affects costs. John Graham, general 
manager of sales, pointed out that the salesmen, through 
accurate forecasting, join the engineers in the plant in helping 
keep a finger on cost control. 

By placing more than 900 of the wire rope dispensers 0 
hardware stores it was learned the farmer, the homeowne!, 
and others found many new uses for wire rope in small 
footages. A special cutting device enables the store owne! 
quickly to measure off footage and clip it cleanly The 
format of the Cleveland meeting and plant tour was followed 
at the Chicago and New York meetings. 
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NEW YORK ASSN. OFFICERS for 1950 following their 
election at the recent annual convention in Buffalo of the New 


York State Retail Hardware Association, Feb. 14-16. From left 


to right are: Nicholas H. Kiley, 


Syracuse, secretary-treasurer; 


H. Leo Montena, Rome, president; H. K. Ruschmeyer, New 
York, first vice-president; Harold G. Dye, Sodus, second vice- 
president and Lyle J. Walter, Remsen, retiring president and 


new advisory committee member. 


Directors are: B. S. Derr, 


Binghamton, E. R. Lippitt, Cooperstown, J. C. Agnew, Platts- 


burgh, C. F. Herron, Auburn, 
Koch, Hornell, C. Christman, 


G. G. Hoy, Herkimer, P. T. 
Canajoharie, T. G. Griffing, 


Riverhead, G. E. Kern, Dansville, R. McFarland, Niagara Falls, 
R. R. Woodruff, Saranac Lake, and the following newly 
elected directors: George Waterhouse, Jr., Pittsford, James 


Doyle, Utica, J. A. Van Campen, Corning, 


Elba. 


and Guy Smith, 








W. W. FRENCH RETIRES 
AS MOORE-HANDLEY 
BOARD CHAIRMAN 
The retirement of William | 
W. French as chairman of the | 
board of directors, Moore-Hand- 
ley Hardware Co., Inc., was an- | 
nounced recently. Mr. 
retirement his own re- | 
quest and terminates 55 years of 


French’s | 


was al 


active service with the Birming- 
ham, Ala., company. He will con- 
tinue to serve the company as a 
member of its board and in an 
advisory capacity. The position 
of board chairman will 
filled at the present time. 
Mr. French’s association with 
Moore-Handley began in 1895. 
The enterprise was then compar- 
atively 


not be 


new, having been or- 
ganized as a partnership in 1882 
m the modest capital investment 
of $1,500. Today Moore-Handley 


is one of the largest hardware 








WILLIAM W. FRENCH 
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wholesalers, and its many sales- 


men travel in seven Southern 
States. 

Growing with the company, 
Mr. French has served suc- 
cessively as stenographer, bill 
clerk, petty cash clerk, sales 
manager, vice-president, and 


president, to which office he was 
elected in 1936. He became 
chairman of the board in Jan., 
1947.*° Under Mr. French’s lead- 
ership, the company’s sales vol- 
ume has grown to four times that 
of 10 years ago. 

The stockholders re-elected all 
members of the board of direc- 
tors as follows: Wm. W. French, 

W. French, Jr.. Jelks H. Ca- 


haniss, J. 


lee O. Currey, and Joseph H. 
King. 

The directors re-elected the fol- 
lowing officers: W. W. French, 
Jr.. president; J. R. Nesbitt, 


vice-president and sales director; | 


S. H. Johnson, Jr., 
Richard H. Childers, treasurer, 
and Otto Schoel. assistant secre- 


secretary ; 


tary and assistant treasurer. 


GARDNER WIRE MOVES 
TO NEW PLANT 


Gardner Wire 


Co. is occupy- 
ing its modern offices and man- 
ufacturing plant at 1325 South 


Cicero 
This plant occupies a portion of 
a new one floor daylight building 
where stream-lined production 
and efficient material handling is 
effected. Our friends in 
the trade are cordially 


the plant. 


easily 
invited to 
Visit 


1950 


Craig Smith, William | 
J. Rushton, J. R. Nesbitt, Brown- | 


Avenue, Chicago 50, LIL. | 


one! Drills seed. 





Lew 


it weeds between rows. 


two, both sides of row. Wheels 
adjust for depth and width 
r res” 
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| EASY GARDEN MULCHER. 

Eight revolving blades chop up 

soil and weeds, leaving fine 
dust mulch. Three cultivator shovels. 


a! 
% Wie 


. <a 
CULTIVATOR, High wheel 
makes work easy. Carbon steel 
frame, tubular handles. Tokes 
wide variety of attachments. 








COMBINATION SEEDER AND CULTIVATOR 


Plants in hills. Plows. 





: ag yh ag Oe 
WHEEL HOE, With one wheel 
With 






‘6, ‘ * 


Seven tools in 
Opens furrows. Serves as 


cultivator or weeder, using single o: double wheels. Adjustable tubu- 
lar steel handles. 


A top performer in any garden! 





“ a oy 
SEED CASTER, Handles all 
types of grass seed and small 
grain, Broadcasts evenly. Ad- 
justable Enclosed gears. 
T = * 


regulator. 


LAWN SPREADER. Easily 
distributes any plant food, seed, 
or fertilizer. Force-feed agitator. 

Control rod on handle. 


Sell the money-making DANDY 
BOY line. Built to sell on sight 
Quality made throughout. Choice 
of THREE profitable, fast-sell 
ing DANDY BOY hand tool 
packages. Get full details from 
your jobber or write for name of 
your nearest Dept 
HA-150 


listributor 


D co- 
ne 
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nail holding 







_ Ee 
CHENEN, 






1 Insert head of nail in 
T slot 


2. Drive nail where de 
sired with claw end of 
hammer 


3. As nail enters wood 
the swing of the hammer 
frees it trom the nail 


N\ Le 









Soles Representatives 


JOHN H. GRAHAM & CO., INC. 
NEW YORK, N. Y, 


SANFORD BROS. 
CHATTANOOGA, TENN. 















ESTAS. 1830 
HAMMER 


HENRY CHENE CORP. 


RITTLE PALLS, MW. Y., U.S. A. 





At 
El 


4. Finish driving nail with 
hammer face as usual 
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ALEX SOBELL 


WESLEY CARLSON 


| Aler Sobell Named Ass’t. to Sales Mer. 


Stanley Tools, Two Salesmen Appointed 


The appointment of Alex So- 
bell as assistant to the 
manager of Stanley Tools, New 
Britain, has recently 
been announced. Mr. Sobell was 
employed by Stanley in 1937. He 
was assigned to the sales depart- 
ment in 1938 and assisted in 
handling Stanley-Atha orders. 

Mr. Sobell was inducted into 
the armed services in 1942, and 
was honorably discharged with 
rank of captain in September, 
1945. 

Since his service career, Mr. 
Sobell has been closely asso- 
ciated with Kenneth Freedell, 
sales manager of Stanley Tools, 
handling special sales work at 
the New Britain plant. 

Also announced was the ap- 
pointment of Wesley Carlson as 


sales 


Conn., 


sales representative. Mr. Carl- 
son will cover West Virginia, 
Virginia, North Carolina, Ten- 


nessee and eastern Kentucky. He 
has had experience as a clerk in 
retail stores in New Britain. 

He joined Stanley Tools after 
his discharge from the army in 
1947, as a member of the sales 





THEODORE MOLCHAN 





department, where he served up 
til his recent appointment. 
Theodore Molchan 
named representative in 
southern California, Arizona, 
New Mexico and El Paso, Texas 


has been 


sales 


with headquarters in Los An 
geles. 
Mr. Molchan started as an 


office boy with Stanley Tools in 
1940 but was soon transferred to 
the sales department. In 1942 
he entered the Naval Air Corps 
discharged in 1946, 

After an intensive factory 
training course in 1946, Mr. 
Molchan was assigned a sales 
territory including Virginia, West 
Virginia, North Carolina, Ten 
nessee and eastern Kentucky. He 
now has relinquished this terti- 
tory for the Los Angeles assign 
ment. 


and was 


1950 OFFICERS FOR 
NO. COAST ASSN. 


Officers and directors for the 
North Retail Hardware 
Association, elected at its recent 
annual convention, are: pres: 
dent, Charles Riley, North End 
Hardware, Seattle, Wash.; vice 
presidents, Lloyd Baumgarten, 
Centralia, Wash., and Reynolds 
Allen, Salem, Ore. (re-elected). 
D. D. Stewart, Seattle, is secre 
tary. 

Directors elected were: Robert 
M. Waage, Seattle, Wash.; Ed 
Heydenburk, Grants Pass, Ore.; 
Paul Perdue, Tacoma, Wash; 
Kenneth Musser, Mt. Vernon, 
Wash.; Carl Hane, Port Tow® 
send, Wash.; Jim Maple, Joho 
Day, Ore.; Paul Semler, Long: 
view, Wash.; F. L. Moon, Myrtle 
Point, Ore.; E. A. Green, Cres 
well, Ore.; Mel Johansen, Enum 
claw, Wash.; M. W. Simpsos, 
St. Helens, Ore.; and E. A. A® 
derson, North Bend, Wash 


Coast 
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ELECT VOGELSANG 
VAN CAMP DIRECTOR 
C. R. Vogelsang has been elect- 
aj a director of Van Camp Hard- 
ware & Iron Co., wholesalers, 





C. R. VOGELSANG 


udianapolis 9, Ind. Mr. Vogel- 
ang has been associated with 
he firm for 40 years and has 
pent a good part of that time 
a the buying department. For 
ome time he was assistant to 
the former director of purchases. 
C.J. Prentiss. Upon the latter’s 
feath, he took over the buying 
ior the general hardware depart- 
ment, 

In 1949, Mr. Vogelsang was 





appointed directur of purchases 

and assistant treasurer of the 

company. 

BELKNAP INTRODUCING 
NEW LINE OF PAINTS 


The Belknap Hardware & Mfg. 
Co., Louisville, Ky., is introduc- 
ing an entirely new and complete 
line of outside and inside paints 
and enamels, under the Belknap 
label. 

James L. Thompson, who join- 
ed Belknap on Nov. 1, to direct 
promotion of the new line, has 
been holding group meetings 
with Belknap salesmen in various 
parts of the country to fully ac- 
quaint them with the new line 
and its promotion. 

The line will be sold by deal- 
ers on an exclusive franchise ar- 
rangement. Dealerships are being 
established at the present time. 

Dealer aids include mailing 
pieces, point of sale displays, 
store signs, decals and window 
streamers. 


MASTER RULE AD 
QUOTES WRONG PRICE 


In an advertisement for Master 
Rule Mfg. Co., in the March 9th 
issue, the price given in the ad- 
vertisement was incorrectly stated 
as $1.50. The correct price for a 
Master Blue End wood folding 
rule is $1.25. 




















IOWA ASSN’'S NEW PRESIDENT. At left is James E. 
Tull, Eldora, newly elected president of the lowa Retail Hard- 
ware Association, with Philip R. Jacobson, Mason City, lowa, 


‘cretary-treasurer. 


Other officers elected at 


the group's 


annual convention in Des Moines, Feb. 7-10, are: Ralph B. 


owanson, 


Odebolt, vice-president; directors, 


Mr. 


Swanson, 


Raymond A. Bloedel, Malvern, and H. H. Lindemann, Apling- 


ton (newly elected). 


Advisory board members are H. C, 


Osborn, Oskaloosa, Stanley Shupe, Clarion, and G. W. Aspin- 
wall, Hawkeye, retiring president. 
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Hardware Week .. 
GIFT PACKAGES of RIESID 


and Improved Stillson 











@ Here’s a practical gift item that’s literally selling 
like hotcakes in hardware stores all over the country. 
Regular RIf@alb prices—no extra charge for pack- 
aging. Don’t miss this chance for profitable extra 
sales. Plan a special promotion for National Hard- 
ware Week and order RitalD gift packages from 

your Hardware Supply House today! 





Gift Package No. XR3 
contains 1 each 8,” 10’ and 14” Ritatp Wrenches; 
No. XR2, 8” and 10,” No. XR14, 10” and 14.” 





Gift Package No. XS14 
(shown here) contains 1 each 10” and 14” Im- 
proved Stillsons. No. XS2 contains 1 each 8” and 
10” Stillsons and XS3, 1 each 8,” 10" and 14.” 





THE RIDGE TOOL CO. * ELYRIA, OHIO 
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HEAVY BUYING REPORTED AT 
M-W STORES PORTLAND CONGRESS 


Orders at buying sessions double last year’s. Strong 
dealer interest in appliances, home repair and re- 
modeling equipment and lawn and garden goods 


Marshall - Wells 
Sales 
Northwest dealer 
was the biggest and most suc- 
The three 
day meeting was held in Port- 
land, Oregon, February 20, 21, 
and 22, and drew 170 dealers 
from Oregon, Washington, North- 
ern and Southwestern Idaho, 
Western Montana, and Northern 
California. 

Orders by 


organizations 


cessful since the war. 


Marshall-Wells 
Stores owners at the two buying 
sessions of the congress were 
more than double those of last 
vear, and indicate that 1950 will 
be one of the biggest sales years 
in the history of the company, 
according to James Feir, manager 
of the Portland branch. 

Dealer interest was particular- 
ly strong in major appliances, 
home repair and remodeling ma- 
terials, and equipment for gar- 
dens and lawns, Mr. Feir said. 
New models, short inventories 
and seasonal demand all played 
some part in the heavy buying, 
but most of it is direct reflec- 
tion of consumer de- 
mand in the Northwest market. 
Items in strong 


stronger 


he contended. 
included 


ranges, 


demand refrigerators, 


electric space heaters, 


washing machines, paint, kit- 


chens, lighting fixtures, roofing, 


Stores 1950 
Congress for the Pacific | 





lawn mowers, garden tools and | 


tractors. 
ing goods also went well. 

Total attendance, 
sales forces and families of deal- 


ers, executives from the head 
office of Marshall-Wells Com- 
pany at Duluth, and delegates 


from the company branches at 
Spokane, Portland and Seattle, 
was estimated at more than 500. 
Sessions were held at the Mult- 


nomah Hotel and the Portland 
plant of Marshall-Wells Com- 
pany. 

Each of the three Pacific 


Northwest branches was given a 
special day at the Marshall-Wells 
congress. Portland shared the 
opening day with speakers from 
the head office at Duluth, and 
parts of the days assigned to 
Seattle and Spokane branches 
were given over to buying ses- 
sions at the plant. 


Executives from the head office | 


who spoke or presented new lines 
included John H. Moore, presi- 
advertising 


dent, Sandy Oie, 


manager, Warren Hartwell, head | 


Wat- 


son, director of purchases. Only 


appliance buyer, and I. G. 


outside speaker on the program 
was Norman Davis, Portland, 


Oregon, specialist in 


sales organizations in all phases | 
| advanced course in modern hard- 


of constructive merchandising. 


Housewares and sport- | land 
| sales manager of the host branch. 
including | Other 








training | 


Master of ceremonies on Port- 
day, was L. M. Hatfield, 
Portland speakers were 
Mr. Feir, E. Nystrom, executive 
of the stock control department, 
H. Helzer, manager of the sport- 
ing goods department, and Ted 
Miller, builders 


hardware and depart- 


buyer for the 
supplies 
ment. 

Spokane branch speakers were 
Herbert — L. manager, 
there; Earl Hughes, sales man- 
ager; A. L. Simmons, manager of 
the Marshall-Wells Stores divi- 
sion at Spokane; W. C. Carlson, 
housewares department buyer; 
S. Schafer, manager of the paint 
department, and G. L. Eden, of 
the automotive department. 

Fred G. Brooks, manager of 
the Seattle branch, made the 
principal address on the third 
day. Following him on_ the 
speaker's were K. E. 
Peterson, sales manager: Archie 
Phelps. buyer for the electrical 
Collins, with the 
Coleman and R. 
Crockett, manager of the Youngs- 
town Kitchen department, all of 
the Seattle branch. 

Program for the congress was 
a combination of presenting new 


George, 


platform 


department: FE. 
department, 


models and new lines, and an 





Marshall-Wells Co. dealers’ banquet, during the company’s Pacific Northwest Congress. 


James Feir, 


vice-president and general manager, 


Marshall-Wells Co., Portland, Ore., 


branch, addressing the group just before leaving to take up his new duties as vice-president 
in charge of purchases and of executive personnel and operations for all branches with 


headquarters at Duluth. 
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| ware merchandising. Advertising, 
display, layout, profitable 
inventories, personnel selection 
and training, and genera! man- 
agement were all discussed, wit} 


store 


heavy stress on successful selling 
to the consumer. Warned by 
signs of the most competitive con. 
sumer market since the war. dea! 


| ers listened to all merchandising 


suggestions with rapt attention 

The Marshall-Wells 
closed with a banquet and dance 
At the banquet, Mr. Feir, man 
ager of the Portland branch for 
the past 15 years, and identified 
with its growth to second largest 
in the organization, made a fare. 
well talk to dealers served by 
the Portland branch. He was 
scheduled to leave early in March 
to take up new duties at the 
head office in Duluth. As vice- 
president in charge of purchases, 
and of executive personnel and 
operations for all branches, he 
will occupy the second executive 
rank in the company, next to 
President Moore. 

Moving up to replace Mr. Feir 
at Portland, is Herb George. 
former manager of the Spokane 
branch. I. G. Watson, from the 
head office at Duluth, will man 
age the Spokane branch of Mar 
shall-Wells Company. 


congress 


ROTHSCHILD FORMS 
NEW ORGANIZATION 


Max H. Rothschild, for more 
than 20 years president of the 
Complete Machinery & Equin 
ment Co., Inc., has formed a new 
sales and rental organization 
called Foundation Equipment 
Corp., at 38th Avenue and 10th 
Street, Long Island City, New 
York. The new firm has taken 
over from Complete Machinery 
& Equipment Co., Inc., its shop 
building and half of its equip- 
ment and inventory. 

Foundation will distribute 
lines made by Marlow Pumps, 
Ingersoll-Rand Co., Mall Tool 
Co., and Gar-Bro. Mfg. Co. It 
will also manufacture dust con- 
trol equipment, wellpoint sys 
tems, and jetting pumps. 


NAME G. W. WESTFALL 
HOTPOINT MANAGER 


OF MARKET RESEARCH 

The appointment of George 
Westfall as manager of market 
research, Hotpoint, Inc., Chicago. 
was announced by Fred J. Wal 
ters, vice president, marketing 
Mr. Westfall will direct market 
analysis and forecasting related 
to the company’s line of 12 major 
kitchen and home laundry appli 
ances. He has had more than 15 
years’ experience in the fir ld of 
market research and commodity 


analysis. 
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» its shop ue Heart manila rope 
its equip- ’ 
distribute Top grade Manila fibre, selected. processed, spun and laid with meticulous attention to 
w a every detail — there, in simple terms, you have the basic specifications for 
0. 6 , . . 
=" * H & A “Blue Heart” Manila Rope. No wonder that when experienced users want 
te pa a rope of easiest handling qualities and assured durability, they most frequently ask 
point sys their suppliers for “Blue Heart.” Always absolutely reliable — and readily 
Ds. identified by the trade-marked blue thread center. Obtainable in all regular sizes. 
Distributed by leading jobbers the country over. 
TTFALL 
|AGER there is no better rope than H & A “Blue Heart” 
©ARCH 
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CHARLES H. MOSHER 








STEWART G. RUSSELL 


C. H. Mosher Elected Vice-President 


In Charge 


Charles H. Mosher, 
sales manager, has been elected 


veneral 


to the office of vice-president of 
sales of Columbian Rope Co., 
Auburn, N. Y., to succeed Stew- 
art G. 
after 40 years of service with the 


Russell, who has retired 


company 

Mr. Russell joined Columbian 
and became first advertising man- 
ager of the company in 1910, a 
position he occupied until 1916 
when he became assistant sales- 
manager. In 1927, he was ap- 


pointed general sales 


and in 1941 was 


manager, 
elected vice- 
in charge of sales to 


Fred M. Everett. Mr. 


president 


succeed 





Columbian Rope Sales 


Russell has been a director since 
1937. 

Mr. Mosher joined Columbian 
in 1918 and entered the armed 
services that same year. Upon his 
return in 1919, he spent several 
months in the mills. He became 
a member of the sales depart 
ment in 1920 and has been con 
nected with that end of the busi 
ness ever since. 

From 1922 until 1927, Mr. 
Mosher traveled out of the Chi- 
cago branch and then returned 
to the sales department at Au- 
burn. In 1941, he was appointed 
an assistant sales manager and 
in 1944, general sales manager. 








HARRY ROEHM HEADS 
CORY MIDWEST SALES 


It has been announced that 
Harry Roehm will head the 
newly established Cory Corp., 
Midwest sales division. Mr. 


Roehm, who has been with Cory 
for the past four years, started 
originally doing dealer contact 
work in the New York metro- 
politan market. He was trans- 
ferred from there to become ter- 
ritory manager in Kansas City 
and headed the sales operation 
in that area for a period of ap- 
proximately one year. After 
leaving Kansas City he was ad- 
vanced to sales division mana- 
ger heading the recently organ 
ized Southwest sales division 
with Dallas headquarters. 

Cory Corp. is dividing the 
country into five divisions. In 
his new capacity he will head- 
quarter in Chicago and_ will 
supervise Cory territory mana- 
gers located in Milwaukee, Twin 
Cities, St. Louis, Kansas City 
and Cedar Rapids. 


P. J. DEVITT CEASES 
CONNECTION WITH 
DEVITT HDWE. STORES 


Albert W. Sanson, executor of 
the estate of William H. Devitt, 
deceased, trading as Paul J. 
Devitt, has announced that the 
association of Paul J. Devitt with 
the Paul J. Devitt hardware 
Stores, 69th below Market St., 


| Upped Darby, Pa., has ceased. 











THE FIRST ANNUAL SPRING OPEN HOUSE OF DECATUR & HOPKINS CO. at- 
tracted hundreds of hardware dealers from all parts of New England. It was held Feb. 20 
to 23 at the company’s first floor sales room, at 93 Berkeley St., Boston. Spring lines of 
hardware, housewares and sporting goods were featured. Many factory representatives 
attended the exhibits which were made by 42 manufacturers. Decatur & Hopkins has de- 
cided to maintain a permanent display room for the convenience of its customers, many 
of whom indicated that they would return to it at intervals during the Spring season. 

Many of the dealers were familiarized with the price service department of the com- 


pany, which now is reported to have more than 600 subscribers. Daily corrections are 


made to the complete price book. 
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accommodated for the 


E. B. GALLAHER 


E. B. GALLAHER WINS 
ASME FELLOWSHIP 


E. B. Gallaher, general mai 
ager of Clover Mfg. Co., Nor 
walk, Conn., was recently award 
ed the honorary degree of doctor 
of engineering at the commence 
ment exercises of Stevens Inst 
tute of Technology Hoboken 
N. J. Dr. Harvey N. Davis 
president of Stevens, cited Mr 
Gallaher for his many achieve 
ments in the field of engineering 

Mr. Gallaher was also honored 
by the Fairfield county section, 
American Society of Mechanical 
Engineers, at a dinner meeting 
held in the Hotel Barnum 
Bridgeport, at which time he re 
ceived a certificate of his elec 
tion to the Grade of Fellow in 
the ASME of which he has beet 
a member for over 30 years 
Presentation of the award was 
made by Col. Frank M. Gunby 
Boston, vice-president of the 
ASME for region one. Col. Gun 
by referred to Mr. Gallaher’s 
many achievements in the fields 
of engineering, industry and eco 
nomics and said that the Counci 
in considering his nomination for 
the honor had been amazed bs 
the scope of his activities bot! 
past and present 


CITY COLLEGE OFFERS 
EXTRA RETAIL HDWE. 
TRAINING COURSE 


In order to make the Retail 
Hardware Training Course avail 
able for those who could not be 


Feb. 15 





enrollment, a special extra sé 


April 12. This section will meet 
on Monday and Wednesday evé 
nings from 6:30 to 10.10 until 
Aug. 21. Hardware men in New 
York metropolitan area who afe 
interested 
City College Midtown 
Center, 430 W. 50th St 


tion is to be offered beginning 


apply at the 
Business 


should 
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Lightest Shovel Wade! 
SAVES A TON A DAY 


APPROXIMATE WEIGHT VA 
3% TO 3% LBS. 


Features of AMES FEATHERLITE 


]. Lighter... made from a High Carbon Steel 
Sheet. No heavy sections in socket or frog. 


2. Strength comes from its Tubular 
Shaped Tempered Socket filled 
by handle driven in 
under great pressure. 


3. Featherlite meets 
Railroad Track 
Shovel weight 
test of 200 
pounds. 


C AMES ) 


et; *, posh Your Dobler 
parxerssurc, w.va AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 
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In the photo, left to right, are the officers and some of the members of the executive 
committee of the Pennsylvania Wholesale Hardware & Supply Association:—John 
Miles, Eastern Pennsylvania Supply Co., Wilkes-Barre; Warren Geissinger, M. S. Young 


& Co., Allentown; H. 


C. Hopkins, Reilly Bros. & Raub, Lancaster, acting secretary; 


Denton L. Wright, P. A. & S. Small Co., York; R. J. Glock, Swank Hardware Co., Johns- 
town, president; Elmer E. Steinbrunn, second vice president and chairman, executive 
committee; John H. Stauffer, Herr & Co., Lancaster, first vice president; J. A. Aulenbach, 
Pottsville Supply Co., Pottsville, treasurer, and C. E. Moyer, C. Dreisbach’s Sons, Lewis- 


burg. 


Pennsylvania Wholesalers Discuss Trade Problems 
At 50th Annual Spring Meeting In New York, March 9-10 


Tax equality, Fair Trade pric- 
ing on guns and ammunition, the 
competition of soft goods versus 
hard goods, and the value of ad- 
vertising were among the topics 
at the 50th annual spring meet- 
ing of the Pennsylvania Whole- 
sale Hardware & Supply Associa- 
tion, at the Hotel Astor, New 
York City, March 9 and 10. More 
than 150 members and guests at- 
tended the cocktail party and 
banquet, Thursday _ evening, 
which was presided over by R. 
J. Glock, Swank Hardware Co., 
Johnstown, Pa., hardware whole- 


salers, who also conducted the 
Friday morning session which 


was given over largely to infor- 
mal discussions. 

Elon G. Borton, president and 
general manager, Advertising 
Federation of America, New 
York City, said in his address 
on, “Why We Spend $5 Billion 
A Year in Advertising” at the 
banquet, that our whole economy 
is built around advertising as a 
tool of selling. With but 6 pet 
of the world’s population and we 
produce more than 25 pct of the 
world’s goods. Advertising is the 
spark plug of our economy. We 
not,” he “have 
system of business. 


could declared, 
our present 
our great production of goods, 
our ever-rising standard of liv- 
ing, or our prosperity without ad- 
vertising.” 

At the business meeting and 
informal discussion session, Fri- 
day morning, Frederick Trading 
Co., Frederick, Md.; Delaware 
Hardware Co., Wilmington, Del.; 
Charles B. Scott & Co., Scranton, 
Pa., and York Hardware & Paint 
Co., York, Pa., were elected mem- 
bers. President Glock urged 
members to write their legisla- 


198 


tors in favor of placing Co-ops 
on the same tax basis as private 
business, with which they com- 
pete. In an informal discussion 
of Fair Trade contracts members 
were urged to help their dealers 
sell the idea to the consuming 
public. Other subjects discussed 
were Fair Trade contracts on 
guns and ammunition and the 
competition of soft goods versus 
hard goods. 

John M. Miles, Eastern Penn- 
sylvania Supply Co.. Wilkes- 
Barre, Pa.. gave an informal out- 





line of the association’s history 
and a committee was appointed 
to determine a suitable way to 
later celebrate the association’s 
Golden Anniversary. 

Eight members of the New 
York State Association of Hard- 
ware Jobbers, including S. R. 
Rose, 


guests at the meeting. 


H. C. Hopkins, Reilly Bros. & 


Raub, Lancaster, Pa., was elected | 


acting secretary of the associa- 
tion. 











Stuart A. Russeii Receives Award for 
Distinguished Service to His Community 


The William G. Dwight Dis- 
tinguished Service to Holyoke 
(Mass.,) Award was_ recently 


made to Stuart A. Russell, presi- 
‘ 
dent of J. Russell & Co., Ince., 


Holyoke, wholesale hardware 
house. 
Mr. Russell is the tenth re- 





STUART A. RUSSELL 





cipient of this award which was 
established by the Holyoke 
Transcript-Telegram as a memo- 
rial to its late editor and pub- 
lisher, William G. Dwight. The 
basis of the award is defined as 
“distinguished service to Holy- 
oke over a period of years,” 
rather than a single contribution 
to the civic life of the commu- 
nity. 

The Transcript-Telegram news 
story of the award said of Mr. 
Russell: 

“He well measures up to the 
full meaning of the Dwight Dis- 
tinguished Service Award. His 
public service has been of broad 
field and consistent duration. 

“One of his most recent pub- 
his 


service contributions was 
successful Jeadership in the $1,- 
600,000, solicitation for funds 


for a new Holyoke Memorial 
Hospital. That was by far the 
greatest public subscription ever 
undertaken here. In 1944, he di- 


Barker, Rose & Kimball, | 


Elmira, N. Y., president, were | 


rected the $350,000 drive for 
Holyoke’s new YMCA, which has 
just been completed. 

“The Community Chest has 
long had a loyal friend in Mr. 
Russell. He helped revive it fol- 
lowing its cessation some 15 
years ago, has served as its presi- 
dent and has gone on to be 
president of the New England 
Association of Community Chests 
and Councils.” 

Mr. Russell has served as 
president of Holyoke Boys’ Club 
and has long been active in de. 
veloping that organization into 
one of the most vital institutions 
in Holyoke. He is a former 
chairman of the Holyoke Red 
Cross chapter and has been a 
leader in the Boy Scout move- 
ment locally. His most recent 
honor was conferred on him last 
December when he was elected a 
trustee of Mt. Holyoke College. 

Mr. Russell attended the Holy- 
oke public schools, Worcester 
Academy and Dartmouth College. 
He went overseas with Holyoke’s 
Co. D in World War I and saw 
considerable front line action. He 
was one of the first presidents 
of the Yankee Division. 

Besides heading the wholesale 
hardware firm he is also a direc- 
tor of the Greenfield Tap & Die 
Corp., Greenfield, Mass. 


ELECT RICHTER PRES. 
CLARK WITBECK CO. 


Harold C. Richter, was recent- 

| ly elected president and treasur 

er of Clark Witbeck Co., hard- 

ware wholesalers, Schenectady, 

N. Y., at a meeting of the com- 
pany’s board of directors. 

Formerly vice-president and 
treasurer, Mr. Richter, succeeds 
A. G. McNaughton, who died in 
Oct., 1949. 

C. P. MacRae, former secre- 
tary, was made _ vice-president, 
and G. R. Richter was named 
secretary. 

Mr. Richter has been 
ated with the company for the 
past 29 years. Mr. MacRae join- 
ed Clark Witbeck in 1924. The 


now observing ts 


associ- 


company is 
80th anniversary. 





ENERGY FARM EQUIPMENT 
BUILDS TWO STORY WING 


Gerald J. Pasker, owner of the 
Energy Farm Equipment Co.. 
| Monticello, Iowa, is now build- 
| ing an additional two-story wing 
| which will add 10,000 sq. ft. to 
the present building of 32,000 sq. 
ft. of floor space. 

The new addition will allow 
| production in a straight line to 
| increase the rate of finished 
| products needed for the rising 

demand for Energy products. 
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JobBou Demand, 
WARREN-TEED 
PACKAGING 





WARREN-TEED Tools Eliminate 
Costly, Annoying Handling 


@ How? Why, by modern, sturdy, efficient 
packaging. Upon receipt, jobbers find these containers are 
efficiently and promptly stored in small spaces. They also 
find these convenient-size cartons are easily and quickly 
reshipped . . . no repacking, no breakage. Dealers then find 
customers identify Warren Tools more quickly, familiarly. 
Receiving and Shipping Departments all along the line 
identify Warren Tools promptly, easily. 

These tools are big and burly, they’re leaders, and they 
look the part! Cutting edges and striking faces are true, 
precision-tempered. They can take it! 

In short, receiving, stocking, handling, inventory and 
shipping are all made easier. Ask for Warren-Teed Tools 


in their fast-selling, time-saving cartons. 


JOBBERS <S EVERYWHERE 
/ 


ee ee OR OR rem OnOR @ On. mw. meen 


General Offices Warren, Ohio 
General Sales Offices 105 W. Adams St., Chicago 3 
Export Division 30 Church St., New York 7, N.Y 
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R. C. 


GRAVES 


R. C. GRAVES MADE 
BEN-HUR SALES MGR. 


A. B. Bechaud, vice-president, 
Ben-Hur Mfg. Co., Milwaukee, 
Wis., has announced the appoint- 
ment of R. C. Graves to the posi- 
tion of sales manager for the 
Ben-Hur farm and home freezers 
and home refrigerators. 

Mr. with United 
Motors Division, General Motors 
Corp., prior to the war, and dur- 
ing the conflict he served as an 
Army Major in the China 
Theatre. Since 1945 he was an 
officer and part owner of Western 
Implement Merchandisers, 
Ben-Hur Freezer 
California. 


Graves was 


Inc., 
distributor in 


OKLAHOMA ASSN. ELECTS 
NEW OFFICERS 


At its annual convention and 
exhibit, Feb. 7-9, in Oklahoma 
City, Okla., the Oklahoma Hard- 
ware & Implement Association 
elected the following officers: 
president, C. L. Murphy, Still- 
water; first vice-president, Stew- 
art Martin, Okmulgee; 
vice-president, O. D. Fenimore, 
Woodward. R. K. Thomas, Okla- 
homa City, is secretary-treasurer. 


. 


second 





CONROY-PRUGH GLASS 
NAMES 2 SALESMEN 


Conroy-Prugh Glass Co., Pitts- 


Pennock was formerly with 


Rhodes, Inc., in Atlanta. 

In addition to the two appoint- 
ments, the territory of S. M. 
Haspel has been extended to in- 
clude Alabama. Mr. Haspel cur- 
rently covers Mississippi, Louis- 


iana, Kentucky, Arkansas and 
Oklahoma, with headquarters at 
1392 Peabody Ave., Memphis, 
Tenn. 


ELECT M. G. SMITH 

PRESIDENT OF SILEX 
The board of directors of The 
Silex Co., Hartford 2, Conn., has 
Monroe G. Smith as 
Mr. Smith will serve 


elected 
president. 
as president and general mana- 
ger, assuming overall supervision 
of the entire Silex operation. 
Mr. Smith joined the Firestone 
Tire & Rubber Co., where he was 
first in accounting and then in 
the working on 


sales division, 





wholesale, retail, and commercial 
sales. 

During the war, Mr. Smith dis- 
tinguished himself while serving 
as a special agent for the Federal 
Bureau of Investigation. 

At the conclusion of the war, 
he joined Standard Brands in 
the capacity of assistant con- 
troller. Mr. Smith was also sec- 
retary and treasurer of the 
Plastics Mfg. Co., Stamford, 
Conn., prior to his appointment 
as general manager of The Silex 
Co., on Jan. 15, 1950. 


OWENS MADE ASS’T 
VICE-PRES. OF SALES 
OF EVERSHARP 


Irving A. Kathman, vice-presi- 
dent in charge of sales, has an- 
nounced that Gerald T. Owens 
has been appointed as his assis- 
tant. 

Mr. Owens joined Eversharp 
in 1938 as territory representa- 





OWENS 


GERALD T. 


tive. Since then he has moved 
up from district manager to re- 
gional sales manager of the 
Southwest, and now to the posi- 
tion of assistant to the vicepresi- 


dent. 














burgh, Pa., has announced the | 


appointment of two new repre- 


sentatives in its southeastern 
territories. 
Edwin F. Bokee will handle 


the sale of Conroy-Prugh mirrors 
in Delaware, Maryland, District 
of Columbia, Virginia, North 
Carolina, South Carolina and 
Eastern Tennessee, with head- 
quarters at 323 Morris Bldg., 
Baltimore 1, Md. 

Robert L. Pennock, 1219 Vir- 
ginia Ave., N. E. Atlanta, Geor- 
gia, will represent Conroy-Prugh 
in Georgia and Florida. Mr. 
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THE FIRST TRADE SHOW OF THE NATIONAL HARDWARE STORES to be held 
since 1942, when they were discontinued because of the war, was held at the Hotel 
Bradford, Boston, Monday, Feb. 20, with about 800 dealers and hardware store salesmen 
in attendance. The exhibition, held under the auspices of the Boston wholesale firm of 
Bigelow & Dowse Co., 160 “A” St., was comprised of 33 displays of new and seasonal 
merchandise, most of which were attended by factory representatives or agents. 

National Hardware Stores was organized by the late Joseph F. Kennedy, who had been 
vice-president in charge of sales for Bigelow & Dowse, and the large attendance of dealers, 
in spite of wintry weather, was an indication of the growth of the organization. It was 
announced that nearly a quarter-million copies of National News, an illustrated dealer 
catalog, are now distributed once a month by direct mail. The National News has been 
published once a month, without a single interruption, since 1936, but it was only a 
couple of years ago that direct mail distribution was started. Each National Hardware 
Store submits its own mailing list and pays for the service on the basis of the number 
of copies mailed. Each of the subscribing stores receives an advance proof of each issue 
of the consumer's shopping guide so that they may order the featured merchandise and 
have an adequate stock on hand by the time the circular reaches their customers. The 
firm also furnishes National Hardware Stores with suggested window trims, banners, cir- 
culars, price cards, newspaper mats and other dealer aids. 

The feature of the one-day show was a One-minute Auction of 40 different items of 
merchandise, some of which were offered at less than wholesale replacement cost. Dealers 
had just one minute in which to decide on the quantity of each item they wished to order 


at the special price. 


The auction was conducted by R. F. Grant, sales manager. 


The 


dealers and their guests were greeted by I. S. Dillingham, president, and Leon A. Paine, 
vice-president and treasurer. Luncheon and dinner were served. 
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..ELSCO Kot/ziZ PAINT ROLLER 
and SPRAYIT “270” SPRAYER 





NE 


PAINTING EQUIPMENT 
FOR MASS SELLING 


For Householders, Maintenance Men, Farmers, as well 
as Painters and Decorators ... For Homes, Schools, 





Farms, Clubs, Stores, Offices, Factories, Hotels, Hos- 
pitals and other Institutions. 


Each is a Profitable Item .°. . Each Boosts Paint Sales! 





SPRAYIT 
SERIES ‘‘270”’ 






Streamlined beauty in an oilless, diaphragm type 
sprayer designed and priced for VOLUME SELLING. 
A fine, dependable performer in every respect. For general 


utility painting with regular oil paint, varnish, enamel, 





lacquer, etc. A full-scale outfit—uses 44 H.P. motor, small- 


©, PRESSURE FEED est practical for good paint coverage. Factory guaranteed. 
ith this one item, the Sprayit Series “270°, you can 
PAINT ROLLER id Gh cian Shinn, et Mpennite Sickes “28, 


fill 90% to 100% of your calls for paint sprayers. A fine 


Paint rolls on like magic with Rollzit and profits roll in for way to get into the painting equipment business with mini- 
you! You know how pressurized paint rollers are “taking- mum investment! Get the information about this BIG 
hold” with painters and decorators . . . So much faster, VALUE ... The Sprayit “270” has feature after feature 
cleaner, better . . . Now here is THE sensational 3-gallon ca- for performance and satisfaction. Your jobber has informa- 
pacity pressure-feed paint roller that provides “push-button tion on both products and their sales aids. Ask him or 
painting” for any average person. No stooping, dipping, write Electric Sprayit Co., Sheboygan, Wisconsin. 


dripping, lapping or brush marks. No drop cloths needed. 





CONSISTENTLY ADVERTISED 
IN LARGE ''POST'’ SPACE 
MARCH 25, APRIL 15, MAY 6 


Get Started How 
Use His Coupon! 


Rollzit applies either oil or water paint—flat, semi- 
gloss, enamel. Also aluminum paint, stains, sealers. 

On rough or smooth surfaces. Indoors or out. Has every 
feature for performance and durability, including fac- 
tory guarantee. See your jobber for information or write 
Electric Sprayit Co., Sheboygan, Wisconsin. 








ELECTRIC SPRAYIT CO., Sheboygan, Wisconsin 
’ Ask jobber to rush samples and Ask jobber to rush samples and 
sales aids on Rollzit. sales aids on "270" Sprayit 
NAME_____ 
“THE PAINTING — 
EQUIPMENT PIONEERS'’’ 
————EEEE “ ZONE STATE 
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Carborundum Promotes E. R. Baxter, 


F. W. Bonacker, Fred W. Scott, Jr. 


Three executive promotions 
have been announced by The 


Carborundum Co., Niagara Falls, 


E. R. BAXTER 


N. Y. They are: Ernest R. 
Baxter, from director of sales and 
sales administration to assistant 
vice-president; Frederick W. 
Bonacker, sales manager of the 
coated products division to gen- 
eral sales manager of the com- 
pany; and Fred W. Scott, Jr., 
from assistant sales manager to 
sales manager of the coated prod- 
ucts division. 
As assistant 
under F. J. Tone, Jr., vice presi- 


vice president 


dent in charge of sales, Mr. 
Baxter will advise and consult 


with all offices of the sales de- 
partment, including the general, 


divisional and branch _ organi- 
zations. 
In his new post as general 


sales manager of the company, 
under Mr. Tone, Mr. Bonacker 
will have charge of all domestic 
and Canadian field sales opera- 
tions, sales administration, com- 


mercial research and merchan- 
dising. 

The new sales manager of the 
coated products division, Mr. 
Scott, will direct that division’s 
sales, sales engineering, retail 
sales and sales order service 
operations. 

Mr. Baxter joined the com- 


pany in 1919 and in 1926 he or- 
ganized and was chief of the first 
sales promotion department es- 
tablished by the company. He 
was appointed manager of sales 
administrative offices in Niagara 
Falls in 1937 and in 1943 be- 
came assistant to the vice presi- 
dent and general sales manager. 
He has been director of sales 
administration for Niagara Falls 
and the branch warehouses since 
1947 and in 1949 assumed the 


202 











additional duty of director of 


sales for the company. 
Mr. Bonacker began his career 





F. W. BONACKER 


with Carborundum in 1911. In 
1912 he joined the sales depart- 
ment. He left the company for 
service in the Army during World 
War I. Shortly after returning, 
he was first assigned to the Cin- 
cinnati district office, and next 





to the Syracuse office. In 1936, 


he took charge of the Boston 
office. In 1943 he was moved to 
New York City as assistant re- 
gional manager of the newly 
established eastern region. He 
was brought back to Niagara 
Falls in 1944 as manager of the 


F. W. SCOTT, JR. 


eastern region, the post he held 
until 1947, when he was selected 
as first sales manager of the 
company’s newly _ established 
coated products division. 

Mr. Scott joined the company 
in 1938 as a sales trainee. He 
was assigned to the Detroit 





District Office as a sales engineer 
for coated abrasives and then 
was advanced to take charge of 
industrial sales in that area, 
When the new coated products 
division was set up in 1947, he 
was made assistant sales man- 
ager. 


KIMBALL PROMOTED 

BY FERGUSON, INC. 

William Kimball 
named supervisor of tractor and 
implement distribution in the 
United States and Canada for 
Harry Ferguson, Inc., Detroit, 
according to a recent announce- 
ment. 


has __ been 


In his new position, Mr. Kim. 
ball will direct the distribution 
of all Ferguson products to an 
organization of 33 distributors 
and more than 1650 dealers lo- 
cated in the United States and 
Canada. He was formerly inm- 
plement sales supervisor for the 
firm. 

During the war he served as 
a pilot in the Air Corps and 
following separation joined the 
Ferguson company in 1945. Since 
that time he has served as as- 
sistant regional manager and 
held other positions dealing di- 
rectly with the company’s distrib- 
utors and dealers. 











NEW ENGLAND HARDWARE DEALERS ASSOCIATION OFFICERS posed for their 
picture at the conclusion of the 57th annual convention which was held at the Hotel 
Statler, Boston, Feb. 21 to 23. Shown from left to right are: D. W. McMahon, Hatch Hard- 
ware Co., St. Albans, Vt., president; Russell R. Mueller, executive secretary; Carl E. 
Williams, J. B. Sibley & Son, Ware, Mass., vice president; Allen Downing, Littleton Hard- 
ware, Littleton, N. H., new director, and Raymond Crompton, W. R. Sharpe Hardware 
Co., East Greenwich, R. I., retiring president. The other newly elected director of the 
association, John Bosengo, Bosengo Hardware, Buzzards Bay, Mass., was not present 


when the picture was taken. 


Other directors who continue in office are: A. L. Averill, C. W. Averill Co., Inc., Barre, 
Vt.: Herman Carlisle, Carlisle Hardware, Springfield, Mass; Charles B. Coburn, C. B. 
Coburn Co., Lowell, Mass.; J. C. Curtis, Curtis Hardware Store, Berlin, N. H.; H. E. 
Fournier, H. E. Fournier Hardware, Livermore Falls, Me.; J. P. Gallagher, Gallagher & 
Mooney, Pawtucket, R. 1; Victor L. Hubert, W. C. Fuller Co., Mansfield, Mass.; James P. 
Mackey, Mackey & Meade, Inc., Brookline, Mass.; and Henry W. Rollins, Rollins-Dunham 


Co., Waterville, Me. 
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ASS, ii HP 


Modern merchandising requires good 
displays. Tools well displayed are 
nine-tenths sold. And, as thousands of 
dealers know, when they're Indestro 
ools they STAY sold and sell MORE. 
Men buy tools where a complete 
selection is offered! Feature the de- 
pendable, right-priced Indestro full 
line, display it on these handsome 
yellow-and-red boards, and increased 


» Bnates Way to Win Friends 
> and MULTIPLY PROFITS! 


Twenty selected tool assortments available, 
individually framed or in multiple assemblies. 











tool sales volume takes care of itself. 
How to Start Indestro Profits Your 
Way! These merchandising displays 
are furnished without charge with 
selected assortmert of fast moving 
Indestro Tools—no dead numbers! 
You can make your choice from 
twenty related tool assortments which 
will add frequently overlooked valu- 
able selling area to your store. 











Start by writing for the free 88-Page Indestro Catalog. 


INDESTRO 20le for Senice 


INDESTRO MANUFACTURING CORP.,N. Kildare at Schubert, Chicago 39, IIl., U.S.A. 











WARWOOD WORKMANSHIP 
MAKES THE DIFFERENCE 


Yes, not only are 
Warwood Tools attractive and 
well finished, but they are prop- 
erly designed to do the job, 
durable and long wearing. 
When you sell Warwood Tools 
. you sell the finest of 
forged tools. 


TOOLS FOR 


GENERAL CONSTRUCTION wag, 
AGRICULTURE AND GARDENING asa \ 
MINING AND INDUSTRY (SINgE Te we | 


RAILROAD TRACK MAINTENANCE 
xf sy 
Wheeling, West Virginia - 


Kacwad or Hay 
Pick No. 30 


WARWOOD TOOL COMPANY 
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GEORGE MEYERS HANDLES | 


CHICAGO SPRING HINGE 
WEST CENTRAL SALES 


George Meyers has been ap- 
pointed sales representative for 


the Chicago Spring Hinge Co., 





GEORGE MEYERS 


1500 W. Carroll Ave., Chicago, 
Ill., in the West Central division 
which includes: Illinois, Michi- 
gan, Minnesota, Missouri, Ne- 


North and South Dako- 
lowa and Kansas. 


braska, 
ta, Wisconsin, 

Mr. Meyers was formerly with 
John H. Graham Co., Inc., work- 
ing under the tutelage of Art 
Gadd. 


HARDWARE ASSOCIATES 
OF NEW ENGLAND ELECT 
MARTIN SEVERSON 

The annual stag dinner party 
of the New England Hardware 
Associates, held at the Hotel 
Somerset, Boston, Feb. 21, was 
attended by about 350 members 
of the traveling men’s organiza- 


, 
Associates were 





lion and their invited guests. The 
also co-sponsors 


of the Hardware Party, which 
was the closing event of the con- 
vention of the New England 
Hardware Dealers Association, 
on Feb. 23, held in the Salle 
Moderne of the Hotel Statler, 
Boston. 


John E. Wright, of Billings & 
Spencer Co., who has served as 
general chairman of both events 
mas- 
par- 
on the 


for a number of years, was 
ter of ceremonies for both 

with him 
were J. Edward 

Boston Varnish Co.; 
Tasker, Mystic Wax Co., 
E. Pingree, secretary-trea- 


ties. Serving 
committee 
Healey, 
Ralph 
and J. 
surer. 
Martin 
man Bearings Corp.. 
president of the Associates, at the 
annual meeting held at the Stat- 
ler, on Feb. 23. He succeeds Mr. 
Healy. Joseph P. Riemer, Wads- 


worth Howland & Co., was named 


Norma-Hoff- 


was elected 


Severson, 


vice president. 
Associates are: 
Behr-Manning 


Directors of the 
J. Donald Knight, 
Corp.; Milo D. Jordan, Paterson- 
Co.; Henry C. Waters: 
Truman O. Stuart, Eagle-Picher 
Lead Co.: Alton W. Healy, Con- 
tinental Screw Co., and Oscar 
D. Clark, Clark-Lurton Corp. 


Sargent 


R. K. JONES MGR. 
DIVERSEY ENOZ DEPT. 


R. K. Jones, formerly sales 
manager of the Enoz Depart- 
The Diversey Corp.. Chi- 
has named head of 
that department, succeeding D. 
R. Swift, resigned to enter busi- 
for himself in Dallas. 

The Enoz Department has 
charge of the sale of the 51-year- 


ment, 


cago, been 


ness 








old Enoz line of moth control 
products for the home. 
Mr. Jones started as a medical 


supplies buyer, experience in 
which led to his appointment as 
Chicago sales representative for 
Duke Laboratories. 
Subsequently, he joined the 
old Enoz Chemical Co., and at 
various times served as district 


ad- 
sales 


manager for New York City, 
manager 


vertising and 





R. K. JONES 


He continued in the 
latter capacity when Diversey ac- 
quired Enoz in 1947, 


manager. 


—__ 


TIMES SQUARE STORES 
ADVANCE BOSWORTH 


The appointment of Harry 
Bosworth as sales manager of 
radio, television and major appli- 
ances has been announced by 
George J. Seedman, president of 
Times Square Stores Corp. 


Mr. Bosworth has been asso- 
ciated with Times Square Stores 
since 1945. 











NEW OFFICERS MOUNTAIN STATES ASSN.: Elected at the recent annual convention 


of the Mountain States Hardware & Implement Association were the officers shown above, 


front row, left to right: 
Brown, president, 


Leland Schmidt, 


first vice-president, 


R. L. Seedorf, director; James Ellis, retiring president, 
and R. A. Davis, director. 


Henry 
Rear 


row, left to right, are: F. W. Reich, secretary; Ed C. Romine, T. W. Backlund, director, 
Joe Kellogg, director, Louis Hunter, director, and Richard Hamm. 
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| mingo, Haiti, 


J. B. HORN JOINS 
MFRS’ AGENCY 

James R. Hackett, 
turers’ representative, 
Lane, Upper Darby, 


manufac- 
29 
Pa 


Powell 
has 





J. B. HORN 


been in business by his 
B. Horn, who is 
now a partner in the agency and 
who will cover eastern Pennsyl- 
vania, New Jersey, and Delaware 
Mr. 


ness 
has 


joined 
son-in-law, J. 


Hackett has been in busi- 
for the past 21 years and 
represented the following 
companies from 15 to 25 years: 
The Burns Mfg. Syracuse, 
N. Y.; C. T. Williamson Co. 
Inc., Belleville 9, N. J.; William 
Johnson, Inc, Newark, N. J.. and 
the Novelty Co., Fulton, 
Tl. 

He has been named recently to 
handle the General Hardware 
Co., Milwaukee, Wis. Mr. Hack- 
ett Pennsylvania, New 
Jersey, Delaware, Maryland, and 
Washington, D. C. 


The company also represents: 


Co.., 


Patent 


covers 


F. E. Hudson & Sons, Inc., C. J. 
Schneider Mfg. Co., and West: 


ern Newell Mfg. Co 


PUERTO RICAN AGENT 
TO VISIT U. S. 


R. A. Sierra, manufacturers’ 
representative, San Juan 6, Puerto 
Rico, has announced that he will 
visit New York until the 
of Easter. He may be reached 
while in New York, c/o Ameri 
can Automobile, 330 West 42nd 
St.. New York City. In addition 
to one man covering Puerto Rico, 
the Virgin Islands, Mr. Sierra 
has another handling Ciudad 
Trujille, Dom. Rep. Do- 
Aruba and Curazao. 
Mr. Sierra announced his 
intention to again open a branch 
office in Caracas to cover Vene 
zuela and Trinidad and the res! 
of the West Indies, which he 
used to cover before the war. 


week 


Santo 


has 
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MEANS BIGGER 
PROFITS FOR YOU 


TEN TOOLS IN ONE 


SELL THE POWER TOOL EVERY = wows tawns 


: CLEARS BRUSH 
NATIONALLY | HOME WANTS AND NEEDS 
ADVERTISED Feature for feature the best all purpose power dik 


BETTER HOMES & GARDENS tool on the market! ar cae 
ROTARIAN Top market ... greater profits ... best power Cuts SMALL TREES 
>> tool on the market .. . all yours when you sell 
N. Y. HERALD TRIBUNE S ; Chorebuster. Every home a_ prospect! 
DEALER a Every farm reeds one, too. One machine 
AIDS wa does 10 separate operations. Get your . 


FURNISHED share of these tremendous Chorebuster SWEEPS SNOW 

: profits in 1950. Write, today, for AND DIRT 
complete details. Be armed for 

the big spring and sum-  , a - 


mer rush for Chore- YF TN f 


buster. SPRAYS TREES 
AND SHRUBBERY 


Weighs Only 8&5 Ibs. 
Rugged 112 H. P. 
Engine. 

Self Propeliling. 
Safety, Circular 
Swivelling Cutter 
Blades. 

Fully Automatic 







Clutch. SPREADS FERTILIZER 
@ All Accessories COMPLETE AS SOWS SEED 
Proportionately 






DEALERS 


WRITE FOR 


ILLUSTRATED ih 
seh oe 
FULL INFORMATION ~~! a 


HARRY A. LOWTHER CO. © PUMPS © CULTIVATES 


Box 1412 Moen Avenue Dept. 102 Joliet, Illinois ¢ CUTS FIREWOOD 


The remazing Double Purpose 
'S wn 


Kitch-N-Kamp 
FOR THE KITCHEN FOR CAMPING 


a Griddle 
OFFERS RICH DOUBLE MARKET 
TO HARDWARE TRADE! 


aoe cooking utensils appeal to either the housewife market or the camp and sportsman market—never to both at the same time. Here at last is 
wo reer nes. new Kitch-N-Kamp Griddle designed to serve this rich, double market ond offer a double sales opportunity to hardware jobbers 
n ealers! 


QUALITY FEATURES, HARD HITTING PROMOTIONS MAKE THIS GRIDDLE A FAST MOVER! 


The amazingly low retail price of only $2.95, plus the quality features and double value of the Kitch-N-Kamp Griddle assure fast turnover to jobbers 
and dealers. Add to this the hard-hitting, aggressive promotions planned by the manufacturer, and the Griddle becomes a "'must'’ for you to stock! 
Check these unusual quality features. The Griddle is made of solid, sturdy cast aluminum. The back is rib reinforced to prevent warpage. The 
exclusive ‘Process 62'' surface finish prevents food from sticking. Cooking area is large, covering two burners. Molded finger-grip handle is detach- 
able. Truly a quality product! 


DON'T DELAY! WRITE TODAY FOR COMPLETE DETAILS! 


Jobbers . . . dealers get the full facts now, so you can begin cashing in on big profits immediately! If sample is desired, send check for $2.00 


Low Priced. 





























$3.25 West of Rockies 









_H. & S. METAL POLISHING INC,, Dept..H-3, 4023 Fulton Ct,, Cleveland 13, Ohio | 
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DELUXE 


SUP EAU AIA 





Outstanding in Beauty - Performance - Price 


Housewives agree, Superwhirl is the finest, the smoothest 
beater ever made. Nothing has been overlooked to give 
them the quality that they demand. It’s made right — it’s 
priced right, and it’s sure to sell. Compare and you'll agree 
that the new deluxe die-cast Superwhirl is in a class by itself. 


oto" 


Quality Products Ts S For Over a Century 
THE TURNER & SEYMOUR MFG. CO., Torrington, Conn. 
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Officers newly elected at the recent annual convention of 


the 


Southern California Retail Hardware 


Association are 


Samuel J. Woody (right), new president, who is receiving 
the gavel from retiring president, J. A. Potter, Jr. Arthur B. 
Green was elected first vice-president. Other officers will be 
elected through balloting of the membership at a later date 








NAME C. K. HACKLER 
RICHARDS & CONOVER 
GEN. SALES MANAGER 


Cecil K. Hackler has been ad- 
vanced to the position of general 
sales manager at Kansas City for 
Richards & Conover Hardware 
Co., wholesalers, Kansas City, 
Mo. Mr. Hackler joined the com- 
pany as a stock clerk in 1923 and 
was made a salesman in 1928 in 
the greater Kansas City area, a 
position he held until assuming 
his position as sales manager of 
the company. 

Samuel L. Sawyer has joined 
Rich-Con as treasurer. Mr. Saw- 
yer is a great grandson of J. F. 
Richards. who founded the com- 
pany in 1857. His grandfather, 
W. B. Richards was president 
until his death in 1936. Mr. Saw- 
yer was formerly associated with 
the investment banking firm of 


Barret-Fitch & Co. 


James E. O’Neil has been 
made general manager of the 
| Oklahoma City branch. Mr. 


CECIL K. HACKLER 








O’Neil who started in the Rich- 
Con warehouse in 1933, has been 
with the company since. He 
traveled as a salesman from 1936 
to 1948 when he became Okla. 
homa City sales manager for the 
firm. 





SAMUEL L. SAWYER 


JAMES E, O’NEIL 
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CHARLES COPELAND 


manufacturers’ agent, 2503 
Washington St., Boston, 19, 
Mass., who has been appointed 
to represent in the New Eng- 
land states, the Hall-Wessel Co., 
Philadelphia, Pa. 








SLAYMAKER INTRODUCES 
1950 SALES PROGRAM 


At its offices in Lancaster, Pa., 
Slaymaker Lock Co., recently 
held an eastern district sales 
meeting at which time the com- 
pany’s 1950 sales program was 
introduced. 

Slaymaker’s newest padlock 
merchandiser, “Padlock Town,” 
was shown and the merchandis- 
ing and sales program sponsoring 
it was outlined. 

The company executives pres- 
ent included: Samuel C. Slay- 
maker, president; W. Heyward 
Smith, vice-president and gen- 





eral sales manager, Fred A. Wil- 
liams, manager of industrial sales 
and assistant general sales man- 
ager, and J. B. Kauffman, man- 
ager of hardware sales. 

Eastern sales representatives 
present were: Lloyd B. Hershey, 
Lancaster; George C. Strickler, 
Philadelphia; H. Kelvin Con- 
ners, Montreal; John L. Clarke, 
Hartford; Homer Wakerly, New 
York City; Leo Descheneaux, 
Boston; Mercer E. Gibson, Co- 
lumbia, S. C.; John Tweedy, 
Boston, and Arthur Friedlander, 
Jr., New York City. 

Those representatives from the 
central and western areas were 
briefed on the new program in 
Chicago. 

The locks in “Padlock Tewn” 
were chosen by means of two 
polls, one conducted by the com- 
pany and the other by its adver- 


tising agency, Gray & Rogers, | 


Philadelphia. Slaymaker’s found 
that, as a result of the survey, 
this type padlock was preferred. 





NUTMEGGERS MEETING 
ATTENDED BY 28 


At the recent meeting of The 
Nutmeggers, Inc., 28 members 
were present, 12 of whom were 
past presidents. Leon Schwartz, 
an honorary life member and 
past president, was appointed 
honorary president and John T. 
McCulloch filled the position of 
chairman. 

The group had a speaker and 
movies on the little league base- 
ball teams. 














Hardware Salesmen's Association of St. Louis, Inc., 1189 
Arcade Bldg., St. Louis 1, Mo,, recently elected officers for 
1950: Gilbert L. Brown, president; Les R. Bammann, first 
vice-president; Earl J. Bold, second vice-president; Harry P. 


Roenfeldt, secretary, and John E. Hills, treasurer; William | 
E. Thein, sergeant-at arms; Walter C. Meibaum, publicity | 


director. Installation into office was at a dinner dance at 
Hotel York, St. Louis. The board of directors, consisting of 
five members, is composed of the last five past-presidents; the 
out-going president each year becoming chairman of the 
board. Otto H. Thoma is chairman, with Harry P. Roen- 
feldt, Warren R. Becker, Jack A. Johnson and Walter C. Mei- 
baum. Left to right, rear: Messrs. Thein, Roenfeldt, Hills; 


front row, left to right: Bammann, Brown and Bold. 
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| America’s Best Buy 
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ei all 
SINGLE ACTION ® 


~NEW WWICE-0-MAT 


NEVER BEFORE A SINGLE ACTION 
JUICE-O-MAT UNDER *5°° 







Orange Juice 

| gives you 

all the flavor, 
all the health! 


NEW 
LOW PRICE 


é GLEAMING 
CHROME 


TOP AND 
HANDLE 








TFAIR TRADE RETAIL 





CAT. No. 462C. 
Bases in white, red, or 
yellow baked enamel 
Other colors on request. 


| This new fully enclosed SINGLE AC- 
TION JUICE-O-MAT with gleaming 
chrome top and handle is the BIG 
news in the Juice Extractor field. A 
half-turn of the handle raises the top. 
A half-turn forward gets the juice... 
no seeds, no pulp, and no bitter rind 
oil! Place your orders NOW! 














| . . a > 
we & a =  e Saturday Evening Post 






e Ladies Home Journal 


3 e Good Housekeeping 


eae 
OVER 33 MILLION READERS 


WRITE TO 





MANUFACTURING 
co 


r eS 


' CAN-O-MAT 


Kansas City, Mo. 
STEAM .O- MATIC 


1CE-O-mat RON .O.mat 


207 








F. C. HUFF HEADS 
BRADLEY & VROOMAN 
TRADE SALES DIV. 

Leo 5. Guthman, president of 
the Bradley & Vrooman Co., Chi- 
cago, IIl., announced the recent 





FLOYD C. HUFF 
appointment of Floyd C. Huff as 
manager of the trade sales divi- 
sion. 


In his new capacity, Mr. Huff 
will be responsible for develop- 


ment and supervision of trade 
sales, with particular emphasis 
being placed on the base and 
tinter system. which system of 
custom mixed colors was orig- 


Bradley & Vrooman. 

Mr. Huff had been 
associated with the Sherwin Wil- 
130: 
the trade sales department. From 
1937 through 1948, he was with 
the Devoe & Raynolds Co.. 


upon leaving the company he was 


inated by 


Previously 


liams Cleveland, Ohio, in 


where 


the western division manager. In 
1948 he joined the Glidden Co., 
as manager of the national spe- 
cialty sales division. 


X-ACTO CRESCENT 
DISTRIBUTES FOR 


| PLEXON ARTCRAFT STRIP 


Products Co.. 

New York, 
announced that it 
the 
distribution rights for the hobby 
and craft trade of X-acto Plexon 
Arteraft 


X-acto Crescent 
140 4th 
N;. ¥., 


has recently 


Avenue, 
has 


acquired sole 


Strip. 


LIBBEY GLASS NAMES 
GUITTEAU ASS’T. MGR. 
RETAIL DIVISION 


J. T. Guitteau, who has been 
Toledo branch manager for Lib- 
bey Glass, has become assistant 
manager of the retail 
reporting to Lamson Rheinfrank, 
manager. He will be located at 
the general office Owens-Illinois 
Glass Co., in Toledo, Ohio. 

T. H. Harbaugh, St. Paul 
branch manager, has transferred 


division, 


to Toledo where he will assume 


a new position as manager of 
merchandising. He will be re- 
sponsible for the training of 


Libbey salesmen, and will work 
with wholesalers and retail out- 
lets thera in the de- 
velopment of special promotions 
and effective of mer- 
chandising Libbey glassware. 
Mr. Harbaugh 
St. Paul branch manager will be 
Frank Dennis. who has been oper 


assisting 
methods 


Succe ding 


as 


ating out of the Chicago branch 
as a premium sales specialist. 
J. K. Miller, Philadelphia 


branch manager, will join the 


| . 
has been elected assistant treas- 


| 


Libbey sales staff at the New 
York office as assistant manager 
and will devote his time to the 
retail trade. 

Replacing Mr. Miller as Phila- 
delphia branch manager will be 
J. V. Shipman, who has been a | 
member of the New York branch 
sales office. } 


R. C. Malone, a member of 
Libbey’s genera] sales depart- | 
ment in Toledo, has been as- 
signed to the Buffalo’ branch 


sales office, Marine Trust Bldg., 
Buffalo, N. Y. 











A. WESSEL SHAPLEIGH, JR. 


urer of the Shapleigh Hard- | 
ware Co., wholesalers, St. Louis 
2. Mo. He joined the company | 
in the credit and collection de- | 
partments at the end of 1945 
and was elected a director of 


the company in Jan. 1949. He | 
will continue to be active in | 
the credit, collection and ac- | 


counting departments, 











MICHIGAN ASSN. ELECTS: At the recent convention of the Michigan Retail Hardware 


Assn., held Feb. 21-23 in Grand Rapids, the above dealers were elected officers. 





Front 


row, left to right, are: Edgar N. Kalthoff, Detroit, president, and Paul Hayden, Cassopolis, 


vice-president. 


Rear row, left to right, are executive board members: Henry Huizenga, 


Grandville, retiring president; Michael D. Knopic, Midland; E. E. Cookson, Manistique; | 


Harold O. Paul, Pidgeon; Robert M. Audrain, Gaylord, and Fred J. Gartner Wyandotte. 


Harold W. Schumacher, Lansing, is manager and William Moore, Detroit, treasurer. New 
executive board member is Ned Baldwin, Tecumseh. W. C. Judson, Big Rapids, executive 
board member and N.R.H.A. president, is not in photo. 
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| dealers. 
merly 


| and 


H. A. HARLOW MGR. 
STRATTON & TERSTEGGE 
APPLIANCE DIVISION 
An expanded appliance divi. 
sion of Stratton & Terstegge Co,, 
Inc., of Louisville, with Hany 





HARRY A. HARLOW 


A. Harlow 


as its manager, has 


been announced by Wilton S. 
Terstegge, president. The new 
division—formerly the Rankin 
| Division—will distribute electric 


| and gas appliances, serving Ken- 


Indiana 
for- 


and Southern 


Mr. 
merchandising 


tucky 


Harlow was 


manager 


for the Louisville Branch of 


| Graybar Electric Co., and prior 


to that was with Nash-Kelvinator 
Corp. 


PARKER SWEEPER USES 
HDWE. WHOLESALERS 
AS DISTRIBUTORS 


Under the new 1950 sales pro- 
gram of the Parker Sweeper Co., 
Ohio, hardware 
become _ the 


of Springfield, 
wholesalers have 
basic suppliers of a complete line 
of Parker Sweepers and 
year ‘round lawn conditioners to 


Lawn 


hardware dealers in all parts of 
the United States, it was am 
nounced by F. R. Moore, sales 
manager. 
The Parke 


program has 


wholesaler-dealer 
been launched s1- 


multaneously with the issuance of 


the new Parker ‘“Salessational 
5th Dimension to Sales and 
Profits” wholesaler-dealer sales 
kit which includes illustrations 


of the five Parker models which 
hardware retailers will carry, to 
gether with a complete dealer 
promotional campaign including 
newspaper mats, radio scripts, 
display materials. 

The five Parker models being 
supplied to dealers through hard- 
ware wholesalers include the 
power-driven Home-Master. the 
28-inch Springfield 24-inch Yard- 
groom, and the 20-inch and 286 
inch Parkerette hand models. 
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Light 
BUILDERS 
HARDWARE 


: ty GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 


quality produced by 
Griffin. 





. 
PiSuery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE +» PENNSYLVANIA 


SALES OFFICES 
45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, lilinois 
9344 Woodward Avenue, Detroit. Michigan 
115 Broad Street, Boston, Massachusetts 
703 Market Street. San Franciseo 3, California 
917 St. Charles Avenue, Atianta, Georgia 
308'2 North Harwood, Dalias, Texas 
4524 East 60th Street. Seattle, Washington 
785 North President Street, Jackson 6, Mississipo! 
4638 Mill Creek, Kansas City. Missouri 
2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 





IN CANADA 3 


15 Wellwood Avenue, Toronto, Ontario 





HARDWARE AGE. MARCH 23. 1950 















RUBBER GARDEN HOSE: 
@ “STANDARD” — One Ply 


5-year guarantee — 5” 1.D., available Black 
covering; 25’ or 50’ lengths. 


@ “ATLANTIC” — One Ply 
10-year guarantee — 5%” I.D., available with 
Black, Red or Green covering; 25’ or 50’ 
lengths. 


@ “CRANSTON” — Iwo Ply 

15-year guarantee — %” I.D., HEAVY DUTY, 
with Black, Red or Green covering; 25’ or 
50’ lengths. 






st a braid pape 


*Not jv DURABLE, mOR 


with the 
NEW 
ATLANTIC 


Wovea 


CENTER 


KSEE 
CELLED, 


ver ALL 


Vi . 
NGS de ¢ hose carries 


couptl 
LL-FLO tne water th 


FU 


* Aqua © BRAID one PLY PLASTIC 


— , , 
2” or %” 1.D., reinforced rubber core, and 


plastic covering in Red or Green. 25’ or 50’ 
lengths, with Guarantee Tag. 


* Aqua of ite ALL PLASTIC 


Lightweight, won't kink or crack, dirt wipes 
right off. Red or Green, 25’ or 50’ lengths, 
with Guarantee Tag. 
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ALBERT P. LIGGETT 


PERFECTION NAMES 

ASST. TO EXEC. V.P. 

Two appointments have been 
announced by Perfection Stove 
Co., Cleveland, Ohio. Albert P. 
Liggett has been named assis- 
tant to the executive vice-presi- 
dent, D. S. Smith, and Kenneth 
E. Murphy joins the legal de- 
partment as assistant counsel. 





KENNETH E. MURPHY 


Mr. Liggett for the past five 
years has been a staff industrial 
engineer with Robert Heller & 
Associates, Cleveland consulting 
firm, 


Previously, Mr. Liggett was 
employed as an industrial en- 
gineer by Bell Aircraft in At- 


lanta, Ga., and the Carnegie-Illi- 
nois Steel Corp. in Chicago. For 
an eight-year period, also, he was 
employed in industrial engineer- 
ing capacities by Armour & Co., 
working, during that period, in 
the San Francisco, St. Paul and 
Chicago offices. 

Mr. Murphy was at one time 
associated with the Seiberling 
Rubber Co., in Akron, Ohio. He 
left this company for five years’ 
service with the U. S. Marines, 
during World War II. 


A CORRECTION 


In an article describing the 
television merchandising activi- 


210 





of Kolodney Bros., New 
Britain, Conn., hardware dealers, 
in the Jan. 12, 1950, issue photos 
of displays were published. The 
photo on p. 118 was properly 
identified, but the picture on 
p. 154 was of a display in 
the Rackliffe Bros. Co. store in 
the same city. 


ties 


PHILA. HOUSEWARES 
ELECTS OFFICERS 


Morris Yeager, manufacturers 
representative, has been elected 
president of the Philadelphia 
Housewares Club, 612 Drexel 
Bldg., Philadelphia 6, Pa. Other 
officers include: Lee Baker, rep- 
resentative, Washburn Co., first 
vice-president; Theodore Gold- 
berg, assistant housewares buyer, 
Gimbel Bros., second vice-pres- 
ident; Edward J. Strasser, rep- 
resenting Pierce-Phelps, Inc., was 
re-elected treasurer and Samuel 
Ospow, Philadelphia wholesaler, 
was re-elected secretary. 

The club’s 10th annual presi- 
dent’s ball was held March 18th 
at the Warwick in Philadelphia. 
Governor James H. Duff, of Penn- 
sylvania, was the guest of honor 
and Arthur C. Kaufmann, presi- 


| dent of Gimbel Bros., Philadel- 





phia, was the principal speaker. 


Other guests included: Julien 
Elfenbein, managing editor of 
House Furnishing Review, and 


Earl Lifshey, managing editor of 
Retailing. 
KEYSTONE STEEL 
NAMES BRANCH MGR. 


Walter W. McAfoos has been 
appointed Los Angeles branch 
manager of the Keystone Steel 
& Wire Co., Peoria, Ill, by 
Walter H. Gardner, general sales 
manager. He succeeds W. L. 
Dixon, who continues with Key- 
as sales consultant in 
southern California. Promoted 
to a new post in Los Angeles 
under Mr. McAfoos is Irvin 
Bube, who has been in charge of 
sales for Keystone in Salt Lake 


City. 


stone 


C. B. HENNON WINS 
EKCO DEALER CONTEST 


Four words won a 1949 Cadil- 
lac sedan for Clyde B. Hannon, 
owner of a typical hardware store 
at Newcastle, Pa., in a national 
retail dealer contest recently con- 
ducted by Ekeo Products Co., 
1949 N. Cicero Ave., Chicago, 
to introduce the 3% lb. Lo-Pres- 
sure Ekconomic pressure cooker. 


Arthur Keating, company presi- | 


dent, felt that the most effective 
way of stimulating the interest of 
store owners in this new product 


was to conduct a _ contest best 
describing the advantages of 


Mr. 


Ekeo Lo-Pressure cooking. 





Hennon’s winning statement was 
“Pressure Decreased—Flavor In- 
creased.” Mr. Hennon, his wife 
and daughter Jean Ella visited 
the company’s Chicago plant. Mr. 
Hennon’s store at Newcastle cov- 
ers an area of 40 by 50 ft. Ekco 
awarded $500 cash to the clerks 
in Hennon’s store who sold the 
2 Ekco Lo-Pressure Cookers. Also 
awards of $500 each were pre- 
sented to salesmen E. Mehlman, 
M. Block & Sons Co., Chicago, 
Mel Bengson, Standard Sales Co., 
Spokane, Wash, and H. Seigel, 
A. Cohen Sons Co., New York 
City. These men were mentioned 
by most dealers as the salesmen 
from whom pressure cookers had 
been purchased. 


SYRACUSE ALLOY BUYS 

ALUMINUM PRODUCTS 

Syracuse Alloy Metals Cor- 
poration, Syracuse, N. Y., has 
announced they have acquired 
the entire business of Aluminum 
Products Co., Pulaski, N. Y. 

Aluminum Products Co. manu- 
factures oil drum faucets, vise 
clamps, hobby shop equipment 
and various hardware specialties. 
This entire line will be continued 
under the brand “Samco Prod- 
ucts by Syr-All of Syracuse,” and 
merchandised by Syracuse Alloy 
Metals Corp. 


APPOINT SPENCER ASS’T 
TWINDOW SALES MGR. 
PITTSBURGH GLASS 


Roger D. Spencer has been 
named assistant manager of 
“Twindow” sales for Pittsburgh 
Plate Glass Co., 632 Duquesne 
Way, Pittsburgh, Pa. 

Mr. Spencer has been asso- 
ciated with Pittsburgh Plate 
Glass Co. since 1944 and with 
“Twindow” sales during the past 
three years. 





KAISER ALUMINUM 
TRANSFERS PRODUCT 
SALES OFFICES TO EAST 


The transfer of several prod. 
uct sales offices of Kaiser Alu. 
minum & Chemical Sales. Inc, 
Oakland, Cal.,.to eastern loca. 
tions was announced recently by 
Bert Inch, general sales manager, 

The company’s aluminum sheet 
and building products sales of. 
fices are being established at 
Chicago, with offices in the Palm. 
olive Building. Product offices 
have also been set up at the 
Newark, Ohio, plant of Kaiser 
Aluminum & Chemical Corpora- 
tion for electrical conductor and 
cable; wire, rod and bar, and 
pig, ingot and billets. 

Sales headquarters of the foil 
division are located at the Kaiser 
Aluminum foil plant at Perma 
nente, Cal. 


F. S. JONES ELECTED 
VICE-PRES. OF SALES 
FOR COLORADO FUEL 


F. S. Jones was recently elect- 
ed vice-president in charge of 
sales for The Colorado Fuel & 
Iron Corp., Denver, Col. Mr 
Jones succeeds Newell H. On, 
who has retired, but who will 
continue in an advisory capacity 

Mr. Jones started in CF&lI in 
1908. He began selling in Hutch- 
inson, Kan., as a combination 
fuel and steel salesman in 1913 
Since then he has held manager- 
ial positions in most of the com- 
pany territory, occupying office 
in Grand Junction, Salt Lake 
City, Oklahoma City and Denver. 

Mr. Jones’ former position of 
general manager of commercial 
steel sales of the western divi 
sion, has been filled by James 
N. Counter, advancing from 
Rocky Mountain division sales 
manager. 











CALIFORNIA RETAIL HARDWARE ASSN. OFFICERS: 





Shown, left to right, are new officers of the California asso- 
ciation, elected in convention, Feb. 20-22, at San Francisco, 
Calif.; Charles E. Ruggles, Guerneville Hdwe. Co., Guerne- 


ville, second vice-president; H. E. Zimmerman, Stanislaus 


Hdwe. & Impl. Co., Modesto, first vice-president; 


Tr. L 


Becker, Big Store Hdwe., Redding, president, and Le Roy 


Smith, San Francisco, secretary-treasurer. 
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Direct Hotel Reservations for Builders’ Hdwe. 
Show, Sept. 18-21 to Ass’n. Committee 


St. Louis Hardware Club officers met with National Con- 
tract Hardware Association officers at the York Hotel, St. 
Louis, recently to inaugurate plans for convention and Na- 
tional Builders Hardware Exposition in St. Louis, Sept. 18-21, 
1950. Among those present were: E. Odenwalder, Rubelamn- 
Lucas Hardware Co., St. Louis, sergeant at arms; R. Zuro- 
weste, Melcher Schene Hardware & Lumber Co., St. Louis, 


treasurer; B. 


Venneman, Hager Hinge Co., St. Louis, vice- 


president; Howard MacCarthy, Jr., MacCarthy Hardware Co., 
Baltimore, N.C.H.A., president; Franklin Schlitt, Schlitt Hard- 
ware Co., Springfield, Ill., N.C.H.A., first vice-president; John 
R. Schoemer, New York, N.C.H.A., managing director. Others 
there were: Ralph Hager, Hager Hinge Co., St. Louis, board; 
Charles Heil, Seidel Mfg. Co., St. Louis, board; E. Ritsch, 
Shapleigh Hdwe. Co., St. Louis, secretary; Edward Rottmann, 
Jr, Cipco Corp., St. Louis, board of directors; Al Klasing, 
Niedringhaus Metal Products Co., St. Louis, president; J. R 
Raymer, Jr., Raymer Hdwe. Co., St. Paul, N.C.H.A. director; 
John J. Soeffing, A. Soeffing & Co., Philadelphia, N.C.B.A., 
past-president; A. J. Schelly, C. Y. Schelly & Bro., Allentown, 


Pa., N.C.H.A., past-president; 


R. A. Kuehn, Schlage Lock 


Co., convention committee chairman, A.S.A.H.C.; J. A. Jutzi, 


Shapleigh Hardware Co., N.C.H.A. director. 


It has been 


announced that all hotel reservations for the convention and 
exposition will be handled through the housing committee 
of the association, Suite 40!-420 Madison Ave., New York 
City 17. All requests for reservations must give definite date 
and hour of arrival as well as date and approximate hour 
of departure. Also names and addresses of all persons who 
will occupy reservations requested must be included. Hotels 
available include: De Soto, Jefferson, Lennox, Mayfair, Statler. 
All events including the exhibition will be held in the Kiel 


Civic Auditorium. 








GE. TO EDUCATE AT 
RETAIL LEVEL 


The General Electric Co., 
Bridgeport, Conn., recently held 
a preview of its “Birth of a 
Salesman” show for the trade, 
newspaper and consumer press. 
The show, which was written 
and directed by New York radio 
and TV talent, is designed to 
prove through the story of the 
G.E. dealer, his customers, his 
sales people and their wives and 
sweethearts, that the fundamen- 
tals of good merchandising are 
unchanging, according to A. M. 
Sweeney, general sales manager 
of the appliance and merchan- 
dise department. 

The story develops in a flash- 
back series through the past 25 
years and points the moral that 
the principles of sound selling 
and customer service are as im- 
portant in good times as in bad. 

With each group of 25 mem- 
bers, in the form of three 
troops, will go a revolving stage 
and other equipment to: Pitts- 
burgh, Mar. 27; Buffalo, Mar. 
29; Syracuse, Mar. 31: Albany, 
Apr. 3: Boston. Apr. 5; Hart- 
ford, Apr. 10; New York. Apr. 
ll; Bloomfield, Apr. 13; Ft. 
Worth, Mar. 27; Houston. Mar. 
2; New Orleans, Apr. 3; Bir- 
mingham, Apr. 5; Jacksonville. 
\pr. 10; Richmond, Apr. 12: 
Philadelphia, Apr. 14; San Fran- 
cisco, Mar. 26; Fresno, Mar. 29; 
Los Angeles, Mar. 31; Phoenix, 





Apr. 3; Albuquerque, Apr. 6; 
Kansas City, Apr. 10; Des 
Moines, Apr. 12; St. Paul, Apr. 
14; Toledo, Apr. 17, and Colum- 
bus, Apr 19. 


a 


E. I. DU PONT CREATES 
FILM DEPARTMENT 


E. 1. du Pont de Nemours & 
Co., Wilmington, Del., has an- 
nounced the creation of a depart- 
ment to be responsible for re- 
search, production and sales for 
all products currently handled 
by the Cellophane division of the 
company’s rayon department. The 
new organization, to be known 
as the film department, will have 
as its general manager Donald 
F. Carpenter, former chairman of 
the National Munitions Board 
and long-time Du Pont associate. 

This film department will be 


the company’s primary agency 
for handling films other than 
photographic. including the vari- 
ous types of cellophane film, 
both plain and moisture-proof, 


cellulose acetate film, polythene 
film, sponges and 


“Cel-0-Seal” 


cellulose 


sponge yarn, and 
cellulose bands. 

Mr. Carpenter 
Du Pont in 1922. After holding 
positions on a_ rising of 
importance, he became vice-pres- 
ident of the Remington Arms 
Co.. a Du Pont subsidiary, in 
1941. 

In April of 1948 he took a 


first joined 


scale 
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leave of absence to become dep- 
uty to the Secretary of Defense 
on atomic energy. The following 
September President Truman ap- 
pointed him chairman of the 
Munitions Board. He returned 
to Du Pont as assistant man- 
ager of Du Pont’s Rayon Depart- 
ment in July of 1949. 





DEWALD, KELLOGG BRUSH 
FACTORY AGENT 


Lester E. DeWald, 309 S. Col- 
lingwood Ave., Syracuse, N. Y., 
has joined the Kellogg Brush 
Mfg. Co., Westfield, Mass., as 
factory representative in New 
York state with the exception of 
metropolitan New York. 








OBITUARIES 








R. E. THOMPSON 


R. E. Thompson, 54, sales rep- 
resentative for the Eclipse Lawn 
Mower Co., Prophetstown, IIL, 
died recently while attending the 
Iowa Retail Hardware Dealers 
convention and trade show after 
suffering a heart attack. 

From 1923 until 1934, when he 
purchased a hardware store, Mr. 
Thompson did drafting, purchas- 
ing and machinist work for the 
Des Moines Steel Co. He suc- 
cessfully operated his hardware 
mer- 
chandise restrictions forced him 
to sell and he spent three years 
with the U. S. Rubber Co. plant 
at Des Moines as a mechanical 
engineer. He joined Eclipse in 
1945 as sales representative for 
Nebraska South Da- 


business until 1943, when 


Iowa, and 


kota. 
ROY MYERS 

Roy Myers, 57, manufacturers’ 
representative. 1209 Olive St., 
Philadelphia 23, Pa., died at his 
home in Daytona Beach, Fla., re- 
cently after suffering a heart at- 
tack. Mr. Myers operated out of 
Philadelphia, serving principally 
the eastern Pennsylvania, Dela- 
ware, Maryland territory in the 
hardware and mill supply field. 
He had served this territory for 
25 years, until his retirement a 
year ago. Mr. Myers was a mem- 
ber of The Keystoners, a veteran 
of the First World War. His 
widow. Edith, survives him. 


JOHN G. THOMISON 


John Thomison, presi- 
dent and treasurer of Mountain 
City Stove Co., Chattanooga, 
Tenn.. was fatally stricken with 


attack 


Greer 


a_ heart recently. 


DANIEL ANDERSON 


Daniel Anderson, 65, operator 
of a hardware 1466 
Lackawanna, N. Y.. died recent- 
lv at his home. 


store at 


JONATHAN FULKERSON 


Fulkerson, 82, 
Hardware 


Jonathan F. 
founder of Fulkerson 





| 


Store, Somis, Cal., died recently 
at his home in that city. Mr 
Fulkerson had been a Mason for 
nearly 50 years. 


GEORGE B. KING 

George B. King, 75, forme: 
partner in the Walter E. King 
Co., Hyde Park, Ohio, died re 
cently. He had been 
and partner of the 
company until it was closed 
years ago upon his retirement 


co-owner 


hardware 
1») 


S. P. PARRISH 
S. Powhatan Parrish, 69, presi 
dent of J. Shepherd Parrish Co., 
205 W. Wacker Drive, Chicago, 
and representative for Richmond 


Cedar Works, Norfolk, Va., for 
about 50 years, died in Little 
Rock, Ark., recently. 


GEORGE A. MARY 


George A. Mary, vice-president 
and purchasing agent of C. M. 
McClung & Co., Knoxville, Tenn., 
hardware wholesalers, died after 
suffering a heart attack recently 
at his home there. Mr. Mary 
became affliated the firm 
in 1902 and advanced rapidly to 


with 


executive posts, 


JEROME SCHULANG 
Jerome Schulang, 44, an officer 
of Wm. L. Blumberg Co., Inc., 
31 Warren St., New York City, 
died affer suffering a 
heart attack. He had been asso 
ciated with the firm for 15 years 


recently 


GUSTAV A. BUERK 


Gustav A. Buerk, 85, formerly 
city sales manager, Schwabacher 
Hardware Co.. wholesalers, Seat- 
tle. Wash.., 
hospital in Centralia, Wash. 


died recently in a 


J. STEPHEN OGDEN 


J. Stephen Ogden, 85, retired 
hardware dealer, Ashland, Ky., 
formerly very active in and at one 
time president of the Kentucky 
Retail Hardware Dealers Asso- 
ciation. recently died at his home 


in Ashland. 
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You’ll Catch More Customers 


Because Your Customers 
Catch More Fish with the 


HORNET 


(Guaranteed to Catch More Fish) 
A 


Its his own fault... 
“¢ he uses a HORNET! 







PWG 
YY TH 
Mgt yl” 









Advertised in Outdoor Life, Field and Stream and Outdoor Tips. 


@ There's “fish appeal” in these beautifully 
constructed lures that means more fish in the boat, 
more dollars in your till. For Action . . . in both 
sales and catches ...sell HORNETS! Three 
sizes — Nos. 3 (1/6 oz.), 2/0 (2/5 oz.), 7/0 
(1 0z.), each size in combinations of red, yellow, 
green, black and white trim on bodies, swivel- 
guard and tails of soft pliable plastic. Line 
keels prevent line twist. Bodies of ' 
nickeled brass. No. 3, 75c each re- 
tail, No. 2/0, $1.25, 
No. 7/0, $1.75 — full 
profit for you. Dozen 
to carton. We back you 
fully on guarantee. 
Write today for 
catalog-folder 
and prices. 



















\ 
No.3Hornet \ 
weight 1/6 oz. 
(actual size) 
For trolling, casting, 
spinning 








HORNET, INC. 


400 Clark St., Elyria, Ohio 
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HARRY CC. MILLER, 
former president of the Kruse 
Hardware Co.,. Cincinnati 
wholesale hardware firm, en- 
tered the hardware trade in 
March, 1898, with the firm of 
Kruse & Bahlman, as a stenog- 
rapher. He was a salesman 
for the Kruse Hardware Co. 
until 1920 when he was 
brought inside as a 
He later became a vice presi- 
dent and eventually president, 
which post he held at the 
time of his retirement. Mr. 
Miller boasts that during the 
Fall he shot a 72 in golf which 
is two numbers less than his 
age. He will celebrate his 
74th birthday on April 2. He also proudly claims five 
hole-in-one’s. He is president of the Milford Building 
Loan & Savings Co. 


buyer. 


HARRY C. MILLER 


HENRY J. WOOD- 
WARD, president and trea- 
surer, Wm. W. Woodward 
Hardware Co., Newton, N. J.. 
wholesalers, who celebrated 
his 80th birthday, Nov. 6. 
1949, continues active in the 
management of that concern 
and is on the job every busi- 
ness day. A lad in his teens, 
in 1885. when he became an 
errand boy in the concern his 
father established in 1866, he 
traveled throughout northern 
New Jersey, eastern Pennsyl- 
vania and southern New York 
state for the company from 
1890 to 1892. His hobby was 





HENRY J. WOODWARD 


HARDWARE AGE, MARCH 23, 1950 








trapshooting 
years ago Or 
tatinny Hos 
six years as 
Newton. M1 


years has be 


home town. 





FRANK P. 


conventions 
trade. Mr. | 
land home fi 
below the h 
active for 5( 
N. Y., wher 
been a sailii 
the Fort Scl 
A. C.., the | 


for 28 vears 





CHARLES W 


years and is 
merce. Mr. 
rifle and_ pis 
a number e 
national mat 


HARDWAR 


ILLER 


1ims five 
Building 





pW ARD 


3, 1950 











trapshooting and he made several trips to Maine about 20 
years ago on deer hunting trips. He was foreman of Kit- 
tatinny Hose Co., Newton Fire Department, and served 
six years as a trustee of the First Presbyterian Church of 
Newton. Mr. Woodward is a Mason and for the past 25 
years has been a director of the Newton Trust Co. in his 


home town. 


FRANK P. TENNEY, 
vice president of the Utica 
Drop Forge & Tool Corp., 
Utica. N. Y., began his busi- 
ness career 50 years ago on 
Jan. 1, when he started sell- 
ing tools for Smith & Heming- 
way Co., New York, who were 
exclusive sales agents at that 
time for the Utica Drop Forge 
& Tool Corp., specializing in 
the pliers line. In 1926 when 
that company sold its pliers 
business to Utica Drop Forge, 
Mr. Tenney continued to rep- 
resent Utica pliers to Middle 
West wholesalers. Mr. and 
Mrs. Tenney have regularly 
attended national hardware 
conventions where they have made many friends in the 
trade. Mr. Tenney is now recuperating at their Cleve- 
land home from an accident in which he broke a leg just 
below the hip, about a year ago. Mr. Tenney has been 
active for 50 years in civic affairs at Point Chatauqua, 
N. Y., where he has a summer home. He has always 
been a sailing and motorboat fan. He is a member of 
the Fort Schuyler Club, of Utica, N. Y.; the Cleveland 
A. C.., the Point Chatauqua Club and has been an Elk 
for 28 vears. 





FRANK P. TENNEY 


CHARLES W. HARRI- 
SON, president and treasurer 
of Harrison & Gould, Inc., 
Milford. hardware 
store, at its present address, 
he was 16 years of age when 


Conn., 


he moved to New Haven and 
started in the retail depart- 
ment of the Bronson & Town- 
send Co. Later he was with 
the Lightbourn & Pond Co., 
New Haven. In _ partnership 
with Alfred E. Gould he 
opened the Harrison & Gould 
store, at its present address. 
on Oct. 15, 1907. Mr. Harri- 
son acquired Mr. Gould’s in- 
terest in the firm in 1945. He 
has been a Mason for 35 
years and is a member of the Milford Chamber of Com- 
merce. Mr. Harrison’s favorite sport has been military 


CHARLES W. HARRISON 


rifle and pistol shooting and he has been a member of 
a number ef winning civilian rifle and pistol teams in 
National matches. 
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NATIONAL ADVERTISING KEEPS 
GLADDING THE BRAND 1X DEMAND 





NEW PLASTIC CASE— now 
comes with Gladding’s 
Invincible, Dauntless, Blue 
Ribbon. Has sliding lids. 
Perfect for hooks, sinkers, 
spinners, leaders, etc. 


COUNTER DISPLAY! Two 
boxes, each holding 50 yds., open 
on hinges to make beautiful dis- 
play. Can be snapped apart and 
sold separately . . . or can be 
folded into space-saving, self- 
locking, double-deck display. 


Get Your Share of SALES with 
This Arresting Counter Display 


This year, more than 15 million Gladding advertise- 
ments will appear in Saturday Evening Post, True, and 
leading outdoors publications! They’ll feature Gladding 
lines in their new plastic utility cases. Make Gladding’s 
national advertising YOUR advertising! Put Gladding 
lines on display today. 


J. B. F. GLADDING AND CO., INC. 


SOUTH OTSELIC, NEW YORK 


Est. 1816 


@ Sliding lid opens easily, stays 


shut securely. Comes with every ‘ Z 
Gladding tapered line. Available, \ 
at small extra cost, with Gladding \ 

\ a z 





level fly lines. 






















mw Big Reasons why 
© Mean PROFIT for you 


Everyone likes charcoal broiled meats and fish. And 
they're best the way famed chefs make them—broiled 
with Ford Charcoal Briquets. 


2 They're cleaner, smokeless, spark-free, longer burning, 
dry, even heat, easy lighting—and that means, fast 
easy sales. 


3 Big mark-up for distributor and dealer alike, means 
money in your pocket. 





3 4 Big profits in summer vacation season, and steady 
J sales all year ‘round. 


5 Sis market: Picnics « Barbecues « Camping « Hotels 
¢ Restaurants « Clubs « Refrigerated Rail and Truck 
lines « Foundries ¢ Metal Refineries * Tinsmiths « 


Packing Houses * Tobacco Growers. 

Black Leaf 40 is a safe, reliable, dependable insec- ; Order today, and write for interesting information on use and equipment; 
ticide, backed by many years of successful use as a RD M t R COMPANY 
spray, dust, delouser, dip, drench and repellant. FO ° ° ballast 
Home gardeners, farmers, poultrymen, orchardists, Special Products Department © fron Mountain, g 
vegetable growers, flower growers, and stockmen use 
this well-known product. 


Black Leaf 40 is nationally advertised in thousands 
of publications. It sells every month of the year, 
reducing your inventory by replacing numerous 
seasonal, one-purpose items. It pays you to stock 
Black Leaf 40. 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
RICHMOND, VA. + SAN FRANCISCO, CALIF. 


RELIABLE, pepenvasie PESTICIDES. 


















Charcoal Briquets 


The heaf- packed charcoal 











ower & HAND 







Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute 
confidence. 





Model 76A Power King 


A thoroughly dependable power job 
| Completely modern design, precision Model 550 Deluxe 
built. Many desirable features: — Alumi- Unquestionably the 
| num alloy castings. Tubular steel handles finest hand mower 
Attractive baked enamel finish. 5-blade we have ever built 
ball bearing reel with take-up for wear Light, modern, 





ate . : - a oe : 4 

Patterns are available for practically 20” cut, adjustable for height. Positive seooeeh prey 
all plows, listers, middlebreakers in No. 1 soft clutch. Highly reliable power unit. Rug- vestigate this excel- 
center or No. 2 crucible steel of the highest ged tires. Weight 87 Ibs. lent selling item 
quality obtainable. Send today for catalog and information on request. Write today! 


MANUFACTURING CO. 
x Springfield, Ohio 


trade prices. 








STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 


CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) POWER & HAND LAWN MOWERS 
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HELPS THE DEALER MEET OR BEAT THAT COMPETITION 


Ask to see the line. Bamboo Steel and Glass Fly Rods, Casting Rods, 

Surf and Salt Water Rods... Bait and Plug-casting Reels, Fly Casting 

and Salt Water and Surf Reels... Nylon and Linen Lines — for all & 
[ fishing .. . Silk, Nylon and Gut and Salt Water Leaders . . . Hooks, 












Flies, Baits, Lures, Spinners, Spoons, Floats, Bobbers, Nets, Fly and 


F 1 SH | N 6 TAC K LE Minnow Boxes, Bait and Minnow Pails. 


Trade Mark Reg. U S Pat Off 








EDW. K. TRYON CO. 


4 ’ 
For every Fisherman's fresh or salt water need— 815-819 ARCH ST., PHILADELPHIA 5, PA. 





Est. 1811 

















DELIVERY SAME DAY FACTORY PRICES 





LAWN 
MOWERS 

SINCE WIRE OR WRITE 

1880 : 

& Now.. 

\ for the only catalog in the field 

showing the only complete lines 
/ of Tackle Boxes and Minnow 

Buckets IN ACTUAL COLORS! 

sil Gil_Ash ROLLER SHOES 
ly the on 
# ee CHICAGO SKATES 
nning 
tes The buy of the year, these ladies’ 


excel- 
™ closed toe top grade white elk or 
men’s open toe top grade black elk 


outfits, competitively priced. 





Write today for catalog and prices 


Geo. Gillis Shoe Corp. 


ees eee ‘ee ree See FITCHBURG MASSACHUSETTS 


co. 


STRATTON & TERSTEGGE CO. 


MANUFACTURING DIVISION 









WERS 
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Lead—On March 9, the price 
March 23, 1950 of pig leod was cs = full pine a 


per pound, New York, by a leading 

















custom smelter. This was the first price eee 
change since Nov. 21, when the metal 
DECLINES 9 i 
was reduced 42¢ per pound to the 12¢ 
Electrical sheets. Some home laundry equipment. Lead. Antimony. level. The new quotation compares with “lo 
the post-war high of 2144¢ per pound not 
ADVANCES EXPECTED which prevailed form Nov. 1, 1948 to 
Tires. March 6, 1949. In pre-war 1939, lead h 
averaged less than 5¢ per pound. The Schlage 
latest drop followed large offerings of to 
foreign lead in this country at prices be- Schlage 
Electrical sheets— Announced a 220-volt dryer and a new Laundromat low domestic quotations. Heavy stocks 
Feb. 24, but effective Feb. 15, Carnegie- automatic washer. Both dryers will re- are piling up in Mexico—one of the Be yeu 
Illinois Steel Corp. reduced its quota- tail at a suggested price of $199.95, or world’s top producers. Metal merchants y 
tions $5 to $13 per ton on several $40 under the 1949 list. The Laundro- in Europe and Japan were offering lead illustr 
grades of electrical sheets, 22 gage, “to mat will retail at a suggested price of for sale here for as much as 24%4¢ a de: 
meet competition.” Affected were U. S. $269.95, or $30 below the 1949 price. pound below the going U. S. price. Big by s 
armature grade, in cut lengths and Westinghouse reported that its laundry benefactors from any dip in lead costs 
coils; electrical grade, cut lengths and equipment has been back-ordered since will be makers of such things as bat 
coils; also grain oriented, grade 90, December, and that difficulty in obtain- teries, cables, paint, solder, bearings, : 
grade 80, and added grade 73. ing steel and other basic parts has and high-test gasoline. 
ea oi made it impossible to break the backlog = 2 
of orders. Said R. J. Sargent, depart- Antimony — On March 2, the The disti 
Laundry equipment On ment manager: “It may seem odd that price of bulk antimony was cut 2% —_ 
March 4, price reductions of $40 on we have cut prices heavily when we are cents per pound to 24% cents by a set off by 
electric dryer models and $30 on an in the position we are today. But we major supplier, National Lead Co. The by the be 
automatic washer were announced by are in a competitive industry, and we previous price was announced Feb. 2 
Westinghouse Electric Corp.’s Appli- will remain competitive, despite the fact after a reduciion of 1% cents per 
ance Division. The new 1950 models in- that we could still sell today at our pound. The decline is attributed partly 
clude a 110-volt electric clothes dryer, 1949 price levels.” on foreign competition. Antimony is an 
Estimated Sales of Wholesale Hardware Distributors 
By Months 1939 to January, 1950 
(Expressed in Millions of Dollars) 
Month 1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 1950 
rere 39 44 55 89 59 72 87 120 185 204 184 160 
isn os ais ghersnataimn aha 37 41 52 83 64 82 85 126 191 207 178 
March epee a eee 48 49 61 93 73 89 103 141 219 246 222 
MEY. Vou,c i clp wokinighne oan ee 47 55 74 93 74 85 97 154 227 256 204 
RD acca: ster tales: ote’ aries, ani 52 57 77 78 71 86 93 159 216 233 206 
BEY cpalenicisieicsse caw ewes 51 56 77 80 76 89 92 157 202 237 198 
NE oo W-ai0te ene k/emalareinn 45 55 79 73 73 82 89 162 200 227 171 
I 6:4-25asaia ciara Gia Wiwrars 408 50 59 82 74 75 91 96 174 204 248 192 
OD 6o0: dw eerslemewae 60 63 87 73 73 90 97 176 222 253 213 
EEE esc biisidls sadder 60 71 91 74 76 94 113 214 254 262 212 
EE Sixoadelnersw alaaune 54 65 80 58 77 89 108 195 212 241 197 
MY ov iceisiaisewis'anie 49 67 82 58 75 82 103 185 211 212 175 


~ 2352 


Grand Total for Year .... 592 682 897 926 856 1031 1163 1963 2543 2826 
Source: Office of Business Economics, Department of Commerce. (A revision of previous estimates of that agency.) 
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SCHLAGE 


Entrance Door Distinction 





created ty 


Schlage “long backset” 


Use of impressive, large escutcheons 

is made possible by the Schlage 
“long backset."’ Here is a new and 
notable design factor for dramatic 
treatment of flush panel doors. 
Schlage “‘long backset"’ locks are easy 
to install — have the dependable 
Schlage mechanism — proved by more 
than a quarter century in use. 

Do you have the new Schlage brochure 
illustrating ‘long backset"’ locks and 
designs? You may have your copy 

by sending for Booklet No. AR-630. 


For Flush Panel Doors 


The distinctive Schlage Saturn design lock — 
set off by the 5” Backset —and supplemented 
by the beautiful Riviera escutcheon. 


SCHLAGE LOCK COMPANY 


BAYSHORE BLVD., EMPIRE STATE BLDG., 
SAN FRANCISCO NEW YORK 


SCHLAGE... FIRST NAME IN CYLINDRICAL LOCKS 
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important component of bearing metals 
and type mixtures. 
* + © 
Non-ferrous metals suffer 

At the end of February, the prolonged 
shutdown of the coal mines, together 
with a continued strike at the Chrysler 
automobile plants, added up to quiet 
dealings in copper and zinc. Scrap 
copper supplies to custom smelters, 
which had been increasing, fell off in 
the Feb. 25 week, following a reduction 
of % cent, to 15% cents per pound in 
their buying price for No. 1 heavy cop- 
The price for refined 
copper, however, held steady at 18% 
cents a pound. Belatedly reported, the 
actual use of copper during January in 
products shipped from brass mills, wire 


per wire scrap. 


mills and foundries recorded a_ sub- 
stantial gain over December. 
+ oe . 

Further tire increase fore- 
cast—That auto tire prices will go up 
another 10 pct to 12 pct, probably be- 
fore mid-summer, is the prediction of 
J. P. Seiberling, president, Seiber- 
ling Rubber Co. Rising natural rubber 
costs have offset two price increases of 
3% pct each made by major tire manu- 
facturers last November, Mr. Seiberling 
declared. In addition, he said, wage 
costs will climb 10 pct to 16 pct as a 
result of pension plans being negotiated 
by rubber companies with the C.I.O. 
The going price of natural rubber now 
is about 19% cents per pound f.o.b. 
New York, compared with about 14% 
cents per pound last summer, he 
noted. In addition, prices of fabrics 
used in manufacturing tires have in- 
creased slightly. 

> . . 

Commodity averages rise 

slightly—Wholesale prices the country 








Wholesale Hardware Sales* 
By Geographic Divisions, for January, 1950 





GEOGRAPHIC Number 
DIVISION of 

Firms c a 

January 

1949 

U. S$. TOTAL..... 296 —10 
New England. ..... 18 —6 
Middle Atlantic....... 60 -—9 
East North Central. . . 43 —6 
West North Central... 38 | —-1 
South Atlantic...... | 49 - 9 
East South Central... 23 —13 
West South Central..... 22 | — 3 
Mountain. . Lane 12 — 6 
Pacific. ‘ 3 —17 


SALES REPORTED 


Percent Change 
January 1950 vs. 


Amount (Add 000) 








| December | January January | December 

1949 1950 1949 | 1949 

~10 $55,048 | $60,954 $61, 186 
—18 1,165 1,242 1,415 
—14 6,852 | 7,525 7,983 
—19 8,537 | 9,129 10,579 
—13 9,149 | 10,231 10,468 
— § 8,108 8,948 54 

— 4.358 | 5,035 4,613 
+ 2 7,507 7,761 7,335 
—17 1,623 1,736 1,966 
— 6 7,749 | 91347 8,278 








Bureau of the Census. 


Current Wholesale Trade. 


a Includes 15 reports received too late to be incorporated in Census Bureau published release. 


States Comprising Regions: 


New England—(Conn., Maine, Mass., N. H., R. 1, Vt.) 


Middle Atlantic—(N. J., N. Y., P 


a.) 
East North Central—(ill., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fia., Ga., Md., N. C., S. C., Va.. W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 








over continued their slow rise with an 
average advance of 0.2 pct in the week 
ended Feb. 21, says the U. S. Bureau 
of Labor Statistics, B.L.S. placed its 
new index at 152.5 pct of the 1919-26 
average. This is 1.2 pct above the level 
of a month ago, but still 3.8 pct under 
the like week of 1949. Meats showed 
the greatest gain in the latest week, 
rising 2.2 pct, while livestock prices 
dropped 1.5 pet during the same period. 
Other lines showed only fractional 
changes. 


Chain and mail-order sales 
February sales of retail store chains 
and mail order houses were generally 
below a year ago. Of 22 firms first re- 
porting, 15 showed declines from Feb., 
1949, ranging from 0.4 to 15.5 pet. 
The deceases were generally smaller 
than in January when all but one com- 
pany said sales were off from 1949. 
Among the concerns whose February 
sales were above a year ago, Spiegel, 
nc., showed a gain of 18.7 pct and 
Sears, Roebuck & Co. of 10.9 pet. Sears’ 





Wholesale Hardware Inventories ° 


GEOGRAPHIC 
DIVISION 
Number 
of 
| Firms 

=. a. | 
UNITED STATES TOTAL 221 
New England. .... | 13 
Middle Atlantic... . | 38 
East North Central .. | 36 
West North Central. . | 32 
South Atlantic. ..... 44 
East South Central... ; | 14 
West South Central. . | 14 
Mountain . 9 
Pacific | 21 

| 


By Geographic Divisions, for January, 1950 


| 











End-of-Month Inventories (Cost) * Stock-Sales Ratios b 
a iia | | | Weeks’ Supply 
Percent Change | of Inventory 
January 1950 Amount (Add 000) | on Hand* 
vs. 
Jan. Dec. | Jan. | Jan. Dec. Jan. Jan. Dec. Jan. Jan. 
1949 | 1949 g 1950 1940 1949 1950 1949 1949 1950 1949 
oe | = | Be ce 
~ 8 | $112,875 | | $127,512 | $104,265 266 278 220 15.7 16.4 
| | 
-—8 +1 3,420 3,702 3,377 353 365 284 20.8 21.6 
—7 +8 | 11,207 12,080 10,366 220 168 12.3 13.0 
—14 +6 | 14,861 17,300 14,083 250 279 175 14.8 16.5 
—9§ +13 | 23,199 25,614 ,566 294 243 17.8 17.4 
-14 | +6 | 16,859 19,719 15,862 4 238 197 13.2 14.1 
—2 +13 6,195 6,336 5,466 251 219 195 14.8 12.9 
—11 | + 8 13,032 14,636 12,111 250 284 242 14.8 16.8 
—-2 | -2 2,356 2,403 2,392 238 265 279 14.1 15.6 
—15 + 8 21,746 25,722 20,042 351 359 299 20.7 21.2 























Bureau of the Census. 


a Includes 14 reports received too late to be incorporated in Census Bureau pubiished releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 


* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during morith and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 


Current Wholesale Trade. 
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sales last month were at the highest 
level of any February in its history. 
However, sales of Montgomery Ward & 
Co. declined 6.6 pct while Butler 
Brothers were down 12.12 pct from the 
year-ago mark. In the variety chain 
group, F. W. Woolworth Co. just barely 
gained (0.06 pct) in February, while 
S. S. Kresge Co. lost 4.6 pct from last 
year’s figure, while W. T. Grant Co. was 
off 2 pet. 
* * . 
Department stores hold even 
Department store sales throughout 
the country in the week ended March 4 
were just equal in dollar volume to the 
like 1949 period, the Federal Reserve 
Board reported. In the week ended Feb. 
25, sales had been 5 pct below a year 
ago. Showings of the various reserve 
districts in the latest week ranged from 
10 pet gains over 1949 in Dallas and 
Atlanta, to a 6 pct decline in the St. 


Louis area. 
7 7 » 


Steel production—There is no 
chance of making up steel production 
lost because of the coal strike in the 
near future. This week mills are telling 
their customers that it will be two or 
three weeks before deliveries return to 
normal. And one of the hardest hit 
mills is telling its customers to add at 
least 30 days to pre-strike delivery 
dates, said The Iron Age, affiliated 
with the Chilton Co., publishers of 
HarpwareE AGE, in its March 16 issue. 
However, the industry is _ rapidly 
shaking off the effects of the coal 
strike on its production. This week in- 
got production is scheduled at 90 pct of 
capacity, up 17 points from last week. 
The efforts of the steelmakers are being 
spurred by unrelenting demand from 
their customers. Although the sound 
and fury behind steel demand is some- 
what diminished, the underlying pres- 
sure is still very strong. Some large 
steel consumers have their bird dogs 
working overtime, trying to line up new 
sources of supply and increase quotas 
with their suppliers, wherever possible. 
This is causing some squawks from 
smaller steel users. Some of this always 
happens in a post strike period when 
mills combine as many orders as pos- 
sible to get tonnage out quickly. 

A tip-off that consumers are really 
serious about their need for steel is the 
tremendous pickup in alloy orders. 
Some mills are comparing the current 
demand for alloy with that of 1948, 
Alloy order books of most companies 
are pretty well filled through the second 
quarter. This is significant because 
wartime expansion of alloy steelmaking 
capacity was believed to be far in ex- 
cess of potential peacetime demand. 
Steelmakers say the resurgence of de- 


(Continued on page 222) 
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This is 
what you call 


RACK-ing 
Up 
Profits 


$463.00 gross profit 
from 3 sq. ft. 





The new display racks designed for 
Worthington QD Junior V-Pulleys and 
Worthington-Goodyear FHP V-belts. . . 
are scoring high in the profit column. 

More sales from less inventory 
more profit from less space . . . that’s the 
secret. The Pulley display takes up just 
11% sq. ft. of counter space—in back are 
storage shelves. And the belt display. 
occupying only 11% sq. ft., carries a sufh- 
cient assortment to handle over 70% of 
FHP requirements—no dead stock. 

From only 3 sq. ft. of counter space, 
dealers are averaging $324.00 gross profit 
based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more informa 
tion on the bigger profits with Worthing- 
ton FHP Profit-Maker assortments. 

*1f you are a jobber, you're welcome, too, 
to investigate the profits in W orthington- 





Goodyear. 





A Complete V- Pulley and V-Belt Business in 
Less Space Than V-Belts Alone Usually Need! 





WORTHINGTON 


RSECCH 


FaaCTIONAL- # ‘ 
V- PULLEYS 





Worthington “Profit-maker" — compact, 
d-storage rack 


bi ai. di 1 





picy 
cuts inventory cost 75% due to inter- 
changeable feature of QD Jr. hub and 
pulleys. 





New, Convenient, 
Correct Way to 
Measure V-Belts 





Beltmeter es outside di fers 
—you can match replacement belts 
exactly. 





Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser” packaging 
reduces belts as Jong as 100 in. to overall 
packaged length of 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 


WORTHINGTON 










—— eae SS —— 
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MERCHANDISING DIVISION 


Vhe —— -—- 
adustriy 
tome 


Worthington Pump and Machinery Corporation | 


r 
7 MVD Sales Division, Dept. N853, Buffalo, N. Y. 
Please tell me how | can make higher profits 
| 

| 

| 

| 


with Worthington V-Pulleys and Worthington- 
Goodyear V-Belts. 


cee REAL eee ROMER ATE ee Te | 
EX FETE TELE OO OTR ARSENE | 
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“70% 


SAVOGRAN'S 


75th Anniversary 


DEALS 
FOR 


DEALERS 








DEAL #1. Buy only 24 pints of 
Strypeeze and 24 pints of Savablaze 
and get 12 pints of Kwikeeze FREE. 


List Your cost 

24pintsSTRYPEEZE $15.60 $10.40 
(a 65¢ ea. 

24 pintsSAVABLAZE 20.40 13.60 
(a 85¢ ea. 

12 pints KWIKEEZE 6.00 FREE 
(a 50¢ ea. 

$42.00 $24.00 


YOU MAKE $18.00 = 70% 


eee eee eee eee CeCe Cee eee eee ee eee eee eee ee eee 


STRYPEEZE 


The popular no-wash, 
Semi-Paste Remover for all 
finishes. No benzol, acid, 
alkali. No paraffin wax. 
Stays wet stays put. 


.*, SAVABLAZE 


Fireproof, heavy cream 
type remover for all fin- 
ishes. No wash. Quick, 
clings, cuts deep, meets 
Federal Specifications 


KWIKEEZE 


New liquid cleans hard 


Kwikeeze or fresh paint brushes in a 





jiffy. No rinsing. Fast, safe 
and a good repeater. 


TrrCrrrrrrrrreeee rere eee ree eee eee eee eee eee) 


Rush Your Order Today! *| 


° 
Jobbers are fully protected on this deal) | 


THE SAVOGRAN COMPANY 
25B Huntington Avenue 
BOSTON 16, MASS. 


0 Ship me DEAL #1 at once. 


© Send me information about other : 
75th Anniversary Deals. 


Name 


OUP Re PORE OOUEECOOOCOOCOOOSOO COCO 


SAVOGRAN'S 75th YEAR| 
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INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 22 CITIES IN THE UNITED STATES 
January, 1950 


Percent Change 
Jan. 1950 Jan. 1950 
Cities compared with compared with 
Jan. 1949 Dec. 1949 


California: Los Angeles 19 24 
Oakland - 9 4] 
San Francisco 6 33 

District of Columbia: Washington 16 44 

Illinois: Chicago 5 37 

Maryland: Baltimore 14 33 

Massachusetts: Boston 22 57 

Michigan: Detroit + 6 46 

Minnesota: Minneapolis 8 53 

Missouri: St. Louis 14 1] 

Nebraska: Omaha 3 44 

New York: Buffalo ro — 4] 
New York — 8 7 

Ohio: Cleveland +16 —l7 
Toledo i 19 37 
Youngstown 12 50 

Pennsylvania: Philadelphia t 4 19 
Pittsburgh : 24 49 

Texas: Dallas 14 48 

Virginia—Norfolk +11 14 

Washington—Seattle 19 58 


Wisconsin — Milwaukee 0 32 


Compiled by Bureau of the Census, U. S. Department of Commerce. 

Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas because appropriations available for the year are not 
sufficient to develop and maintain valid data on a state-by-state basis. 





Attractive Lure Display Lures Angler Trade 





R. S. Webb, general manager, Uptown Hardware, Boulder City, Nev., is 

shown with the store's open display of artificial lures, of which it has an 

assortment of over 100 different types. Since the store began displaying 

the lures in this open manner, trade in these and other fishing needs has 
greatly increased. 
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EASIER 
CUTTING 


MAKES 


Moré 





L-O-F Window Glass is easier to cut—and that’s 


no idle boast. Dealer after dealer tells us that state- 
ment is true and proved by his own experience. 
Think what that means to you! Less waste in 
cutting glass can have only one result: more profit. 
Better cut yourself in on this easy way to make 
more money. 
Here’s how to do it. First, call your nearest 


L-O-F distributor and get his advice on what sizes 










and quantities to stock. Then, fill out the handy 
coupon below, to get valuable information on the 
proper methods of cutting glass to avoid unneces- 
sary waste. That’s all there is to it. Help yourself 
to a bigger share of 1950 window glass profit with 
easier-cutting, easier-selling L-O-F Window Glass 

the kind with the famous nationally advertised 
trade-mark. Libbey -( Iwens*Ford Glass ¢ company, 
| 135 Nicholas Building, Toledo a Ohio. 





ete ee 


LIBBEY: OWENS - FORD 








a Guede, \Viunew GLASS 











T 
f LIBBEY-OWENS-FORD GLASS CO., 1435 Nicholas Building, Toledo 3, Ohio 
Free e Please send my copy of “For Greater Window Glass Profits”. 
1 
I 
COMPANY NAME —————— 
a STREET ADDRESS aici 
or is ! a tare Ceti e 
' 
profit-building i city - ____ POSTAL ZONE ———SOSTATE—‘“—~*™~—C—CS 
eeeroneee rene OF book today. 
aot Win YOUR GLASS DISTRIBUTOR aieanandl 
REQUESTED BY___ — 
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The Line that ’ 
SOLD OUT in '49 
Now FOUR WAYS 
BETTER for '50 


Model N-55 
12” Lo-Level Fan 
3 speeds 
(Also available for 
*50 in 10° size 
single speed) 


@ NEW SIZES 

The beautiful, fast-selling 
FASCO Lo-Level Fan... 
now made in TWO sizes 
... 12”—three speeds... 
and 10”—single speed. 


@ NEW MODELS @ NEW EFFICIENCY 
FASCO Fans for "50 are 
again out front in overall 
performance . . . deliver- 
++ or WRITE NOW, for ing more air, more quietly, 
advance information ... with longer trouble-free 
they're the hottest news life. 

in the industry. 


@ NEW FINISHES 
Always tops in eye 
appeal .. . FASCO Fans 
for ‘50 are color-styled, 
finished for new beauty 
that lasts for years. 


You'll see several other 
new sure-fire sellers at 
the Housewares Show 


~. 


(Cee) 
y 





16” Model N-163 
Deluxe Heavy Duty 


10° Model N-103 12" Model N-128 
Standeord Heavy Duty 





10° Medel N-101 


| 12" Model N-121 
Deluxe Heavy Duty 


Standard 





! 
WRITE! ( 


) 

Be sure to get your ( 
) copy of the 1950 
) FAN CATALOG § 
) ... NOW! 





= -— — 














16” Pedestal Model 
N-165. Adjustable 
in height—4 to 7 ft. 





222 








| ary 18. 


How's the Hardware 
Business? 
(Continued from page 219) 


mand for alloy is caused by: (1) Con- 
sumer willingness to pay extra for alloy 
because they can’t get all the carbon 
steel they need, and (2) steadily ex- 
panding applications for alloy steel. 
Most steel consumers didn’t reach the 
bottom of their inventories during the 
coal crisis. With some notable excep- 
tions, they are inconvenienced 
than they are distressed. But those who 
did hit bottom are really hard up, and 


more 


they are not getting the steel they need 
right now. Their situation will take a 
rapid turn for the better when normal 
deliveries start reaching them in the 
next few days. The end of the coal 
crisis has not signaled a halt to con- 
version activity. Hardly a day goes by 
that someone doesn’t pop up looking 


for rolling mill space to convert semi- 
finished steel 
need, 

Last year the steel industry prophets | 
were only partly right, said The Iron 
Age. “Auto demand held fairly strong 


into the products they 





throughout the year. The appliance 
did become glutted, but the 
production cutbacks were too sharp and 
severe shortages developed again later 


market 


in the year. Some companies lost plenty 
of business by correcting their inven- 
tories too far. They are still struggling 


to rebuild them. Some of them are | 
spending extra cash to get the job | 
done.” 

The scrap market showed its best 


strength in recent weeks. No. 1 heavy 
melting steel advanced $1.00 a ton at 
Chicago and 50¢ a ton at Pittsburgh. 
This boosted The Iron Age steel scrap 
composite price by 50¢ a ton to $27.92 
a gross ton, a new high for the year. 
Despite the firmer market undertone, 
movement is reported only fair and mill 
buying is still cautious. This indicates 
there will probably be no early price 

breakthrough in this market. | 


Carloadings—Carloadings have 
been sharply hit, loadings for the week 
ended Feb. 25 suffered another setback 
due to the coal strike. The Associa- 
tion of American Railroads said 546,791 
cars were loaded in the week. This is 
a drop of 20.5 pet below the like week 
last year and of 30.9 pct from the com- 
parable week in 1918. Freight loadings 
decreased below the week ended Febru- 


Only forest products showed 


a slight increase over loadings for the 
like week in 1949. 


* ” 7. 
Washing machines — Factory 
sales of standard-size household wash- 


ing machines in January showed mark- | 










CONSTANT 
POWER 
ZONE 






DIAMOND G 


SPRING LOCK 
WASHERS 


Constantly Build 


Sales For You! 


Add these scientifically designed 
spring lock washers to your line 
and you'll add customer satisfac- 
tion . . . and worthwhile sales 
builders. Diamond G Spring Lock 
Washers with the “Blue Guard” 
Finish have been torture-tested 
to provide the maximum Con- 
stant Power Zone—the expan- 
sion factor that assures positive 
holding power—thus assuring 
longer-lasting assemblies. 


SMALL PARTS FOR EVERY SALE 
Whatever your needs in spring 
lock washers, there’s a Diamond 
G to answer it—high carbon 
steel, bronze, aluminum, stainless 
steel and monel metal spring lock 
washers finished or plated with 
cadmium, nickel, brass, copper or 
other finishes. 

Garrett's alsomanufacturesa com- 
plete line of flat washers, springs, 
hose clamps and ball bearing 
wheels. Each and every one has 
been performance-proved and 
quality-tested. Each can help 












build your sales... promote profits 
for you. 


Write today for 
your free copy of 
“Small Parts"—the 
booklet that will 
give you the inside 
story on how to buy 
small parts of all 
kinds. 


DIAMOND G PRODUCTS 
Manufactured by 
GEORGE K. GARRETT CO., INC. 
Philadelphia, Pa. 





MANUFACTURERS 
OF SMALL PARTS 
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ed increases from the preceding month 
and from Jan., 1949, according to the 
American Home Laundry Manufactur- 
ers Association. The January total was 
275,576 units, an increase of 59.8 pct 
from Jan., 1949, and of 16 pct from 
December. Ironers sold in January to- 
taled 20,300, an increase of 4.5 pct from 
the preceding month, but down 28 pet 
from Jan., 1949. 
” 7 . 

Industrial rubber goods—Sales 
of belting, hose and other industrial 
rubber products during 1950 should 
equal or improve over the $450 million 
volume established during 1949, says 
W. F. Spoerl, sales manager of the me- 
chanical goods division, United States 
Rubber Co. The sales volume achieved 
by the industry in 1949 was more than 
double any pre-war year, though it was 
$110 million below the record volume 
($560 million) set in 1948. Demand 
for the major items of manufacture, 
namely hose, belting and packing has 
shown a healthy upswing during recent 
weeks, Mr. Spoerl said, and the general 
price structure in the industry is firm. 
What trend prices may show during 
1950 “will depend largely on the results 
of labor negotiations, and the price 
trend in raw materials.” 

* * & 

Window and plate glass 
Libbey-Owens-Ford Glass Co., leading 
maker of flat glass, reported recently 
that its sales gained 18 pct over the 
1948 dollar volume. J. D. Biggers, presi- 
dent, said the gain resulted entirely 
from large volume, since prices were 
not advanced last year, “in spite of high 
wages which constitute the largest 
single element of cost.” 

Due to modern machinery and plants 
and new techniques productivity has in- 
creased so that the average prices of 
Libbey window glass and plate glass 
have advanced only 31 pct from 1930 
depression levels. Libbey reports its 
multi-paned insulating glass for win- 
dows, Thermopane, is now going into 
low-cost housing projects in many parts 
of the country because it reduces build- 
ing costs. The glass is also being used 
by 15 leading railroads in passenger 
cars and in refrigerated display cases 
in food stores. 

. - . 


Farmers’ income—The U. S. 
Department of Agriculture reported 
farmers’ cash receipts from sales of 
crops and livestock during February 
“probably” totaled $1,600 million, 24 
pet below January and 9 pct less than 
Feb., 1949. The Department blamed 
the drop in February on smaller sales 
during the month, since “farm prices in 
February were much the same as in 
January.” Cash receipts from livestock 
and products were estimated at 10 pct 
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For over 25 years Edward E. Robinson, 
Inc. has been vitally interested in the pro- 
duction of quality paint brushes. Orig- 
inally the company started as a designer 
and producer of brush manufacturing 
machinery. The knowledge gained 
through this experience has contributed 
tremendously to the development of high 
quality paint brushes for the consumer 
and master painter. 




















Our responsibility however, goes be- 
yond stocking the dealer with Robinson 
and Steelband paint brushes. Our mer- 
chandising aids will help the dealer move 
his brushes, resulting in Faster Sales. . . 
Lower Inventory . . . Higher Profits. We 
will gladly acknowledge your request for 
full information. 


(ROBSON 

















ee ee ee ee 
1 EDWARD E. ROBINSON, Inc. : 
: 95 Park Avenue, Nutley 10, N. J. \ 
: | want to increase my paint brush profits and reduce my 
i inventory. Send me information on the Edward E. Robinson | 
Merchandising Aids. i 
Peace chit healicaciccradansieesceshaidledieiisocinicasibeoammpeniiicaonccddledunieieies 
' Ee EE Se Te a Te 
SN sini vsesininicariinicstincnninannttinnisnmsion snnsenioeswiubinustivinrisiteineines 
UN initia sriieeipennieinthatinstintibains ie timnieaiccintciaebitiskivtie 
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bw meee SSS O82 8 2222S S222 22e22 Sees asoononneanaed 

223 





LOM, 





J FOR A REAL 





=a 2S 





‘Sues LEAVE 


y= ra wee et Say Sa Vy 








CARLSON 


: CARLSON & SULLIVAN, INC. 


CALIFORNIA 






Blade produced under Pat. No. 2089 
Ss, 


2 ACB 


aS 


BRAND NEW 
HARDWARE WEEK 


VALUE! 


SELF- 
SELLING! 






, 10- FOOT WHITE CHIEF 


That extra length your 
customers want! 120 inches of accurate, more useful 
jet black markings on an acid- 
resistant, wear-resistant, snow white blade. Recognized 
Carlson quality throughout with the new swing-tip and 
famous Carlson 10-second blade change. 


measuring convenience... 


P.S. For Hardware Week, it can’t be beat... 
your special promotion packet in the mail. 


MONROVIA, 














watch for 





below January and 8 pct below Feb- 
ruary, 1949. 
crops were about 38 pct below January 
and 9 pct less than Feb., 1949. 


¥ * * 


Receipts from sales of 


A record month for furni- 
ture—Furniture makers booked more 
new orders in January than during any 


previous January. New orders were 3 per 


cent higher than record-breaking Jan., 
1948, and 26 pct ahead of the like 1949 
month, according to Seidman & Seid- 
man, accountants for the industry. 
Based on January production rates, fur- 
niture makers had a backlog of unfilled 
orders equal to nine weeks’ production 
at the end of January, compared with 
seven weeks’ hacklog at the end of 
Jan., 1949. Furniture makers at the 
January showings did a booming trade. 
They booked more orders than at any 
of the preceding four semi-annual af- 
fairs. The U. S. Department of Com- 
merce therefore is predicting that 1950 
sales “could equal 1949, and may ex- 
ceed that year.” Sales in 1949 were only 
10 per cent below the record set in 
1948, when manufacturers’ shipments 
had a value of $1,564 million. 


* * * 


Lumber and building—Lum- 
ber production in the fourth quarter of 
1949 was “phenomenal,” says the U. S 
Department of Commerce, but it was 
not great enough to meet the demand 
caused by the nation’s record building 
program. The final 1949 quarter’s out- 
put scored a contra-seasonal gain of 5 
per cent over the preceding three 
months. Despite the high level of pro- 
duction, mill stocks of lumber were de- 
creased as a result of a heavy influx of 
new orders. 

* ll - 
Coal use rapidly diminishing 
-Huge declines in coal consumption 
last year, industry by industry, are in- 
dicated by these preliminary estimates 


of the U. 


S. Interior Department: 
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Your Leader During Hardware Week 


A Fuller Special to introduce during 
Hardware Week. Your customer saves 30c, 
you make your usual mark-up plus 
increased volume! Feature this outstanding 
Fuller value—it pulls customers in. 


JOBBERS: Write today for wide-margin 
catalog pages. 


Every month we're promoting Fuller quality tools in ‘Popular Mechanics’ and ‘‘Popular Science” 


FULLER TOOL CO., INC. 905 FAWe STREET, BRONX 59, N.Y. 


World’s Largest Producers of Unbreakable Amber Handle Tools 
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More unemployment—Unem- 
ployment rose to 4,684,000 in February, 
says the U. S. Department of Com- 
merce. This was an increase of 204,- 
000 over January, and the largest num- 
ber of jobless since Aug., 1941. The 
total does not include those idled by 
strikes. Commerce Secretary Sawyer 
said the rise was considerably less than 


a year ago when there was a 500,000 
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increase in unemployment between Jan- 
uary and February, due largely to “non- 
seasonal cutbacks in employment.” 
a ” * 

Mid-winter building record 
_A fast start on 1950 construction is 
indicated by government figures on the 
yalue of new construction put in place 
during the first two months of the year. 
S. Depart- 


ments of Commerce and Labor says 


4 joint release by the U. 


February construction volume is up 21 
pet over Feb., 1949, and the total of 
over $2.9 billion for the first two months 
ef 1950 is 18 pet higher than the corre- 
sponding figure for 1949. During the 
past four months the amount of new 
construction put in place, in terms of 
both dollars expended and_ physical 
yolume, has surpassed all previous 
records for mid-winter construction in- 
cluding the intensive war building pro- 
gram in the winter of 1941-42. Non- 
farm residential construction has con- 
tributed heavily to this winter’s record. 
In Feb. $600 million was expended 
for this purpose, or 50 pct more than 
was thus spent in Feb., 1949. 
* * *” 

Best in the world — The 
United States steel industry turned out 
47 pet of the estimated world’s produc- 
tion of 166,500,000 net tons produced in 
1949, the American Iron & Steel Insti- 
tute reports. U.S. output last year was 
placed at 77,868,000 tons of steel. In 
some recent years the American steel 
industry has accounted for more than 
half of the world steel output. Great 
Britain’s record production, of approxi- 
mately 17,420,000 net tons of steel, was 
equivalent to 10.5 pet of the world’s 
steel output last year. 

* * * 

Insect damage Last year, 
scientific farming marched on at a 
steady pace. During 1949, for example, 
farmers in 20 states put over 2,268,000 
tons of commercial fertilizer on their 
cotton fields. In the past two decades 
per-acre use of fertilizer in the cotton 
country has increased 28 pet. But the 

cotton has 
Cotton fields 


per-acre production of 
jumped nearly 75 pet. 
averaged 285 pounds of fibre an acre 
last year; two decades ago the average 
was only 164 pounds. But now, U. S. 
crop experts anticipate record insect 
damage this summer to food and fibre 
production in the nation’s farm lands. 
Federal entomologists report that the 
European corn borer, the boll weevil 
and the grasshopper in 1949 destroyed 
close to $1 billion worth of corn and 
cotton. But they estimate U. S. farmers 
will be lucky to see no more than $2 
billion of these two crops ruined in 1950. 
Corn and cotton damage may double 
that, they fear. “An unusually mild 
winter in many parts of the country 
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"SUPERIOR" 


BLOW TORC oe 


TORCHES 


P. WALL 


are built 






We are proud to show 
the construction of a 
typical P. Wall blow 
torch—the heavy tank 
(brass or steel), the 





to endure 






Give your 






ers the positive cleaning 
Custom ° needle pin valve, the 
Best at A blowproof pump, the 


completely enclosed 
check valve, and the 
positive locked pump 
and burner inlets. You 
can be proud, too, 
when you sell P. Wall 
blow torches —for 
their rugged construc- 
tion and dependable performance guar- 
antee customer satisfaction. Yet P. Wall 
torches cost no more than others—while 
allowing you a comfortable profit. Write 
for copy of Catalog No. 85 describing 
our complete line. 


‘greater 605) 










“DREADNAUGHT” No. 2 
ALCOHOL BLOW TORCH 





The Dreadnaught self-generating 
torch moves fast and brings 
quick profits. No moving 
parts, no adjustments . . . just 
fill with good denatured alco- 
hol and light. The flame tem- 
perature of — 


1800° F. is just 
right for all 
general solder- 
ing... im- 
proves quality 
of soldering. 
Triple plated 
chrome tank. 
Available in 
two sizes, list- 
ing at 

and $3.98. 














Your most complete line 
of Soldering Products 
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FARM & HOME 
| FREEZERS 


SELL FASTER, 
| _ EASIER? 


“it is easier fo sell BEN-HUR 
Freezers.’' That's what dealers 
say who have had a chance to 
show and sell different makes 
of freezers. Sales and production 
records confirm this, too. 





















BEN-HUR 12.5 cubic foot 
size. Others, 9.2, 18.45 “I 
cubic foot capacities So woe 

> Guaranteed by ~ 

Good Housekeeping 
#0; 





— RR RR sneer semmeemmneerernes 





* 
, wt 
£5 sovenrsce 1 


One reason is that the outstanding modern design and beautiful 
a oe BEN-HUR BLUE color trim get immediate and enthusiastic atten- 
tion of your shoppers — eye appeal that gives you a chance to enlarge on other 
BEN-HUR superiorities. You can point to many PLUS values... sturdier life- 
time construction, counter-balanced, easy-lift covers, separate freezing compart- 
iment, all-around cold contact, hermetically sealed insulation, handy food baskets 
and racks, and many other features that assure improved food freezing and 
storage convenience, safety, economy. 


BEN-HUR MFG. CO. 
Dept. HA, 634 E. Keefe Ave. 


mil kee 12, Wi 


Write today for all the reasons why 
a BEN-HUR dealer franchise is one of 
the most profitable in the industry? 
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RED 
JACKET 


Presents tte Mew 
JET PUMP LINE OF 
WATER SYSTEMS 
FOR HOME AND 
FARM 


CENTRI-JET "H" 
Single Stage Pumps 





CENTRI-JET "A" 
Multi-Stage Pumps 


FOR ALL WELLS 


Now you can sell one line of 
pumps and water systems that will 
satisfy the demands of every pros- 
pect. These new jets, plus the 
Submerga-Pump and Red Jacket's 
other fine water pumps, offer you 
the most complete line for home 
and farm use, 

These new jet pumps have features 
of performance and convenience 
that instantly show their super- 
iority. They include: 

Y, TO | H.P. © HIGH CAPACITY 
@ HIGH PRESSURES @ INSTANT 
CONVERSION — Shallow to Deep 
Well on PUMPING DEPTHS TO 








190 F ° 
All shallow well models are self- 
priming. 
All deep well models are prime- 
maintaining. 


RED JACKET — REDA 
“Submerga-Pumpe” 


The pump that is completely sub- 


merged at all times — the pump 
you never hear — never lubricate. 
Easy to install — requires a min- 


imum of piping. Your customers 
and prospects will marvel at this 
newest of water pumping equip- 
ment. For any wells 4” and larger. 
Sizes 5, I'4 and 3 H.P. Pressures 
to 550 pounds. Pumping depths 
to 1200 feet. 


OTHER POPULAR 
RED JACKET PRODUCTS 
Shallow Well and Deep Well 
Reciprocating Pumps, Centrifugal Pumps, 
Cellar Drainers, Frost-Proof Hydrants, 
Hand and Windmill Pumps and 
Water Conditioning Equipment. 








( Write us for complete cata- 
- log and prices and the name 
RED JACKET of your nearest Red Jocket 








woter 
service 
products 


RED JACKET MFG. CO. 





DAVENPORT, IOWA 
"The Choice That Makes Friends'' 
Since 1878 
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failed to kill off billions of insects,” re- 
ports one Government entomologist just 
back from a survey. “Assuming no se- 
vere freezes before spring—we could be 
in for the worst bug year in history.” 

Officially, the U. S. Department of 
Agriculture says: “Weather conditions 
prevailing through the winter have 
been favorable to the insects in many 
areas and grasshoppers, boll weevils 
and corn borers may develop into out- 
break status this summer.” The Federal 
Government is laying plans to spend 
almost $4 million this year to help fight 
the pests, compared with $3 million 


last year. 


January retail sales better 
Sales in the nation’s retail stores dur- 
ing January averaged about 3 pct above 
the previous month. The U. S. Depart- 
ment of Commerce, reporting this, also 
said that January sales were up about 
2 pet from sales in Jan., 1949. The 
rise over December resulted primarily 
from increased activity in the auto- 
motive group. With auto production 
up sharply from its low year-end posi- 
tion, sales were up more than 20 pct 
above December. Other durable goods 


sales showed steadiness, with declines 
at less than seasonal amounts. By con- 
trast with the over-all betterment, sales 
of chain store and mail order houses 
totaled $1,871 million in January, a de 
cline of $1,100 million from December 
but only $97 million under Jan., 1949 
The Department of Commerce said 
that “when seasonal factors are taken 
into account,” the December to Janu 
ary decline was about normal. In dur- 
able goods, however, declines ranging 
from 3 to 6 pet were reported by chain 
sellers of auto accessories, hardware 
and building materials. Gains were 
scored by chains handling autos, farm 
equipment, television and radios, and 
household appliances. 
* * * 
Manufacturers also report 
gain—Manufacturers’ sales in January 
totaled $17,600 million, up $400 million 
from December, the Department of 
Commerce reported. New orders in Jan 
uary were substantially above the pre- 
vious month, the first upturn since 
September. Renewed activity in the 
motor vehicle industry after a year-end 
reduction in output was a major factor 
in the advance, the Department said. 
The metals, machinery and _ building 











Distributor. Address, Dept.HA 








This Window Display Helped Sell Paint 


HIS attention-getting paint win- 

dow at Marshall’s Ace Hard- 
ware, Harvard, IIl., won many cus- 
tomers, according to the manage- 
ment. The good use of four lad- 
ders, two large and two small, as 
well as a board shelf between the 
two large ladders, enabled the 
firm to show many different size 
cans of paint. The inclusion of a 


Le 





couple of patterns of wallpaper be- 
tween two ladders informed the 
public of the wallpaper department. 

Accessories received their proper 
amount of display on the floor. 
Customers began asking for many 
of the paint colors shown in the 
display. mentioning the fact that 
the window reminded them of their 


paint needs. 





Mighty few paint-minded persons passed this window without 


stopping to investigate. It 


suggested sales to passersby. 
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materials groups also increased sales 
more than seasonally. Inventory book 
values at $31 billion, showed practically 
no change from December, in either 
the durable or nondurable goods group. 
* * ~ 
Price debates Costlier coal 
would hike up expenses for a large 
group of manufacturers. The lack-of- 
fuel clamp on production is a cost- 
rising force. And, says the Wall Street 
Journal, “there are other forces pushing 
in the same direction. New pension 
programs are boosting company oper- 
ating bills. Costs of some raw materials 
—such as rubber—are inching up. But 
keen competition for the public’s dollar 
is a strong brake on the price-boosting 
impulse.” Rubber industry leaders talk 
of a 5 to 10 pct jump ahead for tire 
prices. “Most paint lines will probably 
go up,” says A. W. Steubel, president 
of Sherwin-Williams Co. But C. G. 
Frantz, head of Apex Electrical Mfg. 
(home appliances) thinks manufactur- 
ers in his industry will hesitate to 
raise prices, lest they run into consumer 
resistance. Farm - equipment - making 
Oliver Corp. thinks a “general price in- 
crease” may be in the cards. But Inter- 
national Harvester, biggest in the field, 
sees tomorrow's price pattern unpre- 
dictable. One thing seems pretty clear: 
No sharp upward spurt is indicated. 
The jumps that come in the foreseeable 
future, most economists think, will be 
moderate — and probably scattered 
rather than general. 


* * * 


Quick recovery hoped for — 
Despite the fact that the nation’s in- 
dustry and comfort has been rudely 
shaken by the coal strike and the re- 
lated power cut-back, and has had to 
absorb new blows as more plants cur- 
tail operations and plan big layoffs, a 
been sounded. A 
“tremendous” volume of business is in 


hopeful note has 


sight now that the coal strike is set- 
tled, Treasury Secretary Snyder says, 
telling a press conference he thinks in- 
dustry will recover “rather sharply” 
from the strike’s ill effects. Meanwhile, 
the Federal Reserve Board has esti- 
mated that industrial 
February dropped less than 3 pet from 


production in 


January despite the soft coal mine shut- 
The Board disclosed that Jan- 
uary industrial output measured 183 pct 
of the 1935-39 average, compared with 
191 pet in January, 1949. 


* * ok 


downs. 


Slight rise in 
average 


commodity 
The weekly wholesale price 
index of the Bureau of Labor Statistics 
rose 0.1 pet from the previous week, in 
the week ended Feb. 28. The Bureau 
reported only fractional increases for 
the various commodity groups. At 152.6 
pet of the 1926 average in the week 








HARDWARE AGE, MARCH 23, 1950 







= as i 
HOME. 


Easy-to-see quality—easy-to-point- 
out features plus top performance 
make these handsome canary 
yellow lawn machines practically 
self-selling. Watch the profits pile 
up when you adopt this complete 
mower line. 





*Suggested Retail Price—bigher Denver west. 


CHECK THESE CLEMSON FEATURES 


* Box-Frame Construction 

* Instant Height Adjustment 
* Fingertip Shear Adjustment 
* No-Bobbing Action 

* Differential-Action Roller 


CLEMSON SALES BOOSTERS 


calls) Clemson national 
iq | advertising, start- 


, POST [ ing in March, will 
: ‘Fy tell millions of 
fs 





readers of the Sat- 
urday Evening 
Post, American 


Home and Better Homes and 
Gardens the advantages of own- 
ing a Clemson Lawn Machine. 








Packed with every 
Clemson mower is an 
attention - compelling 
display card to slip on 
the handle bars of the 
machines you want to 


Clemson Lawn Machines 
are sold exclusively to 
retail outlets through 
recognized dis- 

tributors. 


Manufacturers of Hand 
and Power Hack Saw Blades, 


Frames, and Metal Cutting Band Saw Blades. 


display. Front of cards indicate 
model, price and features, while 
reverse gives instructions for ad- 
justing and care to the new own- 
er. These dual purpose cards help 
the Clemsons sell themselves. 


, _ In addition, Clemson 
~\2e" offers you punch- 
p-? ye] packed newspaper mats 
“— for your own local 
newspaper ads... plus 
colorful envelope stuf- 
fers that tell “What to Look For in 
a Lawn Mower”. All yours FREE 
for the asking. Send the coupon 
below today for your supply. 


SEND FOR THESE CLEMSON SALES HELPS... 
TODAY! 


[——_—_——K— = cont 


CLEMSON BROS., INC. 
Dept. HA-3, Middletown, N. Y. 





anna Set of Newspaper Advertising Mats 
einai Envelope stuffers (state quantity) 


Company NaMe ....ccccccoscrrrerscsrsccceeserveesseseeseoes 


II scinsicsiticsincninicitiidiiiiiannninannnae 








YOUR CUSTOMERS KNOW 


theres No Bother with... 


KESTER 





SOLDER 





a 


NE srg Q 


Why Kester Solder Sells On Sight 


Kester Solder sales are spurred by a vast 


national advertising campaign in consumer 





magazines. Also, your customers know, 

















through long experience, that Késter does 


a perfect job every time. 


Sparkling New Counter Display Carton 
KESTER Kester Metal Mender and Radio Solder, 


METAL MENDER fast sellers, still only 25c in most areas, 
now in their new display carton. 


FREE OFFER: Now available for your 
customers “Soldering Simplified” 
Kester’s new 16-page, how to solder 
booklet. Send for your supply now. 


KESTER Kester Solder Company 
aoa ae 4201 Wrightwood Ave., Chicago 39, Ill. 
reel Newark, New Jersey °* Brantford, Canada 


KESTE k 
ya Last Lf 
me at puaros! snore 
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ended Feb. 28, the index was 3.8 pct 
below the figure for the comparable 
week of 1949. Compared with a year 
ago, metals and metal products were 
down 3.4 pet and building materials 
were off 4.6 pct. Farm products aver- 
aged 6.8 pet under the year-ago index, 


% * * 


Some express rates to rise 
On March 10, the Interstate Commerce 
Commission authorized a 10 pet in- 
crease in railway express charges for 
first and second class shipments. The 
increase will apply to general merchan- 
dise, except newspapers and printed 
matter, and to food and other perish- 
ables. The Commission authorized the 
increases to be put into effect on 30 
days’ notice. 
+ ” 
Decline in “consumer credit” 
4 “seasonal” drop in the amount of 
consumer credit was reported for Janu- 
ary by the Federal Reserve Board, the 
first drop in the total volume of in- 
debtedness since January last year. The 
Jan. 31 figure was $18,335 million, 
down $442 million from December 31, 
but up $2,587 million from a year ago. 
The amount owed on charge accounts 
declined $403 million during the month, 
and there was also a drop of $112 mil- 
lion in the amount owed on installment 
sales of such products as furs, jewelry 
and household appliances—but not 
automobiles. Credit advanced on auto- 
mobile sales increased slightly. Other 
types of consumer credit—pay-by-the- 
month loans, single-payment loans and 
service credits advanced by professional 
people and the like—changed only 


slightly from the previous month. 


* * * 


Coal—Coal production in the 
U. S. is back on a five-day week. The 
United Mine Workers on March 9 re- 
scinded the three-day week in hard coal 
fields. Soft coal mining was restored to 
a five-day basis on March 5, following 
the agreement between John L. Lewis 
and the coal operators on a new con 
tract. The railroads have been autho 
rized by the Interstate Commerce Com- 
mission to resume full operations of 
coal-burning freight locomotives. Re- 
strictions on steam-powered passenger 
service were lifted also, except on roads 
with less than a 10-day coal supply. In 
those cases, the curbs will be eased 
from the former 50 pct curtailment to 
25 pet. With increased coal shipments 
in sight, industrial companies generally, 
have begun stepping up operations and 
rehiring laid-off workers. Some firms 
said they would be back to pre-strike 
levels in a few days; others declared it 
would take up to three weeks to fully 


replenish their coal supplies. 
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Withholding Taxes Only 
One-Fifth of Total Paid 


AGE earners and white col- 
lar workers, as well as those 
on fixed incomes, now have an op- 
portunity to get a real wage in- 
crease without a strike, or the loss 
of a single day’s work, says Henry 
H. Heimann of New York City, 
executive manager of the National 
Association of Credit Men. 
Substantial wage increases would 
automatically be effective if taxes 
were reduced as the burden now 
paid is mostly hidden. The aver- 
age men or women assume that 
their tax is largely limited to the 
withholding from their pay check, 
Mr. Heimann says. He points out 
that in the average situation the 
withholding tax is about one-fifth 
of the tax really paid by the aver- 
age employee, four-fifths of the 
tax they pay is hidden, or so 
widely distributed in the costs of 
necessities and luxuries that they 
are unaware of their full tax cost. 


Can Force a Reduction 


“This large group of citizens 
can, if they are determined to do 
so, force a real reduction in the 
cost of government,” Mr. Heimann 
continued. “If they expressed their 
view and gave their political sup- 
port to representatives who will 
cooperate with them in their ob- 
jective of a lower cost of govern- 
ment, we would in short order 
have lower taxes. 

“Aside from the fact that a 
lower tax cost means a real in- 
crease in wages, the beneficial 
effect goes far beyond the added 
money in the pay envelope. Every 
dollar of savings you hold will 
automatically be worth more be- 
cause your savings will have 
greater purchasing value. Every 
bond and insurance policy will in- 
crease in real value as your taxes 
are lowered. The money your wife 
spends will go much further. 

“The wage earners of the nation 
do not realize their strength. They 
can exert a controlling influence on 
our spending and tax problems. 
If they do so, what is most im- 
portant of all is that they will have 
better government and less _reck- 
less spending of their hard-earned 


dollars.” 
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DyYNA-FLASH 


F, 


QUALITY TOOLS 
FOR FARM AND HOME WORKSHOPS 
























Model 6-S, 1 h.p., 
6” MITERING SAW 


Ball and 
Roller Bearings 
throughout . . . 
complete with 
depth gauge, rip ques 
guide, telescoping 
guard, miter shoe. 
Full 2” straight 
cut — 13%” 
bevel cut. 








MODEL 14-D ¥%,-INCH DRILL MODEL 12-D 12-INCH DRILL 


One of our line of famous This HOLE-SHOOTER is the 
HOLE-SHOOTER electric drills. } 95 only 2" electric drill — at is § 95 
Used also asa disc-sander, buffer, rice — with 1/3 H. P. motor. 


grinder, paint mixer, milk cooler. JInmatched for close-corner work. 








GROWING ACCEPTANCE OF DYNA- 
FLASH Portable Electric Tools is con- 
vincing proof of the increasing de- 


mand for quality tools, among your 


power, ball and roller bearings, 
hardened shafts and gears of Dyna- 
Flash tools are sales builders. The 


Dyna-Flash franchise includes FREE 





customers as well, Compare Dyna- _ sales and advertising helps. Write 
Flash Tools, feature for feature, with today for free DY NA-FLASH 


any other tools. The extra reserve Catalog-Folder No. 115. Address... 


MILWAUKEE ELECTRIC TOOL CORP. 
For 25 years, makers of famous HOLE-SHOOTER Drills 
5358 W. State Street ° 


— < a 
3? WYNA-FLASH POWER TOOLS 


Milwaukee 8, Wisconsin 














WORLD 
FAMOUS 

Rod Devil 

GLASS CUTTERS : 


Scientifically Designed 
for Perfect Cuts- 
Relaxing 
to Use- 
















































Chapmanized steel 
RED DEVIL wheel- 
Can't be imitated 


A Product of 


Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY 




















EMPIRE LEVELS 


Here's a striking window display to keep 
Empire Levels centered in your customers’ 
buying eye. 

This Empire 1000-E Level Deal displays 
eight of the Empire Levels mfost demand- 
ed by carpenters, masons, homecrafters, 
and other mechanics. It comes complete, 
with four replacement levels, in an eight- 
een Ib. carton. 

Empire Levels are not only the nation’s 
leading levels, but are also the nation’s 
best selling levels. That's because they 
are known as “A Standard of Accuracy"’ 
by craftsmen everywhere. 


Ae 
EMPIRE LEVEL 


Sa MEG. CO. 


10930 POTTER ROAD MILWAUKEE 13, WIS 


See your jobber, or write today 
for complete information 








‘ 


* 


. 





Frank M. Cooper (left), president, Knight & Wall Co., hardware whole- 
salers and J. P. Dunphy, laugh over a $6,000 sale, made in 1916, by Mr. 
Cooper, competing against other builders’ hardware experts. 


Veteran Hardwaremen Chuckle 
Over Rivalry of Bygone Days 


AN the time this picture was 
taken, in Atlantic City, N. J., 
last October, during the N.W.H.A. 
and A.H.M.A. convention, Frank 
M. Cooper, president, Knight & 
Wall Co., Tampa, Fla., wholesale 
hardware distributors, and his old 
friend J. P. Dunphy—recently ap- 
pointed as a representative of Soss 
Mfg. Co., were enjoying a chat 
about some of their encounters in 
the sale of builders’ hardware. 
One particular transaction of 1916 
still amuses Messrs. Cooper and 
Dunphy. 


How It Happened 
In the words of Frank M. 


Cooper, “At that time we were 
about the only distributor of high 
grade builders’ hardware in south- 
ern Florida and sold most of the 
first class residences and office 
buildings. This made it necessary 
for the manufacturers of other 
lines to send their factory repre- 
sentatives into the territory to 
make direct quotations. On one 
occasion the bids from three man- 
ufacturers, on a bank building, 
ranged from $1,125 to $1,175, and 
our cost was about $1,125. We bid 


the job in for $1,020, or about 
$105 below cost. The bank’s presi- 
dent telephoned the late H. L. 
Knight, then president of Knight 
& Wall Co., and told him that that 
young fellow Cooper was under- 
bidding certain factories, and he 
wanted to know if the company 
would stand behind his bid. Mr. 
Knight okayed the bid and said 
our company would stand be- 


hind it. 


The Idea Worked 


“Since the bank president, his 
family, and I were good friends, 
I took a carpenter to his home the 
next day and had installed on his 
front door what was then the nic- 
est item made in the line we repre- 
sent—a cast bronze unit lock. 
When the bank president arrived 
home he could not get into his 
own home and started raising 2 
fuss. His wife told him I had put 
on the new lock, and then she gave 
him the key. He played with the 
lock for 15 or 20 minutes and was 
so well pleased he called me to his 
office and the upshot of it all was 
that he bought for his new build- 
ing nearly $6,000 worth of other 
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SPRING 
TONIC 
FOR PROFITS 


“ALUMALOY’” 


ALUMINUM ALLOY 


SCREEN DOOR 
BRACES 






* REG. TM 





Sturdy, won’t rust, won't corrode — 
Alumaloy Braces are quality items that 
are priced to sell — retail at 20c uncarded, 
25¢ individually mounted on display cards. 
42 inches long, packed in dozens and six 
dozens. Order today from your distributor 
or write us. 


CHECK YOUR STOCK 
OF THESE YEAR 
ROUND BEST SELLERS 


Turnbuckles wrought 


nut EYE BOLTS and 
EYE ond EYE or EYE 


 eOnen Gam Gtn a. | 
BUCKLES with alum- 
inum bodies 


ee ae 
Mu tubuckli§ INC 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 








i. sii ot 


SPEAK NO EVIL 





The rumor- 
monger is himself an evil, 
but only a monkey seals his 
lips against reality. And can- 
cer is a grim reality. We 
must discuss the facts of can- 
cer in order to help educate 
and protect our neighbors. 
For humanity's sake—and our 
own preservation — we must 
support the crusade against 
this mortal enemy of man. 


GIVE TO 





CONQUER CANCER 


AMERICAN 
CANCER 
SOCIETY 
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Although J. P. Dunphy, 
was at the time associated with 
The Yale & Towne Mfg. 


which organization and its affili- 


storage basement at Karl’s 
ware, 
brings these 
tion of store 
closed 
store utilizes space 
wise 
extra items. 


merchandise on which we made 
our normal profit.” 


He Can Chuckle Now 


who 


Co., for 


ates he was for many years a sales- 
man and executive, saw no humor 


the situation in 1916, he has 


frequently chuckled over it in later 
years. 


Utilizes Door Space 
For Dog Harness 


N appealing dog harness dis- 
play on a door leading to the 
Hard- 
Madison, Wis., effectively 
articles to the atten- 
traffic. 
of the day 


The door is 
most and the 
which other- 
might be wasted. A_ few 


such as leashes, are 


displayed on the door frame. It 
has become a popular spot with 


local dog owners. 

















Dog harness is featured in a 
space that is often wasted. 





RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We'll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing @ Allegheny Stainless * Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, Son Francisco 
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THE AMAZING 
NEW PORCELAIN REPAIR 
DISCOVERY 
ON THE CONSUMER 
MARKET! 





Amazing PORCELENE used from 
coast to coast by leading dealers 





and manufacturers is now 





ready for the consumer market 
in 50¢ tubes. Each tube 
makes from 2 to 3 repairs. 








Plan to tie up with this 
competition-free product needed 
There’s no 






by every homemaker. 
product like it on the market. 


Pree 
Consumer Folders and Display Cards 
SEND FOR DETAILS NOW! 









© PORCELENE, INC + Sheboygan, Wis. 
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GOOD NEWS 
TRAVELS FAST 


Perfect performance of these 
heaters makes owners praise 
them highly to others. This plus 
our right price means more sales 
for you—and more profits. 





These quality vented circulators, built to sell 
at the right price, are chalking up new sales 
records all over the country. Available in 
from | to 5 room sizes with or without radi- 
ants. Approved by A.G.A. testing labora- 
tories for all types of gases. Available with 
all varieties of accessories and automatic 
controls. 





Radiant models have pyrex glass fronts 
allowing complete vision of radiant glow. 
Extra equipment includes 100% automatic 
safety pilot, non-electric thermostat and 
the combination thermostat and safety 
pilot (Unitrol) at extra cost. 


Write us today for descrip- 
tive literature and name of 
your nearest distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
QUALITY SINCE 1891 
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Alabama Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham, Mrs. Euna G. Ramsey, 509 
North 19th St., Birmingham 3, secre- 


tary. 


American Hardware Manufac- 
turers Assn., 98th semi-annual con- 
vention meeting jointly with the 59th 
annual convention of the Southern 
Wholesale Hardware Association, 
April 2-6, at the Netherland-Plaza Ho- 
Arthur L. Fau- 
bel is secretary-treasurer of the manu- 


tel, Cincinnati, Ohio. 


facturers’ association with headquarters 
at 342 Madison Ave., New York City 
17. TT. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is managing direc- 
tor of the wholesalers’ group. 


Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19 and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 


sultants, 420 Madison Ave., New York 
City 17. John R. Schoemer, managing 
director. 


Carolinas, Hardware Association of, 
annual convention, June 13-14, at the 
George Vandérbilt Hotel, Asheville, 
N. C., Sally Couch Masten, 11814 E. 
Fourth St., Charlotte 2, N. C., secretary. 


Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, at the Seminole Hotel, Jack- 
sonville, Fla. William W. Howell Way- 
cross, Ga., secretary for both groups. 


Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, at the Hotel Seminole, Jackson- 
ville, Fla. William W. Howell, Way- 


cross, Ga., secretary for both groups. 


Industrial Supply Convention, 
May 22-24, at Atlantic City, N. J. Con- 
ference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 


~ COMING 
CONVENTIONS 


AND 
EVENTS 





Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi. David 0. 
Mansfield, 26 S. State St., Jackson, is 


secretary. 


National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 
Sept. 18-21 at the Kiel Auditorium, St. 
John R. Schoemer, man- 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 
Peterson, Shapleigh Hardware Co., is 
chairman of the General Convention 


Louis, Mo. 


Committee. 


National Hardware Week, April 
28-May 6. Sponsored by the National 
Retail Hardware Association, Indian- 
apolis, Ind. Rivers Peterson, managing 


director. 


National Hardware Show, Oct. 
2-6 at Grand Central Palace, New York 
City. Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 


National Retail Hardware Asso- 
ciation, annual congress, July 17-20. at 
Olympic Hotel, Seattle, Wash. Rivers 
Peterson, 333 No. Pennsylvania St., In- 


dianapolis 4, Ind., managing director. 


National Housewares and Home 
Appliance exhibit, July 10-14, at Au- 
ditorium, Atlantic City, N. J. Spon- 
sored by the National Housewares 
Manufacturers Assn., 1140 Merchandise 
Mart. Chicago, Ill. A. W. Buddenberg, 


executive secretary. 


Sportsmen’s Shows: Detroit Con- 
gress Sportsmen’s & Vacation Show, 
March 25-April 2, at Fair Grounds, De- 
troit, Mich. Shows sponsored by Camp- 


bell-Fairbanks Inc., 929 


Expositions, 
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SHOTGUN SHELLS 


Attractive Prices 


Internationally HIGH BASE 
Famous LONG RANGE LOAD 
All Over the LOW BASE 
FIELD, TRAP, SKEET LOAD 
World for 12-16-20 GAUGES 
80 Years ATTRACTIVE PRICES 


S. E. LASZLO 


IMPORTER 


25 LAFAYETTE STREET 
Since 1933 


BROOKLYN, N. Y. 








A FAST SELLER 


LUBRIPLATE 
sa 





= 


The 
WHITE 
Waterproof 

Lubricant 








Every customer who comes in your store 
has a use for Lubriplate!... It’s the best made 
for guns, fishing reels, outboard motor gears 
... innumerable household uses... It’s attrac- 
tively packaged in counter display cartons. 


Now! In 3 Sizes! 
“A” Tube— 58 x 3!2 inches, for hunters and fisher- 
men. 3 dozen to a counter display carton. 





Nationally 
Advertised 


Our new campaign 
is reaching over 
9,000,000 prospec- 
tive customers this 
year in Saturday 
Evening Post, Field 
&Stream,and Motor 
“C” Tube—Large economy size, for outboard mo- Boating. 

tors and all other uses. Individually boxed. Display 
easel on request. 


“B" Tube—1 x 6 inches, for general household and 
sporting uses. 1 dozen to a counter display. 











Jobbers inquiries invited! Dealers send for name of nearest jobber! 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Co.— 129 Lockwood Street, Newark 5, N. J, 

















LAZY IKES 
Are Fair Traded 


Nos. 1, 2 
and 3 ....$1.25 





No. 4 
(Husky) ..$1.40 
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The lure that jumped to the sales front 
the shortest time on record, Lazy Ikes have won a place 





... fast! In 


in anglers’ tackle boxes—on dealers’ counters every- 
where. Put yourself in line for those extra profits. Ask 
your jobber or write for complete facts on Lazy Ikes— 
fastest selling lures in the tackle trade. 


JOBBERS, WRITE! Your territory may still be open. 


Kautzky Manufacturing Co. 


DEPT. H, FORT DODGE, IOWA 
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“ 1) | Park Square Bldg., Boston 16; 139 E. | - 99 Put 
| 57th St., New York City 22; 28 E. | 
ad pik * | pote Bivd.. Chicago oage Andrews Salv-All SALVAGE BAR 
| Bldg., Buffalo 2; 1331 Majestic Bldg., | | Removes flooring, siding, etc., 
Detroit 26. 


without damaging tongue & groove / 


A time and money saver 
for carpenters, builders, 
farmers. Handles boards 
up to 8” wide. Attractive, 


RAT KILLER 


Easy to Sell and Use 


Triple Mill Supply convention, see 
listing under Industrial Supply con- 


vention. actual size, working dis- List 
Serer play. Dealer and distribu- 445 
Southern Wholesale Hardware tor inquiries invited. . 


Quik pb nite larg 


QUICK DEATH 
$3 


Assn., 59th annual convention meeting 
jointly with the 98th semi-annual con- 
vention of the American Hardware | 








DECATUR STEEL PRODUCTS, Decatur, Ind. 


































































































Hard Water Putty 





lowa | 





* Paes ath 
2 == om * Manufacturers Association. April hed 
* Wize Se — + * 2-6, at the Netherland Plaza Hotel,  @) : 
mr Ap Mi Cincinnati, Ohio. T. W. McAllister is 
* rts = * managing director of the wholesalers’ 
ging > wholesalers ° 
Sa association with headquarters at 814 Circular Saws 
a Metcalf Bldg., Orlando, Fla. Arthur L. 
———— Faubel, 342 Madison Ave., New York one Dado Heads 
City 17, is secretary-treasurer of the 
“Your Silene Selesman” manufacturers group. SoHi TOOL COo., INC. 
@ %4—235¢ Pogs. on Card, Retail $6.00 » OSHKOSH, WISCONSIN 
Dealer Price $3.60—Profit $2.40 
; ; Small Fry Club 
New, large package—16 Baits. Forti- = " 
fed Red Squill—Machine Made Baits. Builds Good Will NEW F E 
Sell Your Customers the Best! Satis- | o 
faction Guaranteed. Order from Your | Merchants of Okmulgee, Okla., ARM-WIS 
Jobber or Direct. | through their chamber of com- ELECTRIC STOCK WATERER 
| merce, have a Small Fry Club Offers Quick Sales—More Profits Here’s 
THE OHIO PRODUCTS CO. } hi hi ] H hich Makes possible low-cost, automatic out- level ag 
NORTH MADISON I, OHIO | Wich 1s very popular, and whic door watering the year-round—aven la peed. 
“Sell Mouse Jinx. Kills Mice—25¢ Pkg.” | 1S making many parents in the Souaees age Denderd trode y gave 
* Some territories available to salesmen a proud and happy. The club Ro ng agen | gel Prices an ann 
calling on Hardware jobbers. Write us. | is also an excellent good will rite for Catalog Sheets and Price re 
. | builder for Okmulgee. CALF-TERIA SALES, INC. “apes 
. i Dept. B Fort Wayne 3, Indiano direct : 
The names of all babies born in man is 
| Okmulgee County are secured or assis 
( Here's the one that \ from official records and each jobber 
WON'T SHRINK child is then sent a card which due onl 
This modern plastic in reads: : - wag 
powder form makes This is to certify that (name of for counter trade, rainbow mixture. ss: gee 
lasting repairs in tile, baby) is a paid-up member of the Size one inch in diameter $13.00 rigid r 
yond or — > Small Fry Club division of the | | per 1,000 f.o.b. St. Anne. cage we om hel 
lealers a bigger profit. 50¢ per dozen. Also bulbs pac e hek 
wILL NOT SHRINK| SELLS BETTER because ag of Commerce, Okmul in cellophane bags. Write for resume 
i it WORKS BETTER. gee, a. sample and prices. vailal 
species. a H “Motto: I will gurgle and boost gga 
| . Se 
= JOHN SCHAAFSMA this ad 
et Okmulgee. R. F. D. 3, ST. ANNE, ILLINOIS HaRDW 
President ore 
¥ .Manager | ion 
Most dealers report: (Signatures) 
_ Our ian _ et yery ere sre Secretary ee 
am’s tock - Hare sesso = 
Water Puity keep S Donato “Dues paid for 21 years from | 
oubling, year after . ’ 
year.” What's more, quay date of birth. , 4 _ 
Durham’s Rock- Des Moines 4 On the reverse side of the card | 





gives you by far the 
best profit-margin on 
any product of this , 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 





industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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is this letter to the child: 
“Dear Little Bitsie: 


“We hope you will be a real 


American some day when you 
grow into a full appreciation of 
your country and your state. May 
you always be strong in body and 


economical. Just mix with water as mind and soul, so that you will 
needed. ¢ Packed twelve 1-lb. cans or six J P ms h 
4-1b. cans to case. Keep some of each on dis- enjoy all the fullness of living in a 
play. Available in 25, 50, 100-lb. drums for 


land of peace and justice. 

“If we can be of service to you 
at any time, have your Mommie 
and Papa cal! on us.” 

















AMERICAN CANCER. SOCIETY 
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selling Quick Wedge 
SCREW HOLDING screworivers 


UNCONDITIONALLY GUARANTEED 


eamanene TODAY - We'll Invoice Your Jobber 


MECHANIX| 
and | ILLUSTRATED 
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Sheffield 


Brings You The BEST 
















WANTED 
SALES MANAGER 


oe 
in OIL 
Here’s a once-in-a-lifetime opportunity for a top- 


level aggressive sales executive who has had wide & L S 


experience in directing sales of builder’s hardware. Q ; WITH THE COLORFUL DISPLAY 
A prominent, well-established hardware firm with CABINET THAT SELLS MORE OIL 
an annual gross sales volume of several million COLORS FOR YOU ON SIGHT. 
dollars is looking for a man to reorganize and SOLORIUL FINTINS See 


am “i CABINET SHOWS THE DOZENS OF 
direct a hard-hitting sales organization. The right SPECIEIC ThesTs Qeouaeeees Ea 
















man is probably now employed as sales manager 2, “paint Corre VARIOUS COMBINATIONS OF 
or assistant sales manager of a successful hardware v guevanane O° Oil COLORS AND WHITE 
jobber or manufacturer. He is a mature, aggres- We 

sive sales producing executive with many years ol Sheffield £ y o— Here's the greatest deal in the 
successful sales experience of builder’s hardware. ; [1CEe world in oil colors! The very finest 


quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shettiell Zronge 


Top salary plus commission commensurate with 
rigid requirements. Permanent position to quali- 
fied man. Must be willing to travel. All replies will 
be held in strictest confidence. Give complete 
resumé of past experience, references and date of 
availability in first letter. Our employees know of 
this advertisement. Address Box N-688. care of 


Harpware AcE, 100 E. 42 St., New York 17, N. Y. 





PAINT CORPORATION 
CLEVELAND 19, OHIO 





























MEET CUSTOMER DEMAND... 


Nationally advertised to more than 50 million readers, the New Chefsaw 


Meat Saver is the biggest $1.00 value ever. For housewives, sportsmen, hobbyists. 


Exclusive design with built-in meat tenderizer and “easy-to-change” blade holder. 
A hundred uses for this handy, all-purpose, aluminum kitchen saw. The hardened 
steel saw blade severs meat bones and joints smoothly and quickly. Ideal for pre 


paring frozen foods. Equally useful to sportsmen for dressing game and fish “on 

the spot.” Will also cut steel and brass. Be FIRST in your city to feature the 

ps New Chefsaw Meat Saver and to insure prompt delivery. Write NOW on your 

eFSAW store letterhead for complete information . . . extra blade profits . . . trade dis- 
MEAT SAVER eounts etc 


Manufactured and Distributed by 


HORNSBY & McKINLEY, DEPT. HA-1, 6758 HOLLYWOOD BLVD., HOLLYWOOD 28, CALIFORNIA ' 
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2 /— nationally known 
b= ~ for quality 

—hationally advertised 
to boost your sales 


There are two good reasons for stocking Accurate Tapes. 





One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 

cashing in on the big demand, now. 


PROMINENTLY — 
DISPLAY THEM 


ACCURATE TAPES 
SELL THEMSELVES! 


Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 


= 


IF IT’S TAPE... 1T WILL PAY YOU TO MAKE SURE 


ACCURATE TAPE 
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DISPLAY AND SELL FOR 
NATIONAL HARDWARE WEEK 
MAKE YOUR OWN 
CARPENTER'S 
SAW HORSE 
AND STEP STOOL SETS 


Larson Hardware for = | = | 
& i — ae ' 





No. 24CSH _ Carpen- 
ters Saw Horse and 
No. 24SS Step Stool 
packaged in one box— 
Same Hardware can 
make either item— 
Only one package to 


stock. wee 
mam S 


Can be used as a 
Portable Work Bench 
® Packaged in Color- 
ful Box. 
A ® Copyright instruc- 
tions furnished. 
This is the “Make Your Own” item 
everybody is talking about. 


See Your Jobber or Write for 
Larson's Green Literature 


CHAS. O. LARSON CO. 


STERLING « ILLINOIS 














STOVE PADS 


ow ror > 
‘> Guaranteed by > 
Good Housekeeping 
» a, * 


ot 
45 apvearssio 















The 
Complete 


\ BRIGHT METAL 






ASK YOUR JOBBER 


SEND FOR CATALOG OF SIZES, DESIGNS, AND PRICES 
INCLUDING CHROME AND STAINLESS STEEL STOVE PADS 


GERANIUM 


16% 








| Tae METALOID co. CLEVELAND 4, i 


IN CANADA: 3 WELLINGTON ST. EAST TORONTO, ONT. 
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WIRTHMORE 


REG. U. 8. PAT. OFF. 


DRIP-PROOF PAINT BRUSH 


Think of a new and 
different paint brush, 
so constructed that 
paint can never drip 
from it! Every paint- 
er and home owner is 
a prospective customer 
for the Wirthmore 
DRIP - PROOF Paint 
Brush. It positively 





U. S. PAT. NO. 2498320 


PREVENTS PAINT DRIPPING ON HANDS, 
CLOTHING, FLOOR OR FURNITURE. . . 


because excess paint passes through a slotted ferrule into a 
removable metal cup as shown above. No more wasted 
paint! Brushes are light weight, durably constructed, sim- 
ple to operate. 100% Chinese bristle, vule. in rubber. Avail- 
able in 4” widths and 3”, 344” and 342” lengths. Suggested 
to retail profitably for $3.95, $4.95 and $5.95 each. Packed 
1 doz. in attractive display carton furnished free. Order 
from your jobber or write direct. 


WIRTHMORE DIVISION 


Independent Brush & Specialty Co. 
369 East 200th St. Cleveland 19, Ohio 














Est. 1921 
BRUSH 


The BIG SELLING 232%. 


that REPEATS and REPEATS 
BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 
a nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 





in case. 
Consumers Crack Filler 
(wood putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
~mixes with water 
“works so easily. 


Consumers 
Patching Plaster 
++.mixes white 


in cold water. 





No checking or 
shrinking. Quick 
bond to old 





Tiger Grip Li- 
noleum Paste 


General Repairing 







Do you 
want 


PROOF ? 





YOU CAN: 
© INCREASE STORE 





TRAFFIC 
® BUILD BIGGER SALES 
© MAKE MORE PROFIT 


© REDUCE SERVICE COSTS 
to a NEW LOW MINIMUM 


Install the NEW LINCOLN 
SPEED-O-LITE 7” 


RENTAL SANDER 


Besides collecting up to $5.00 a day 
rental for sanders and sharply increasing 
sales of sandpaper, filler, stain, varnish, 
etc., LINCOLN OWNERS enjoy more 
continuous income due to Lincoln’s 
sturdier, more fool-proof construction. 
This keeps their machines in use 
for years at the very low average 
yearly service cost of but $1.80. 










Investigate the greater sales and 
profit making possibilities of 





THE 


LINCOLN SPEED-O-LITE 7” LINCOLN 
TODAY. Use the handy coupon — 


below. 


a 
BESS EB RBSRSRSRSEESSSSESSSRSRSE ESSERE 








—favored for 
use on wood 
or concrete 
filoors—'/2 pt., 


plaster without 
sizing. In 1, 22 
& 5 |b. cartons; 


and Household Use 
Min e — 

















Se pt., qt.. 1&5 2, 5, 10 & 15 lb. paper bags; 50 Ib. 
Remmnee] GCI contain” bags 100 & 300 Ib. bbls. 
=s- . . 


ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


ISIS N. HADLEY ST. ST. LOUIS 6, MO. 
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= 
® = Lincoln-Schlueter Floor Mach’y Co., 1252 W. Van Buren St Ld 
@ Chicago 7, Ill. » 
* Gentlemen: Please send me complete information on the LINCOLN an 
e SPEED-O-LITE 7” SANDER and advise me where I may secure a 
free demonstration of it without obligation on my part s 
e os 
@ NAME 
e > & 
s ADDRESS a 
= ory STATE e 
e = 
mw BY * 
ie REPRESENTATIVES IN ALL PRINCIPAL CITIES . 






FLOOR MACHINERY COMPANY 
1252 WEST VAN BUREN ST... CHICAGO 7, ILLINOIS 





World's Mfr. of the Most Complete Line of Floor Maintenance Equip't 
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GARDINER Fyfe} i) 4: 
FIG OODEe by TE 


SOLDER 


STOCK THE SOLDER THAT SELLS! Comes in distinctively color d 
packages with counter display carton. Federated Gardiner brand Acid 
Core, Solid Wire and Rosin Core Solders are nationally advertised to 
help your sales. In all commercial sizes and compositions. 


A PRODUCT OF 


Seattle METALS 


division of American Smelting and Refining Company 
Whiting, Indiana (Chicago) 

































IEMOVA HARDENED STEEL 
owe i ws — i HARDENED 
PART OF VISE ZA . STEEL JAW 
} INSERTS 
STEEL HANOLE x —s oe 
AND SCREW . “ 














STEEL CHANNEL 
SLIDE PROTECTS 
SCREW 





N@inccen 


= 
ELECTRICALLY | ff : 
WELDED ENDS If 
raat 
q b) 





MACHINIST'S 
TYPE SWIVEL 


LOCK LEVER B 
DISPLAY THE LINE THAT SELLS ITSELF 


Today's buyers want (and deserve) good practical product 
advantages. Desmond utility vises provide so many 
proven plus-values that sales will definitely increase if 
you put them out where your trade can see them. 





On top of that, Desmond will back your sales efforts with 
sales-proven display material: colorful, easy to use, and 
profit-producing. Write for Bulletin V-10 for the whole 
story. 


""Seeecucabettgiaa USE THIS CONVENIENT COUPON -----~-~; 
THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Yes. Send me Bulletin V-10 with full information 
on the Desmond-Simplex Utility Vise Display Deol. 





“CHIEF’ 
PORTABLE PIPE THREADER 


The sensational successor to the famous Quijada Model 3-A. 
Specific design improvements from stem to stern carry the new 
Chief many strides forward in doing better, faster, cleaner 
pipe threading work. Range from '/2" to 2". Optional |," 
and %" pipe—¥%" and 1'/" bolt. Low price. 


Self-lubricating. Fully portable. Clean ASK YOUR JOBBER OR 
work area. Full chip pan. Push-pull WRITE FOR CATALOG 
switch. Audible Thread-length gauge. 

Automatic chucking and new speed han- QUIJADA TOOL COMPANY, INC. 
dies—among the features carried by 7 

the new CHIEF. It will poy you to get 5474-76 Alhambra — , 
all details today. Los Angeles 32, California 








@ 





MANDRELS 


In many sizes and made of strong, 
heavy cast iron at no more than average 
prices. Each MANDREL has two ma- 
chined steel-faced collars and one pulley 
and can be purchased with double or 
single ends). MANDRELS are popular 
items and good sellers. 


Write today for free catalog showing 
. . © _ 
various sizes and types. 
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D4 AKRON’S WEW /DEA 


for CABINET HARDWARE | 


Ask your jobber about Akron’s sensational new 
DUAL Promotion for Cabinet Hardware. It’s the hit 
of the season. Here’s why: 





_—_— 





‘HIEF’ YOURS FREE! YOURS FREE! 


This unique, compact Self- This handy, portable Panel 

FAD Service Demonstrator for Board Demonstrator for 
carded hardware includ- envelope hardware includ- 
ing items on display ing items on display. 

Model 3-A. 

arry the new Pl US Giant Display Contest with prizes for every dealer 

ster, cleane 

Yptional V," Pl US FREE give-away folders for counters, mailings 

Pl US FREE advertising mats 
ROR a cooperative arrangement for local newspaper 
een P. LUS advertising 
OMPANY, INC. Ask your Jobber or write us for further information 


ora Avene 1 AKRON HARDWARE MFG. CORP. woonsipe, NEW YORK 


California 























For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 





ong, 
rage 
ma- » 
alley 
b oe GET THIS NEW DISPLAY 
Contains 50 individually boxed pulleys— 
: in the popular fast-selling sizes and bores. 
wing 


turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 


CATALOG ON REQUEST | 


‘oman’ | CONGRESS “2%” DRIVES 


trick St 3750 E. OUTER DRIVE, DETROIT 34, MICH. 


ingfield, 


You make higher profits and have faster 
| 
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CONGRESS PULLEYS | 











FORGED SQUARE ato ano siack 
SCREWDRIVER ASSORTMENT 


Extra Heavy Duty Handles Unbreakable—Shockproof 


Highly Polished Forged Square Blades of 
Correctly Hardened and Tempered Tool Stee! 


A NEW 
DEPENDABLE TOOL 
WITH A SURE GRIP 
ON EXTRA PROFITS 

FOR YOU 

Attractive Three-Color 
COUNTER DISPLAY 
CARD 


with easel... 


ITS OWN BEST 
SALESMAN 
eee 
STOCK NO. S-500 
consisting of 
4 each S-3164, S-4166 
2 each S-4165, $-5166 
PACKED | DOZEN TO BOX 
WITH {| DISPLAY CARD 
WEIGHT PER ASSORT- 
MENT—3'% Ibs 
































OPEN STOCK ALSO 
AVAILABLE 


PACKED | DOZEN TO BOX 
Sold by leading jobbers 


AMALITE, INC. 
1884 Pitkin Ave. 
Brooklyn 12, N. Y. 























HELLER EQUIPMENT |S THE 
RIGHT TOUCH YOUR STORE 


rg NEEDS FOR... BEAU7TY- BETTER 
MERCHAND/S/NG -/MPROVED 
BUSINESS -~ GREATER PROFITS 
HELLER STORE FIXTURES 





merchandise turnover and improve financially. 


Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 


fl It has been repeatedly proven that stores equip- 
ped with Heller Fixtures attract trade, have faster 


through increased sales—and go far in paying for 
new modern store fixtures. Today, by improved 


| manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip- 

: ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 

of store for free store plans. Ask for catalog H50. 


MONTPELIER: OHIO 


ASK FOR 


* Mee Store Plast / 


’ 


(f P, W.C.HELLER and COMPANY 
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KIDS CALL THEM 


The Fastest 12 fown / 


FAST SKATES fox FAST SALES 










Made in four 








WORLD’S 
LARGEST SELLING PLUG. 


: MOLI 





No. 36—A volume-seller. Quality 

built but popularly priced. 8 ball 

VER o feTeye) fete] e) SOLD bearing wheels, welded chassis, 
° 3 . rubber shock absorbers and other are ext 





features, Attractively packaged. 
Now Being Bought at the Amazing | | 7 
Rate of 6,500 Per Day | ne. 97 Stange wale 


type 
. joon 
} with wre peels 


Every year the sales of Flatfish grow bigger and bigger, pears nail ener _, 





How is your 
The season i: 
busy with fen 
Be ready with 
ers. Block an 


increasing from 1,000 per year in 1935 to 6,509 per nit eo No. 84—The 500-mile guaranteed skate? 4 Seid § 
* etn toe 5 2 Highest quality features includi ing louble- and tie en 
day in 1950. EC : ? h yas sellin "etl row, one-piece heavy steel wheels with 16 full lin f 
Ten years of continuous advertising in national maga- 0.7 >. skate nea ball bearings each and sponge rubber in 6 Tull line o 
- y ginNer>* oe sire rhe step pads. Colorful packaging. mands for w 
zines have made the Flatfish known to every fisherman yeater TT esigned Orn le 
; mr” So ves woven wire f 
who reads. , , . min Det lity fea - i: BRING KIDS TO YOUR STORE THE EASY handle your 
It is handled by practically every jobber and is the range: yy quality GLOBE-UNION WAY — Write for Details! 
best seller in thousands of dealers’ stores No. 42—Neprice CO! need latest K 
. , 7 one 


eg sons” red. - P : 
mai packaee™”-n-3ilt I GLOBE-UNION INC., Milwaukee 1, Wis. | "te today. 
we 








ack e 
s. » es 
HELIN TACKLE COMPANY Wo. . Skates. ier, Eastern Sales Office: SOLLMANN & WHITCOMB 
St winter % 200 Fifth Avenue @® New York 10, N. Y. 
Oe 6342 PULFORD AVE. DETROIT 7, MICH. fire a SEVENTY Y 




















U N { 0 N The Standard of Quality 


Signer Stl : Since 1893 


TOOL CHESTS . ie 


48 
HOUR 


DELIVERY! 


resee 
petecirare < 





are NEEDED with 


every type of Ammunition 


Due to improved and because EVERY type of ammunition produces primer, 
increased production facilities, we are now in a powder, lead and metal fouling—and rust is an ever 
position to make 48 hour delivery on UNION present menace. That’s why 
ee ee EVERY gun needs the thorough 
cleaning and protection from 
rust that these well known and 
widely advertised gun clean- 
ing essentials provide. Your 
Jobber can supply you. 


FRANK A. HOPPE, Inc. 
2314-A North 8th Street 


Philadelphia 32, Pa. 


Deliveries on other UNION products such as 
Utility Chests, Tackle Boxes, Utility Cabinets, Per- 
sonal Chest Files, etc., are running slightly slower 
due to shortages of steel in the lighter gauges. 


Consult your Jobber or write direct for information 
er 
UNION STEEL CHEST CORP., LE ROY, N.Y. 
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Made in four sizes—a complete line that meets your customers’ requirements 











MOLINE WIRE STRETCHERS 
are extra heavy, rugged, easyworking 


How is your stock of wire stretchers? = 
The season is here for farmers to get 
busy with fence building and repairing. 
Be ready with the Moline line of stretch- 
ers. Block and tackle type, lever type, 
and field fence type provide you with 
a full line of stretchers to meet all de- 
mands for work with single wire and 
woven wire fencing. We are ready to 
handle your orders promptly. If you 
need latest Moline catalog and prices, 
write today. 





LEVER TYPE STRETCHER 







SEVENTY YEARS OF SERVICE 








vat” * r 


Netting 


little or no stretching. Woven even- 


Wright Hexagonal requires 


ly with perfectly straight selvage. 
Users find that it hangs like a cur- 
tain, straight and even throughout. 
When they need more they ask for 
the netting with the famous rooster 


trademark. 


°F WRIGHT 


WeRCESTER = 


STEEL & 


WIRE CO, 
MAS S. 
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FLOWER IRRIGATOR Ye 
MODEL 400 6 
AVON ROTARY SPRINKLER ‘ = 








THE SPRINKLER 
THAT SELLS ITSELF 


Here's the fastest selling, hottest item in the 
field. Watch your sales pyramid when your custo- 
mers’ neighbors see it in action! The Avon Model 
950 Oscillating Sprinkler covers every inch of large 
areas (over 1500 square feet) slowly . . . eliminates 
puddling and run-off, provides thorough irrigation. 
It’s completely rust-proof and weighs less than 41; 
Ibs. Fully guaranteed. Fair trade retail price only 
$14.95. Nationally advertised in House and Garden 
and House Beautiful to bring more customers and 
more profits to your store. 


Also included in the Avon line are the #700 
Rotary Sprinkler at $4.95 F.O.B. factory and #400 
Garden Irrigator with head elevated 


4 ft. at $4.95 F.O.B. factory. 
|) 


Place your stock order with your 
jobber now or trite our home 
office for descriptive literature. 






MODEL 700 








THE FAMILIAR LINE OF 
YELLOW SPRINKLERS 








WORCESTER 4, MASSACHUSETTS 


A DIVISION OF GENERAL SCREW MACHINE PRODUCTS, INCORPORATED 
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eo This 12.-1n -1 
cos Quick Change 
 ——=—— Set! 





: This “99” set was our ‘hottest’ 
+-—— : . new item in ‘49! And no wonder. 
a Attractive metal kit has 9 chrome 
————$<—— plated detachable nut drivers — 2 

EE, Screwdriver sizes in chrome plated 
St detachable blade—detachable ream- 
a er—big, comfortable XCELITE 

—< — handle that fits them all! A popu- 
lar seller listing at only $9.95. 





Extra! Extra! 


#1 and #2 Phillips points on 
ONE blade now available. Order 
No. 99-82 blade. List Price $1.05. 
(Note: We left a space for it in 
both 99 kits) 


PARK METALWARE CO., INC. 
Dept. G, Orchard Park, N. Y. 
Canadians Send Orders Direct To: 
CHARLES W. POINTON 
Canadian Warehouse Distributor 


1926 Gerrard St., E. 
Toronto, Ont. 








“db fad Profit 
P Leader tx GO 


WITH A DOZEN 
IMPROVEMENTS 


FoR 5O/ 





THE PORTABLE, BLOWER- 
POWERED BARBECUE 


Dealers did a healthy business with “BROIL-AIR” in 
‘49! Every family is a prospect for this easy-to-move, 
casy-to-use barbecue. 1950 models are even better— 
casy to assemble—easy to clean after using—sturdier 
and better looking than ever. WRITE FOR DETAILS 
AND PRICES—now is the time to get ready for a BIG 
summer business! 


Ul 7 ome fe) ici meres NTU, bf 


222 MORTIMER STREET BUFFALO. N. Y. 
Canadian Blower & Forge Co, Ltd., Kitchener, Ont 





ITY LOOK i X ceive) | 








FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 


14,602 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,205 INTERMEDIATE RETAIL HARDWARE DEAL. 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 


21,505 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 


5,210 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 


548 GENERAL WHOLESALE HARDWARE 
HOUSES 


134 WHOLESALE HEAVY HARDWARE HOUSES 


111 WHOLESALE HARDWARE HOUSES IN 
CANADA 


2,084 DISTRIBUTORS OF MILL SUPPLIES 


154 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 


11,353 LUMBER YARDS 
882 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 

OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 

ONLY OUR MANY YEARS DAILY CONTACT 

WITH THE HARDWARE TRADE MAKES IT POS- 

SIBLE FOR US TO SUPPLY YOU WITH SUCH A 

HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET NEW YORK 17, Nv. Y. 





————— 
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Selling Points! 


All the way through 


You get big sales leverage on 
every class of: trade, with the full 
line of Gilmer Garden Hose. It 
backs you with a prestige name 
and gives your customers their 
full money’s worth. 


GILMER TUXEDO (Black G-1326 or Green G-1325) 
has added Rayon braid—vulcanized in. Kinks, 
separation and weak spots are out! The cover 
, years. When they want “‘something better’ 
this is it. 













All Gilmer Rubber Hose comes 
25 ft.—50 ft. coupled, and 500 
ft. bales uncoupled. Gilmer full- 
flow couplings work smoothly, 
hold fast and stand up. 








this Z&net line 


GILMER BADGER (Black G-1308 or Green G-1309) 
is lively seamless rubber with staunch 1-ply 
reinforcement. It stands lots of pressure, weather 
and dragging. Here’s hose to shade competition 
in the volume market. 


GILMER FOUR ACE (Brown G-1324) is the hose 

‘built like a tire’’—with the strength of Rayon 
Spiral Cord under the tread-like cover. Sell big 
footage to greenhouses, garages and estates, by 
stocking this ultra-strong hose. 


GILMER PLASTIC HOSE (Red or Green) gives you all 
the right answers on this type of hose. Light but 
strong. Defies weather, natant mildew. Shoots 
areal stream. You know it’s practical because it’s 
Gilmer Hose. (25 ft. and 50 ft. lengths only.) 


AND WITH GILMER V-BELTS—LOTS OF SALES—IN LITTLE SPACE 


Repairmen and owners of oil burners, washers, power mowers, 
power tools and other appliances are your prospects. 
become customers when they see your Gilmer V-Belt Tower dis- 
xilmer Handimeter 


play—a profit-maker that fits an 18” space. 


They Card, 


you fill 


Inventory 
any 


for fast belt measurement goes with it. 


V-Belt request. 
foremost V-Belt when you say Gilmer. 


Also your Gilmer Window 
Card, and Gilmer V-Belt catalog that helps 
They know they’re getting the 


Ask about the Self-Sell Merchandise Displays of Gilmer Cord Sets, Wire and Tape 
L. H. GILMER COMPANY wssion or uniren states rusBER COMPANY Tacony, Philadelphia 35, Pa. 


BUY vile THROUGH pil YOUR sil GILMER & 


WHOLESALER 4&7 








GILBERT PLASTICS @ GILBERT PLASTICS ® GILBEp, 


oc fo OF 
1,001 USES 


Mechanics, hobbyists, sportsmen, 
repairmen... 
all-purpose box. 


easily identifiable. 


able in 3 sizes with a choice ot 
designs for each size. 





or foul lines. 
Fits on any belt... 
at waist. 





fishermen, home 
all of your customers need this handy 
Ideal multi-compartment box for 
keeping numerous small items neatly stored . 


The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. 
3 compartment 


Avail- 


PLASTIC BAIT BOX 
Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
Concealed spring, snap lock cover. 
curves snugly and securely 


Market 


cost. 


anteed. 


with Tillhoe! 


Act Now! 


@ An Electrically Powered Hoe that 
Cultivates, Digs, Tills, Mulche 


@ Only One on the , Z 


Here's the tool every gardener has been waiting for. 
everyone can have the advantage of power at a reasonable 
Everywhere this tool has been shown, response has been 
amazing. Here are just a few features. 
Electrically powered. 
up and down strokes per minute. 
sold. Order now or get free facts. 











Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 


in your order now! 
Plastic boxes made to 


your specifications. 


a7 
G | L B E R T PLASTICS CORP, @ HILLSIDE, N->* 
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LIMITED 
SUPPLY 
AVAILABLE 


s 
Sli peRT PLASTICS @ GILBERT PLASTICS @ SJILSV1d Luagtioesz1isY 








Profit Opportunity of the Year! 


vw TILLHOE 


@ A Sensational New Garden Tool 


Y 






Order Now to Meet 


Consumer Buying Rush! 
Now 


Light weight. Guar- 
Blade travels 500 seven inch 
One demonstration and it's 
Be the first in your area 





CLIP COUPON TODAY! 


Taylor Preelsion Mfg. Co., Dept. 30, Rocky River, Ohio 
Rush me the following now: 

| .Tilthoes at regular discount. F.0.B. Cleveland, 0. 
Quan List $84.95. 


jo Complete information on Tillhoe 

COMPANY NAME | 
[Aooress 
cITY.. 











YOUR NAME, PLEASE 











wus « GREAT NECK SAW MFRS., inc. - Mineola, N.Y. « 





ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices... Nationally Advertised Products 
© hack saws © hand saws fp © keyhole saws © hack saw frames 
© panel saws © mitre saws a © coping saw frames © coping saws 
© pruning saws © wood chisels Q © screw drivers © compass saws & nests 
e block planes © fore planes W}} © jack planes © smooth planes 
FOR ACTION SALES... SS way SEE YOUR JOBBER IMMEDIATELY! 











BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 








New eases * 19” One Man Chain Saw — Model 4 
p. — weight only 38 Ibs 
Equipped with "famous Warren High Speed Chain — 
cuts easier, cuts faster, cuts longer without dulling 
Also Model 42 30’ Two Man Saw and Model 7 Master 
Two Man Saw in 24, 36 and 48” sizes 
Dealer opportunity in some areas 


Lombard Governor Corporation, Ashland, Massachusetts 


Send for Descriptive Folder. AL GRUMBACHER 


Order from your Jobber 464 WEST 34h STREET NEW YORK ! NEW YORE 























DEALERS ... IF YOU SELL MOWERS | 
nine Bah When You Are Looking 


oat, lightweight aluminum chassis. Heavy e 

uty TIMKEN BEARING Spindle. Revers- || F e) P d 

ible, one-piece, spring steel blade. Ball or a ertain ro uct 

bearing wheels with semi-pneu- 
matic tires. Adjustable, tubular 
















steel handles. 4-cycle air- || and only the trade-name is known— 
cooled engines. | look in the General Directory Section 
AVAILABLE IN TWO || of the “WHO MAKES IT?” Number 
POPULAR SIZES— of HARDWARE AGE for that par- 
18" cut, 1.6 hip | ticular trade-name. You will find it 

20" cut, 2 hp. | listed alphabetically under the prod- 


sities ‘iii sania uct heading of the item in question. 


Alr-Electric Machine Co., Inc., Lohrville 3, la. 


WRONG PRICE!! 


The Master Blue End rule advertised in the 








There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 
















Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


| 
Keep this Merchandise Directory 
March 9th issue of Hardware Age should have 
carried $1.25 retail price, not $1.50 as shown. 


We wish to correct this mistake and apologize 


to the Trade. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 








TRADE MARK 











BILLINGS LIFE-TIME WRENCHES 


EXCLUSIVELY FOR TWE HARDWARE TRADE 
ree UMARTEORD 1 CONN ORDER FROM YOUR WHOLESALER 
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the original 
glass-top fus 





Distribu 
AMERIC 
— 
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One set on 
12 Cards ii 

















ng 
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3, 1950 
















EXTRA SALES 


to Garden Lovers 


This popular, fast-selling device provides 
an easy, economical way to apply soluble 
fertilizers and chemicals wherever the 
— hose reaches. No danger of burning. 

raws in and dilutes as you sprinkle. SELL 
A HOZON to each purchaser of fertilizers 
or other garden supplies. Indi- 
vidually packaged. $1.75 list. 
Carton of 12 weighs 5 pounds, 
costs $12.60 F O. B. 


HOZON CO., BOX 703, CLEVELAND 22, OHIO 
This is Hozon's Fifteenth Year 











ROYAL ELECTRIC CO., inc. 


PAWTUCKET + RHODE ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS * 














STEEL FENCE POSTS 
"“U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS! If your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 





= = 
2 > 2 > eo PO O_O O_O. 

















BEAUTIFUL, long-jointed, straight 

Japanese bamboo. Rugged. Durable 
yet light and springy. Fifteen feet long. 
NO METAL JOINTS. Each joint is 
string wrapped and enameled. 
CONVENIENT! The five sections 
fit together into two three foot 
sections. 


IT’S NEW! 
4 ONLY $2-95 RETAIL 





a 














ASK 

YOUR 
JOBBER 
TODAY! 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 





What ATTENTION 
‘ DEALERS EVERYWHERE 


P | "] We'll rush you a trial pole postpaid 

ore: y ( for two dollars, along with literature. 
\ NOTE: 

Several distributorships open—write 

r at once to 





MINNESOTA 
FISHING TACKLE 
COMPANY 


BOX 644-A 
MINNEAPOLIS 
===, MINNESOTA 











The FIVE-in-TWO POLE 

















One set on a Card 





DOMES OF GILENCE 
GuDEs 


poud 











SIZES a 
1%" 1%"14"1" %* %” OWners and furniture manufacturers. 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & Co. INC. | 
35 PEARL STREET NEW YORK CITY ; Ez | 


One Set in a 


cut DOMES OF SILENCE = ““¢ 
ORIGINAL ns ee 


1%” 1%" %" 


SELL ON SIGHT when these attention-compelling con- 4” %” %&” %” 

tainers, box or card are displayed on counters. Genuine DOMES ‘ 
OF SILENCE glide softly, silently, smoothly over all flooring; 
12 Cards in a box. save floors and furniture. For years the favorite with house- 


Ask your jobber or write 
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pee vee 
Samples of Merchandise, Literature, Catalogs, 
Help Wanted. Accounts Wanted *BOXED DISPLAY RATES etc., will not be forwarded to box number Sales Re 
| Business Opportunities advertisers walens accompanied by sufficient 
Representatives Wanted, etc. $8.00 Per Column Inch a a ee 
HARDWARE AGE is published every other SV ELINI 
Set solid, maximum, 50 words....... $5.00 Thursday. Classified forms close 15 days SID “_* 
Each additional word.......-- e -10 Cuts or special borders not allowed. previous to date of publication, = ro - 
Positions Wanted Fe dhescet ter gage ny nF 3 Address your correspondence and replies to Hart ses, e 
tac 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified missic Ad 
50 words J ccc tectsecsoossoeeee $2.00 Advertising. HARDWARE AGE Ace, 100 Ez 
Each additional ee .05 REMITTANCE MUST ACCOMPANY ORDER Classified Opportunities Dept. 
Allow Seven Words for Keyed Address Send check or money order, _ si 
or Your Address not currency or stamps. 100 East 42nd St., New York 17, N. Y. MANUFA 
CARTS AN 


has some te 
housewares 1 


[ Help Wanted _]| [Sates Repnerentativoes Wanted) [Sales Representatives Wanted | Wire rod 











HARDWARE MAN TO TAKE COMPLETE WANTED SALESMAN NOW CALLING SALESMAN: EXPE -NCED ONLY: wi 

CHARGE. of Contract Hardware Department in| ON RETATL IMPLEMENT AND_ HARD. | sg i , oe a Pt a + MANUFA 
Metropilitan City. Must have experience in taking | WARE STORES in lIowa, Illinois, Wisconsin | calling on hardware, varicty and 5 & 10¢ stores Men actively 
large iobs from plans, such as schools, Hospitals, | and Dakotas. with one or two reputable lines, who | to sell a complete. line of electrical supplie ware trade 

etc. We are distributors for one of the big four | can take on, and do justice to a high grade line | houseware and hardware specialties for , Paint Line 

lines. Opportunity to become financially interested | favorably known in the hardware and implement | Baltimore wholesale house. Replies confidentiz commissions, 
if satisfactory. Write fully experience, references | field. Commission basis. Address Box N-720, | Address Box N-721, care of Harpware Ace, 190 and lines n 
ind starting salary desired. Address Box N-729, | care of Harpware Ace, 100 East 42nd St., New | East 42nd St., New York 17, N. ¥ : care of Hari 
care of Harpware Ace, 196 East 42nd St., New | York 17, N. Y | initia York 17, N 

York 17. N. ¥ | 

sii | SALES R 


BUILDERS HARDWARE SALESMEN 


salesmen sel 


Salesmen now covering the Hardware and Build 






































WANTED: HARDWARE DEALER SALES- | ing Material Trade wanted to represent manufac on es 
MAN to travel Upper Peninsula of Michigan, | turer newly organized by top executives and saws. Patent 
\ WELL-ESTABLISHED NATIONALLY | wholesale hardware. Selling experience necessary. | engineers to manufacture and market a patented With One 1 
KNOWN SPECIALTY STEEL MANUFAC- | Age 25-45. Salary plus commission. All ex- | Safety Hydraulic Door-Check Closer for house- Western Sta 
TURER, self-contained from the ore to the fin- | penses. Car furnished. Applicant give full in- | hold use. If qualified advise age, experience, caeent tere 
ished product, has An Opening for An Experi- | formation about yourself and business activities | territory, and other lines. Address seule Prod Virsinia Ave 
enced Man to be responsible for the promotion | over the past five years. Address Box N-678, | ucts. Inc., 428 New York Building, St Paul 1, ny 
and sales distribution of several well-established | care of Harpwarg Acz, 100 East 42nd St., New | Minnesota 
and accepted specialty steel items merchandised | York 17, . 2 | on 
through Hardware and Building Products Dis 
tributors. Duties involve sales promotion, super ‘on = — MANUFA 
vision of field staff, advertising, dealer helps, and i | Moderr Chr 
other trade approaches. Salary may be commen eee essories wi 
surate with ability. This is an outs standing oppor- BUILDERS HARDWARE SALESMEN — tion to Ex 
tunity for the right man. State age, education, | Nationally known builders hardware manufac- \gent selli: 
and detailed experience. Character references 1e- | PLUMBING SUPPLY SALESMEN ES- | turer has the following territories open: Arizona, trade 
quired. All letters containing above requested | TABLISHED IOBBER NEEDS EXPERI | Arkansas, Colorado, Florida, Georgia, Kansas, Terse and 
information will be acknowledgeed. Address Box | ENCED MEN. ‘Full time or side line. To call | Kentucky, Nebraska, North Carolina, Maryland, excepting M 
N-735, care of Harpware Ace, 100 East 42nd | on the Plumbers and Hardware Stores in Mid- | New Mexico, North Dakota, South Carolina, South A ne Bo 
St., New York 17, N. Y. western States to Sell Complete Line of Plumb Dakota, Tennessee, Wyoming, Texas, Virginia l Fast 42 
ing and Heating Supplies, to include Plumber and District of Columbia for capable hardware 
| Tools, Enamel Ware, Cabinets, Brass Goods, | men calling on lumber and_ hardware trade on —__ 
| Pipe,’ Soil Pipe, Copper Tubing Fittings, Hot | commission basis. Builders hardware experience 
| Water Heaters, Boilers, Furnaces, Pumps and | preferable. Give full details, materials being MANUF‘ 
Specialsies Our Salesmen know of this ad. Ad- | handled and territory now covered. Address soliciting 
Sales 4 ’ dress x N-726. care of Harpware Ace, 100 | Box. N-710, care of Harpware Ace, 100 East tive Dir 
Repnesentakives Wanted || i612 Si New Your 7 Nov! 42nd St. New York 17, N. Y. ee 
| motive Out 
territorv, S<¢ 
Kentuck 
SALESMEN CALLING ON DEALERS Sell tory. a 
awn owe olls dles -placeme Tires . . r . ’ . hes sine 
ong gs lla con ig: Roce gece cag ane SIDELINE SALESMEN CALLING ON XE aw busines 
Hox N-718 ; Serer fas | TAIL HARDWARE STORES. Line of Plumb tlt ht 
N-718, care of Harpware Ace, 100 East : , 1 St., N 
d St... New York 17. ¥ = ing and Heating Specialties. Se veral choice terr o 2 
, Flatware Salesman tories available on an exclusive basis. Give terri 
= — and other lines handled. Address —_— 
ox N-727, care of Harpware Ace, 1 East 
: WANTED for bg RE 
SALI 
4 e | overing H 
| Southern Territory |, -——\——— : rnd rein 
SALESMAN TO INTRODUCE IMPORTED a ; handle, str 
LOWEST PRICED PRECISION VERNIER By po gn nation’s leading manufactur- SALESMEN. IF YOU ARE LOOKING now pening 
CALIPER to good tool and hardware accounts, ers of Stainless Steel Flatware, who are FOR EXCELLENT SIDE LINE ITEM, selling quiries invil 
ome territories st , 7.9793 re-arranging this territory on a 100% > . hg nee: 
s rritories still open. Address Box N-723, protected liberal commission basis. Re- | to Plumbing and Hardware Jobbers. We hav AMAI 
care of Harpware AGe, 100 East 42nd St., New quirements: Must have following One New Plumbing Specialty going over very 
York 17, N. ¥ through your other non-competing lines, He See our Ad Page 201, March 9th issue 1503 Line 
with the Commercial Trade (hotel & ARDWARE Ace. Write Fulton Products Co. ——— 
restaurant supply houses) and with the Bernardsville, N. 
Housewares Trade (Housewares and hard- | a 
? — — | ware jobbers, dept. stores, house to house 
direct selling organizations, chains, pre- —— rE 
mium users etc.). Also, must have the 
| time to give this major line continuous, | SAL 
| ene rape Day complete ——. Do at ——— 7 
apply unless you cover th commercia ‘0 sell St 
SALESMEN WANTED | and housewares trade. We uate an old SALESMEN WANTED facement 
pies an ished manufacturer, wi numerous | Full time or side line to sell complete branded nation- calers & 
Calling on Hardware, Appliance, Seed and + sti atcgyee 3 an ra ally advertised line Paint Brushes. Men with following missions. 
Implement Dealers, to present New Fast-Selling poe A a sabeotmen or ie oo « ee among hardware, paint, department stores, lumber STERLI 
Siccits taun ower, Var See. thet ine ‘ ous advertising in trade p 1 yards and industrial supply houses preferred. Excep- 
: y Pp ' | tions and by mail campaigns. A leading, tional opportunity. Protected territories. Good com 2 
pos an — — to dealers, good com- brand name in stainless steel flatware. missions. Write. 345 W 
missions. Sells itself. er 
SOALA METAL PRODUCTS, INC | Address Box N-728, care of HARDWARE AGE BRUSHWISE CORPORATION 
RED LEVEL, ALA : y 100 East 42nd Street, New York 17, N. Y. | | West Fourth at Mercer Streets New York 12, N. Y- 
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23, 1950 


SIDELINE SALESMAN WANTED calling 
retail hardware, sporting goods, and variety 


stores to carry a line of Leather Dog Collars, 
Harnesses, etc. Old established, reputable manu 
facturer offers protected territory; liberal com- 
missic Address Box N-730, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y¥ 


MANUFACTURER OF WIRE SHOPPERS 
CARTS AND TUBULAR LAUNDRY CARTS | 
has some territory open. Sales agents selling 
housewares to Jobbers, Chains and Department 
Stores are invited to write us. Address Olympic 
Wire Products Co., 2133 Cass Ave., St. Louis, 
Mo 


REPRESENTATIVES 


clusive agencies needs Men calling on Better Re- 


consin, Missouri, Iowa, Minnesota, Kansas 


East 42nd St., New York 








| ss Accounts Wanted 





MANUFACTURERS AGENTS WANTED. 


Men actively calling on paint, variety and hard- 
ware trade to handle Fast Moving Luminous 
Paint Line on exclusive territorial basis. Top 
commissions, no stock to carry. State territories 
and lines now covering. Address Box N-707, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 








tory. 


= business and character references 
Box N-724, care of Harnware Ace, 190 East 


_ 





SALES REPRESENTATIVES WANTED. To 
salesmen selling Hardware Dealers. A _ side line 

exceptional merit is offered of a hand tool 
(Drilsaw) in four sizes, which drills and then 
saws. Patented—no competition. Any Shape Hole— 
With One Tool. It is new and “Hot.” The 12 
Western States except Calif. are open. State your 
present territory. Address Drilsaw (Co., 1561 
Virginia Ave., Glendale 2, Calif. 


MANUFACTURER OF QUALITY LINE 
Modern Chrome Plated Die Cast Bathroom Ac 
cessories will grant Exclusive Sales Representa 
tion to Experienced Aggressive Manufacturers 
Agents selling the hardware and 
ply trade. Territories open are Northern New 
Jersey and New York State East of Syracuse 
excepting Metropolitan Area of New York City 
Address Box N-717. care of Harpoware AGE, 


East 42nd St.. New York 17, N. ¥ 








WHISKBROOMS 


i York City can use One More Strong 

Line to established y-7 

care of Harpware AGE, 100 East 42nd St., 
> NOY 


MANUFACTURERS 
RESENTATIVES 


well manned office 








MANUFACTURERS’ AGENTS 


covering the Midwest States, selling over 350 custony- 
ers including Hardware Jobbers and Hardware Chains 


Plumbing and Novelty Joebbers, 
. Drug Chains — Manufacturers 
who sell outside products thru their Retail Deaier 


LEE E. LANE COMPANY 
624 SOUTH MICHIGAN AVE., C 
Tel. Harrison 7-6354-5: 


plumbing sup- 








(Sales Representatives Wanked}| ‘Sales Representatives Wanted} (Recounts Wanted | 


CAPABLE SALES REPRESENTATION 





brokerage basis, for Michigan, Indiana, Kentuch 
Ohio, available to reputable manutacturers 
hardware, houseware products only, selling t | 
bers, chains, department stores and premium od 
users. We are firmly established with number one 
lines and well known to the trade over a period 
of twenty years Address Box N 34. cH at 


| Harpware Acre, 100 East 42nd St., New rk 
"rN. Y 


N. 


ACCOUNTS WANTED MANUT 


NUFAC.- 
TURER'S AGENTS—TOOL SPECIALTIES, 


Established 1932. Covering all jobbers and whole 


salers in Hardware, Plumbing, Mill Supply and 


Lumber Yards. We cover Wisconsin, lowa and 
Minnesota. Additional Tool I.ines or Fastening 
Specialties desired. Address Box N-683, care of 
ITarnware Ace, 100 East 42nd St., New York 
a; a & 


ESTABLISHED SUCCESSFUL MANUF \¢ 
rURERS AGENTS, Office and Display Room 


in Minneapolis—covering North Central States 
Now doing volume business with Jobbers, Groups 
Chains and Department Stores Can do justice 
to major hardware line with growth and earning 
potentials—Must be exclusive protected territor) 
Commission basis “our correspondence 
vited Address Box N-719, care of HArpwart 


Ack, 100 East 42nd St., New York 17, N 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Ps 
Branch Offices 
New York @ Philadelphia @ Detrott 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 




















: MANUFACTURERS REPRESENTATIVE | 

iting Nationally Advertised Non Competi- | 
¢ Direct Line to Wholesale and Retail Hard- 
vare, Houseware, Department Stores and Auto- 
motive Outlets on commission basis, protected 
territory, Southern Indiana, Illinois and Western 
Kentucky, Evansville, Indiana, center of terri- 
Own late model car, financially responsible, 


Address 





1 St., New York 17, N. Y 





ACCOUNTS WANTED 


CONSUMER HARDWARE 
LOS ANGELES 
MILLION BUYERS, FAST MOVING C 
AS EXCLUSIVE ! 
FACTURER’S REPRESENTATIVE 

P. O. BOX 9836, LOS ANGELES 27, CALIF. 








-— SALES REPRESENTATIVES 


covering Hardware Garden Supply, Nurseries, Feed | 
and Grain Dealers, Dep't Stores, etc., for our Nev | 


Patent Pending Wood Rake. Replaceable head and 
handle, strongest made, finest construction. Season 
how opening—Liberal discounts and commissions. In 
Quiries invited on this ‘‘natural’’. 


AMALGA MANUFACTURING CO. 


1503 Linden Blvd. Brooklyn 12, N. Y. 





SOUTHEASTERN STATES 


Cover trade 4 times yearly. 
Commission basis. 


McCUTCHEN-SIMPSON, INC, 




















SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions, Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 


Accounts Wanted 


TWENTY YEARS, WILL ACCEPT GOOD LINES 
IN CHICAGO AREA. KNOW ALL HARD- 
DEPARTMENT STORE 


AND CHAIN BUYERS. 











Address Box N-684, care of HARDWARE A 
100 East 42nd Street, New York 17, N. 


PENNA.—NEW JERSEY—MARYLAND 


We want a highly specialized line to sell. We 
cover better retailers and jobbers of Hard- 
ware and Farm Equipment, establishing and 
servicing dealerships. Write— 


SYNCO—COMMERCIAL TRUST BLDG. 


PHILADELPHIA 2, PA. 














MANHATTAN SALES CO. 


FACTORY SALES AGENTS enjoying excellent 
volume with the wholesale hardware and paint 
trade of New England and Canada. 

Available for additional lines with offices, dis- 
play rooms and warehousing. 





We invite your inquiries. 
357 Westminster Street, Providence, R. |. __) 








ATTENTION MANUFACTURERS: 


Financially responsible sales organization cover- 
ing Midwest States interested in securing the 
distribution or warehousing of any hard line 
product on a commission basis or handle the 
accounts ourselves. Give full particulars 


Ed Swade, 624 S. Michigan, Rm. 1114, Chicago 5, il. 














(Classified Opportunities continued on page 248) 
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| —- Positions Wanted 


| | Business Oppaduniiion }/| Business Opportunities 





CAN YOU USE THE SERVICES of An Ex- 
perienced Hardware Salesman—at present employ- 
ed but seeking a change—salary not essential. 
Best of reference and background—locate any- 
where—full information on request. Prefer Tools 
ind Machinery. Address Box N-693, care of 
Hlarpware Ace, 100 East 42nd St.. New York 17, 
:y 


MANAGER AVAILABLE — Former execu- 
tive head of diversified wholesale-retail hardware 
business and of manufacturer-wholesaler of build- 
ing materials seeks New Permanent Connection 
in any location. Splendid record in all phases of 
management and operations. Complete resume on 
request. Write Box N-708, care of HARDWARE 
Acr, 100 East 42nd St., New York 17, N. Y 


EXPERIENCED CONTRACT BUILDERS’ 
HARDWARE MAN No preference as to lo 
cation Have had territorial experience and 
branch management. Can handle jobs of any size 
Complete understanding of architects’ hardware 
problems. Have written hardware specifications 


on outstanding jobs Can furnish necessary 
reference. Address Box N-722, care of Harp 
WARE AGF, 100 East 42nd St., New York 17, 
N. ¥Y 

RETAIL HARDWARE MANAGER OR AS 


SISTANT. I am 38 years of age, married and 
have been in the hardware, paint, plumbing and 
electrical supply business for the past 20 years, 
covering most phases of the Industry. Purchasing, 
merchandising, store and window display among 
greater assets. Metropolitan New York only. Ad 
dress Box N-733, care of Harpware Ace, 100 
Fast 42nd St., New York 17, N 4 





WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17,N Y 
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| STORE 


FOR SALE. PATENTED CAN OPENER 
including Tool and Dies for immediate produc- 
tiol Unusual in design, small, simple and 
scientific. Opens any shape can leaving no rough 
edges Potential unlimited at popular price A 
Iress Box N-725, care of Harpware Ace, 190 
East 42nd St., New York 17, N. Y 

FOR SALE— HARDWARE AND PAINT 


in Miami. Due death partner selling 
one of Miami's finest hardwares including new 
building (which contains two other stores and 
two apartments), stock, fixtures and ees 


| All for $50,000.00. Address Boyd’s, 7500 N 


7th Ave., Miami, Fla 





HARDWARE STORE WANTED. Young 
man with five years of experience would like to 
purchase a Business Would consider going into 
1 partnership, preferably in the Midwest Ad- 
dress Box N-732, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





WANTED 
A HARDWARE 


N-715, CARE OF HARDWARE AGE, 
42ND ST., NEW YORK 17, N. Y. 





STORE 
WITHIN ABOUT 125 MILES OF NEW YORK 


CITY. NOT LOCATED IN A BIG CITY. WILL 
DEAL WITH OWNERS ONLY. ADDRESS BOX 
100 EAST 











Anywhere in the U.S.A. 
Substantial Cash Buyers Waiting 
No obligation to list with us 





|__. 2525 BROADWAY, NEW YORK 25, N. 


Your employees want 
to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain 
the Payroll Savings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America's leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 
between employer and employee. 


Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal securities. So Bonds in- 
crease the nation's economic security, too? 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America’s working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if management sponsors the 
Plan and a fellow worker asks them to sign up. 

It's up to you whether they get the chance. 
All the help you need is available from your 
State Director, U. S. Treasury Department, 
Savings Bonds Division. 


The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council. 
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GOLDEN BUSINESS AGENCY 


Est. sinee 1918, Founded on Fidelity 
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* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 
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auger bits | Midway Auger Bits 
ORE ‘ For Gasoline Lanterns 
ew YORK for every pregerred by all and Stoves 
. WILL . 
w Retails at 
1ESS BOX 
100 EAST purpose uke want the Gest/ $1.25 each 
: ee ee The only lighter that places the spark at the mantles where needed, 
* : yet pulls away from damaging heat when lantern is lit! Permanently 
— ; apePms installed in match hole in two seconds. Tested and approved by a 
(ENG } Standard auger bits National Testing Laboratory. A must for Campers, Fishermen, Hunters, Farmers, 
, 13 sizes (4416” to 1%@”") Cabins and Emergency Power Failures. Individually boxed, packed 24 to a sales 
“a Auger bits for making display carton. Shipping weight—3 Ibs. f.o.b. Cleveland, Ohio. Send 
NTED ons he a. ") SSA for literature and price schedule. 
13 sizes (“e” toe 
ting e Sales Office: The SWAN-RUSS Corp. 
us Vidwag The Arcade, Cleveland, Ohio | | P. O. Box 2242, Cleveland 9, Ohio 
ENCY THE MIDWAY TOOL‘CO.. -INC. Factory: Melvin, Ohio | 
delity — = 
m Vv. | a 
RE-THREAD FAUCETS EASILY GARDNER’S No. 934 SPRING CASE 
y e y 4 wa 
WITHOUT TAPS, DIES, THREADERS prion cecigentt ions all 
Just install LLEVALVE in place of old stem, you pee oy yg gece gpm nse 
get NEW THREADS, also new stem and new seat ments—of the size and type cus- 
complete in one unit. Easily installed by anyone tomers request most often, Springs 
7 without special tools. Completely rebuilds 80%. 0 So lw inden prt 
ndards an are brig s! 
2 models: _ eens Se santa seat ined. Besides the os Spring 
pe —s 80% Case, we also o © two 
Our 13th year Left or right hand. and + ln sling = Ansara 
4 If your jobber cannot supply you write direct rn ee 
promptly from stock. 
Get complete informa- 
Ml tion from yeur jobber, 
or write 
E VA 3. Pat GARDNER WIRE CO. 
we 1329 So. Cicero Ave., Chicago 50, ill. 
canal HARDWARE SPECIALTIES SINCE 1909 
THE CLEVELAND VALVE CO., CLEVELAND 11, OHIO 
Gopyrighted 1950, Cleveland Valve Co 
- — ¥ > ! 
es NOW! : COMPLETELY 
ver ealer who features 
a | ASSEMBLED 
: DURO | ALL IN ONE 
re | PACKAGE 
e. 
: POWER TOOLS 
al . Dealer Customer T itu Te x. 
can promote a complete line for Convenience Satisfaction can mop = 
FARM ¢ HOME INDUSTRY no Belin ag a 
9 \ ‘ | immediate ase with clam “ty han- 
ree EeNetonel Adverttag | Say eginnd, a, See, ol" cere 
Write for 1950 Duro Catalog | efficient dias like to sell “4 A faster 
nm ——— on —7 | selling package for the nation’s largest eirity 
f a . ‘ower Tool Business selling cellulose sponge mop! Call your job- 
“ Nationally Advertised DURO METAL PRODUCTS Co. ber teday. P Model No. 101, $1.95 List price 
h POWER TOOLS 2684 N. Kildare Ave., Chicago 39, III. 4 7 N The MOP (0. ec ae ae to 
le CHICAGO 16 ILL. 
D. oe 
8. 
4 od BE “WISE... BUY PTT BRUSHES! 
Ty 
r next oon 
RUSHES write for our 
rr eal dass ore te “BRUSHWISE | 
Attention Salesmea! Territories Opes CORPORATION 
ADDRESS ALL INQUIRIES TO BRUSHWISE CORPORATION, WEST FOURTH AT MERCER ST.. NEW YORK 12, N.Y 
“p 
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LaGRANGE SELECTOR WHEEL RACK 
Of Quality Rubber Tired Steel-Disc Wheels— 


A self-service sales rack, dis- 
plays 7 types of our 9 best 
selling steel disc wheels from 
4" to 10" diam. Load capac- 
ity 70 to 250 Ibs. Total 30 
wheels with semi-pneumatic 
puncture-proof and extruded 
solid rubber tires. Also with ball 
bearings for '/2"" and 3%" axles. 
Ready seller to the “Handy- 
who makes his own carts, 





man 

wagons, outdoor furniture, 

trucks, light portable tool trucks, wheel- 

barrows, etc. Rack sent FREE with order for 30 wheels. Send for 


wheel circular and price list which gives complete information. 


LaGRANGE METAL PRODUCTS, HILLSIDE, ILLINOIS 














Newell Streamliner Closer 


HAS NO RIVAL IN ITS CLASS 


THE SENSATION OF 1950! 


Stock and Sell the Closer That Sells Itself 


Send for our free Sales Literature on this and our other 


Closers to 


NEWELL MANUFACTURING COMPANY 


LOWELL, MICHIGAN, U.S.A. 











AINGOTON 


ROLLER SKATES 


a: 
—— 







= 


IN THE 
girs POPULAR PRICE 


MARKET 


KINGSTON PRODUCTS CORP., Hwd. Div. A-3, Kokomo, Ind. 


~ 








ROYAL joint FASTENERS 


— PRE-SOLD VIA NATIONAL ADVERTISING! 


PROFITS 


WAYS TO 


ZES! 


iN-DEMAND §& 


JOBBER— OR CONTACT -— 
INC. 
, BROOKLYN 15, N.Y. 


SEE YOUR 
INDEPENDENT METAL STRAP CO., 
ESTABLISHED 1907 ¢ 232 THIRD ST 


250 
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Accurate Mfg. Co. 235 | Eagle Rule Mfg. Corp 184 
Aermotor Co. 54 | Electric Sprayit Co. 20! 
Air Control Products, Inc. 14] Empire Brush Works, Inc. 84 
Air-Electric Machine Co., Inc. 244 | Empire Level Mfg. Co 20 
Akron Hardware Mfg. Corp. 237 | Everedy Co., The 2 
Aladdin Industries i 97 
Alaska Freezer Co., Inc., The 134 
Amalite, Inc. ane 239 : 
America & Southern ss 70 
American Chain & Cable Co. 102 P 
American Fi. Surfacing Mch. Co. be nately Me a fine = 
American Import Co. .. _ Federal Enameling & Stpg. Co. 0-9) 
American Steel & Wire Co. Federated Metals Div. 238 
American Swiss File & Tool Co. .. 163 Fiske Brothers Refining Go.. Lubri- 
American Tack Co. 52 late Div. 9 223 
American Thermos Bottle. Co., The 64 Ford Minine Go, ni 
American Turpentine Farmers Forsberg Mfg. Co 168 
Association ............ 37 Frick-Gallagher Mfg. Co., The 178 
Ames Baldwin Wyoming Co. 7? | cee 8 Ge. tac as 
Anchor Wire Corp. 4 Fuller Tool Ge., Inc 224 
Archer-Daniels-Midiand Co 53-59 
Artistic Wire Products Co., Inc. 78 
Associated Specialties Co.. Inc 172 
Atlantic Tubing & Rubber Co. 299 S 
Atlas Asbestos Co. 88 
Gardex. Inc. i77 
Gardner Wire Co. 249 
Garrett Co., Inc., George K 222 
Gates Rubber Co. .. 35-36 
8 General Electric Co. Lamp Div... 20-21 
rg | General Screw Mch. Products, Inc. 24! 
Barcalo Mfg. Co. 54] Gensco Tool Div., General Stee! 
Barr & Co., W. M. '75| Warehouse Co., Inc. 182 
Belknap Mfg. en 81 Gifford- Wood Co. 158 
Bell Electric Co. 75 | Gilbert & Bennett Mfg. Co., The . 14 
Ben Hur Mfg. Co. _.. 225 | Gilbert Plastics, Inc. 243 
Billings & Spencer Company 244 Gillis Shoe Corp Geo. 215 
Bluffton Saw Cutter Co 252 Gilmer Co.. L. H. ; : 243 
Boss Mfg. Co. _.. '61 | Gladding & Co., Inc., B. F 213 
Brainard Steel Co. 5| Ginketlaton tac. 240 
Bridgeport Hdwe. Mfg. Corp., The 179 Goodyear Tire & Rubber Co.. lac. 
Brushwise Corp. 249! Graham Co., Inc., John H. 173 
Buffalo Bolt Co. 136 Great Neck Saw Mfgrs., Inc 244 
Buffalo Forge Co. ’ 242 Geasslce Tool Go. j 180 
Burroughs Mfg. Corp. 63 Griffin Co.. G 183 
Griffin Mfg. Co. 209 
Grumbacher, Inc., M 244 
c 
Calbar Paint & Varnish Co 98 H 
Calf-Teria Co. 234 
Cambridge Mfg. Corp. 185} H & S Metal Polishing Co 205 
Cambridge Tile Mfg. Co 86 | Hall-Wessel Co. 88 
Camillus Cutlery Company 26 | Hanson Scale Co 183 
Capewell Mfg. Co. 163 | Heineke & Co. 67 
Carlson & Sullivan 224 | Helin Tackle Co. 240 
Casco Products Corp 167 | Heller Brothers Company 149 
Central States Paper & Bag Co 88 | Heller & Co., W. C 239 
Champion Hardware Co. 138) Hemp & Co. . 28 
Chapin Mfg. Works, R. E. 155| Hobart Mfg. Co., Kitchen Aid 
Chattanooga Impl. & Mfg. Co 232] Div. . 15 
Cheney Hammer Corp., Henry 192 | Hodell Chain Co. 4 
Chevrolet Motor Division 50 | Hooven & Allison Co %5 
Chicago Die Casting Mfg. Co. 153 | Hoover Co., The a. 
Chicago Spring Hinge Co. 8 | Hoppe, Inc., Frank A. 240 
Chicago Wheel & Mfg. Co 162 | Hornet Inc., Div. of Ridge Too 
Chicopee Mfg. Corp. | Co. . 212 
Clark Mfg. Co., J. L. 92 | Hornsby & McKinley 235 
Clarke Sanding Machine Co 46-47 | Horton Mfg. Co., The ‘ 
Clemson Brothers, Inc. 227 | Houston Fishing Tackle Co 165 
Cleveland Cap Screw Co. 181 | Hozon Co 245 
Cleveland Chain & Mfg. Co 125 | Hurd Lock & Mfg. Co 25| 
Cleveland Twist Drill Co. 39 
Cleveland Valve Co. 249 
Coldwell-Phila. Lawn Mower Co., 
Inc. WY I 
Colonial Brush Mfg. Co., Inc. 6! 
Committee on Steel Pipe Research 32 Ideal Display Fixtures, Inc. 78 
Congress Drives Div., Tann Corp. 239| Independent Brush & Specialty Co. 237 
Consumers Glue Co. . 237 | Independent Lock Co. i0s 
Corbin Cabinet Lock Co. 87 | Independent Metal Strap Co 750 
Coughlan Co., G. N............-. 131 | Indestro Mfg. Corp. 203 
Crescent Tool Co. ee 147 | inland Steel Products Co 3 
Cummins Portable Tools Div. 
Cummins Business Machines 
Corp. * 55 
Cunningham Son ‘& Co., James 165 J 
Cyclone Fence Div. 66 
| Johnston Lawn Mower Co. 29 
| Judsen Rubber Works, Inc 2 
| 
D | 
Davis Corp., G. W. 30-3) K 
Dearborn Stove Co. adeeevnca” Mae _ 
Decatur Steel Products............ 234 | Kautzky Mfg. Co 233 
Desmond-Stephen Mfg. Co. ...... 238 | Kay-Tite 9 ' 
Dig-No-Mor Division ....... . 172 | Kedman Co. 235 
Domes of Silence ............. 245 | Kester Solder Co. 228 
Durham Co., Donald 234 | Keuffel & Esser Co. 143 
| Duro Metal Prod. Co. . 249| Kingston Products Corp 250 
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LaBelle Industries, Inc. 182 
LaGrange Metal Products . 250 
Lambert Products Co. 174 
Landers, Frary & Clark 24- 25 
Langley Corp. 27 
LaPorte Corp. . 62 
Larson Co., Charles O . 236 
Larvex Div. - 
Lastlo, S. E. . 233 
Libbey-Owens- Ford its Co 221 
Liberty Bell Mfg. Co. 74 
Lincoln Schlueter Floor Mchy. Co. 237 
Lodge & Shipley Co. . 80 
Lombord Governor Corp. 244 
Lowther Co., Harry A. 205 
Lubprodco Mfg. Co. 184 
Lubrication Products Co 184 
Lubriplate Div., Fiske Brothers Re- 
fining Co 233 
lucas & Co., Inc., John 19 
M 
Marquart Mfg. Co 12 
Marquette Appliances, Inc 186 
Marshalltown Trowel Co 249 
Mast-Foos Mfg. Co. 214 
Master Rule Mfg. 244 
McGill Metal Products Co 168 
Mell-Hoffman Mfg. Co. 171 
Metal Textile Corp. 79 
Metaloid Co. 236 
Metal Textile Corp. 70 
Michigan Chemical Corp 10 
Midland Co., The 191 
Midway Tool Co., Inc., The 249 
Mikado & Co. 251 
Miller, Inc., Robert E. 245 
Milwaukee Electric Tool Co 229 
Minnesota Fishing Tackle Co 245 
Minute Mop Co. 249 
Moline Iron Works 241 
Montague Rod and Reel Co. 133 
Myers & Bro. Co., F. E. 165 
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National Electrical Mfrs. Assoc. 44 
National Enamel. & Stpg. Co..... 68 
National Lock Co. ie . 53 
National Mfg. Co. ... ; = 
National Metal Products Co 94 
New England Carbide Tool Co 38 
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Newell Mfg. Co. 250 
Nichols Wire & Aluminum Co. 190 
Nicholson File Co. 100 
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Nutone, Inc. 9 
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Ocean City Mfg. Co 133 
Ohio Products Co 234 
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Pekin Specialty Co. : 168 
Penn Metal Ware Co. 252 
Petko Industries, Inc. 7 
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Pioneer Rubber Co. 92 
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Red Jacket Mfg. Co 226 
Republic Steel Corp 40 
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Robinson, Inc., Edward E ae 
Royal Electric Co., Inc. ... 245 
Rudolph Poultry Equipment Co. .. 245 
Ryerson & Son, Inc., Jos. T 231 
Ss 
S & W Moulding Co .. 86 
Safe Padlock & Hardware Co. . 74 
Savogran Co. 220 
Schaafsma, John 234 
Schlage Lock Co 217 
Schlueter Mfg. Co 60 
Schwartz Mfg. Co. 164 
Screens & Fabricated Metals Corp. 6 
Sensation Mower, Inc. 176 
Shakespeare Co. 65 
Shapleigh Hardware Co. 254 
Sharon Bolt & Screw Co. 142 
Sheffield Bronze Paint Corp. 235 
Sheffield Steel Corp. 159 
Sherwin-Williams Co., The ; 57 
Simonds Saw & Steel Co 4! 
Simoniz Co., The .. 93 
Slaymaker Lock Co. 45 
Smith & Son, Inc., Seymour . 83 
Sohi Tool Co., Inc., The 234 


Southington Hdwe. Mfg. Co., 
Stanley Electric Tool Div 
Star Mfg. Co. Div. Illinois Iron & 


The 252 
148 


Bolt Co. 214 
Star Metal Products Co 185 
Stratton & Terstegge Co 215 
Sunset Line & Twine Co % 
Swan Rubber Co. 5 
Swan-Russ Corp. 249 
Sweet & Sons, E. L 251 
Swift & Co. .. 158 
Swing-A-Way Mfg. Co. 183 

T 
Tatcher, Ernest 7 
Taylor Instrument Companies 29 
Taylor Precision Mfg. Co. . 243 
Toastmaster Products Div. 73 
Tobacco By-Products & Chemical 

Corp. 214 
Trine Mfg. Corp. . 
Tryon Company, Edw. K. 215 
Tucker Duck & Rubber Co. 82 
Turnbuckles, Inc. 231 
Turner & Seymour Mfg. Co. 206 

U 
Union Steel Chest Corp. 240 
United States Steel Corp. 66 
Universal Metal Products Co 169 
Vv 
Vital Products Mfg. Co., The 182 
Ww 
Wall Mfg. Co., P 225 
Warren Tool Corp. 199 
Warwood Tool Company 203 
Washburn Co., The 
— Valve Spring Compressor 
° 
Werner Co,. R. D. 43 
Western Tool & Stamping Co. ‘168, 252 
Wheeling Corrugating Co. 99 
White Mop Wringer Co. 98 
White Studios 170 
Whitney Seed Co., Inc. 94 
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Williams Co., The 135 
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Worthington Pump & Machinery 
219 
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Yole & Towne Mfg. Co 3 
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A FAST SELLING 
BIG PROFIT ITEM! 





A 
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SINKER DEMAND IS GREAT 7 
SQUID inuien enw te oe OOD tr eons 


d their own. It's mighty easy . . . inter- : 
en esting . . and economical . . . with | 
JIG Sweet's sinker, squid, and jig molds, 


available in 350 sizes and types. } 


E. L. SWEET & SON Dept. ta | 


505 Adam St., Tonawanda, N. Y. 
WRITE FOR ( 
COMPLETE FREE 
CATALOG TODAY ; 
goverts 4-POINT 

























HOLDS PLATE FLAT AGAINST WALL 















BRILLIANT, RUST PROOF FINISH 


150 for Plates 5° to 6” $2.25 per doz. 
250 for Plates 6" to 7/2" . 2.25 per doz. 
350 for Plates 7'/2" to 9 2.25 per dor. 
450 for Plates 9° to 12” 2.25 per doz 
550 for Plates 12" to 18° 3.00 per dor. 


MOUNTED ON CARDS F.0.8. OHICAGO, II 


Rocnerts COLONIAL HOUSE 


, Feat Chu 
BAMBOO 
) RAKE 


Something different in 
a rake! Selected, seasoned 
(7 years), quality bamboo 
..with the tough, iron-like joint 
sections cut to form the teeth 
tips. Longer lasting, stronger, 

does better work. 33 teeth, 18" 

spread, copper wire bound 
necked with U metal clamp. 

48" handle. 1950 Best Seller. 


Write for Prices and Information 
*Trade Mark Registered. Pat. Pend. 








14 Lp 
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The modern Hurd Coster 
now retails for only $27.50 
with liberal trade discounts; 
the Super Caster for $45.00 
—a profit-making combi- 
nation with wide consumer 


appeal. Consult yourjobber 






. SUPER-CASTER 


one ne Right te make fication changes 
ithout obligation 


HURD LOCK AND MANUFACTURING COMPANY 
New Center Building © Detroit 2, Michigan 


Pat. 1145625. Other " a 





251 











: ; Machine Graduated 
Hook onto the line that fishermen like to gece Steel and Aluminum Squares 
buy. Years of experience have built into the 
Old Pal Line the features fishermen look for. 
Ask your jobber to show you the line. Write 
for new catalog. Over Half-a-Hundred num- 
bers to choose from. NEW LOW PRICES 


Try Squares 


* LEADER : 
coms Bevel 


“"oows | | ae See The Southington 


*» BAIT 
BOXES 
* MINNOW 
BUCKETS 
® FISH 
SCALERS 
* FLY 
& LEADER 
BOXES 


* WADING 
MINNOW 
CANS 





Wood 








OLD PAL FISHING GOODS MFR'S. @PAIG 2% Southington Hardware Mfg. Co. 
nti) wy, Southington, Conn. 


PENN METAL WARE CO., WILKES-BARRE, PA. 


FASTER SALES 
MEAN | 
MORE PROFITS ene 


Salad Set 

















ROTARY 
FREE counter merchandiser sells \ 
WER MOWERS this most versatile set. ee 
This One set combines all uses —_ Guaranteed | 
—Slicer...Grater...Fine Shred- Sharp 
PRICED TO der... Coarse eagpenanne In addi- tor 10 Yeus 
tion, a handy guard protects 
RETAIL FOR against the fine steel eversharp hao 
hredder 


j ‘ F 00 cutting edges. “S6EG 
—_ 2. - Spada ¢ fae, 
0. Complete set is individually \ eri, 
eo packaged, with 12 recipes. De igk) § Coarse 


ty Orders for cases of one dozen j Shredder 


4 A 
elt . will include Free a counter 
at? Airfoil shaped blade gives smooth 19” cut to fine merchandiser that sells these 


lawns with ease. The HOMKO Rotary Mower is the latest develop- sets on sight! Let “Rapid” 
ment for cutting high grass and weeds. A maximum of SAFETY, Salad Sets boost your profit 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL margin. Write today for attrac- . ; Fastest 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, tive prices and discounts. Free ‘i°Ssied Reva! rice VAMMAASERY 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. newspaper mats. higher in West Cutter 


DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PRODUCT Ask Your Jobber NOW about Special 5% Discount for National Hardware Week 


BLUFFTON SLAW CUTTER COMPANY 
BLUFFTON, OHIO 


WESTERN TOOL & STAMPING CO. 


THE LEADER IN THE POWER AND HAND MOWER FIELD 


| 
| 
MANUFACTURED BY 
2725 SECOND AVENUE DES MOINES 13, |OWA 

' 
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Heavily 
Plated 
= 4 
Hammer 
Tempered 
aE B 
suts- Grates 
Slices 
ee | 
uar anteed 
Sharp 
w 10 Years 
ore. 
Fine 
Shredder 
Coarse 
Shredder 


orld's 
istest 
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utter 





